








Beware the shotgun wedding 


We at F. S. Webster don’t believe in shot- 
gun weddings —in forcing dealers to buy 
one product in order to secure another 
scarce item. For one thing, shotgun wed- 
dings aren’t legal. For another, they don’t 


make for permanent marriages. 


Webster's dealer relationships are based on 
firmer ground. They start with the needs of 
the dealer himself. We provide him with a 
choice from a complete line of quality 
carbon papers, typewriter ribbons, and other 
accessories designed to meet the require- 


ments of every customer. We support 


him with the prestige of famous brand 
names like MultiKopy and Star to make 
selling easier. We give him the edge over 
competition with Micrometric, the patented 
carbon paper with five extra sales features. 
We back him up with fast deliveries and 
consistent sales and merchandising assist- 
ance in war and peace, in good times and 


bad. 


Webster's policy of fair play and construc- 
tive sales help has been highly profitable 
for our dealers throughout the years. Maybe 


you'd like that kind of relationship, too. 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
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{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 
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{COPYRIGHT. Contents 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc. 110 
Ace Fastener Corp.......... 171 
Acme Bulletin & Dircty. Corp...218 
Adirondack Chair Co.... 206 
Agency Paper Co. 218 
Aigner, G. J., Co. 106 
Alexander Pencil Company 129 
All-Steel-Equip. Co. 134 
Allen Calculators, Inc... 116 
Allen & Co. ‘scthlinlacenbtalaiblh 201 
Allen-Marshall, Ivan, Co........... 176 


Allied Carb. & Rib. Mfg. Co.....180 
Alma Desk Co. 220 
Amberg File & Index Co. 69 


Amer. Carbon Paper Mfg. Co...175 
Amer. Dictating Mach. Co., 
Inc. a .170 
Amer. Hair & Felt Co. 117 
American Map Co., Inc. 208 
Amer. ‘Photo Laboratories 222 
Ames Supply Co. 83 
Anderson-Hickey Co., Inc. 121 
Art Metal Construction Co. 61 
Art Steel Sales Corp. Ae 
Associated Stationers Supply 
ONES ESET ee ne eae 160 
BT i esicsthettenecsstoninenss 223 


Autmtc. Pencil Sharpener Co...224 


B 
Bainbridge, Kimpton & Haupt, 


Inc. . Sahel .---144 
Bankers Box Co........... Sihcbeslin “OO 
Barkley, C.’ L., & Co................. 92 
Bassick Company 114 
Beach Publishing Co. Rw | 
Beck Duplicator Corp., The......197 
Bickett, L. M., Co. Sm 
Bolens Products Co. 161 
Boorum & Pease Co. 145 
Bright Chair Co. ieee 
British Staty. Exporter.............. 177 
Brown, Arthur, & Bro. 172 
Browne-Morse Co. ..203 


Buckeye Ribbon & Carbon Co. 202 


Business Efficiency Aids. .......... 143 
Business Mach. Products Inc.....166 
Cc 
Calculator Equip. Co. 198 
Canvas Products Corp. 220 
Cardinell Corp. : 216 
Carter’s Ink Company 173 

Century Associated Products 
oe... 122 
Clarotype Co., The 213 
Codo Mfg. Corp. ...153 
Cole Steel Equipment Co., Inc...146 
Collier-Keyworth Co. 104 
Columbia Industries 189 


Columbia Pencil Co. 96 
Columbia Rib. & Car. Mfg. Co. 49 
Columbia Steel Equipment Co. 
Commonwealth Publishing Co...2 
Consolidated Stamp Mfg. Co., 


Inc. re hie 118 
Continental Ink Co. ...211 
Cook, The H. C., Co. Le 201 
Copy Papers, Inc. 154 
Copy Right Mfg. Corp... 217 
Corona Typewriter .... . 43 
Corry-Jamestown Mfg. Corp.....105 
Cotterman, I. D. 219 
Cram, The George F., Co. 221 


Cramer Posture Chair Co..... 98 


C-Thru Ruler Co. 124 
Cushman & Denison Mfg. Co., 
Inc. ..169 
D 
Darnell Corp., Ltd. 220 
Dawn Mfg. Corp., Ltd. 212 
Dayton Stencil Works 218 
Dennison Mfg. Company 127 
Dick, A. B., Company 41 
Domore Chair Co. 111 
Downey, C. L., Co. 194 


through the journal. 


E 
Eaton Paper Corp. 
Elbe File & Binder Co. 
Engineering Mfg. Co. 
Eraser Company . 


Eureka Specialty Prtg. Co. 


Eversharp, Incorporated 
F 
Faber, A. W., Inc. 
Fair Furniture Co. 
Farber, Louis H. 
Federal Fibre Corp. 
Feldco Loose Leaf Corp. 
Fox, George E., & Company 


Frankel Carbon & Ribbon Co. 


G 

Galef, J. L., & Son 
General Fireproofing Co. 
Gibbons, Thomas H., & Co. 
Gibson, C. R., & Company 
Gits Molding Corp. 
Globe-Wernicke Co., 
Graff, Geo. B., Co. Roe 
Gregory Fount-O-Ink Co. 


The....7 


Guide System & Supply Co....... 


Gunlocke, W. H., Chair Co. 

H 
Hall-Welter Co. .. 
Hanson, J. L., Co. 


Hanson Scale Co. 
Harriman-Welts, Inc. 
Harter Corporation 
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195 
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Herring-Hail-Marvin Safe Co...174 


Heyer Corporation, The 


High Point Bndg. & Chair Co. 
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Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods Co. 
Indiana Cash Drawer 
Indiana Desk Co. 
Ink Specialties Co., Inc. 
Int’l Bronze Tablet Co., 


Co. 


Inc. 


ce 229 
167 


..163 
...199 
..130 
...156 
193 
210 


Int’l Business Mach. Corp...76, 77 


Invincible Metal Furniture Co. 


J 
Chair Co. 
Desk Co., The 
Office Furniture 
Seating Co. 


Jasper 
Jasper 
Jasper 
Jasper 


Co. 


112 


207 
159 
142 
...193 


K 
Kahn, David, Ine , 93 
Koh-I-Noor Pencil Co., Inc. 211 
L 
Lawson, F. H., Company 188 
Leopold Co. 107 
Lightning Adding Machine 
Co. 140 
M 
Manifold Supplies Co. 45 
Markilo Co. 219 
Markwell Mfg. Co. 71, 95 
Mashek, Frank, Co. 108 
Meier, Joshua, Company 184 
Meilicke Systems, Inc. 221 
Meilink Steel Safe Co. 103 
Metal Office Furniture Co. 149 
Metal Specialties Mfg. Co. 208 
Meyer & Wenthe, Inc. ...205 
Michigan Desk Co. ...152 
Midwest Naturlite Co. mS 
Mimeograph, The acs OA 
Mittag & Volger, Inc. 55 
Monroe Cale. Machine Co. 155 
Moore Push Pin Co. ; 219 
Morey Products Company 190 
Myrtle Desk Co. 126 
N 
National Blank Book Co. .221 
National Desk Co., Inc. —« #1 
National Vulcanized Fibre Co...210 
New England Woodworking 
Co. . ee eee 82 
New Indiana Chair Co. 162 
Norta Distributing Co. 216 
Norwood Equipment Co...131, 132 
Northern States Envelope Co...148 
oO 
Office Furniture Wholesale Dis- 
tributors .220 
Old Town Rib. & Car. Co. . 69 
Oxford Filing Supply Co. me | 
PQ 
Pacific Cb. & Ribbon Mfg. Co...128 
Parker Pen Company.. 97 
Peerless Imperial Co., Inc. 81 
Peerless Steel Equip. Co. 224 
Pemberton, L. N., Prtg. Co.......219 
Pengad Mfg. Co. 218 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


Ss. 








They do, however, offer their services in resolving any disagreements which result from relations established 


Phillips Process Co., Ine...........182 
Photo Materials Co.......... ..182 
Pierce, Co., The 219 
Pronto File Corp. RY. ...192 
Quality Park Envelope Co. 212 
R 
Regal Typewriter Co. <-B2 
Reyam Plastic Products Co.....181 


Reyburn Mfg. Co., Inc., The....139 


Rite-Line Sales Co., Inc.............198 
Rite-Rite Mfg. Co. ee 
Rivet-O Mfg. Co.... Lie 
Roberts Number. Mach. Co.......214 
Roberts, Weldon, Rubber Co.....215 


Rochester Wire-O Binding, 
Inc. . sc : 
Rockwell-Barnes Co. ... 
Ross-Gould Company . 
Royal Metal Mfg. Co., The......228 





Royal Typewriter Co..... we | 
Ss 

Sanford Ink Company 84 

Schollhorn, William, Co...........165 


Sengbusch Self Cl. Inkst’d Co...225 


Service Products, Inc..................194 
Shaw-Wealker Co. ......0-.--...cccscce 94 
Sheaffer, W. A., Pen Co........... 51 
Sheboygan Chair Company......179 
Sheppard, C. E., Co................... 215 
Se a: SS 
Sinclair & Valentine Co... 205 
Smead Mfg. Co., Inc., 

The . ..119, 120 
Smith, L. C., & Corona Type- 

writers, Inc. taba ceies ional 
Speed-Key Mfg. Co..................... 218 
Speed-O-Print Corp. ................. 115 


Speed Products Co......0..000.000000.... 141 


Spencer Rubber Products Co.....223 
Staestier; J. &., ‘Whe....-........0.:: 209 
Standard Business Mach. Co.....206 
Starkey Paper & Supply Co.....219 
Stein Bros. Mfg. Co............. 75 


Stewart, R. A., & Co... ucakceu ee 


Storms, H. M., Co....... . ..158 

Sturgis Posture Chair Co. 113 

Sun Rubber Company 200 

Superior Type Co. ; 65 
T 

Technygraph Co., The 222 


U 
Underwood Corporation 
Back Cover 


Union Pencil Company 138 
U. S. Bronze Sign Co. m } >! 
U. S. Savings Bonds 226 


U. S. Typewr. Rib. Mfg. Co.....217 


Vv 
Vail Mfg. Co. ...135 
Van Dyke Industries... 168 
Veet Mfg. Company. 181 
Victor Adding Machine Co. 125 
Victor Safe & Equip. Co. 164 
Vogel-Peterson Company 211 


wTrtez 
Wabash Filing Supplies, Inc. 88 


Wansco Paper Products Co:, 

Inc. pensoce 
Warshaw Mfg. Co. ee 
Waterman, L. E., Co. ...183 
Webster, F. S., Co. : ol. 
Weis Mfg. Co.......99, 100, 101, 102 
Wells Office Furn. Co....... 86, 87 
Wilson Jones Co. 63 
Wood Office Furn. Insti- 

tute ... ree ; 150, 151 
Woodstock Typewriter Co...196, 213 
Write, Inc. -tecaee 


Yawman and Erbe Mfg. Co. an 
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Blue Print and Plan File Cabinets 
Co, 134 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Aesounting Systems 


Pemberton, L. N., Prtg. Co.............219 
Aesounting Systems Equipment 
Eureka Specialty Prtg. Co............128 


Adding Machine Parts 





Ames Supply Co. citing 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co. ....... .227 


Adding Machines 
Allen Calculators, Inc. 
Lightning Adding Machine Co......... 
Monroe Cale. Machine Co................. 
Smith, L. C. & Corona Type- 
SITET. nlaesidecapelinseleshteaneneced dentueeccoaiion 48 
Underwood Corporation........Back Cover 
Victor Adding Machine Co. 200+ 25 
Adding Machines, Rebuilt & Used 





Calculator Equipment Corp. 198 
Adhesives 

(See Inks, Adhesives, etc.) 
Albums 

eT nena | | 


Areh and Clip Board Files 
Cushman & Denison Mfg. Co., Inc...169 
Elbe File & Binder Co. 
Globe-Wernicke Co., Th 
Pengad Mfg. Co...... 
Rockwell-Barnes Co. 
Service Products Co.. 
Shaw-Walker Co. .............. 
Yawman & Erbe Mfg. Co.... 


Ash Trays and Stands 
Century Associated Products Co.......132 
SE eee 













Associations 

Wood Office Furniture Institute... 

CE | 

Atlases, Geographical 

SS A See eee 221 
Bank Supplies 

ET Sire. ithe Min scacttieaescnssvebcnnes 194 

Gibson, C. R., & Company................327 
Bankers Note Cases 

Art Steel Sales Corp..................... 78, 79 

General Fireproofing Co.. -.- 53 

Globe-Wernicke Co., The 2, 7 


Victor Safe & Equip. Co.....0......-... 164 


Binders, Catalog and Perlodical 
Acco Products, Ine. ................ 
Amberg File & Index Co.. 
National Blank Book Co 
Sheppard, The C. E., Co. 
Co FE eee 


Binders, Permanent Storage 
Boorum & Pease 0.0.0.0... ccc ccceeee A 45 
Elbe File & Binder Co 
Sheppard, The C. E. Co. 
Smead Mfg. Co......................... 
Wilson Jones Co. . PRES: 











Blackboards 
Service Products Co.............................194 
Blank Books 


Boorum & Pease Co.............................145 
Eureka Specialty Prtg. Co..... ‘ 
National Blank Book Uo.... 
Rockwell-Barnes Co. ...... 
Wilson Jones Co. ............ 













All-Steel-Equip. . 

Anderson-Hickey Co, . 
Art Metal Construction 
Art Steel Sales Corp 
Browne-Morse Co. ... 
Cole Steel Equipment - beaslaal 
Columbia Steel Equipment Co......... 
Corry-Jamestown Mfg. Corp.... 
General Fireproofing Co........ ‘ 
Globe-Wernicke Co., The...... 7 
Invincible Metal Furn. Co............. 

Peerless Steel Equip. Co... ¥ 

Pronto File Corp 
Shaw-Walker Co. ........ 
Yawman and Erbe Mfg. 














Bond Boxes 
Art Steel Sales Corp......... ee 
General Fireproofing Co................. . 53 
Globe-Wernicke Co., The. 72, 78 

Book Cases 
All-Steel-Equip. Co. ........00.0..............134 
Art Metal Construction Co............... 61 
Browne-Morse Co. .................- 203 
Corry-Jamestown Mfg. Corp.............105 
General Fireproofing Co..................... 53 
Globe-Wernicke Co., The.. 72, 73 
Ee EF eae 152 
New England Woodworking Co. . 82 
Peerless Steel Equip. Co....... 224 
Shaw-Walker Co. ................. ss 


0. . 
Wabash Filing Supplies, Ine........... 
Weis Mfg. Co.............99, 100, 101, 102 
Yawman and Erbe Mfg. Co............... 85 


Bookkeeping Machines 


Int’l Business Machs. Corp.........76, 77 

Underwood Corporation ........Back Cover 
Box Letter Files 

Amberg File & Index Co.......... «eee 69 

Art Steel Sales Corp..................... 78, 79 

Cole Steel Equipment Co., Inc.......146 

Globe-Wernicke Co., The..... 72, 78 


Rockwell-Barnes Co..: ’ ....93T 
Weis Mfg. Co.............99, 100, 101, 102 


Brief & Zipper Cases 


Gibbons, Thos. H., & Co. 195 
Mashek, Frank, Company..................108 
Stein Bros. Mfg. Co. .......cccccocceccceccee 15 


Business Forms 
Associated Stationers Supply Co.....160 
Gibson, C. R., & Company............. 237 


Caleulating Devices 


Meilicke Systems, Ine.......................221 

Morey Products Company a 

Victor Safe & Equip. Co. ...164 
Caleulating Machines 

Allen Calculators, Ine...... : 116 

Lightning Adding Machine Co.........140 

Monroe Cale. Machine Co. . 155 

Victor Adding Machine Co 125 
Calculating Machines, Used 

Calculator Equip. Corp......................198 
Calendar Pads and Stands 

Fox, George E., & Company 208 


Carbon Papers (See Ribbons and Carbons) 


Card Index Boxes and Trays 
All-Steel-Equip. Co. : ihsacee 
Amberg File & Index Co................. 69 
Art Metal Construction Co. 
Art Steel Sales Corp...... 
Cole Steel Equipment Co., Ine.......146 





Columbia Steel Equip. Co. cuieiee 
Corry-Jamestown Mfg. Corp.............105 
i D> Eee 
General Fireproofing Co otaiente Te 
Globe-Wernicke Co., The...........72, 73 
Guide System and Supply Co...........136 
Imperial Methods Co.. ee 
Invineible Metal Furn. Co...............112 
Metal Office Furniture Co.................149 
New England Woodworking Co.. . 82 
Peerless Steel Equip. Co..... 224 
Pronto File Corp............ pee | 
Rockwell-Barnes Co. 227 
Shaw-Walker Co. saaeg 
Weis Mfg. Co............99, 100, 101. 102 
Wells Office Furniture Co. 86, 87 
Yawman and Erbe Mfg. Co. 85 
Cash Boxes 
Art Steel Sales Corp.....................78, 79 
Cole Steel Equipment Co., Ine....... 146 
General Fireproofing Co....... see’ SB 
Cash Tills 
Indiana Cash Drawer Co........... 130 


Casters, Caster Bearings, Sildes 
Bassick Company ................0.....-....< 
Darnell Corp. ; 220 


Celluloid Envelopes 
(See Envelopes, Celluloid) 


Chair Irons 


Bassick Company ; Sone 

Bolens Products Co. ; 161 

Collier-Keyworth Co. . aa 
Chair Mats 


oe i a) ee 
Office Furniture Wholesale Dist..... +4 
f 4 


Service Products Co. .............-.ccss-co-s-e 
Chairs, Folding 


Adirondack Chair Co...........................206 
Farber, Louis H. senehanaistiheeliuinantestiiea 178 
Royal Metal Mfg. Co. taduaiewaee 
Chairs, Office 
Bright Chair Co. aod 185 
Cramer Posture Chair Co. 98 
Domore Chair Co. ‘ 111 
Engineering Mfg. Co. ios 210 


General Fireproofing Co 53 
Gunlocke, The W. H., Chair Co.....191 
Harter Corporation oa 

High Point Bending & Chair Co.....167 
Jasper Chair Co ....20T 


Jasper Seating (Co. stcstecno 
Metal Office Furniture Co.................149 
Michigan Desk Co titeti 
New Indiana Chair Co. f 162 
Royal Metal Mfg. Co.........................228 
Shaw-Walker Co. 94 
Sheboygan Chair Company.......... 179 
Sikes Co., The E 57 
Sturgis Posture Chair Co. 8 
Wells Office Furniture Co 86, 87 
Chairs (Posture) 
Bright Chair Co 185 
Cramer Posture Chair Co........ <a 
Domore Chair Co. 111 


General Fireproofing Co B 53 
Gunlocke, The W. H., Chair Co.....191 
Harter Corporation ...........................204 
High Point Bending & Chair Co.....167 
Jasper Chair Co 20 


Jasper Seating Co. 193 
Shaw-Walker (Co. inte 
Sikes Co., The a 57 
Sturgis Posture Chair Co....... 118 
Wells Office Furniture Co 86, 87 
Chairs, Tablet Arm 
Jasper Chair Co. wove B97 
Jasper Seating Co. ...193 
New Indiana Chair Co.. 162 


Check Protectors & Writers 


Hall-Welter Co. 212 
Cheeks, Banks, Payroll, ete. 

Gibson, C. R., & Company................227 
Cheeks, Stamped Metal 

Dayton Stencil Works sosenteenibcsane 

Meyer & Wenthe, Inc 205 


Clip Boards 
(See Arch and Clip Board Files) 


Coat and Hat Racks 
Vogel-Peterson Company .... 211 


Coim Bags, Trays, Wrappers 
Art Steel Sales Corp Sal 
Downey, C. Li, & C0,......-ccecceeseoee----194 
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Coin Changers 
Galef, J. L., & Son....... nee 
Copyholders 
Acco Products, Inc.......... = 110 
Copy Right Mfg. Corp. 217 
Dawn Mfg. Corp., The : ..212 
Rite-Line Sales Co., The 198 
Wells Office Furniture Co. 86, 8&7 
Costumers 
Fair Furniture Co. . 67 
Globe-Wernicke Co., The.............. 72, 73 
Peerless Steel Equip. Co. 224 
Shaw-Walker Co. .......... 94 
Vogel-Peterson Company 211 
Wells Office Furniture Co 86, 87 
Cushions & Pads, Chair 
Bickett, L. M. Co....... Sa aN 
Century Associated Products Co.....122 
Fair Furniture Co........ : ia ae 
Fox, George E., & Company 208 
Sun Rubber Company. .200 
Cuspiders 
Lawson, F. H., Company 188 


Dating Stamps 
Consolidated Stamp Mfg. Co., men 
ishininsiinin ace 








Meyer & Wenthe, Inc.. 

Rivet-O Mfg. Co....... alk dagieliiienae 

Stewart, BR. A., & CO... eccceenceccuene. 65 

Superior Type Co..... 65 
Desk Bumpers 

Fox, George E., & Company..... 208 
Desk Lamps 

Dawn —/ 7 ewes, 

Midwest Naturlite Co. aia 147 

Van Dyke Industries. a 168 
Desk Pads & Tops 

Aigner, G. J., Ca............. ile 106 

Fair Furniture Co............................. 67 

For, George E., & Company 208 

e Furn. Whole. Distr. 220 
Sun Rubber Company. banenae 
Lk! >E . * eeaE 63 


Desk Pen & Ink Sets 
Gregory Fount-O-Ink Co. ..109 
Sengbusch Self Cl. Inkst’d Co. 225 
Sheaffer, W. A., Pen Co. 51 


Union Pencil Co. 138 
Desk Trays 
Art Metal Construction Co 61 
Art Steel Sales Corp...................78, 79 
Corry-Jamestown Mfg. Corp.........105 
Fox, George E., & Company... 208 
General Fireproofing Co . §3 
Globe-Wernicke Co., The 72, 73 
Imperial Methods Co...000.W.......199 
Peerless Steel Equip. Co. 324 
Service Products Co. eoseeeeel 94 
Shaw-Walker Co. ... 94 
Weis Mfg. Co. 99, 100, 101, 102 
Yawman and Erbe Mfg. Co. 85 
Desk Work Distributors 
Art Steel Sales Corp 78, 79 
For, George E., & Company 208 
Globe-Wernicke Co., The 72, 73 
Victor Safe & Equip. Co. 164 
Wilson Jones Co. a 63 
Desks 
Alma Desk Co....... 220 
Art Metal Construction Co. 61 
Art Steel Sales Corp. 78, 79 
Browne-Morse Co. . 203 
Columbia Steel Equip. Co 157 
Corry-Jamestown Mfg. Corp 105 
Farber, Louis H...... : 178 
General Fireproofing (o. 53 
Globe-Wernicke Co., The 7s a 
Imperial Desk Co.......... 163 
Indiana Desk Co... <0 ABO 
Invincible Metal Furn. Co. 112 
Jasper Desk Co............. 159 
Jasper Office Furniture Co. 142 
Leopold Company, The 107 
Metal Office Furniture Co 149 
Michigan Desk Co. 152 
Myrtle Desk Co.. 126 
National Desk Co., Ine 91 
Peerless Steel Equip. Co. 294 
Royal Metal Mfg. Co. -- 228 
Shaw-Walker (Co. .... 94 
Victor Safe & Equip. Co. 184 
Wells Office Furniture Co 86, &7 
Yawman and Erbe Mfg. Co 85 


Diaries (See Memo Books) 


Dietating Machines 


Standard Business Machine Co 206 


Dietating Machines, Used 


Amer. Dictating Mach. Co., Inc.....170 


Display Raeks 
Pires, The, Cu.............. 219 


Drafting Instruments & Equipment 
_ Se etna 


Brown, Arthur & B 172 
RGU SIN scicssiccicccocnkccectrtens 216 
Duplicating Machines and Supplies 
P.O seine 
Bainbridge, Kimpton & Haupt........144 
Beck Duplicator Corp., The Cae 


Columbia Rib. & Carb. Mfg. Co... 49 
ey. See | 


Dick, A. B., Company...... 
Frankel Carbon & Ribbon Co. 













Manifold Supplies 
Mimeograph, The . 
Peittas & Volger, 


te a Ee OEE 
Sinclair & Valentine Co. 205 
Smith, L. C., & Corona Type- 
writers ..... snpeesmsenndquniinagneniotatanitees Oe 
ae Priest 7 eee 
arkey Paper & Supply C 
Technygraph, The .......... ve 
Victor Safe & Equip. Co. 
Envelopes 
Globe-Wernicke Co., The 
Northern States Envelope Co. 
Quality Park Envelope Co... 
Smead Mfg. Co., Inc., The. 
Wilson Jones Co... 


Envelopes, Celluloid 
fiener, $ dua Cm... 
anson, J. L., Co. 
Markilo Co. mainline 

eier, Joshua, Co... q 
Veet Mfg. Company a ist 


Eradieators, Ink 
























Carter’s Ink Com any..... 

Sanford Ink Company iiearagy a 
< 

Fraser Company... 

Faber, A. W., Inc... ¢ ——8 

Koh-I-Noor Pencil Co., Ine. wml 1 

Roberts, Weldon, Rubber Co... 915 
Expense Books 

Beach Publishing Co... 219 
Eyelets & Eyolet Fasten fi 

Rivet-O Mfg, A Sm ttn eapnieieibedina 218 


File Boxes, Fibre 
Bankers Box Chat 90 
Barkley, C. L., & Oe 









Globe-Wernicke Co., Th 2, 
Guide System & Supply Go. "3.3 
Oxford Filing Supply Co...... 
Pronto File Corp... es 
Weis Mfg. CO. ......2.0+99, 100 

File Boxes, Metal ; 


Art Metal Constructi 

Art Steel Sales oo sealliasaes 46, 9 
Cole Steel Equipment Co., Ine. 
Corry-Jamestown Mfg. Co.... 
Globe-Wernicke Co., The 








Peerless Steel uip. 6 

Pronto File oa as 13 

Rockwell-Barnes Co._ 227 

Shaw. Walker _ Qaehien : 94 
ctor Safe & Equip. Co... 16 

Weis Mfg. Co 99, 100, 101, ‘ton 

Filing Cabinets, Insulate 
Meilink Steel Safe Con. ..108 



















Shaw-Walker Co... 
Victor Safe & Equip. Co 


Filing Cabinets, Metal 
All-Steel-Equip. Co, ee 
Anderson-Hickey Co. -~ ae 
Art Metal Construction Co 
Art Steel Sales Corp.... 
Browne-Morse Co. _. 
Business Efficiency Bigs... 
Cole Steel Equipment Co., Inc. 
Columbia Steel Equip. 


Invincible Metal Furn. Co. 
awe of “ PYatture Co.. 
erless Stee uip. Co... 
Rockwell- Barnes On. uc 
yn ee 
ctor Safe Equip. Co........ 
Weis Mfg. Co... 99, i606; 
Yawman and Erbe Mfg. Co. 


Filing Cabinets, Wood 
Art Metal Construction Co... 61 
Art Steel Sales Corp... 7 
Bainbridge, Kimpton & Haupt. 
Browne-Morse Cu. 0... 
Business Efficiency Aids... 
General Fireproofing Co..._ 
Globe-Wernicke Co., The. 
Imperial Methods Co... 
Indiana Desk Co.... lad 
Michigan Desk Co... a 
New England Woodworking Co........ 
Peerless Steel Equip. Co... iceo 
Rockwell-Barnes Co... 
Shaw-Walker Co. clic . 
Victor Safe & Equip. Co... ...164 


Weis Mfg. Co............. 99, 100, 101, 102 
Wells Office Furniture Co... 86, 27 
Yawman and Erbe Mfg. Co... 85 


Filling Supplies 
Ac 


Oxford Filing Supply Co... 
Pronto File Corp................. 
Quality Park Envelope Co. 
Rockwell-Barnes Co...... 
Shaw-Walker Co. .. 





Equip. C 

Wabash Filing Supplies, Inc 

Warshaw Mfg. Co................ 
(Continued on page 6) 








THE CLASSIFICATIONS 
(Continued scar” bg 5) 


Weis Mfg. Co....... , 100, 101, 102 

Yawman tad Erbe ‘ite’ Co... a oe 
Finger Pads 

8 Products Co. = 141 

Sun Rubber Company. -»-.200 


Folders (See Filing Supplies) 
Fountain Pens, Mfrs. 


Eversharp, Incorporated ~ 

Kahn, David, Ine. 93 

Parker Pen Company as Oe 

Sheaffer, W. A., Pen Co.. | 

Waterman, L. E., Co.. ...183 
Globes, Geographical 

Cram, The George F., Co. 221 
Gummed Cloth Rings 

Dennison Mfg. ag eae : ae 

Graff, Geo. B., Co... —xues 

Reyburn Mfg. Co., Inc. eee 

Warshaw Mfg. Co................. eaaneel 186 
Gummed Tape 

Dennison Mfg. Company................ 127 

Reyburn Mfg. Co., Inc. rae 
Honor Rolls 

Acme Bulletin & Directory Corp...218 

Int'l Bronze Tablet Co., Inc. 210 

J. S. Bronze Sign Co.. 221 
Gummed Tape Sealing Machines 

Metal Specialties Mfg. Co.................208 
Index Card Signals 

Cook, H. C., Co. a 

Graff, Geo. B., Co. : deeeeceeeel 86 

Victor Safe & Equip. Co. 164 
index Tabs 


Aigner, G. J., 
Amberg File “ ‘in Co. 
Barkley, C. L., & Co.. 








Globe-Wernicke Co., The 2, 
Guide System & Supply Co. oe! 
Markilo Co. ; ROE 
Reyburn Mfg. Co., Ine...... ----1 39 
Shaw-Walker Co. : a. 94 
Sheppard, The C. E. me) 215 
Speed Products Co. 141 
Veet Mfg. Company............................ 181 
Victor Safe & Equip. 164 
or (Writing), Adhesives, Ete. 

Carter’s Ink 


Company.. 173 
Continental Ink Co....... al 

Dennison Mfg. Company 
Harriman Welts, Ince............... 
Ink Specialtiés Co., The.... 

Parker Pen Company. 
Rivet-O Mfg. Coa...................... 
Sanford Ink © ompany ce 

Stewart, R. A., & Co. 
Waterman, L. E., Co. 


Inkstands 
Cushman & Denison Mfg. Co., Inc...169 
Sengbusch Self Cl. Inkst’d Co........ 225 


Key Cases 
Columbia Industries ‘ — ence 89 
Knives, Office 
Gits Molding Corp....... : woe: | 
Labels 
Dennison Mfg. Company aie 127 
Eureka Specialty Prtg. Co. aoaee 
Imperial Methods Co. ....199 
Oxford Filing Supply Co 221 


Reyburn Mfg. Co., Inc...... 139 
Smead Mfg. Co.... ae 

Warshaw Mfg. Co....... 
Weis Mfg. Co.... 99, 


Ladders, Library, Store & Vauit 
Cotterman, I. D.. 


Leads for Mechanical Pencils 
Alexander Pencil Company............... 129 
Columbia Pencil Co. sidan 
Eversharp, Incorporated .... 
Faber, A. W., Inc. , 
Kahn, David, Inc........ 
Rite-Rite an Co... 





86 
D, 101, “102 








Sheaffer, W. A., e Co.. ‘cians 

Waterman, L. E., an 183 
Leather Goods 

Canvas Products Corp.........................220 

Gibbons, Thos. H., Co. e195 

Mashek, Frank. Company ..108 

— S| are 75 


Leather Upholstered Furniture 
Bright Chair Co.. ear 
Gunlocke, Ll Ww. H., “Chair Co.....191 
Jasper Chair Co.. 2 
New Indiana Chair Co. 1 

Letter Trays (See Desk Trays) 


Library Equipment 





All-Steel-Equip. Co. ee 
Art Metal Construction Co............... 61 
Art Steel Sales Corp..................... 78, 79 
Corry-Jamestown Mfg. Co.................105 


General Fireproofing Co. 
Globe-Wernicke Co., The... 
Peerless Steel Equip. Co 
Shaw-Walker Co. 








Yawman and Erbe Mfg. Co............. 85 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. . 134 
Anderson-Hickey Co. ieee 
Art Metal Construction Co. sais: Se 
Art Steel Sales Corp 78, 79 
Browne-Morse Co. ... --..203 
Corry-Jamestown Mfg. Corp. ...10! 
General Fireproofing Co 
Globe-Wernicke Co., The ; 
Invincible Metal Furniture Co. 112 
New England Woodworking Co 82 
Shaw-Walker Co. 94 
Yawman and Erbe Mfg. Co 85 
Loose Leaf Books & Systems 

Amberg File & Index Co. 69 
Boorum & Pease Co..........................145 
Feldeo Loose Leaf Co. c 133 
National Blank Book Co.. 221 
Sheppard. The C. E., Co................ 215 


Wilson Jones Co....... PER 










Loose Leaf iitate and eral 
Sheppard, e C. E., Co. : 215 


a 
Celluloid 
---el 06 


Wilson &- “Co 
Loose Leaf Sheet Covers, 

Aigner, G. J., Co. 

Markilo Co. ....... 





Meier, Joshua, Co 184 

Wilson Jones Co 63 
Mail Bags, Canvas or Leather 

Canvas Products Corp 220 


Mail Distributors 


Globe-Wernicke Co., The 72, T 

Victor Safe & Equip. (« 164 
Map Tacks 

Graff, Geo. B., Co 186 

Moore Push Pin Co a 219 
Maps 





American Map Co., Inc 


Cram., The George F., Co a +} 
Matched Office Suites 
Art Metal Construction Co mee | 
General Fireproofing (o nee 
Globe-Wernicke Co., The 42, 73 
Leopold Co. ... ssegnaseee 
Royal Metal Mfg. Co eosened D8 
Shaw-Walker Co ae 
Memorandum Books 
Boorum & Pease Co woveee 45 
Gibbons, Thomas H., & Co el 95 
National Blank Book Co 221 
Rockwell-Barnes Co ae > 1 | 
Union Pencil Company 138 
Wilson Jones Co 63 
Memorandum Devices 
Norwood Equipment Co 131, 132 


Mending Tape 
Dennison Mfg. Company 12 
Reyburn Mfg. Co., In 139 
Warshaw Mfg. Co ..186 


Metal Badges, Checks, Tokens, Ete. 


Dayton Stencil Works woenee818 
Meyer & Wenthe, Ince ...205 
Moisteners : 
Metal Specialties Mfg. Co. ..208 
Rivet-O Mfg. Co ane 


Sengbusch Self Cl. Inkst’d Co 225 


Numbering Machines 
Roberts Numbering Mach. Co 215 
Office Partitions and Railings 
Globe-Wernicke Co., The 
Pads, Figuring 


Boorum & Pease Co 145 
National Blank Book Co 221 
Rockwell-Barnes Co. 227 
Wilson Jones Co. wee OO 
Paper 
Agency Paper Co.... 8 
Eaton Paper Corp... o+ee--209 
Rockwell-Barnes Co 227 
Wansco Paper Products Co., Inc.....202 
Paper Clamps 
Acco Products, Inc 110 
Autmte. Pencil Sharpener Co.. 224 
Cook, H. C., Co. 201 


Cushman & Denison Mfg. Co., Inc...169 


Graff, Geo. B., Co. Seianeehatiatsecatneaeee 

Vail enetedtaring Co 143 
Paper Clips 

Cushman & Denison Mfg. Co., Inc...169 

Vail Manufacturing Co 135 
Paper Fastening Machines 

Ace Fastener Corp...... 171 

Autmte. Pencil Sharpener Co 224 

Markwell Mfg. Co........ 71, 95 

Speed Products Co. 141 

Victor Safe & Equip. Co. osnitece 


Paste (See Inks, Adhesives, Etc.) 
Pencils, Mechanical 


Alexander Pencil Company 129 
Columbia Pencil Co... ano 
Kahn, David, Inc. 93 
Rite-Rite Mfg. Co. 218 
Sheaffer, W. A., Pen Co 51 
Waterman, L. E., Co 183 
Pencil Sharpeners 
Autmte. Pencil Sharpener Co.......... 224 
Pencils, Wood Cone Lead ‘ 
Faber, A. W., In 137 
Koh-I-Noor Pencil Co., Ine 211 
Staedtler, J. S., Ine 209 
Pens, Steel 
Sengbusch Self Cl. Inkst’d Co 229 


Pins and Pin Containers 
Vail Manufacturing Co 135 


Platens, Typewriter, Ete. 





MN I FO Sots nseccncsosmniuntn 83 
Postal Scales 
Hanson Scale Company 216 
Presentation Covers 
Amberg File & Index Co 69 
Oxford Filing Supply Co +) 
Smead Mfg. Co. 119, 120 
Price & Sign Markers 
Eureka Specialty Prtg. Co 128 
Stewart, R. A., & Co 65 
Superior Type Co .. 65 
Publishers 
British Staty. Exporter 177 
Punches 
Acco Products, Ine. ....00............--..00 110 
Boorum & Pease Co...... coool 45 
Globe-Wernicke Co., The 72, 7 
Metal Specialties Mfg. Co. 208 
National Blank Book Co 221 
Wilson Jones Co. 3 
Push Pins 
Moore Push Pin Co 219 
Ribbons and Carbons 
Allen & Co... TEE | 
Allied Carb. & Rib. Mfg. Co.........180 
Amer. Carbon Paper se. Co 175 
Ames Supply Co.. alientibes takes 83 
Beck Duplicator Corp., “The "197 
Buckeye Rib. & Carbon Co. 202 
Carter’s Ink Company.. ata 73 
"Ye Ai. See 53 
Columbia R. & C. Mfg. Co ae 
Copy Papers, Inc 4 ee 


Frankel Carb. & Rib. Co eee 
Manifold Supplies Co... = . 
PERttne Ge VONmOT, Te cc.nc..-nnncecsreeenen 55 





Old Town Rib. & Carb. Co.. 
Pacific Car. & Rib. _— ( 
Peerless TF Co... 
Pengad Mfg 

Phillips P ~ Co 

Regal Typewriter Co 
Royal Typewriter Co., Inc 
Storms, H. M., Co 158 
Underwood Corporation Back Cover 
U'. S. Typewriter Ribbon Mfg. Co...217 








Webster, 2. 2 
Write, Inc 214 
Rubber Bands 
Faber, A. W., In ; 137 
Spencer Rubber Products Co 223 
Rubber Stamps 
Meyer & Wenthe, Inc nab 205 
Stewart, R. A., & Co . 65 
Superior Type Co.. . 65 
Rubber Type 
Stewart, R. A., & Co cle ae 
Superior Type Co . 65 
Rulers, Transparent 
Thru Ruler Co 124 
Safes 
Art Metal Construction Co 61 
General Fireproofing Co 5 
Globe-Wernicke Co., The.. 3.73 
Herring-Hall-Marvin Safe Co 74 
Invincible Metal Furniture Co 112 
Meilink Steel Safe Co 103 
Shaw-Walker ge ; 94 
Victor Safe & Equip. Co.. 164 
Yawman and Erbe Mfg. Co 85 
Sand Urns 
Lawson, F. H., Company 1X8 
Scrapbooks 
Elbe File & Binder Co. 190 
Globe-Wernicke Co., The 732, 73 
Hanson, J. L., Co. 211 
Weis Mfg. Co. ....-.99, 100, 101, 102 
Wilson Jones Co 65 
Seals, Gummed 
Eureka Specity. Prtg. Co 128 
Secretary Desks 
Art Metal Construction Co 61 
General Fireproofing Co 53 
Globe-Wernicke Co., The 72, 73 
Peerless Steel Equip. Co. 224 
Shaw-Walker Co ; ---. 94 
Wabash Filing Supplies, Inc 88 
Shelving 
All-Steel-Equip. Co 134 
Art Metal Construction Co bl 
Browne-Morse Co. ..............0ss---+-0--203 
Corry-Jamestown Mfg. Co 104 
General Fireproofing Co 53 
Globe-Wernicke Co., The 72, 73 
Shaw-Walker Co 94 


Signs, Changeable Letter 


Acme Bulletin & Dir. Corp 218 
Slide Rules 

C-Thru Ruler Co 124 

Engineering Mfg. Co ....210 
Smoking Stands, Office 

Century Associated Products Co. 122 
Stamp Pads 

Carter’s Ink Company Bae tf 

Meyer & Wenthe, In w-0e205 

Phillips Process Co. : 2 

Rivet-O Mfg. Co 8 





Rockwell-Barnes Co 


Stewart, R. A., & Co me 
Superior Type Co. . 6S 
Stands for Office Machines 
All-Steel-Equip. Co 134 
Anderson-Hickey Co 121 
Art Steel Sales Corp 78, 79 
Fair Furniture Co. . 67 
General Fireproofing (o 53 
Globe-Wernicke Co., The 72, 73 
Harter Corporation ...204 
Peerless Steel Equip. Co. 224 
Sturgis Posture Chair Co. 113 
Wells Office Furniture Co 86, 87 
Staple Extractors 
Ace Fastener Corp 171 
Metal Specialties Mfg. Co 208 
Schollhorn, William, Co 165 
Staples and Stapling Machines 
Ace Fastener Corp 171 
Markwell Mfg. Co. sé 71, 95 
Speed Products Corp eae | | | 
Vail Manufacturing Co 135 
Stationery 
Allen-Marshall, Ivan, Co We 
Stencils, Brass 
Dayton Stencil Works 218 
Stenographers’ Note Books 
National Blank Book Co. ey | 
Rockwell-Barnes Co ; 227 
Stools 
Engineering Mfg. Co.........................210 
Harter Corporation . : 204 
Wells Office Furniture Co.. ....86, 87 
Storage and Transfer Cases 
All-Steel-Equip. Co. . scccsdila 
Amberg File & Index Co . 69 
Art Metal Construction Co. 61 
Art Steel Sales ae aetna 78, 79 
Bankers Box Co....... asanens 90 
SE SO OE eee 
Browne-Morse Co 203 
Cole Steel Equipment Co... Ine....... 146 
Colmbia Steel Equip. Co. ne 
Corry-Jamestown Mfg. Corp 105 
General Fireproofing Co. . 53 
Globe-Wernicke Co., The 72, 73 
Guide System & Supply Co 136 
Imperial Methods Co. 199 
Invincible Metal Furniture Co.........112 
Metal Office Furniture Co.................149 
Peerless Steel Equip. Co 224 
Pronto File Corp..................ccs... 192 
Rockwell-Barnes Co. 227 
Shaw-Walker Co inset «. 94 
Weis Mfg. Co ..99, 100, 101, 102 
Yawman and Erbe Mfg. Co a 





Store Fixtures and poteome 
Co. 





All-Steel-Equip. Co. .............-.......... 134 
Strong Boxes, Fire Protected 

Herring-Hall-Marvin Safe Co......... 174 

Meilink Steel Safe Co... Te | 
Tables 

Art Metal Construction Co.. 61 

Browne-Morse Co. _...........-.....-ccc0--rsee 203 

Corry-Jamestown Mfg. Corp...... 105 

Engineering Mfg. Co..............--....=+ 210 

General Fireproofing Co. ‘ 53 

Globe-Wernicke Co., The 72, 73 

Peerless Steel Equip. Co weneseed D4 

Shaw-Walker Co classi 

Victor Safe & Equip. Co.. sia 

Wells Office Furniture Co. 86, 87 
Tabulating & Statistic Machines 

Int'l Business Machs. Corp.. 76, 77 
Tags 

Dennison Mfg. Company oo 27 

Reyburn Mfg. Co., Ine. s sonsceoee OO 
Tax Record Books & Systems 

Commonwealth Publishing Co 219 
Telephone Accessories 

Reyam Plastic Products Co conceal 

Victor Safe & Equip. Co. stcionaae 
Telephone Stands 

Art Metal Construction Co 61 

Art Steel Sales Corp......... 78, 79 

General Fireproofing Co. 53 

Globe-Wernicke Co., The 72, 73 

Peerless Steel Equip. Co. 224 

Shaw-Walker Co wae 94 

Yawman and Erbe Mfg. Co «ee. 85 
Thumb Tacks 

Graff, Geo. B., Co wo 186 
Ticket Holders 

Aigner, G. J., Co. anintaienanine 

Vail Manufacturing Co 135 
Time Clocks & Recorders 

Int’! Business Machs. Corp 76, 77 
Trimming Boards 

American Photo Lab. 222 

Photo Materials Co 182 


Tying Bands & Devices 
Rochester Wire-O Binding, Inc.....218 


Type, Typewriter 
Ames Supply Co scaleguecs a 


Typewriter Cleaning Material 


Bainbridge, Kimpton & Haupt, 

ERG, 200 Sea S| 
Cardinell Corp. ; Lack sncslbaicieenee 
IID IRBING 5 «5 sic chces speendhwvdeteonaie oe ft 
Harriman-Welts, Ine. Seetaiee 216 
Mittag & Volger, Inc. «« 55 
Norta Distributing Co. 216 
Regal Typewriter Co. ; 222 
Rivet-O Mfg. Co. ...... adie 

Sanford Ink Company S4 
Webster, P. 8... © 2 

Typewriter Cushion Keys 
Peerless Imperial Co...... sentient 
Speed Key Mfg. Co. ‘ coe 
Speed Products Co een | 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co. okt 
Ames Supply Co. -- 83 
Bickett, L. M., Co wey i) 
Business Mach. Products, Ine. .... 166 
Fox, George E., & Company 208 
Peerless Imperial Co. ee 
Sun Rubber Company 200 
Typewriter Parts and Tools 
Ames Supply Co. 8&3 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Int'l Business Machs. Corp.. 76, 77 


Royal Typewriter Co. “ : 7 

Smith, L. C., & Corona Type- 
writers ...... 

Underwood C orporation 


Back “Cover 


Woodstock Typewriter Co 196, 213 
Typewriters, Rebuilt and Used 

Regal Typewriter Co. a 222 
Visible af Eetpment 

eS Ae A a, | eee 106 


Art Metal Encmeecion Co. re 
Boorum & Pease Co.................. 5 
Globe-Wernicke Co., The.............72, 
National Blank Book Co.................. 22 
Ross-Gould Co. peicvenasolee 
Shaw-Walker Co, . 
Sheppard, The C. E., Co................ 
Victor Safe & Equip. Co. 
Wilson Jones Co 
Yawman and Erbe Mfg. ‘Co. ae 








Wardrobe Racks 
New England Woodworking Co......... 8 
Vogel-Peterson Company ...... 1 


Waste Baskets 


Art Steel Sales Corp. 78, 79 
Bainbridge, Kimpton & Haupt, 

Inc. naa 
Cole Steel Equipment Co., Ince.......146 





Corry-Jamestown Mfg. Corp. 
Federal Fibre Corp. 

Fox, George E., & Company 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Lawson, F. H., Company 


National Vulcanized Fibre Co. 210 
Peerless Steel Equip. Co noon ed 
Shaw-Walker Oo. “— 94 


Wholesale Stationery 
Associated Stationers Supply Co.....160 
Bainbridge, Kimpton & Haupt, 
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WANTS AND LOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


STORE MANAGER WITH PROVEN ABILITY in store operation, com- 
plete knowledge of stationery business, wants to make change. Now 
employed as store manager large New York stationer. Thorough knowl- 
edge of visible systems, loose leaf, blank books, social stationery, drawing 
and artists’ materials, etc. Can definitely increase your retail sales. 
Wants to locate in Florida. Married, 45, in good health. Best trade 
references. Box B-63, Offices Appliances, 100 East 42nd Street, New York 
ae ee 

MERCHANDISE MANAGER, BUYER: Ex-Army Officer, formerly Direc- 
tor of Procurement, large army installation. Sixteen years experience, 
stationery and office equipment, owner, manager, buyer, inside and outside 
selling. Available in May. If interested, please write immediately to 
B-73, Care Office Appliances, Chicago 6. 

EXECUTIVE AVAILABLE—18 YEARS’ EXPERIENCE in Office Furniture 
Industry. Thoroughly versed in accounting, business management, pro- 
duction, personnel, sales, sales promotion and advertising. Vision, energy 
and judgment. Best of references. Salary or commission and bonus. 
Earnings to be 8 to $12,000, dependent on locality. South preferred. 
Write B-67, care Office Appliances, Chicago 6. 

SALESMAN RETURNED FROM SERVICE, eighteen years sales experi- 
ence, open for home office connection preferably in the East. Has sold 
to stationery and office furniture dealers in eastern states. Is familiar 
with marketing conditions abroad, particularly Europe. Can handle both 
foreign and domestic sales or will be glad to consider eastern district 
agency for some major line. Currently maintaining offices in New England 
and New York. Convincing references from dealers and manufacturers. 
Address B-60, care Office Appliances, Chicago 6. 


SALESMAN WELL ACQUAINTED with all types of office furniture and 
supplies desires to operate office furniture department for established 
dealer. East preferred, but will consider any location as far west as the 
Mississippi. Has served as listrict represe ntative for leading manufac- 
turers, more recently Regional Purchasing Officer, Procurement Division, 
Treasury Department. Capable. Can do good job of personal merchan- 
dising and helping salesmen. Address B-61, care Office Appliances, 
Chicago 6. 

SALESMAN AVAILABLE with over 20 years experience in the office 
supply and marking device business, desires to represent manufacturer on 
commission basis for the states of California, Washington and Oregon 
or the 11 Western states. References. Address Box B-69, care Office 
Appliances, Chicago 6. 


FORMER ARMY OFFICER, age 28, married, desires sales connection 
preferably with manufacturer of office specialty, equipment or supplies. 
Pre-war experience with finance corporation. Prefers territory permitting 
Cincinnati as home but will consider permanent location wherever oppor- 
tunity is afforded to establish himself with responsible concern and 
advance as results justify. Address B-71, care Office Appliances, Chicago 6. 
TYPEWRITER AND ADDING MACHINE MECHANIC twenty years’ ex- 
perience, ten as shop foreman. Prefer inside work on bench or as shop 
foreman. Want to locate in Arizona, Nevada, New Mexico or Colorado. 
Address B-76, care Office Appliances, Chicago 6. 

TYPEWRITER AND ADDING MACHINE MECHANIC, 35 years’ experi- 
ence, desires to locate in some small locality where it is possible to find 
a home. Good references furnished. Address B-75, care Office Appliances, 
Chicago 6. 





SALESMEN WANTED 


GO-GETTERS WANTED —tTerritories open for seasoned men selling to 
stationery jobbers and to institutions. Nationally identified mfr. of 
disposal cans and baskets. Liberal commission. Full or side line. Reply 
must give all details. Immediate. 0-197, care Office Appliances, Chicago 6. 








WAXTED FACTORY REPRESENTATIVE 
By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Give complete back- 
ground and details of experience. All letters shall be kept confidential. 
Write 0-190, care Office Appliances, Chicago 6. 





AAA-1 MANUFACTURER of most complete, fine quality line of hekto- 
graph and spirit duplicating materials, printed forms and supplies, inked 
ribbons, carbon papers, ete., has territory openings for steady, reliable 
type of salesmen who are workers. New exclusive products have created 
an unusual opportunity for able representatives. Permanent employment. 
Excellent earnings on commission basis with guaranteed drawing account 
and expenses paid. Full credit on all business in assigned territory. Old 
Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 


OFFICE SUPPLY SALESMEN—FULL OR PART-TIME, to handle line 
of Loose Leaf Equipment to consumers. Visible Record Books, Payroll 
Systems, Post Binders, Advertising and Catalog Covers. Liberal commis- 
sion. Old established eastern manufacturer. Box 0-189 care Office Appli- 
ances, Chicago 6. 

WANTED SALES REPRESENTATIVES—for fast selling line of office 
workers Cuff Shields and other plastic specialties. Sideline with excellent 
earning onene ae. Box 0-188, Office Appliances, 100 East 42nd Street, 
New York 17, , 

SALESMEN—EXPERIENCED in selling adding machines, calculators, and 
bookkeeping machines, West coast dealer, excellent set up. Address 0-200, 
care Office Appliances, Chicago 6. 














EXECUTIVES WANTED 


WANTED: Merchandise Manager and Buyer for large rapidly growing 
organization having both retail stores and industrial sales organization. 
This is not just a buyer’s job as it requires executive initiative and man- 
agement ability as well as merchandise knowledge. This is a splendid 
opportunity for the man who can qualify. Write Mr. R. P. Lewis, The 
R. Lewis Company, 203 Paterson Bldg., Flint 3, Michigan, stating 
experience and giving full information about yourself. All replies will be 
kept in complete confidence, of course. 
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WANTED EXPERIENCED STATIONERY AND OFFICE EQUIPMENT 
executive to promote, create and manage in a large, old established 
organization. Salary $10,000 plus bonus. Complete information in first 
letter. Reply held in strictest confidence. Address 0-196, care Office 
Appliances, Chicago 6. 

MAN WANTED, FULLY CAPABLE of managing small commercial supply 
and equipment store. Must be willing and able to handle all detail suc 
as receiving, display, sales, stock records, deliveries, ete. Good reference 
will be required and applicant must be capable of profitably operating a 
general set-up. Salary $200 mo. first three mo., then $225 mo. next 
six mo. Thereafter $250 or more if justified. Randle Office Supply Co., 
Valparaiso, Indiana. 

MECHANICS AND REPAIRMEN WANTED 
TYPEWRITER AND OFFICE MACHI) refer man wit 
excellent knowledge of Noiseless typewriter. Excellent salary and plenty 
of overtime. Ideal working conditions with advancement. ill consider 
combination sales and service arrangement. References exchanged. Write 
for full information. Address 0-191, care Office Appliances, Chicago 6. 
TYPEWRITER REPAIRMAN WANTED. He should be _— cially good 
with Royals and Smiths. Good pay with chance to become shop foreman. 
Located in the north Missouri River Basin. Write 0-193, care Office 
Appliances, Chicago 6. 

COMBINATION SALESMAN AND MECHANIC WANTED by well estab- 
lished stationery and office equipment house in one of the smaller middle 
western cities. Want person who can develop machine department which 
is the only one in a large area. Company has twenty-six outside salesmen 
who will help develop leads for machines and mechanical service. Send 
full particulars including references to O-201, care Office Appliances, 
Chicago 6. 

TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of 
machines, established 45 years. About sixty miles from Detroit, Michigan. 
Address 0-192, care Office Appliances, Chicago 6. 


4 ANTED: Mechanic experienced on typewriters and adding machines. 
Capable of taking charge of modern up-to-date shop. The S 8.5. Bina Co., 
Grand Forks, N. Dak. 


BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write 0-194, care Office 
Appliances, Chicago 6. 


WANTED THE BEST TYPEWRITER MECHANIC available for Rockford, 
Illinois. Must be fully experienced on ail makes of machines. Fast 
worker. Reliable, good references, have a car, and be interested in 
permanent employment. Box 0-198, care Office Appliances, Chicago 6. 


WANTED—Typewriter and adding machine mechanic, all makes with 
selling experience. Permanent job with old established Stationery busi- 
ness; must furnish best of references. Elliott Stationery, Box 608, 
Ketchikan, Alaska. 


TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Per- 
manent. Address 0-195, care Office Appliances, Chicago 6. 


WANTED EXPERIENCED DICTAPHONE and EDIPHONE repairman. 
Young Office Equipment Co., 170 North LaSalle St., Chicago 1. 


ELLIOTT FISHER MECHANIC, excellent pay, state experience. W. J. 
Crowley Company, 152 W. Wisconsin Ave., Milwaukee 3, Wisconsin. 


WANTED—Elliott-Fisher mechanic by a 24 year old firm. Top salary and 
bonus. Maloney Gilmore Co., 542 S. Dearborn St., Chicago 5, Illinois. 


















































REPRESENTATIVES AVAILABLE 





SALES EXECUTIVE with 20 years’ experience selling metal furniture and 
systems, offers high grade representation on straight commission to one 
or two manufacturers of furniture, filing or record keeping equipment, 
or specialties, in Wisconsin, Minnesota, Illincis and Indiana territory. 
Well acquainted with dealers. Address B-74, care Office Appliances, 
Chicago 6. 


SALES AGENCY COVERING NEW ENGLAND thoroughly offers first- 
class representation to manufacturer of filing supplies, desk accessories, 
furniture specialties or practically any line sold by stationery and furni- 
ture departments which offers volume in return for intelligent and 
intensive effort. Prepared to maintain complete branch office, district 
managership facilities, or territorial representation arrangement. Can 
handle the latter: alone or with sales force depending upon potential. Top 
references for financial stability, integrity and sales. Address B-64, care 
Office Appliances, Chicago 6. 


SALES AGENCY doing substantial business with all important drug and 
department store chains seeks an additional stationery line for chain and 
department store distribution. Covers important stores personally, Pitts- 
burgh to Kansas City, also offices of large chains located outs de that 
area. Interested in any stationery article which offers volume business. 
Address B-62, care Office Appliances, Chicago 6, Ill. 


FOR PACIFIC NORTHWEST AND ALASKA, experienced office equipment, 
systems, and stationery sales organization desires to represent factory 
lines direct to wholesalers and retailers. Commission basis preferred. 
Address B-65, care Office Appliances, Chicago 6. 


OFFICE SPECIALTY SALESMAN who has served as branch manager and 
district manager for leading effice machine manufacturer seeks New York 
agency of some specialty to be sold direct to corporations and other 
large buyers. Experience includes sale of several types of office appli- 
ances, address B-66, care Office Appliances, Chicago 6. 


SALESMAN WELL ACQUAINTED throughout Middle West through many 
years experience selling metal equipment plans to establish himself as 
manufacturers’ representative. Competent to handle any or all types of 
office furniture, filing supplies and other products sold by stationers or 
furniture dealers. Top references. Plans to concentrate on two or three 
important lines offering fair volume of business in return for aggressive 
sales coverage. Address B-70, care Office Appliances, Chicago 6. 


WANTS AND FOR SALE, Continued page 3 
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WANTS AND FOR SALE, Continued from page 7 


ASHINGTON REPRESENTATION. Inquiries invited from companies 
desiring TOP QUALITY representation in all phases of U. S. Government 
activities—Sales, Contract Negotiations, Surplus Property, Manpower, etc. 
Industrial Consultant with established staff, having government Know-how 
and valued contacts. Many years experience in Washington Liaison and 


Sales. Engineering and production background. Open capacity limited to 
select client. Address inquiries to Box B-72, care Office Appliances, 
Chicago 6. 





QUALITY LINE OFFICE EQUIPMENT AND SUPPLIES WANTED by 
Manufacturers Agency, operating offices Chicago and St. Louis. Would 
entertain a sales or distribution contract for both complete states of 
Illinois or Missouri or either state, twenty years experience these lines. 
Best of references. Address B-59, care Office Appliances, Chicago 6. 


CANADIAN SALES AGENCY WANTED by substantial concern operating 
as wholesaler and manufacturers’ representative. Has organization that 
covers stationers throughout Canada at frequent intervals. Prepared to 
do first-class sales job on any quality line of merchandise sold through 
office and school supply trade. Address B-77, care Office Appliances, 
Chicago 6. 











EXPORT REPRESENTATIVES AVAILABLE 
LIVE SELLING ORGANIZATION with offices and warehouse in Los 
Angeles is seeking exclusive lines for Mexico, Central and South America, 
all the islands of the Pacific and the Orient. Address B-68, care Office 
Appliances, Chicayo 6. 





REPRESENTATIVES AVAILABLE ABROAD 


BRAZIL 

RELIABLE SALES ORGANIZATION, wholesalers on General Office Sup- 
plies and Equipment, Drafting and Surveying Supplies, accepts representa- 
tion on commission basis or distribution on own account. Best references. 
Please write to Inter Comercial e Industrial Ltda.—Caixa Postal 52—S4o0 
Paulo, Brazil. 

SAO PAULO FIRM WANTS CONTACT with American or European Manu- 
facturers to get Typewriters and Adding Machines, new or used. Officina 
Geraldo, R. Conselheiro Crispiniano 79, primeiro andar, Caixa Postal 4339, 
Sfio Paulo, Brasil. 


~~ WANTED TO PUY RETAIL BUSINESS 


TWO OFFICE EQUIPMENT SALESMEN wish to purchase small Office 
Equipment Company in Southern California. Write, giving full details. 
Addre ss O- 199, care Cffice Appliances, Chicago 6. 


REPAIRING AND ‘OVERHAULING 


COMPTOMETERS REPAIRED, 
Write, Chicago Adding Machine 
Il. 


Comptometer parts repaired. 
Dearborn St., Chicago 5, 


overhauled 
Service, 537 S. 


TRADE SCHOOLS 


TYPEWRITER REPAIRING—Original, simplified Home Study Course. 
Students operating own repair shop. Weber Typewriter Mechanics School, 
Box 269, Osborn, Ohio. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices, but now require 90 to 150 days’ time. 
We especially feature “CONKLIN,” SWAN, WATERMAN, WAHL, 
PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all other 
makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
TO $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 38 So. State St., 
Chicago 3. 

FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in 
Middle West gives TWO-DAY SERVICE on Fountain Pens and Mechanical 
Pencils. Authorized and recommended by Sheaffer, Parker, Eversharp, 
Waterman and other leading manufacturers. Factory prices. All work 
guaranteed. We pay return postage, furnish dealer repair envelopes. 
Price list and envelopes on request. Collins Pen Shop, 150-52 E. Fourth 
Street, Cincinnati 2, Ohio. 


GUARANTEED FOUNTAIN PEN REPAIRING 


SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 
REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE 
BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR 
DEALERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY 
ALL LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
awe DEALER DISCOUNTS AND FREE REPAIR EN- 
Vv Ss. 


KENTUCKY PEN CO., 





INC., 316-A West Chestnut St., Louisville 2, Ky. 





ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used " Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1648 l0ist Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED ) EQUIPMENT 


ELLIOTT- FISHER, Burroughs Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold ma- 
vag “> bought and sold. Chicago Office Appliance Co., 537 South Dearborn 
, Room 306, Chicago 5. 
= ANTITY of Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, N. Y. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold, Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee 3, Wis. 

BURROUGHS, MOON HOPKINS, Elliott- Fisher, Remington Accountin 
Machines, and everything in the office machinery line. State model, seria 
number and we will quote highest cash re. International Office Ap- 
pliances, Inc., 326 Broadway, New York 7, N. Y. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 


DICTAPHONES—EDIPHONES—Foremost “specialists 
and purchases of dictating equipment. Write for catalog. 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 


DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 


28 South Wells St., Chicago 6. 


KARDEX, ACME, all makes used visible filing equipment. 
reconditioned cabinets, panels, books, always on hand. 
and prices to dealers for purchase or sale. Get our quotations. 
S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 


ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. ~ Quan- 
tity of McCasky ae Panels. Commercial Card System Co., 185 
Grand St., New York 13, N. Y. 











in rebuilding, sales 
American 


Thousands of 
Special service 
Chas. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 


MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, 
also silk ribbons. New ribbens of all kinds in the reel. Dealer proposition. 
Lewis, 413 West State, Milwaukee. 


WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to Dealers. E. H. Heineman, 4 North 
Righth St., St. Louis 1, Mo. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repatr, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 


REMINGTON BOOKKEEPING MACHINE late model 285, about three 
years old, 22” front feed, equipped with 7 & 8F registers, two crossfooters. 
Also extra registers for sale. Adding Machine Sales & Service Co., 1100 
Prospect Ave., Cleveland, Ohio. 


WANTED TO BUY Surplus equipment of all types. oa buyer. Colum- 
bia Trading Corp., 7 Waverly Place, New York 3, N. 


WANTED TO BUY Electric Woodstocks, Pica type, 11” carriage, motor 
in rear. Quote price and if AC or DC motors. Mason Typewriter Exchg., 
Almond, N. 4 


FOR SALE: National Cash Register Bookkeeping Machine 3029 (16-8 BT) 
No. 3480488. Burroughs Bookkeeping Machine No. 6-1012785 Universal 
Motors. Elliott Cardvertiser Model 150 No. 80172 PX. Hanover Office 
Equip. Co., Inc., 44 Trinity Place, New York 6, N. Y. 





CORPORATION REPORTS 


Eversharp, way Chicago, il.—Directors of Eversharp, Inc., voted 
January 28 to recommend to stockholders that a split of three for two 
be made in common stock. They also voted to call a special meeting 
of stockholders to act on a proposed merger with the Magazine Repeatin 
Razor Company, common stock of the razor company to be exchange 
share for share for present Eversharp common. Giving effect to the pro- 
posed split, holders of the common shares of the razor company would 
receive three Eversharp common shares for each two shares owned. 

The directors also authorized an extra dividend of 20 cents a share 
on the present common stock in addition to the regular 30 cent quarterly 
payment. The regular quarterly dividend of 25 cents was voted on pre- 
ferred stock. Ralph A. Bard, chairman, and Martin L. Straus II, 
president, said directors intend to continue the annual common stock 
dividend rate of $1.20 a share. 


Parker Pen Company, Janesville, Wis.—The Parker Pen Company 
directors on February 1 declared an extra dividend of $1 a share and 
the regular distribution of 50 cents on the common stock. (Chicago 
Daily News, February 2.) 

Pitney-Bowes, Stamford, Conn.—The board of directors of Pitney- 
Bowes, Inc., manufacturers of postage meters, at their meeting of 


January 28 declared the regular stockholders’ dividend of ten cents per 


AND FINANCIAL NOTES 


share, mati February 20 to stockholders of record of February 1. At 
the same time, they inaugurated a new profit-sharing plan by simultan- 
eously declaring, in addition, a ‘‘wage-and-salary dividend’’ to employees. 
This new type of dividend, computed at seven per cent of base compensa- 
tion, takes the place of the year-end bonus of seven prior years. It is 
payable to all employees, except elective officers, with three or more years 
of service as of February 1, and with proportionate payments to workers 
with lesser service. This ‘“‘wage-and-salary dividend’ is to be con- 
sidered by the board at future quarterly meetings at the same time as 
stockholder dividends are declared. It will not be considered, however, 
said Walter H. Wheeler, Jr., president, unless earnings in the opinion 
of the directors, are sufficient to justify the continuation of the present 
§0-cent per share annual dividend rate. 


Remington Rand, Inc., Buffalo, N. Y.—Estimated net earnings of 
$3,504,171, equal to $1.64 per common share, for the last nine months 
of 1945, compared with $3,900,836 or $1.84 per common share for the 
corresponding period for 1944, are reported by Remington Rand, Inc., 
Buffalo, N. Y. In addition to the regular quarterly dividend on the 
preferred stock, the directors declared dividends on common stock of 
five per cent payable in common stock, together with the usual quarterly 
cash dividend of 30 cents a share, payable April 1 to holders ef 
record March 8.—GET. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Egyptian Company Wants to Establish Trade Connections—Intending 
to develop importation of office machines, the firm of Leon S. Ventura 
& Company, 11, Rue Talaat Harb Pacha, Alexandria, Egypt, desires to 
establish relations with United States manufacturers. Contacts are 
sought with manufacturers of all types of office machines, sueh as type- 
writers, adding and bookkeeping machines, and spare parts for European 
and Arabian typewriters. Illustrations, trade brochures and catalogs 
will be welcomed. From 1936 to 1939, Mr. Ventura was manager of 
Underwood Elliott Fisher Company at Alexandria. His firm is owner 
of and collaborates with the Typo-lithographie et Papeterie Fratelli 
Ventura, 1 Ventura Street and 17 Tallat Street Harb Pacha, Alexandria, 
Egypt, and 48 Kasr El Nil Street, Cairo, Egypt. The Alexandria firm 
has been established since 1900. 





Director of Switzerland Firm Seeks U. S. Contacts—Director P. A. Drey- 
fus of Carfa A. G., Neugasse 136, Zurich, Switzerland, expected to arrive 
in New York, N. Y., on or about February 10 on a visit during which he 
is interested in obtaining American office equipment and machinery, sup- 
plies and “‘gadgets.””’ He wants sole distributorships for important firms 
or sales agencies. The Dreyfus firm is a leading manufacturer of carbons 
and ribbons in Switzerland and has a large and elaborate sales organiza- 
tion. All purchases will be made by means of letters of credit. Mail offers 
to Mr. Dreyfus are to be addressed in care of Bermos Company, 110 West 
40th Street, New York, 18, N. Y 


Connections Sought by Firm at Tampico, Mexico—Manager E. G. Prieto 
of Papeleria Ideal, Apdo. Postal 447, Tampico, Tamps, Mexico, is seeking 
correspondence with United States manufacturers or wholesalers of office 
supplies, such as bank pins, rubber bands, automatic pencils, fountain 
pens, erasers, typewriter ribbons, carbon paper, paper clips, thumb tacks 
and office appliances and machines, such as typewriters, adding machines, 
and filing cabinets. The firm acts as wholesalers in the northern part of 
Mexico and has clients in the four neighboring states. 


Firm in Hong Kong Seeks Trade Connections—Hui Suenfat, manager of 
International Merchandising Company, 212 China Building, P. O. Box 
443, Hong Kong, China, is seeking trade connections with United States 
manufacturers wanting representation in that section of China. The 
Hong Kong firm acts as manufacturers’ representatives and commission 
agents, having close connections with many stores and merchants. For 
commercial reference, the American Express Company, Inc., Hong Kong, 
will give information regarding the firm’s standing. 


Firm in Istanbul, Turkey, Seeks United States Connections—Leon 8S. 
Cohen of Galata, Hocaal Sokak Cohen Han No. 2, Istanbul, Turkey, is 
interested in representing manufacturers of commercial stationery pro- 
ducts. A long experience and close relations with substantial importers 
is claimed and references, including North American Copper Company, 
New York, N. Y.; Talens & Sohn, Inc., Newark, N. J., and Rees Pitchford 
& Company, Ltd., London, are listed. 


Lines of Paper Wanted for Business In Iran—Pan Pilides, 248 Avenue 
Schah Riza, Teheran, Iran, through Jules Charmettes, Chicago, informs 
American manufacturers and distributors that he is seeking lines of all 
kinds of paper, office, school, and so forth. References are available through 
the American consul in Teheran. Communication are to be sent to the ad- 
dress in Iran. 


Trade Relations Sought For Finnish Firm—H. M. Virjo, 1560 Fort 
Street, Lincoln Park 25, Mich., representing the pre-war firm of Ay 
Weilin, 8 Goos, AC, in Finland, is in the United States studying office 
management and equipment. He is desirous of establishing relations 
with firms wanting to sell office equipment in his country. Manufac- 
turers may write Mr. Virjo at the Michigan address. 


Imports wanted by Firm in Bombay, India—R. S. Mehta & Company, 
Ltd., Alli Chambers, Medows Street, Fort, Post Box 768, Bombay, India, 
an importing and exporting firm, seeks contacts with United States 
manufacturers to gain imports of office machinery and _ stationery. 
References quoted are the Bank of China, Grindlay and Company, Ltd., 
and the Mercantile Bank of India, Ltd., all of Bombay. 


Trade Connections Wanted by Havana, Cuba, Firm —Teodoro del Rio Y 
Rodriguez, commission agent, P. O. Box No. 815, Havana, Cuba, is seeking 
connections with manufacturers of stationery and office supplies wishing to 
establish trade relations in Cuba. This business is personally handled by 
Mr. Del Rio on a commission basis. He is also a partner in the firm of 
Del Rio & Mejusto. 


Fountain Pen Distribution Sought By Copenhagen Firm—The firm of 
Aktiebolaget Emil Jensen, 15, Farvergade, Copenhagen K, Denmark, is 
interested in obtaining sole distribution for Denmark and, if possible, 
for Norway and Sweden, for a leading line of fountain pens. Manufac- 
turers interested are asked to correspond directly with the Copenhagen firm. 


Trade Catalogs Wanted in Zurich, Switzerland—Rud. Furrer Sohne A. G., 
Munsterhof 18, Zurich, Switzerland, desire catalogs and prices on all kinds 
of good office equipment, office furniture, office machines and appliances, 
and stationery, with a view of importing such articles for resale in 
Switzerland. 


Firm in India Seeks Representation Opportunities—General Equipment 
Merchants, Ltd., Fadoo Building, opp: Forbes, Bunder Road, P. O. No. 
665, Karachi, India, is seeking communications from United States 
manufacturers of office equipment and appliances and stationery items 
wanting representation in India. 


Agency Wanted by Buenos Aires, Argentina, Firm—C. Pella & Com- 
pany, S. R. L. Moreno, 830 Buenos Aires, Argentina, desires to repre- 
sent a responsible firm dealing in office appliances, preferably type- 
writers, adding and calculating machines, new or used. The best bank- 
ing and commercial references are offered. 


Mailroom Equipment Sought in Calcutta, India—The Continental 
Commercial Company, Norton Buildings, Post Box 299, Calcutta, India, 
asks that trade literature and other information be sent from manu- 
facturers of addressing machines and other mailroom equipment. 
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Wanted at Home 


Trade Literature Wanted By Expanding Norfolk, Va., Firm—R. E. 
Willis, Sr., operating the Willis Typewriter Service, 187 Fifth Street, 
East Ucean View, Norfolk 3, Va., is expanding his business and seeks 
to carry a complete line of supplies. He desires catalogs and other trade 
literature from manufacturers of envelope moisteners, clip boards, cellu- 
loid envelopes, stamp pads and supplies, ribbons and carbons, typewriter 
accessories, desk pads and accessories, rubber cement, punches, filing 
devices and supplies, cash drawers, calculating machines, gummed tape, 
pins, clips and staples, time stamps, fountain pens, stapling machines, 
adding r:achines, and used office machines. 


Expanding Virginia Firm Wants Dealerships—Making plans for the 
expansion and development of his office equipment and machines depart- 
ment, J. R. Funkhouser, manager of The Service Press, Harrisonburg, 
Va., wants communications from manufacturers of showcases, store 
fixtures and display cabinets who sell their products through independent 
dealers. This is in addition to relationships with those who can supply 
him with dealerships for his augmented department. 


Trade Publications Wanted at Leesburg, Fla.—Opening permanent 
offices covering both the sale and servicing of office machines, William 
J. Rumley Business Machines and Office Outfitters, 406 First National 
Bank, Leesburg, Fla., are seeking office equipment and machine catalogs, 
also office furniture catalogs. 


Suppliers’ Catalogs Wanted by New Company—Palley Brothers, Inc., 
who opened a new office equipment supply company at 69 Mechanic 
Street, Worcester 8, Mass., on January 16, desire trade catalogs and 
price lists from suppliers of equipment, furniture, supplies, and machines 
for the office. Credit references given are Dunn & Bradstreet, and the 
Stationers & Publishers Board of Trade, Inc., New York, N. Y. 


New Lines Wanted by Store in North Carolina—W. C. Russ, associate 
owner of The Book Store, Waynesville, N. C., is interested in securing 
new lines from suppliers for his business. The store is the outgrowth 
of a stationery and office supply unit operated for many years by a news- 
paoer publishing firm. It has now been enlarged, a larger stock bought, 
and plans made for covering of five counties by salesmen. 


New Firm in San Jose, Calif., Seeks Trade Catalogs—The San Jose Office 
Supply and Equipment Company, 33 East San Antonio Street, San Jose, 21, 
Calif., a store which has been open since last September, desires catalogs 
and other trade literature from leading manufacturers. The firm special- 
izes in accounting and filing problems and office machine maintenance, 
besides handling a complete line of commercial stationery and some office 
equipment. 


Expanding Green Bay, Wis., Firm Seeks Trade Literature—Expanding 
to new and more spacious quarters, John W. Trumbull, operating au- 
thorized Royal typewriter service and allied business at 317 Pine Street, 
Green Bay, Wis., is adding a number of equipment items to his line. 
He would appreciate receiving catalogs and other trade literature from 
office equipment manufacturers and distributors, 


Dealers’ Catalogs wanted by Boston Firm—Harry Schwartz, 1 Ballou 
Avenue, Boston (Dor.) Mass., is expanding his business from general 
job printing to carry lines of office supplies, equipment and furniture. He 
would appreciate receiving dealers’ catalogs providing information and 
prices regarding these products. Specialty printing is also sought. 


Kansas School Supply Firm Seeks Trade Literature-—The Bowlus School 
Supply, 1015 North Broadway, Pittsburg, Kans., would appreciate receiving 
catalogs on office and school equipment. Besides information on school 
products in general, the firm desires connections with manufacturers of 
hand and electric bells, desks and small scissors for schools. 


New Jersey Firm Seeks Contacts With Manufacturers—The Woodcraft 
Company of the Oranges, 579 Main Street, East Orange, N. J., is seeking 
contacts with manufacturers of office furniture and equipment. This is a 
new firm carrying a complete line of school, church and office equipment 
in extending its services throughout New Jersey. 


Federal Agency Wants Catalogs, Trade Literature—H. E. Sutton, 
director of the general services division of the Federal Works Agency, 
Bureau of Community Facilities, Washington 25, D. C., would apprecia 
receiving catalogs and other trade literature for all types of office 
appliances and supplies. 


Trade Literature Wanted By California Firm—The Middleton Equip- 
ment, 501 South Pomelo Avenue, Monterey Park, Calif., desires to obta’ 
catalogs and other trade literature from manufacturers of all types of 
office equipment, such as desks, chairs and typewriter stands, in both 
metal and wood. 


Office Supply and Equipment Catalogs Wanted—Returning from the 
armed forces and opening the Clark Office Supply Company, 234 South 
Mill Street, Redwood Fails, Minn., R. K. Clark would appreciate receiv- 
ing office supply and equipment trade literature. He plans to open his 
business about February 1. 


Catalogs Wanted by New Mexico Firm—The Southwestern Manufacturers 
Agency, 1834 West Central Avenue, Albuquerque, N. Mex., is starting 
a wholesale and retail stationery business and would appreciate receiving 
manufacturers’ catalogs. S. W. Balling is president of the company. 








NEW TRADE LITERATURE 





C. E. Sheppard Company, Long Island City, N. Y., has just published a 
new 1946 Cesco catalog and price list in a handy, streamlined edition 
arranged for quick reference and pricing of items in the Cesco line. The 
catalog is a convenient manual for the dealer in loose-leaf equipment of 
every type. The new Cesco cataog will be sent free on request to the 
C. E. Sheppard Company, 44-07 2ist Street, Long Island City, 1, New York, 
N. Y. The more complete and full-illustrated booklets on specialized items 
or systems are also available as usual. 


The Carter’s ink Company, Cambridge 42, Boston, Mass., has just 
published an illustrated brochure entitled, “Mend and Make ith 
Carter’s Adhesives.” This booklet describes the different Carter adhe- 
sives and illustrates the correct procedure in applying them. 














PATENTS 


— a patente shown here can be obtained 
the Commissioner of Patents, Washington, 

D. she Ge ee Ok te postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 








Stabilized Loose-Leaf Binder. Samuel 


2,392,508. 
Segal, New York, N. Y., assignor to Wilson-Jones 
Company, Chicago, Ill., a corporation of Massachu- 
1944, Serial No. 539,144. 


setts. Application June 7, 


Granted January 8, 1946. 
2,392, am, Typewriter ‘Attachment for Manifolding. 
ert J. 


Copeland, Toronto, Ontario, and Ernest J 
Bloore, Brampton, Ontario, Canada; said Bloore as- 
signor to said Copeland. Application February 1, 1943, 
Serial No. 474,388. Granted January 8, 46. 

2,392,550. Accounting Machine. William H. Robert- 
son, Oakwood, Ohio, assignor to The National Cash 
Register Company, Dayton, Ohio, a_ corporation of 
Maryland. Application January 22, 19438, Serial No. 
473,171. Granted January 8, 6. 

2,392,615. Lettering Guide. Llewellyn R. Price, 
Fort Washington, Pa. Application June 6, 1944, Serial 
No. 538,943. Granted January 8, 1946. 

2,392,840. Marking Pen. Walter J. De Groft, Fort 
Wayne, Ind., assignor to Sanford Ink Company, Chi- 
cago, Ill, a corporation of Illinois. Application March 
29, 1944, Serial No. 528,509. Granted Jan. 15, 1946. 

2,392,877. Caleulating or Indicating Device. Arthur 
F. Pym, Beach Bluff, Mass.; George H. Heys, Swamp- 
administrator of Arthur F. Pym, de- 


scott, Mass., 
ceased. Application September 30, 1939, Serial No. 
297,327. Granted January 15, 194 

2,392,942. Fountain Pen Cap Construction. Lester 


W. Ormsby, Janesville, Wis., assignor to The Parker 
Pen Company, Janesville, Wis., a corporation of Wis- 
consin. Application May 20, 1944, Serial No. 536,504. 
Granted January 15, 1946. 

2,392,996. ‘eed Roll Holder. Joseph A. Poirier, 
Woonsocket, R. . _Application October 11, 1944, 
Serial No. 558, 59, Granted January 15, 1946. 

2,393,162. Business Management Analyzer. James 
Clement Hayes, Shelbyville, Tenn. Continuation of 
application Serial No. 522,892, February 18, 1944. 
This application April 24, 1944, Serial No. 532,468. 
Granted January 15, 1946. 

2,393,251. Fountain Pen. ; David Juelss, Brooklyn, 
N. Y., assignor to American Lead Pencil Company, 
Hoboken, N. J., a corporation of New York. Applica- 
tion December 97, 1944, Serial No. 569,959. Granted 
January 22, 1946. 

2,393,373. Key Container. Dewey Hendrix, Akron, 
Ohio. Application a. 3, 1944, Serial No. 529,256. 
Granted January 22, 

2,393,386. atin Machine. Ward Leathers and 
Jerrie Haddad, Brooklyn, N. Y., assignors to Inter- 
national Business Machines Corporation, New York, 
N. Y., a corporation of New York. Application April 
21, 1943, Serial No. 483,880. Granted Jan. 22, 1946. 

2,393,441. Business Machine. Harry C. Yaeger, 
West Hartford, Conn., assignor to Underwood Cor- 
poration, a corporation of Delaware. Application June 
28, 1944, Serial No. 542,535. Granted Jan. 22, 1946. 

2,393,471. _ Paper Support. Arthur A. Johnson, 
Bridgeport, Conn., assignor to Autuographic Register 
Company, Hoboken, N. J., a corporation of New Jersey. 
Application November 12, 1942, Serial No. 465,365. 
Granted January 22, 1946. 

2,393,536. Filing Drawer. William A. Horne, At- 
lanta, Ga. Application August i. 1944, Serial No. 


548,335. Granted January 22, 


John B. Williams, 


2,393,546. Nonspillable Inkwell. 
Wellesley, Mass. Application December 24, 1943, 
Serial No. 515,471. Granted January 22, 1946. 
2,393,651. Imprinting Apparatus. Albert W. Metz- 


ner and Ardath A. Gopperton, Dayton, Ohio, assignors 
to The Standard Register Company, Dayton, Ohio, a 
corporation of Ohio. Application July 15, 1942, Serial 
No. 451,030. Granted January 29, 1946. 

2,393,661. Shorthand Machine. Dothan L. Shelton, 
Amarillo, Tex. Application May 5, 1944, Serial No. 
534,321. Granted January 29, 1946. 

2,393,668. Transparent Stencil Sheet Material. Al- 
fred J. Wartha, St. Paul, Minn., assignor to Minne- 
sota Mining & Manufacturing Company, St. Paul, 
Minn., a corporation of Delaware. Application Jan- 
uary 6, 1941, Serial No. 373,252. Granted Jan. 29, 1946. 

2,393,757. Metallic Furniture. Clarence L. Dewey, 
Elkhart, Ind. Application August 3, 1942, Serial No. 
453,455. Granted January 29, 1946. 

2,393,761. Time Recorder, Frank L. Ejidmann, 
Princeton, and George C. Engel, Ridgewood, N. J., 
assignors to General Time Instruments Corporation, 
New York, N. Y., a corporation of Delaware. Appli- 
cation May 10, 1941, Serial No. 392,883. Granted 
January 29, 1946. 

2,393,781. Stenographie Machine. Clarence W. 
Johnson and John G. Sterling, Chicago, and Milton H. 
Wright and Robert T. Wright, Lake Bluff, Ill, as- 
signors to Stenographie Machines, Inc., a corporation 
of Illinois. Original application December 16, 1939, 
Serial No. 309,582. Divided and this application May 
18, 1942, Serial No. 443,468. Granted Jan. 29, 1946. 

DESIGN PATENTS 

143,467. Design for a Desk Tray. David Cunning- 
ham, Fort Wayne, Ind., assignor to Tokheim Oil Tank 
and Pump Company. Fort Wayne, Ind., a corporation 
of Indiana. Application March 16, 1945, Serial No. 
118,525. Granted January 8, 1946. 

148,485. Design for an Ash Tray. Frieda D. 
Hensley, San Francisco, Calif. Application October 2, 
1945, Serial No. 122,458. Granted January 8, 1946. 

143,508. Design for a Fountain Pen. Milton Rey- 
nolds, Chicago, Ill. Application September 22, 1945, 
Serial No. 122,250. Granted January 8, 46. 

143,509. Design for a Stapler Machine. Henry 
Ruskin, Chicago, Ill. Application September 12, 1945, 
Serial No. 122,029. Granted January 8, 1946. 

143,532. Design for a Pencil Sharpener. Ladd W. 


Hoffman, Los Angeles, Calif. Application September 
17, 1945, Serial No. 122,120. Granted Jan. 15, 1946. 
143,612. Design for a Pencil or Similar Article. 


Frederick G. Meyer, now by judicial change of name 
Frederick George Rich, Council Bluffs, Iowa. Appli- 
cation March 24, 1945, Serial No, 118,676. Granted 
January 22, 1946. 

143,613. Design for an Ash Tray. Willard F. 
Meyers, Toledo, Ohio, assignor to Owens-Illinois Glass 
Company, Toledo, Ohio, a corporation of Ohio. Appli- 
cation September = 1945, Serial No. 122,358. Granted 
January 22, 1946 
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Hedrick, Vancouver, Wash., 


Merchandise. Floyd A. 
Snyder, Vanport, Oreg. 


assignor of one-half to Fred G. 
1945, Serial No. 120,779. Granted 


Design for a Desk File. Joseph wo 


143,643. 
Application September 5, 1945 


New York, N. Y. 


Serial No. 121,844. Granted January 29, 1946. A on J 
143,652. Design for a Photocopy Machine. Fred- January 2, i Fee 
erick S. Floeter, Saginaw, Mich., assignor to Wickes 143,659. Design for a Sectional Display Stand Unit. 
Bros., Saginaw, Mich. Application September 24, Neel 8. Irwin, Cleveland Heights, Ohio. Application 
October 5, 1944, Serial No. 115,626. Granted January 


1945, Serial No. 122,317. Granted January 29, 1946. 
148,658. Design for a Separator for Dispiaying 29, 1946. 
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CHARLES P. GARVIN 
General Manager of NSA, 1928-1946 


spate rgb the highlights of the career 
in the stationery industry of Charles P. 
Garvin, who died at Washington, D. C., 
February 4, 1946, is difficult. Death came 
as a shock to his many friends, although 
it was known for some time that “Charlie” 
was not in good health. 

He was born October 30, 1885, and the 
major portion of his life was spent in the 
industry which honored him by selection 
for NSA general management. At the 
time of his death he was preparing for a 
swing across the United States to attend 
NSA regional meetings. 

In 1909 at the convention in Toledo as 
the “kid in white flannel pants” traveling 
for the F. S. Webster Company of Boston, 
Mass., he introduced himself as the “mayor 
of Pecan Gap, Tex.” 

He was actively interested for years in 
the work of the NSA while a traveling rep- 
resentative and later as sales manager for 
Webster. He was appointed chairman of 
the NSA promotion committee in 1923, 
doing effective work in building member- 
ship. 

He severed connections as sales manager 
of F. S. Webster Company to become gen- 
eral manager of the NSA in 1928. The 
choice, to succeed Fletcher B. Gibbs, was 
made at the national convention at West 
Baden, Ind. Shortly after he took office he 
moved headquarters to Washington, D. C. 

He introduced many new features of 
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value to the membership and guided NSA 
affairs through the trying days of the NRA. 

He served as chairman of the Trade 
Advisory Committee, NRA, and was also 
on the sub-committee of Business and 
Planning Advisory Council, Department of 
Commerce. He was Industrial Advisor of 
the NRA; chairman of Trade and Indus- 
trial Organization Recovery Committee, 
American Trade Association Executives; 
Co-ordinator of Council of Stationery, 
Office Equipment and School Supply Man- 
ufacturers and Distributors, and so forth, 
and so forth. 

He was versatile as a musician, playing 
the violin as well as the piano. His bucy- 
ant personality made him an outstanding 
figure at the NSA and other conventions 
in the industry. 

He was a business man and an organizer 
with a variety of talents that fitted him for 
association work. On the platforms at con- 
ventions he proved himself an orator and 
a showman, with flashes of humor that 
endeared him to his co-workers. In mak- 
ing the annual journey to attend regional 
meetings, he was in constant demand as 
toastmaster. Through it all he wove a 
thread of his own poetry, drawn from ex- 
perience. 

He leaves no close survivors, his wife, 
the late Freda Koerner Garvin of San 
Antonio, Tex., preceding in death in De- 
cember of 1944. There are no children. 














OFFICERS AND DIRECTORS OF THE NATIONAL OFFICE MACHINE DEALERS 
ASSOCIATION ELECTED AT CINCINNATI, OHIO, JANUARY & AND 9, 1946 


(All are directors unless otherwise designated ) 
Front row: Leo Adler, Cleveland Calculating Co., Cleveland, Ohio; Nicholas 
H. Fucci, Business Machine Service Co., New York, N. Y., past president; 
Mrs. Jessie Taylor, Globe Typewriter & Adding Machine Co., New York, 
N. Y.; Allen Connelly, Reliable Office Equipment Co., Evansville, Ind., 
treasurer; Irving Ritchie, Addressing Machine & Equipment Co., New York, 
N. Y., vice-president; Robert Randazzo, General Typewriter Co., Kansas 
City, Mo., president; Gene E. Taylor, Pantagraph Prtg. & Staty. Co., Bloom- 
ington, Ill., immediate past president; Mrs. Constance Ellison, Ellison Add- 
ing Machine & Typewriter Co., Houston, Tex.; James Densford, Shawnee 
A-C Typewriter Co., Shawnee, Okla.; James P. Ward, Shipman-Ward Mfg. 


Co., Chicago, Ill., past president. 


Second row: Ralph R. Neumeyer, National Typewriter Company, Hartford, 
Conn.; Roy Malone, Woodstock Typewriter Sales. Company, Dallas, Tex.; 
J. T. Boyce, S. L. Ewing Co., Dallas, Tex.; Joseph Heaton, Pawtucket Type- 
writer Exchange, Pawtucket, R. I.; Dick J. Walsh, Walsh Brothers, Phoenix, 
Ariz.; Irwin Vincent, Western Typewriter Company, Topeka, Kan., past 
president; W. J. Garrison, Marietta Office Supply Co., Marietta, Ohio; un- 


identified; Ed Toussaint, Central Duplicator & Typewriter Co., Camden, N. J. 


Back row: A. Hubert Adams, W. AA. Johnston Sales & Service Co., Knox- 
ville, Tenn.; John Dannenfelser, Jr., Petery-Hedden Co., New Albany, Ind.; 
Fred Gamrod, All Types Office Equipment Co., Chicago, Ill.; Dorr B. 
Doane, Office Equipment Corp., Portland, Ore.; Vito Randazzo, General 
Typewriter Co., Kansas City, Mo.; Charles F. Krause, Jr., New York, N. Y.. 
general counsel; Samuel Hutter, Check Writer Co., New York, N. Y.; Victor 


Mosel, Cleveland, Ohio, executive secretary. 
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NOMDA Conducts Big Post-war 


Convention and Trade Show 





N THE FIRST NATIONAL as- 

sembly since June, 1944, the 
National Office Machine Dealers 
Association held a post-war con- 
vention and trade show in the 
Gibson Hotel, Cincinnati, on Jan- 
uary 7 to 9. Attendance of nearly 
500 from 35 states and two foreign 
countries was recorded. Ohio had 
the biggest delegation—44. Illinois 
was right behind with 43 and New 
York totaled 41. Another state 
with a strong attendance was 
Michigan with 30. The two men 
from overseas were Edwin C. 
Huber, San Salvador, Central 
America, and Jean E. Daffayet, 
Paris, France. 

Although the convention proper 
did not get under way until Tues- 
day, January 3, practically all 
delegates were on hand early 
Monday morning. This offered an 
ideal opportunity for dealers and 
exhibitors to get together and talk 
shop about merchandise. Mem- 
bers of convention committees— 
Government surplus, planning, 
legislative, manufacturer relations, 
bylaws and constitution, resolu- 
tions, publications, ethics and 
standards, nominating, and re- 
search, education and promotion 
—went into executive sessions on 
Monday afternoon. In the eve- 
ning the board of directors met in 
a final session before the conven- 
tion. 

Highlighting the two-day pro- 
gram were informative addresses 
by Government men on subjects 
such as “Fair Trade Practice 
Rules,” “What Veterans’ Training 
Means,” “Importance of Good 
Records,” “The Government's Side 
of the Surplus Property Problem,” 


Veterans’ Training Pro- 
gram, Surplus Property, 
Effective Records, Govern- 
ment Regulations and 
Other Subjects Discussed 
— Progress Reported on 
Association’s 12-Point 
Program—Bob Randazzo 
Elected President. 


and “Used Office Machine Regula- 
tions.” Two addresses by market- 
ing experts and a slide film on 
“Store Modernization” added to 
the excellence of the program. 


New Officers and Directors 


An innovation in election pro- 
cedure was to have been tried at 
the convention, but lack of addi- 
tional nominations for any one 
office or directorship made the 
plan unnecessary. The nominating 
committee made its report Tues- 
day afternoon. Polls were to be 
open for balloting on Wednesday 
morning. Votes were to be counted 
Wednesday afternoon and the re- 
sults announced before final ad- 
journment. As no other nomina- 
tions were made, the secretary 
was instructed to cast a white bal- 
lot for the following officers: 

Robert Randazzo, General Type- 
writer Company, Kansas City, Mo., 
president; Irving Ritchie, Address- 
ing Machine & Equipment Com- 
pany, New York, N. Y., vice-presi- 
dent; Allen Connolly, Reliable Of- 
fice Equipment Company, Evans- 
ville, Ind., treasurer. 
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Directors were elected as follows: 

Clarence Bush, General Type- 
writer Company, Washington, D.C. 

Gerald A. Harrington, Baltimore 
Dictating Machine Company, Bal- 
timore, Md. 

Fred Gamrod, All Types Office 
Equipment, Chicago, Ill. 

Leo Adler, Cleveland Calculating 
Company, Cleveland, Ohio. 

Leo C. Horal, Denver Typewriter 
Company, Denver, Colo. 

Paul Pearson, Berkeley Type- 
writer Company, Berkeley, Calif. 

Hymie Saunders, New England 
Adding Machine Company, Boston, 
Mass. 

Mrs. Constance Ellison, Ellison 
Adding and Typewriter Company, 
Houston, Tex. 

Bert Stephens, Paxton Type- 
writer Company, Bloomington, Il. 

John Dannenfelser, Jr., Petery- 
Hedden Company, New Albany, 
Ind. 

Vito Randazzo, General Type- 
writer Company, Kansas City, Mo. 

Don Greever, Hutchinson Type- 
writer Company, Hutchinson, 
Kans. 

R. R. Kuehnl, Typewriter & 
Adding Machine Exchange, Mil- 
waukee, Wis. 

Clair F. Flick, Duplicating Sales 
& Service Company, Detroit, Mich. 

Mrs. Jessie Taylor, Globe Type- 
writer & Adding Machine Com- 
pany, New York, N. Y. 

Don Branham, Branham’s, Inc., 
Oklahoma City, Okla. 

Ed Toussaint, Central Dupli- 
cator & Typewriter Company, 
Camden, N. J. 

C. R. Chappell, Peter Paul Me- 
chanical Service, Pittsburgh, Pa. 

Maurice M. Newmark, Marsten 
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Typewriter Company, St. Louis, 
Mo. 

J. T. Boyce, S. L. Ewing Com- 
pany, Dallas, Tex. 

James J. Sheehan, The Office 
Appliance Company, Providence, 
R. I. 

Ralph R. Neumeyer, National 
Typewriter Company, Hartford, 
Conn. 

Fred Carpenter, United Type- 
writer & Adding. Machine Com- 
pany, Washington, D. C. 

Ed Mulligan, Palm Beach Type- 
writer Company, West Palm Beach, 
Fia. 

W. J. Garrison, Marietta Office 
Supply Company, Marietta, Ohio. 

John Stifter, Allen Adding Ma- 
chine Agency, Detroit, Mich. 

A. Hubert Adams, W. AA. John- 
ston Sales & Service Company, 
Knoxville, Tenn. 

Harry W. Olson, American Type- 
writer Rentals & Sales Company, 
Minneapolis, Minn. 

A. V. Bloom, General Typewriter 
Exchange, Des Moines, Ia. 

Roy Malone, Woodstock Type- 
writer Sales Company, Dallas, Tex. 

Dick J. Walsh, Walsh Brothers, 
Phoenix, Ariz. 

Dorr B. Doane, Office Equipment 
Corporation, Portland, Ore. 

Clyde E. Gleason, American 
Typewriter Company, San Diego, 
Calif. 

Earl T. De Groot, De Groot 
Typewriter Exchange, Kalamazoo, 
Mich. 

James Densford, Shawnee A-C 
Typewriter Company, Shawnee, 
Okla. 

Sam Hutter, Check Writer Com- 
pany, Inc., New York, N. Y. 

Joseph Heaton, Pawtucket Type- 
writer Exchange, Pawtucket, R. I. 

Herb Wiley, Typewriter Service 
Company, Springfield, Ill. 

A. W. Peters, Peters Office Equip- 
ment Company, Battle Creek, 
Mich. 

Joe Rubin, National Typewriter 
Exchange, Inc., Montreal, Canada. 

Byron Gaar, Louisville Type- 
writer Company, Louisville, Ky. 

Miller Huggins, Anderson, Ind. 

W. W. Beutler, Typewriter Serv- 
ice & Exchange, Chicago, Ill. 

Ed Pfitzenmaier, Suburban Type- 
writer Company, Ardmore, Pa. 

Past presidents are automatic- 
ally members of the board of di- 
rectors. The list follows. 

W. R. Shilling, Fort Pitt Type- 
writer Co., Pittsburgh 22, Pa. 

W. F. Clausing, International 
Typewriter Co., Chicago 6, Ill. 

James P. Ward, Shipman-Ward 
Mfg. Co., Chicago, Il. 
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THE NEW NOMDA 
PRESIDENT 


Robert Randazzo, newly-elect- 
ed president of the National 
Office Machine Dealers Associa- 
tion, operates the General T ype- 
writer Company, 1217 Grand, 
Kansas City, Mo., with his 
brother, Vito Randazzo. 

Learning the office machine 
business the hard way, Robert 
Randazzo, at the age of 16, after 
graduating from high school in 
1925, went to work for Lamont 
H. Wood of the Midwest Type- 
writer Company. He decided 
he would be a mechanic, so he 
started in as a cleaning boy and 
a worker on the bench. After 
doing this for about three 
months, he wanted to become a 
salesman and gained a transfer 
to the office, working on collec- 
tions and sales. 


In September of 1929, Robert, 
with his brother Vito, started 
the General Typewriter Com- 
pany and the new NOMDA 
president says he only had 
$10.00 in his pocket, but pos- 
sessed many friends. The Ran- 
dazzos built their business on 
personal service and by special- 
izing in sales, rentals and re- 
pairs of all makes of rebuilt 
typewriters and new portables. 
They also gained the distribu- 
torship for the R. C. Allen busi- 
ness machines. In 1943, Robert 
Randazzo was called into the 
Army and served for 16 months. 


Concerning NOMDA, the new 
president declares that he plans 
“to follow through with the 
wonderful program that Gene 
Taylor started,” and modestly 
adds, “I only hope I can carry 
it on for him.” 





Ted Schafer, Unique Printing & 
Stationery Co., Inc., New York 7, 
m. F. 

C. Elmer Anderson, Anderson 
Typewriter Co., Pasadena 1, Calif. 

Lamont H. Wood, Midwest Type- 
writer Co., Kansas City, Mo. 

John Loser, Noiseless Writing 
Machine Service, New York, N. Y. 

Irwin Vincent, Western Type- 
writer Co., Topeka, Kansas. 

Nicholas H. Fucci, Business Ma- 
chine Service Co., Inc., New York 
6, N. Y. 

Jack Macon, Macon Office Ma- 
chines Co., Chicago 10, III. 

G. E. Taylor, Pantagraph Print- 
ing & Stationery Co., Blooming- 
ton, Ill. 

Immediately after adjournment 
of the convention, the new board 
of directors met to consider some 
pressing matters. One of the de- 
cisions made at the meeting was 
to hold the next convention late 
in 1946, with Indianapolis, Ind., as 
the host city. 


The Opening Session 


Shortly after ten o’clock Tues- 
day morning the first general 
business session of the convention 
was called to order by Chairman 
Eugene Miller, Miller Office Sup- 
ply Company, Piqua, Ohio. He an- 
nounced that all _ proceedings 
would be recorded on the Sound 
Scriber and asked for the co- 
operation of all in making the 
records clear. 

Following the invocation by 
Reverend Barrett Rich of the First 
United Brethren Church of Cin- 
cinnati, the entire assembly was 
led in singing the Star Spangled 
Banner by Mrs. Jessie Taylor, 
Globe Typewriter & Adding Ma- 
chine Company, New York, N. Y. 
Hon. James G. Stewart, mayor of 
Cincinnati gave the address of 
welcome in an interesting and hu- 
morous fashion, interspersing a 
wealth of historical detail. Chair- 
man Miller responded fittingly 
and presented a typewriter key to 
Mayor Stewart in exchange for 
the key to the city. The mayor 
said that never before on the hun- 
dreds of occasions when he had 
welcomed conventions had he re- 
ceived anything, certainly not a 
key, in return for the key to the 
city. 

The first speaker scheduled was 
Wilford White, acting chief, Divi- 
sion of Small Business, Bureau of 
Foreign and Domestic Commerce, 
Department of Commerce, Wash- 
ington, D. C. Because Mr. White 
could not be present, his address, 
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“The Association’s Place in This 
Post-war Era,” was read by C. S. 
Logsdon of the same division in 
Washington. The theme of the 
paper was that a trade association 
was in an excellent position to 
help its members meet the prob- 
lems of changing market condi- 
tions resulting from reconversion 
to a civilian economy. The com- 
plete text of the address appears 
elsewhere in this issue. 


President’s Report 


In presenting his report as pres- 
ident of NOMDA, Gene Taylor, 
Pantagraph Printing & Stationery 
Company, Bloomington, Ill., re- 
viewed the history of the associa- 
tion during his term of office. He 
alluded to the 12-point program 
developed by the officers and di- 
rectors as an ambitious undertak- 
ing. He was happy to report that 
ten of the objectives had been 
reached or substantial progress 
made toward achievement. The 
full text of his report is printed 
on another page. 

Reports of Treasurer Leo Adler, 


Cleveland Calculating Company, 
Cleveland, Ohio, and Secretary 
Victor F. Mosel, were presented 
and then W. J. Garrison, Marietta 
Office Supply Company, Marietta, 
Ohio, gave his report as chairman 
of the ethics and standards com- 
mittee. His full report appears 
elsewhere. 

The final address of the morn- 
ing was by Henry J. Miller, di- 
rector of Fair Trade Practice Con- 
ferences, Federal Trade Commis- 
sion. In covering the topic, “Fair 
Trade Practice Rules,” Mr. Miller 
reviewed the operations of FTC 
and outlined its function in the 
commercial and industrial picture 
in the United States. He referred 
in detail to the conference held 
for the office machine industry in 
Cincinnati last November. He ex- 
pressed the hope that the Com- 
mission would soon have ready for 
consideration by the trade at large 
a clear draft of the rules formu- 
lated from the discussions at the 
recent conference. The final rules 
will be promulgated after all in- 
terested parties have had an op- 


portunity to express opinions. Mr. 
Miller’s remarks are printed in 
full on another page. 


Tuesday Luncheon 


M. J. Huggins, Miller Huggins, 
Anderson, Indiana, was the pre- 
siding officer at the luncheon on 
Tuesday. After he had introduced 
a number of special guests, in- 
cluding representatives of manu- 
facturers with exhibits just out- 
side the convention hall, Mr. Hug- 
gins asked W. J. Garrison to intro- 
duce the special luncheon speaker. 
Mr. Garrison presented Marvin S. 
Kline, chief of education and 
training, Veterans’ Administration, 
Dayton, Ohio, who spoke on the 
subject, “What Veterans’ Training 
Means.” Mr. Kline said that there 
would be no veterans’ problem if 
there was widespread understand- 
ing of what can be done for the 
veteran in the way of training and 
education. Following other wars, 
the United States Government has 
given land to veterans. Now there 
is no land to give away, but spe- 
cial training for business and in- 





1, Hon. James G. Stewart, mayor of Cincinnati. 


2. Seated: A Michigan group—E. J. Scott. Scott Type- 
writer Co.; E. E. Herman, Herman Typewriter Service, Battle 
Creek; O. D. Morrill, Ann Arbor; H. J. Driscoll, National Type- 
writer Service, Detroit; Lee Holton, Lee Holton Office Ma- 
chines, Kalamazoo. Standing: A. W. Peters, Peters Office 
Equipment Co., Battle Creek; R. T. Ball, Ball & Thrasher, Ann 
Arbor; M. H. Goldhoff, Detroit; Leon Walling, Dearborn Type- 
writer Service, Dearborn; Bert Swanger, Metropolitan Type- 
writer Co., Detroit; Walter Klimas, Auto City Business 
Machines, Detroit; A. Dulin, Detroit Office Machine Co.; 
G. H. Parks, Underwood Corp. One unidentified. 


3. Robert Randazzo, president-elect; Harold Johnson, Wells 
Office Furniture Co. 
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4. Seated: Pat Higdon, Petery-Hedden Co., New Albany. 
Ind.; Miller J. Huggins, Anderson, Ind.; A. Pedigo, Hoosier 
Supplies, Frankfort, Ind.; Arthur W. Lego, Lego Typewriter 
Co., Columbus, Ind. Standing: Allen B. Connolly, Reliable 
Office Equipment Co.; John Dannenfelser, Jr., Petery-Hedden 
Co.; C. L. Bentz, C. L. Bentz Office Equipment, Evansville. 
Ind.; P. E. Cockrill, Underwood Corp. 


5. Seated: S. Weiner and L. W. Frazee, Fort Pitt Typewriter 
Co., Pittsburgh; Harry E. Mann, Clearfield, Pa. Standing: 
C. R. Chappell, Peter Paul Mechanical Service, Pittsburgh; 
Frank Cooper, Codo Manufacturing Corp.; E. Eggleston, Gen- 
eral Office Equipment Co., Pittsburgh; J. L. Hudak, American 
Typewriter Co., Pittsburgh. 
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dustry is available. Mr. Kline’s 
remarks are printed elsewhere. 


Tuesday Afternoon 


Sam Hutter, Check Writer Com- 
pany, Inc., New York, N. Y., served 
as chairman of the afternoon 
business session. The speakers 
were James R. Ozanne, Ozanne & 
Associates, Chicago, whose subject 
was, “Now in 1946 We Are Selling 
Again—AND HOW!,” and Charles 
H. Sevin, Distribution Cost Unit 
of the Bureau of Foreign and Do- 
mestic Commerce, who spoke on, 
“Importance of Good Records.” 
The texts of both these addresses 
appear elsewhere in this issue. 

An informative innovation was 
the presentation of a slide film en- 
titled, “Store Modernization,” fur- 
nished by the Pittsburgh Plate 
Glass Company, Pittsburgh, Pa. 
The film was literally inspirational 
in that it helped many a dealer 
present to decide that his store 
would be given appearance im- 
provements as soon as possible. 

Under the title, “NOMDA Vet- 
eran Training Program Aids Deal- 
ers,” W. J. Garrison presented a 
brief, but inclusive, outline of the 
vocational training offered to re- 
turning servicemen in the office 
machine field. The training man- 
ual prepared by Mr. Garrison and 
his committee covers a period of 
104 weeks and includes five makes 
of typewriters. It is supplemented 
by an instructor’s manual which 
is for use by the shop foremen or 
the proprietor of the dealer busi- 
ness co-operating in the training 
program. Mr. Garrison’s remarks 
appear on another page. 

Although not scheduled to speak, 
Irving Ritchie, Addressing Ma- 
chine & Equipment Company, New 
York, N. Y., was asked to com- 
ment on the veterans’ training 
program because he has 15 vet- 
erans in training in his shop. Mr. 
Ritchie’s enthusiastic remarks 
were perfect evidence that he is 
sold on the apprentice training 
idea. He pointed out that the in- 
dustry owes it to the veterans to 
give them training opportunities 
and, from a purely selfish stand- 
point, the industry owes it to itself 
to get into its ranks men who 
have the basic capacity to become 
journeyman office machine me- 
chanics. The favorable impressions 
made by Mr. Garrison and Mr. 
Ritchie were indicated by the fact 
that following adjournment of the 
afternoon session many dealers 
gathered in the special booth set 
up to provide information about 
the training program. 
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regrets that the volume of 
pictures appearing with the 
NOMDA convention cover- 
age is lighter than had been 
anticipated. Through some 
unexplainable accident to 
the safety cover one entire 
film pack of 12 pictures was 
lost. Another important pic- 
ture taken by a commercial 
photographer was a failure 
because of bad film. To those 
who were included in the 
missing pictures we offer 
our sincere apologies. 











The afternoon schedule was 
concluded by reports of the pub- 
lications committee, presented by 
John Dannenfelser, Petery-Hed- 
den Company, New Albany, Ind., 
chairman, and the nominating 
committee, chairmanned by Miller 
Huggins. As previously recorded, 
the nominating committee’s report 
was accepted and the nominees 
elected to office. 


Dinner-Dance 


Tuesday evening was devoted to 
a banquet, entertainment, and 
dancing. Following an excellent 
meal and a fine floor show, Jim 
Ward, Shipman-Ward Manufac- 
turing Company, took over as 
toastmaster and introduced the 
notables at the head table. Two 
important events were the pre- 
sentation of a wrist watch to Gene 
Taylor for his fine leadership as 
president during trying war times, 
and a pen and pencil to Nick 
Fucci, Business Machine Service 
Company, New York, N. Y., as a 
token of esteem for his service as 
president in 1944. The rest of the 
evening was devoted to dancing. 


Wednesday Morning 


The morning business session 
on Wednesday was presided over 
by Gene Taylor. He introduced 
Allen B. Connolly, who presented 
the report of the Government sur- 
plus committee, including a reso- 
lution to the effect that present 
regulations should be amended to 
permit manufacturers and whole- 
salers to buy no more than five 
machines at one time and restrict 
subsequent distribution through 
legitimate dealers of office ma- 
chines. The resolution was ap- 
proved unanimously. 

Howard W. Reilly, head of the 
office machines division of the Re- 
construction Finance Corporation, 
Washington, D. C., presented a 


comprehensive outline of the situ- 
ation under the title, “The Gov- 
ernment’s Side of the Surplus 
Property Problem.” He pointed 
out that one reason not many sur- 
plus office machines are getting 
into the commercial market is 
that most of those declared sur- 
plus are going into service in other 
Government departments. He ex- 
pected, however, that the situa- 
tion would change within the next 
few months. The complete text of 
his address appears elsewhere in 
this issue. 

The next item on the program 
was the report of the manufac- 
turers’ relations committee, pre- 
sented by Joe Heaton, Pawtucket 
Typewriter Exchange, Pawtucket, 
R. I., chairman of the committee. 
His report was followed by inter- 
esting addresses by W. G. Tur- 
quand, Underwood Corporation; 
James Hackney, Remington Rand, 
Inc.; and W. H. Beckwith, Royal 
Typewriter Company. All of these 
addresses and Mr. Heaton’s report 
are presented in full elsewhere. 


Wednesday Luncheon 


Dr. William Dern, an Episcopal 
clergyman was the speaker at the 
luncheon on Wednesday. His sub- 
ject, “The Need of a Funny Bone,” 
was received with appreciation by 
all present. His stories, all of 
which he insisted were true, were 
of a humorous character and were 
mentally filed for future use by 
his auditors. 

A special event at the luncheon 
was the presentation of a pen and 
pencil desk set to Leo Adler in 
recognition of his long and excel- 
lent service as treasurer of the as- 
sociation. 


Wednesday Afternoon 


The final business session of the 
convention, under the chairman- 
Ship of Dick Walsh, Walsh 
Brothers, Phoenix, Ariz., featured 
an OPA man and a professor of 
marketing. R. W. Shults of the 
Office Equipment and Supplies 
Unit, Durable Goods Branch, Office 
of Price Administration, Washing- 
ton, D. C., spoke on, “Used Office 
Machine Regulations.” Mr. Shults 
reviewed the applicable regula- 
tions in a clear and concise man- 
ner. His hearers were interested 
in his remarks, but it was evident 
from their inquiries following the 
address that they desired more in- 
formation on how the regulation 
was being administered. A num- 
ber of special cases were brought 
up, but Mr. Shults said he was not 
in a position to answer the ques- 
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tions because he was not in the 
compliance branch of OPA. The 
text of Mr. Shults’ address appears 
on another page. 

The other speaker of the after- 
noon was Dr. Paul D. Converse, 
professor of marketing, University 
of Illinois, Urbana, Ill. His sub- 
ject was “Good Association Statis- 
tical Data Helps the Dealer Make 
Money.” Market research, he said, 
is of great value but the cost of 
making surveys and subsequent 
analyses is often beyond the fi- 
nancial capacity of individual 
businesses and associations. An 
economical way to obtain the ad- 
vantages of research is through co- 
operation with properly-equipped 
universities. Through such co- 
operation the smallest dealer can 
profit from scientific research. Dr. 
Converse’s address is printed else- 
where in this issue. 

Most of the rest of the after- 
noon was devoted to committee 


reports. Jim Densford, Shawnee 
A-C Typewriter Company, Shaw- 
nee, Okla., chairman of the legis- 
lative committee, said that his 
committe had not been successful 
in obtaining a retroactive price on 
typewriters procurred for Govern- 
ment use before the price in- 
creased, but that they would keep 
trying. 

Eugene Miller, reporting for the 
planning committee, made a num- 
ber of suggestions including the 
following: regular publication of a 
bulletin about new products; issu- 
ance of a monthly news letter on 
merchandising ideas; establish- 
ment of a committee to act as a 
clearing house for information as 
to availability of mechanics and 
repair men; organization of a pro- 
motion campaign to obtain addi- 
tional association members 
through regional governors; con- 
tinuance of the “Legal Reporter,” 
publication of allowance schedules 


on machines; and publication of a 
monthly news report of Govern- 
ment surplus. 

John Dannenfelser presented a 
resolution expressing thanks to all 
who participated in the work of 
making the convention a success. 
He also offered a resolution ap- 
proving the apprentice system for 
the office machine industry. Both 
resolutions were approved unani- 
mously. 

Mr. Walsh called President-elect 
Bob Randazzo to the platform and 
turned over the gavel to him. Bob 
spoke briefly about the challenge 
of the job that had been given 
him and then he gave credit to 
Gene Taylor for initiating and 
carrying through a program that 
has made the association of in- 
creasing value to members. He in- 
troduced Vice-president-elect Irv- 
ing Ritchie and Treasurer-elect 
Allen Connolly just prior to final 
adjournment. 


CONVENTION REGISTRATION 


A Bratton, A. A., The Bratton Corp., Densford, J. W., Shawnee Type- Galland, J. W., Liberty Type- 
Columbus, Ohio writer Co., Shawnee, Okla. writers, New York City 


Acox, C. B., Victor Adding Mach. Bratton, Bob, The Bratton Corp., Divelbiss, L. B., 
Columbus, Ohio Co., Columbus, Miss. 
M. J., Business Equip- Doane, Dorr B., Office 
_Ohi Corp., Portland, Ore. 
International Office Doane, Mrs. Dorr B., Office Equip. Garrison, 
Corp., Portland, Ore. 
Dodge, Howard, Howard Dodge, Farrison, Mrs. W. J., Marietta 


Co., Chicago, Il] 


Adair, D. J., Adair Typewriter Co., Brearton, 
Tulsa, Okla. ment Co., 
Adair, Mrs. D. J., Adair Typewriter Bret, W. E., 


Co., Tulsa, Okla. 
Adams, A. H., W. AA Johnston 
Sales & Svce. Co., Knoxville, 


Cincinnati, Ohio 
Appliances, 
N.Y. 

Bricker, Paul, 


Inc., New York, 


Business Equipment aa ig Mich. 


L. B. Divelbiss Gamrod, Fred, All Types Office 


Equipment, Cipleage. 

Equip. Garrigan, er 
Equip. Co., Springfield 
P arietta Office 

Supply Co., Marietta, Ohio 


ES ne rad & 


Office Supply Co., Marietta, Ohio 


Service, Kalispell, Mont. Driscoll, H. J., National Typewriter Gilbanks, Kenneth, Standard Bus. 


Tenn. 
Adams, John Q., Adams Type- Bricker, 


R. R., Bricker Typewriter 


Service, Detroit, Mich. 


Machine Co., Chicago, II. 


writer Co. A Peoria, Iil. Co., Norfolk, Neb. : Duerr, Lorenz, Lorenz Duerr & Gilbert, John A., Office Appliances, 

dams, K. A Victor Adding Ma- Bunis, Charles, Bunis Typewriter Co., St. Louis, Mo. Chicago, Ill. 

chine Co., Chicago, Ill. Co., Elmira, N. Y. Duerr. Mrs. Lorenz, Lorenz Duerr  Girardet, B. F., Gregory-Fount-o- 
Adams, Wm. E., Herring Hall Burke, John, Office Equipment Co., & Co., St. Louis, } Ink Co., Fort Wayne, Ind. 

Marvin Safe Co., Hamilton, O. Louisville, a Dulin, A., Dulin Office Machine Glassman, E., City Typewriter Co., 
Adelman, Ben, Standard Bus. Ma- Burnham, R. E. Burnham Co., Detroit, Mich. Rochester, N. 


chines Co., Chicago, IIl. Bus. 
Adler, Leo W., Cleveland Calculat- 
ing Co., Cleveland, Ohio 


Co., New Orleans, La. 
Amann, Mrs. G. H., Amann Type 


een’ Defiance, Ohio 

erOtice Sup. Co. Mansh id’Onie  D 
: ce Sup. Co., Mansfield, io urand, S. 
Amann, G. H., Amann Typewriter Burns, Tolman, Mansfield Type. & 
Office Sup. Co., Mansfield, Ohio 


E-F 


Duncan, John H., The Advocate Glassman, Mrs. A. . Cit Typewriter 
Printing Co., Newark, Ohio NY. 

E., Reliable Type. & Goldblatt, Mrs. a C., Star Type- 

Addg. Mach. Co., Chicago, III. writer Co., Chicago, Til. 


Co., Rochester, 


Goldblatt, Robert C., Star Type- 
writer Co., Chicago, Ill. 


inns oe a foe ae C Goldhoff, Max H., Max H. Gold- 
ge ran eam’s, Lancas- ike Eckhert, Royal H., Royal H. Eck- hoff, Detroit, Mich. 
Pe. =& a. A. E, And o Carpenter, Fred T., United Type. hert, Inc., gnntone. Pa. Goldhoff, Mrs. Max H., Max H. 
alia oC Pe n Calif, ype- & Add. Mach. Co., Washington, Eggleston, 'E -_J., General Office Goldhoff, Detroit, Mich. 
Pe re a” a _ Shee . Ec. , a quip. Co., Pittsburgh, Pa. Graff, S Speed-O-Print Corp., 
4 sea "Ne York Cit ictaphone Carpenter ,Mrs. Fred T., United Ellison, Mrs. C., Ellison Adding Chicago, Ill. 
Ashi Poe Ri oil Pe 2 . Type. & Add. Mach. Co., Wash- Mach. & Type. C Houston, Gray, Ted, Seiegee Rand, Inc., 
8 ey’ . Bei » Ashley McCor- ington, D. C. a Texas. New York 
mick Co., Bridgeton, N. J. Carter, George, A. Whitley, Inc., Eriksen, Arnold, Eriksen’s, Inc., Greenley, Joe, Standard Adding 
B Windsor, Ont., Canada. Toledo, Ohio Machine Co., Detroit, Mich. 
Cazier, Thurlow, Business Service Evans, Ray, Evans Typewriter Co., Greever, Don, Hutchinson Type- 
Baker, Lennis W., The Baker Co., Co., Kendallville, Ind. Findlay, Ohio writer Co., Hutchinson, Kan. 
Lubbock, Texas Chappel, Chas. R., Peter Paul Fernyak, C. S., Mansfield Type- Gunderson, A. J., Meffert Office 
Ball, Robert T., Ball & Thrasher, Mech. Service, Pitts, Pa. writer Co., Mansfield, Ohio Supply Co., Louisville, Ky. 
Ann Arbor, Mich. Collins, H. A., Allen Calculators, Fifield, Ivan M., Waterloo Type- Gunkle, C. L., C. L. Gunkle "Type- 
Banister, Gordon, McComb Sta. Inc., Geom Rapids, Mich. writer Exchange, Waterloo, Iowa writer Co., Lafayette, Ind. 
Co., McComb, Miss. Collins, V. J.. Silent Sentry Type. Fifield, Mrs. Ivan M., Waterloo 
Bard, R. J., Marchant Calculators, Base, Bus, Mach. Products, New Typewriter Exchange, Waterloo, H 
Knoxville, Tenn. York, N Iowa 


Barrett, Richard, Ohmer Corp., 


Dayton, Ohio Equip. Co., 


Connolly, ‘allen B., Reliable Office 


Evansville, Ind. Inc., New York, 


Fink, Herman, he ae Rand, Hackney, J. 


Remingpon, Rand, 
Inc., New Vork 


Beckwith, W. H., hore Typewriter Cooper, Frank S., Codo Mfg. Corp., Fletcher, Fred. H., Windsor Em- Harding, Joe, Joe Harding Co., 


Co., New Y ork, Chicago, Ill bassy Chemical Corp., Milford, Joplin, Mo. 

Benassi, Arthur, dy Leeks Type- Corney, , Thomas & Corney, N. H. Hartman, Joe, All Steel Equipment 
writer Exch., St. Louis, Mo. Ltd., Toronto, Canada Foote, Harry S., Harry’s Business Co., Aurora, Iil. 
nts, CC: 3... °C. L. Bentz Office Coykendall, P. F., Super Sales Co., Machines, Inc., Reno, Nev. Hassell, W. T., Hassell Office Sup- 
Equip., Evansville, Ind. South Bend, Ind. ; Fotes, George, Remington Rand, ply Co., Staunton, Va. 

Beutler, 'W., Typewriter Svce. & Cron, Eddie, Cron _ Typewriter Inc., New York, Haverton, Van W., Vah’s Type- 
Exchange, Chicago, Ill. Service, Greenville, Texas. Frank, W. W., Ww. H. Frank writer Co., Peoria, IIl. 


Bogdanffy, Anne, L. I. “ag 


Agency, Columbus, Ohio 


Heaton, Joe, Pawtucket Type- 


Mach. & Type. Co. Baldwin, D Frank, Mrs. W. W., W. H. Frank writer Exch., Pawtucket, R. I. 
ee Agency, Columbus, Ohio Henderson, F. L., Royal Type- 
Bollinger, Chas. A., Arcade Type- Dannenfelser, J. M., Petery-Hedden Frazee, L. W., Fort Pitt Type- writer Co., New York, N. Y. 


writer Co., L akewood, Ohio Co., 
Booher, Vern ds Floyd Stat. Co., Dean, 
San Pedro, 
Boyce, J. T., S. L. Ewing Co., Dal- 


New Albany, Ind. 


alif. Sales Co., Detroit, Mich. 


DeGroot, Earl, DeGroot Typewriter 


writer Co., Pittsburgh, Pa. 
C., Dean Typewriter Friedland, A. L., St. 

writer Exchange, St. Paul, Minn. 
Fucci, Nick, Business Mach. Serv- 


Herman, J. W., Cleveland Calcu- 


Paul Type- lating Co., Cleveland, Ohio 


Hermann, Elmer, Hermann Type- 
writer Serv., Battle Creek, Mich 


las, Texas Co., Kalamazoo, Mich. ice Co., New York, N 
"Se Alton B., Boyd Printing & DeGroot, Mrs. Earl, DeGroot Hofacker, H. J., National Service 
. Supply "Co., Panama City, Typewriter Co., Kalamazoo, G Co., Billings, Mont. 
ich. Hoffman, John P., McTaggart- 
na Don L., Branham’s, Inc., Denny, G. M., Transylvania Print- Gaar, H. B., Loyisville Typewriter Hoffman Co., Port Huron, Mich. 
Oklahoma City, Okla. ing Co., Lexington, Ky. Co., Louisville, Ky. (Turn to page 158, please) 
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CONVENTION REPORTS AND ADDRESSES 


(Presented in Their Sequence on the NOMDA Cincinnati Program ) 





THE ASSOCIATION’S PLACE 
IN THIS POST-WAR ERA 


By Wilford White 


Acting Chief, Division of Small Business, 
Bureau of Foreign and Domestic Commerce, 
Department of Commerce 


(Because Mr. White was unable to be present, his talk 
was read by C. S. Logsdon of the same division.) 


MERICA ALWAYS has been a forward-looking 
nation. She generally rests on her laurels only 
long enough to evaluate the contribution of various 
portions of her economy; then she plans the next step. 
But during this pause at the end of another year most 
of us are seriously reconsidering the fundamentals 
upon which this country is based and upon which it 
has been operating during the past years. 

As a nation, we have had for our use an abundance 
of rich lands and bountiful natural resources so that 
we have not needed to worry over how our physical 
needs would be met. Because of our geographical posi- 
tion, our borders, unlike those of European nations, 
have not been crowded against by neighbors whose 
lack of resources made them fearful of their ability 
to exist. 

Because of this abundance of “things” and the 
peaceful character of our Western Hemisphere, we 
have been able to capitalize our inherent abilities and 
to make generous use of our resources, labor, and or- 
ganizing skills to produce a standard of living which 
is today the goal for every other nation of the world. 


Activities Increasingly Interrelated 


We must, of course, recognize that during the past 
decades the population of the United States has multi- 
plied over and over again so that today we have up- 
ward of 140,000,000 people. As this number increases, 
as we move from a hand-labor economy to a world of 
powered machines, and the tempo of our activities 
moves in accord, relationships between people become 
more complicated and the independent activities of 
each individual become of more concern to those about 
him. 

Therefore, the decision of one individual manufac- 
turer to shut down his plant for reasons which are 
perfectly good in so far as he is concerned affects hun- 
dreds or possibly thousands of other people who have 
no part in that decision. Or the decision of a labor 
leader, which may be concurred in by all his members, 
may affect, in addition to the owner and managers of 
that company, hundreds or thousands of distributors 
and their employees, to say nothing about the ultimate 
consumers. 

Each one of you here today has a dual responsibility. 
You are a producer in the sense that you own or work 
in a business. But at the same time, you are a con- 
sumer in the sense that you, or someone in your name, 
goes to a great many stores to purchase goods and 
services for your consumption. We do not make full 
use of this fact because most of us give more of our 
time to producing than we do to consuming. But when 
our attention is called to it, we quickly realize that 
without consumption, there can be no production, and 
that production in itself has no real economic or 
commercial value. It is only when an adding machine 
is taken off the shelf in your store and delivered to 
a buyer for his use that you are benefited. And you 
are quite aware of what would happen if those buyers 
stopped coming to you. 
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With these ideas in mind, let us look at 1946 and 
consider what some of its more important problems 
will be. If we are to be successful, we must meet these 
problems and overcome them as an industry and 
individually. 

The Inflation Peril 


Without doubt, the most important single problem 
is the threat of inflation. If we can get through 1946 
with few price increases, we will have accomplished 
much, for we will have insured ourselves against many 
other problems. 

As you know, inflation results from rising prices, and 
it seems to me that there are three types of business 
men who are not sufficiently concerned with the in- 
evitable results of rising prices. The first group in- 
cludes the man who honestly believes that a certain 
magic of supply and demand, quite without regulation, 
will keep prices from skyrocketing. Even though he 
takes no time to reason on this subject, he need only 
recall how after the last war this certain magic worked 
havoc with prices and business. 

The second group includes the man who believes 
regulations are all right for the other fellow’s business 
but in his case—well, his business is different and 
unless he can increase his prices he won’t be able to 
stay in business. While it is true that exceptions are 
made where it is at all possible to do so without start- 
ing a price spiral upward, we have been made to rea- 
lize during the war years how the action of one busi- 
ness affects many others. 

Perhaps this condition can be likened to traffic flow 
at an important street intersection here in Cincinnati. 
If the traffic lights controlling the north-south traffic 
are not synchronized with those controlling the east- 
west traffic, a traffic snarl is inevitable. Waiting 30 
seconds for a red light to turn green is much better 
than getting caught in a 30-minute traffic jam. 

The third group includes the man who sees a chance 
to make a financial killing while the killing’s good 
and shoves aside every interest but his own to achieve 
his selfish goal. 

After every inflation comes the deflation. And it is 
hard to tell which is worse. Inflation hurts the con- 
sumer hardest, deflation hits the businessman hard- 
est. But together they bring about disaster for both. 

Whether or not we have more inflation in 1946 will 
depend in part upon you as members of this industry 
and you as individual business men. If you don’t want 
it and are ready to pay the price to stop it, then get 
behind Chester Bowles, Administrator for the Office 
of Price Administration. He has the toughest job in 
Washington and he can’t carry it on alone. He and 
the other business men in OPA need the active public 
support of every business man in the United States. 


Independent Thinking 


I said a moment ago that one of the elementary 
factors in the growth of this nation was the independ- 
ent thinking of the individual. That applies very 
specifically to business. There used to be a time when 
decision concerning a business policy was made by the 
owner and, irrespective of how it affected every one 
concerned, that decision was final unless the owner 
decided to reverse himself. As we are all painfully 
aware, that is not true today nor will it be true dur- 
ing 1946. 

Let us analyze this situation briefly. Such one-man 
action was taken in the days when the supply of 
goods was much less than the demand. Consumers 
had no choice, they took what was set before them 


OFFICE APPLIANCES, February, 1946 





1 oo 


a a — 2 ee | 


= © 


So i a ee os Fo 


YF wr. 


. . just as they have had to do during the past five 
years. I don’t have to tell you that if you do not have 
what your customers want and need, you cannot keep 
their trade. You are not so much the agents of the 
manufacturers you represent as you are the purchas- 
ing offices for the business houses to whom you sell. 

In the same sense, labor and Government tend to 
limit the independent action of businessmen. Labor 
wants more money, shorter hours, and more security. 
Government wants more competition, lower costs and 
prices, and it has to have revenues to carry the added 
responsibilities of both war and peace. If we blindly 
resist these invasions on our independence, the results 
will be inevitable. But if we intelligently study them 
in group meetings such as this one today, I am sure 
we can solve such problems rationally. I ask you to 
note, however, that your customers have invaded your 
independence more than have labor and Government 
combined. Don’t forget this in trying to work out 
these other relationships. Independence is to be main- 
tained in so far as practicable by all of us. But remem- 
ber that consumers, labor and producers, as well as 
distributors, must maintain their independence, too, 
if we are to have a virile nation and an assured future. 


Buyers’ Market Will Return 


Third on my list for 1946 comes a return to mer- 
chandising. During the past five years we have been 
producing for war. The United States Government was 
the buyer. We had what we call a sellers’ market be- 
cause almost everyone could get rid of anything he 
had at a good profit, price ceilings notwithstanding. 
During these past five years we have developed a state 
of mind in which the ultimate consumer had to take 
what he could get and like it. He still does—for many 
things. But the tide is changing and we as business- 





1. George Long, All-Steel-Equip Co; John Duncan and 
Frank Penny, The Advocate Store, Newark, Ohio. 


2. Harry S. Foote, Harry’s Business Machines, Reno, Nev.: 
Mrs. Vincent; Irwin Vincent, Western Typewriter Company, 
Topeka, Kans., past president NOMDA. 
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men meeting the public daily must prepare ourselves 
as rapidly as possible for a buyers’ market in which 
the customer will pick and choose. 


Before taking up some of the more detailed prob- 
lems of office machine distribution, let us take a look 
at some of the figures concerning your industry. These 
are pre-war figures, but they will serve us better than 
any less reliable war data. In 1939 there were slightly 
over 5,000 stores with sales reported to the Bureau of 
the Census of over 200 million dollars; you employed 
28,000 persons and carried an average year-end in- 
ventory of 40 millions of dollars. The average indi- 
vidual store had annual sales of $40,000, employed 
five people, paid an average annual wage in 1939 of 
$1,440, and carried a stock which showed an inventory 
at the end of the year of $7,700. The average monthly 
employment varies little from month to month, al- 
though it rises slightly in the fall, dropping after 
December. In your trade, 92 out of every 100 of your 
stores in 1939 were classified as independents. They 
accounted for 72 per cent of dollar sales. Of these 
same 100 stores, 70, accounting for 34 per cent of the 
sales, were unincorporated. 

These figures indicate that your trade is much above 
the average, gives substantial employment, carries an 
inventory of volume, and is surprisingly free of large 
store competition. While the war has undoubtedly 
changed some of these facts, I would assume that there 
is no fundamental difference today as we face 1946. 
That change will come is inevitable. Your job is to 
see that this change is for the improvement of the 
trade as a whole and your own organization spe- 
cifically. 


Office Machine a Service Product 


In this connection, therefore, I should like to make 
a few suggestions. The office machine industry really 
sells service, not machines. No one buys a machine 
from you primarily because it is nice to look at, 
streamlined, or chromium-plated. He doesn’t buy it 
because it will look nice hanging on the north wall 
of the president’s office, or because it will give an air 
of elegance to the reception room. He buys it because 
he believes it will perform some function in his busi- 
ness more efficiently, more quickly, more accurately, 
than anything else on the market. If it does, then he 
is, for the time being, your customer. If your state- 
ments prove wrong or his judgment is proved to be 
incorrect, then he is no longer your customer, no mat- 
ter how hard you may try to hold him. 

To operate your own business successfully you really 
have to know more about the office needs of your cus- 
tomers than they do themselves. Sometimes you have 
to keep some fellow from buying what he wants be- 
cause in your better judgment you know it will not 
perform the job your customer has to perform. And, 
of course, that is not an easy job. It not only means 
knowing a lot about a lot of different businesses but 
it means exercising a lot of judgment, tact, and for- 
bearance. You have to be a salesman of the highest 
type. Your success depends not upon using high- 
pressure tactics; it depends upon your using facts 
and facts and more facts, all individually applied to 
the specific job at hand. 


The Job for 1946 
In preparing for 1946, therefore, it would seem to 
me that your job stacks up about as follows: 

1. Know the processes and procedures carried on 
in each type of office you plan on serving. 

2. Acquaint yourself with the most efficient means 
of performing each. 

3. Evaluate your own equipment to determine 
which processes and procedures it will perform 
more efficiently than that of your competitor. 

4. Concentrate your attention upon selling your 
equipment for specific purposes. 
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If honestly and carefully carried out, such a policy 
will build in 1946 a better business for yourself by 
helping your customers do a better job. Over a period 
of years, profits come from service which brings in 
repeat customers. 

Such a policy, of course, must remain flexible and 
will lead to policy changes in the operation of your 
own business. For example: 


1. You may find you have not kept yourself and 
your sales employees up to date on improve- 
ments in office procedure. 

2. You may find you do not have the equipment 
needed to serve a large share of your potential 
customers. With that knowledge, you can start 
shifting your line accordingly. 

3. You may find that you have been concentrat- 
ing your sales efforts on one portion of your 
potential market, ignoring much profitable 
business elsewhere in your territory. 

4. You may find that your customers are shifting 
from one buying motive to another. The sales 
points of pre-war may not be the ones of post- 
war selling. 

5. You may find that it is profitable to sell to 
smaller firms than you served prior to the war. 
The war has forced many of these men to value 
machine assistance more highly than ever be- 
fore. 


All of this means knowledge of your market and 
impels wise planning to make exact and profitable 
use of this knowledge. It means that your closest busi- 
ness ties are with your customers and that by serving 
them best, even when it means the loss of an indi- 
vidual sale, you are helping yourself most. It means 
that to the extent you do this, chain competition is 
licked before it starts. It means that manufacturers 
will in turn give you the support you request and 
need. It means that you will not only secure more net 
profits from your time and effort, but that you will 
reap a lot more satisfaction. 


The Modern Office 


Finally, I should like to speak about the office itself. 
Machine manufacturers and dealers have done much 
to mechanize the individual office, to speed up work, 
and implement efficient operation. You are to be con- 
gratulated for your part in this achievement. But the 
office is more than an accumulated group of machines. 
It is more than a place in which to work. The indi- 
vidual worker is, of course, the most important part 
of an office in terms of cost, training, and mainte- 
nance. The best equipment and the most scientifically 
designed office is of no value at all unless we can put 
people into it who can turn out effective work. 

An office includes three things: people, equipment, 
and surroundings. We need an effective combination 
of these elements if we are to gain desired results. 

The human being is not only the most costly ma- 
chine, the most complicated machine in the office, but 
he has the God-given ability to think, and hence he 
can and does adjust himself to his office environment. 
If your machines are to be as productive in a par- 
ticular office as you claim they can be, you must 
place them in offices under circumstances which 
should produce effective results. If you don’t, the ma- 
chine gets the blame which properly belongs to the 
office manager, and your repeat business does not 
materialize. 

Recognizing that there are many people who have 
no business in an office because their abilities lie along 
other lines, let us assume that those who are selected 
to work in the office to which you sell your machines 
have the necessary qualifications. 

The atmosphere of this office is made up of light, 
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sound, color, and air. They are all there, whether the 
office is large or small. Sometimes they can only 
be controlled in part; sometimes you can suggest an 
entirely new layout. You can likewise improve on the 
problem of the flow of work. The height of desks, 
tables and chairs, the color of working surfaces all has 
much to do with efficiency as you well know. 


Adapting Machines to Surroundings 


Today desks, tables, stands and other work surfaces 
should be adapted to the function which they are to 
perform. Your wife is insisting that her kitchen sink, 
her work table, and other machines in her “office” 
meet her individual need, a need which differs if 
she is 5 feet 2 inches tall or 5 feet 9 inches tall. 

I am suggesting, therefore, that you men selling 
office machines concern yourself with the ventilation 
of the office in which you place your equipment, the 
color of the walls, the degree of light which the worker 
has at the point of his work, the soundproofing of 
the room in which he works, the functional character 
of the stands upon which you place your equipment, 
the functional character of the other equipment which 
these same workers use during the day. 

The success of your machine, the opportunity for 
repeat sales, gentlemen, will depend just as much upon 
these factors in 1946 as they will upon the construc- 
tion of your machine and the service you give after 
it is installed. I believe that during the next few 
decades the most important single problem facing 
the office machine manufacturer and his dealer is the 
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environment in which new equipment is used and the 
degree to which every element including machines 
is fitted to the individual needs of those working with 
the machines. And if you do not do this, some com- 
petitor of yours will. 

In this connection, I call your attention to a small 
but informative book called “Seven Steps Toward Sim- 
plified Office Procedure” by A. H. Stricker. In it he 
not only suggests many concrete ways of increasing 
office efficiency, but cites examples of what has been 
actually accomplished under controlled supervision. 
The book is published by McGraw-Hill Book Company, 
New York City. 

Now let me summarize my remarks. The first half 
of World War II ended in 1945. The second part, to be 
found on the home front, is continuing into 1946. Our 
greatest enemy is inflation. If we can’t defeat it in 
1946, nothing else I have said counts. Our present 
status in this world of nations has been attained in 
part by the high place we have given to individual 
initiative. We need to maintain it, not to confuse it 
with license. We can maintain it only by taking into 
our calculations the points of view of our customers 
and our workers and giving careful thought to the 
needs of government. We must remember that more 
than ever, our collective and individual job for 1946 
is to merchandise what we can produce and not stop 
at physical production. And we must recognize the 
possibility of new products, new methods, revolution 
in doing things, so that we can use them to our own 
profit and not have them used against us. Finally, you 
are not selling machines or merchandise; you are sell- 
ing service. And that service is not limited to what 
your customer can do with your product. That service 
must include the environment in which the individual 
operating your machine works. The maximum service 
you can give is to permit each worker to produce to 
the best of his ability, with the least effort, in the 
shortest time, and with a minimum number of mis- 
takes. 

That, gentlemen, seems to me to be a big, but not 
impossible, order for 1946. It certainly is too big for 
you as individual businessmen, but it can be accom- 
plished by your working together as a group in the 
National Office Machine Dealers Association. That, as 
I see it, is the place of your association in the post- 
war era. 





PRESIDENT’S REPORT 
By Gene E. Taylor 


Pantagraph Printing & Stationery Co., 
Bloomington, Illinois 


T SEEMS THAT NOMDA has a habit of meeting at 

times of great historical importance. I shall never 
forget the meeting we held in Chicago in 1941—the 
date, December 8. Some of you men were there. You 
will recall that we recessed during that meeting to 
listen to the President make his declaration of war, 
and after hearing that declaration it was a stern and 
solemn-faced crew of men that settled down to com- 
plete the meeting. Little did we realize at that time 
the tremendous impact of that memorable day, De- 
cember 8—how it would effect our businesses, our in- 
dividual lives. 

Another meeting that I recall and shall long remem- 
ber was the convention at Atlantic City. It was in 
June, 1944, the week of the Normandy invasion. And 
now we meet in Cincinnati in January, 1946. Per- 
haps it is not of great momentous historical interest, 
but as far as we men planning our business future 
and our personal lives are concerned, this is a very 
important occasion. The things that you men do in 
your business now—this year, 1946—will tell the story 
of what you are doing five or ten more years ahead. 
This is the time, men, to plan, to think, and to study 
and educate yourselves on how you are going to con- 
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duct your businesses. And that is why this whole con- 
vention has been planned with the thought of how 
it can bring service to you fellows that you can use 
to make money and influence your future lives. 

This year has been a long year. In fact, it has been 
19 months since President Jack Macon originally 
started out. After serving four months, he became ill, 
and was forced to resign. I don’t know how many of 
you men know that.Jack was a very sick man. With 
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the help of penicillin and an operation, they kept him 
living. We are very sorry that Jack had to give up 
his work, but we are very glad that he is around on 
his feet again and is still with us. 


12-Point Program Formulated 


A 12-point program, which we hoped we might 
put into effect, was adopted by the officers of your 
Association. These 12 points were new services that 
NOMDA had not been giving its members. This was an 
ambitious program. We did not complete the program, 
but I am glad to state that ten of the 12 points have 
either been completed or are under satisfactory pro- 
cedure. We realized that we needed more members 
and a better financial condition, and many of us felt 
that the best way for us to get new members, better 
finances and a better program was to do some things 
that needed to be done for the members of this in- 
dustry—for all segments of the industry, not just for 
the dealers. 

These 12 points of the program were: 

No. 1: To co-operate with and assist in the prepara- 
tion of a repair manual of instructions for repairmen. 
You all know that such an instruction manual, show- 
ing all five of the typewriters and the proper method 
of making mechanical adjustments, has never been 
available. That has been completed. Many of you men 
now own the manual. It has been cited as the finest 
piece of work that has ever been done along that line. 


No. 2: To compile statistics. We have started on 
that. You will hear more in detail about the compila- 
tion of statistics. This is a long, hard process. A tre- 
mendous amount of work is involved in it, and you 
can’t make guesses. You are either right or wrong, 
and much thought, planning and work has been done. 
The first questionnaire on statistics has been prepared 
and will be mailed. You will see a copy of that ques- 
tionnaire before you leave the convention, and it will 
be explained. The next item was to analyze these 
statistics and publish them along with others. Of 
course, if we don’t have statistics we can’t analyze 
them. So the No. 3 point we have not accomplished. 

No. 4: A better understanding between manufactur- 
ers and dealers. This work has made very satisfactory 
progress..Problems have been listed and have been 
brought out to the public. Acknowledgement has been 
made by both dealer and manufacturer that problems 
do exist. The dealers have learned, and will continue 
to learn, that some of the problems are of their own 
making. The manufacturers are willing to agree that 
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perhaps some of the problems are things that they 
could help improve. That’s a program that is going 
to take years. We will always have problems of this 
kind. They cannot be completely adjusted and they 
will never be adjusted to the point where both manu- 
facturers and dealers are satisfied. Our chairman, Joe 
Heaton, has done a wonderful job on this work. 


Fair Trade Practices 


No. 5: We announced a year ago that we would 
attempt to adopt a set of Fair Trade practices and 
general terminology of the industry. I am very glad 
to report that very satisfactory progress has been 
made. Henry Miller, director of the Fair Trade Prac- 
tice Conference is here in the room and perhaps he 
will give you more information about that this morn- 
ing before you go to lunch. 

No. 6: Standard Accounting. That is another item 
that you can’t just guess and throw a bunch of stuff 
together, until the work has been done. We had the 
co-operation of the professor of marketing and re- 
search of Indiana University. We had the co-opera- 
tion of some men from the Department of Commerce. 
I have here at the convention with me a rough draft 
of a suggested standard accounting system. However, 
before it will be presented to the members of the 
group, we want to get a few folks who will agree. And 
I mean just a few—four or five or six to try out and 
make recommendations, actually put it into proc- 
ess, find out what its weaknesses are, how it can 
be improved, what we should eliminate, and what we 
should add. By the next convention we will have 
something that is right. Work has been done on it 
and it will be coming along one of these days. 

No. 7: Standard accounting forms are the same way. 
Those forms must be worked in conjunction with the 
accounting system if progress is to be made. 

No. 8: Study of new products. Study of new prod- 
ucts has been sent to you in bulletins. It isn’t too easy 
to get. Many of the manufacturers are not ready to 
announce in detail their new products, but your Asso- 
ciation will send that information to you as it becomes 
available. 

No. 9: The secretary’s office is to become a source 
of general information. Some progress has been made 
there. I think that more will follow. 

No. 10: We had hoped to get out an improved bul- 
letin. Unfortunately we were not able to do that. We 
did not feel that we had enough money to put out 
the type of bulletin that we wanted to put out so 
this is one point where we didn’t make satisfactory 
progress. 


Veterans’ Training Program 


No. 11: Veterans’ Training Program. You all know 
that by now, under the very able leadership of our 
good friend, Bill Garrison, and his committee, we have 
completed in detail a two-year course on the proper 
instruction of any GI or veteran who wishes to become 
an apprentice for the office machine industry. That 
course is week-by-week instruction worked out so that 
you know each week what you are going to teach this 
man for two years. In addition to that, it has an in- 
structor’s manual, so that the mechanic who is going 
to instruct these men knows how to do a better job. 
You will hear more about that this afternoon. 

No. 12: The important problem of Government sur- 
plus. Work has been going on month after month, 
conferences have been held, but until the Government 
has decided finally what they intend to do, of course, 
we can’t tell you definitely. We hope to know more 
about that before you leave. 

I have now covered the 12 points of the program. 
Ten of those 12 points have either been completed 
or satisfactory progress has been made. It must have 
been a pretty good program because we got the de- 
sired results. Our finances are in a greatly improved 
condition. We have the largest membership the As- 
sociation has ever had. The work was not accom- 
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plished singlehanded, but it was accomplished by 
members, the board of directors and committee mem- 
bers, all working together. I would like to say that it 
has really been a great pleasure to work with this 
group of men. All the way through, our board meet- 
ings, though hard work, have been a great source of 
enjoyment, and all of the men and committees who 
have worked month after month and day after day, 
at great personal and financial sacrifice, have been 
inspiration to me. It has been a pleasure to work 
with them, and it has been a pleasure to work with 
you members. 


FEDERAL TRADE COMMISSION 
AND TRADE PRACTICE RULES 


By Henry Miller 


Director of Trade Practice Conferences 
of the Federal Trade Commission, 
Washington, D. C. 


T IS A REAL PLEASURE to me to have this oppor- 
tunity to speak to you briefly on the subject of the 
Federal Trade Commission and fair trade practice 
rules for industries. It is especially pleasing to me to 
see so many friends whom I had the good fortune to 
meet a little over a month ago when, as a representa- 
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tive of the Commission, I conducted a trade practice 
conference for your industry. That was a part of the 
co-operative proceeding now under way in the Federal 
Trade Commission for establishing fair trade practice 
rules for the vast office machine marketing industry. 
My remarks are in connection with that constructive 
undertaking which your organization has advanced 
for the good of the industry and the public. 

To adequately understand this work and the bene- 
fits to be derived therefrom, it is well to get into mind 
some understanding of what the Federal Trade Com- 
mission is and what its functions are. While un- 
doubtedly all of you are quite well aware of the fact 
that the Federal Trade Commission is one of the 
agencies or commissions of the Federal Government 
in Washington, it may not be so clear to all whether 
the Commission is something new or what its func- 
tions are. 


Commission’s Function 


The Federal Trade Commission was created by Con- 
gress in 1914, over 30 years ago. It is therefore not a 
new Government agency, nor a war-born agency. It 
is one of the regular long-established agencies of the 
Government. As the word “trade” in its name indi- 
cates, the Commission is a branch of the Government 
for dealing with trade, that is, business or commercial 
activities. Specifically, it is the board set up by Con- 
gress for the purpose of providing means for con- 
trolling unfair trade practices in business that com- 
merce and trade may be carried on and expanded 
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without the hampering and burdening effect of unfair 
methods of competition. 

When Congress passed the original Federal Trade 
Commission Act, it declared that “unfair methods of 
competition in commerce are unlawful” and, by a 
subsequent clarifying amendment, it added “unfair or 
deceptive acts or practices” as also unlawful. This 
declaration which Congress thus placed on the statute 
books of the nation provides the key for fair com- 
petition and fair trade practices in industry and trade. 

When taking steps for the protection of business 
and for the protection of the great interest which the 
public has in good business, Cungress not only declared 
unfair methods of competition to be unlawful but it 
also empowered the Federal Trade Commission to 
act in prevention of the use of such harmful trade 
practices. 

As mandatory powers to be used where necessary in 
the public interest, the statute has authorized the 
Commission to proceed against violators by formal com- 
plaint, trial, and the issuance of cease and desist 
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orders. Machinery is also provided for court review 
and for penalizing offenders who may disobey final 
cease and desist orders. As indicated, these remedies 
by litigation constitute the mandatory means avail- 
able for compelling the discontinuance of unfair meth- 
ods of competition in commerce. In the course of the 
past 30 years, hundreds of such cases of litigation 
resulting in the issuance of cease and desist orders 
have arisen, and there are now on the books some 37 
volumes of Federal Trade Commission decisions in such 
mandatory cases. 


Co-operative Prevention 


However, aside from the mandatory method of civil 
prosecution of individual concerns, there is another 
method for keeping business free from unfair trade 
practices, and that is through voluntary co-operation 
among businessmen under clearly defined rules. 

In dealing with the problems of unfair business 
conduct it has been found that the growth or con- 
tinuance of such bad situations in industries can be 
effectively controlled on a wholesale basis through the 
co-operative method whereby the members of the 
industry, in joint undertaking with the Federal Trade 
Commission, co-operate in setting up a set of fair trade 
practice rules and in following them in their business. 
This method is known as the trade practice con- 
ference procedure. It has been used for many years, 
and today there are some 150 industries in which 
the plan is operative and for which rules of fair 
trade practices have been worked out and established, 
with gratifying results. The trade practice confer- 
ence procedure is the friendly co-operative method of 
working with industries to help them keep their own 
house in order that they, as well as the public, may 
benefit from the elevating influences of fair practices. 

I am happy to say it is this friendly co-operative 
method which is now in progress for your industry 
and in which the initial conference was held in this 
auditorium last November. The proceedings have been 
undertaken by the Commission for your industry at 
the request of your organization. The purpose of it 
is to work out a set of rules which can be approved 
by the Commission and be made the guiding rules 
for the conduct of business in your industry—to work 
out a set of rules under which the members of the 
industry can co-operate with one another and with the 
Commission to keep out all those hampering and 
destructive practices regarded as unfair methods of 
competition or trade abuse. 

As a next step in that proceeding the Commission 
will soon make available to all members of your in- 
dustry and interested parties a clear draft of the 
proposed rules prepared in the light of the law and 
preliminary consideration now in progress. All mem- 
bers and interested persons will be afforded oppor- 
tunity to send in their views, suggestions or amend- 
ments and also to be heard in regard to the proposed 
rules. Full consideration will.be given to the matters 
submitted and thereafter Commission action will be 
taken respecting official approval of the rules for the 
industry. 


Constructive Principles Followed 


Benefits attainable in the trade practice conference 
procedure derive in many respects. In working out 
rules for an industry the best thoughts of all concerned 
are pooled in a common undertaking to arrive at fair 
provisions. The procedure affords assurance of fair 
play. Before rules are finally approved they must be 
in harmony with the requirements of law and the 
public interest. They must be equitable and not work 
any undue advantage of one over another, whether 
small or large. The Commission’s aim is to aid honest 
business and to afford protection by preventing and 
correcting the continuance of harmful or unfair meth- 
ods which are destructive of legitimate competitive 
activity. 
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In reconversion, industries can help their business 
immeasurably by availing themselves of the trade 
practice conference method provided in the Federal 
Trade Commission. One of the great advantages in 
the procedure lies in the fact that it affords industry 
a thoroughly tested plan for self help, for keeping 
competition fair, for organized co-operation: in uphold- 
ing the good and consequently suppressing the bad 
under rules carefully adjusted to the respective in- 
dustry situations which exist. Industries facing re- 
conversion and the post-war competitive battle can 
hardly do without the stabilizing effect and elevating 
influence of fair trade rules. 

Occasionally I am asked by businessmen as to 
whether they run the risk of waiving or depriving 
themselves of any of their rights under the law by 
co-operating in the establishment of trade practice 
rules. Do they sign away any of their rights that they 
might later wish to rely upon? Or, in other words, 
do they burn their bridges behind them in taking part 
in this work? No—not at all. Your rights and the 
rights of all are fixed by law and no one is asked or 
expected to waive or deprive himself of any of his 
rights. Under the Federal Trade Commission proce- 
dure, you cannot be deprived against your will of your 
right to be heard when accused, your right to your 
day in court, your right to be presumed to be innocent 
until proven guilty according to law. Full protection 
of one’s legal and constitutional rights is adequately 
provided for and safeguarded. None of these can or 
will be prejudiced or taken from you. 


Other Advantages 


Another outstanding advantage in the trade prac- 
tice conference plan available to business lies in the 
wholesale abandonment and prevention of unfair 
methods of competition and trade abuses voluntarily, 
co-operatively and simultaneously. The effect of the 
use of unfair methods and practices is to stifle and 
suppress the development and expansion of trade and 
commerce; to make it more difficult—if not impossible 
—for business generally to render honest, efficient 
service to the public and be rewarded with a fair 
profit gained on a sound competitive basis. The pre- 
vention of such bad practices is in keeping with the 
policy of the law and the best interests of everybody. 

Businessmen are glad, as a rule, to lend their sup- 
port to voluntary and simultaneous abandonment of 
unfair methods. They welcome the chance to wipe 
the slate clean. The overwhelming majority are un- 
willing to stoop to unfair tactics. At times some may 
feel that they must do so in order to meet in kind 
the unfair competition of less scrupulous competitors. 
Many concerns, as is often the case, would like to 
abandon their use of unfair or unethical methods if 
they can but be assured that their competitors will 
likewise stop and not take advantage of the situation. 
The trade practice conference procedure affords a 
means whereby this can be accomplished in a sub- 
stantial and gratifying degree by having the rules 
placed in effect on a certain day when, by simultane- 
ous action, each may turn over a new leaf and make a 
fresh start on the same fair basis of competition. 

Where the wilful few do not choose to abandon 
voluntarily the unfair practices which have been cata- 
logued and listed in the rules, the compulsory proceed- 
ings may be resorted to with a minimum of delay 
and expense. By reason of the existence of the rules, 
such steps become more effective, because the Commis- 
sion is able to concentrate its attention on the un- 
scrupulous few and is not compelled to scatter the 
processes of the law among the many. 

The trade practice rules also afford a focal point 
around which the forces for good in business may 
rally. Governmental sanction of the rules brings about 
two most desirable features: (1) It lends to the un- 
dertaking a standing and prestige which are most 
helpful in commanding respect for, and securing vol- 
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1. Henry C. Wallenhorst, United Office Machines, Buffalo, 
N. Y. B. F. Girardot, Gregory Fount-O-Ink Co.; Max H. Gold- 
hoff, Detroit; Vern J. Booher, Floyd Stationery Co., San 
Pedro, Calif. 


2. Vito Randazzo, General Typewriter Co., Kansas City. 
Mo.; James P. Ward, Shipman-Ward Manufacturing Co., past 
president NOMDA; Robert Randazzo, General Typewriter Co., 
new president NOMDA: Lorenz Duerr, Lorenz Duerr & Co., 
St. Louis. 


3. C. W. Schaeffer, Underwood Corp.; Aaron Glassman, 
City Typewriter Co., Rochester, N. Y.; Mrs. Glassman; R. H. 
Preston, Preston Typewriter Co., Knoxville, Tenn. A. H. 
Adams, W. AA. Johnston Sales & Service Co., Knoxville. 


untary adherence to, sound principles, thereby sub- 
stantially reducing the need to resort to the more 
drastic method of excision through litigation; (2) It 
brings to the businessman reliable assurance of the 
propriety of the provisions of the rules under the law. 
In other words, through official approval of the rules 
the businessman is assured that his observance of the 
practices specified in the rules and his co-operation 
with his competitors in jointly upholding their pro- 
visions are proper under the law. 

Moreover, the rules have a salutary effect flowing 
from the defining and cataloguing, with official sanc- 
tion of the practices which are to be avoided as unfair. 
A convenient and authoritative means is made avail- 
able for sellers and buyers to learn what the legal 
requirements are as they apply to the particular indus- 
try or trade. This is especially helpful to the small 
businessman who generally does not have a legal de- 
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partment constantly at his call. Codification of rules 
has an educational value and is an effective deterrent 
to violations which result from ignorance, carelessness 
or even indifference. 

Still another important factor lies in the fact that 
the trade practice conference plan is not new or un- 
tried. It has long since passed beyond the experi- 
mental stage and has stood the test of experience. 
Its use and popularity among businessmen are show- 
ing a marked increase. The Commission’s experience 
of some 20 years in this field of activity has made 
possible many improvements. Experience is a good 
teacher, and our conference procedure has profited 
well as a result of it. In the host of industries in 
which the plan is operative far-reaching benefits have 
accrued. 

And in conclusion, let me also say that the office 
machine marketing industry—your industry—is well 





1. Fred Gamrod, All Types Office Equipment Co.; Jack 
Macon, J. L. Macon Office Equipment Co., past president 
NOMDA; Jack Weiner, Belmont Typewriter Service: L. A. 
Parker, Underwood Corp.; all of Chicago. 


2. Ralph W. Fischer, Commodity Specialist, Office of Sur- 
plus Property: Joe Hartman, All-Steel-Equip Co.; Jack Burke 
and Eddie LeBlanc, Office Equipment Co., Louisville, Ky.: 
George Long, All-Steel-Equip Co. 


9. C. A. Wittkowski, Al Sousonge, Joe Galland, John J. 


McCormick, J. J. McCarty, all of L. C. Smith & Corona Type- 
writers, Inc. 
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on the way toward bringing these many benefits to 
your aid. To “foster fair competitive opportunities,” to 
borrow the phrase used by Chief Justice Hughes, is a 
worthy undertaking. It is a mark of progress, of ad- 
vancement and of good business. The rules for your 
industry now being considered will implement this 
high objective. I am confident that in the years to 
come you shall regard this undertaking for the estab- 
lishment of fair trade practice rules as a milestone 
in the wholesome development of your industry. 


WHAT VETERANS’ TRAINING 
MEANS TO THE VETERAN 


By Marvin S. Kline 


Chief of Education and Training, 
Veterans’ Administration, 
Dayton, Ohio 


VER SINCE we have had an organized country 

here, veterans have been rewarded in some man- 
ner or other for their services and for permitting 
themseves to serve their country. 

Back as far as the French and Indian Wars your 
country and mine made land grants to veterans for 
their services. Our first president, the honorable 
George Washington, was given 40,000 acres of land in 
the Potomac River Valley, where he picked out that 
land that he wanted and it was presented to him for 
his services during the Revolutionary War. : 


We now come up to the other wars which this coun- 
try has gone through, and every time the veterans 
have been presented with land. Now we have reached 
the year of 1946, when land is no longer available to 
give to the veteran for his services. However, a fron- 
tier which is far broader than any that this country 
has ever had is presented in American industry. You 
people, you dealers in office machines, represent a very 
large portion of American industry. But each industry 
in this country employs only a minority of the em- 
ployable males of this country. And you small busi- 
nessmen, you people employing men in what we might 
term light industry and business, employ that remain- 
ing 61 plus per cent of the employable males. Not ° 
directly—that would be impossible. But indirectly you 
people have your hands in the employment of all 
of those American people. Before you lies a job of 
absorbing into industry, into your businesses, into your 
manufacturing plants 12,000,000 employable males. 
Most of you throughout this war period have experi- 
enced a decided shortage, to put it mildly, of compe- 
tent employees. You hired everything you could get 
You trained them and, in some instances, you half- 
trained them. In some instances you didn’t even do 
that. Time and the emergency of the situation didn’t 
even permit you to give them the training that you 
wanted them to have. Consequently, any man who 
Stayed in business throughout this war is to us a big 
businessman. He had to be or he couldn’t have stayed 
in business. 


The Coming Era of Prosperity 


Now you are facing, along with us—and when I say 
us I’m speaking for the rest of the veterans—an era 
of prosperity such as this country has never seen. We 
can’t deny the obvious signs of that prosperity. So if 
you are to continue to prosper, you must throw aside 
the type of operations that you conducted during the 
war and train into your business men who can com- 
petently run your business. All of them are getting 
older; all of them are expanding. The things that you 
learned during the war are going to make it possible 
for you to expand, to make more money, to produce 
more goods. The veteran wants and needs a part in 
that expansion. We don’t care if there is a store or a 
shop where only one man is employed; we would like 
to see that man a veteran. We would like to see that 
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veteran become an asset to your business. We would 
like to see that veteran continue to be an asset to his 
country. We of the Veterans’ Administration, with the 
power invested in us by your Congress, are going to 
try to bring that about. 

Now the problem or job on the other side of the 
table is yours. Your Congress in 1944 passed the Serv- 
icemen’s Readjustment Act. That act is commonly 
referred to as the GI Bill. They provided in that act 
that any veteran who served his country honorably 
could undergo courses of educational or training in 
any approved business or educational institution for 
the purpose of providing himself with vocational 
knowledge. You people carry the key to the door be- 
hind which lies a heritage of vocational opportunity. 
The veterans of this country ask that we open that 
door, that you let us come in, and that you let us be- 
come assets to your business. In setting up this GI 
Bill, Congress was going into something that was en- 
tirely new. Never before had a veteran been given an 
opportunity to avail himself of the vocational oppor- 
tunities that he lost during his term of service. After 
setting it up they realized that certain provisions had 
to be made to take care of you—the man who would 
have to do the job of training—and so they made 
provisions within the law that permits you to hire a 
man of quality that you hoped for during the depres- 
sion period, yet whom your business wouldn’t let you 
hire. Now in front of you lies a wealth of opportunity 
for the procurement of manpower which you gentle- 
men have never seen before. Each of you who employs 
other men know that in your business it has always 
been your hope to walk out and employ that man you 
wanted in your business, paying the salary as a learner 
that your business could afford. But you gentlemen 
know as well as I that the mortality rate of that sort 
of man in your type of business is very, very high. 
That has been overcome. 


Quality of Veterans High 


You can now go out and pick the cream of the crop, 
men who for four to five years have been taking edu- 
cation in one thing, learning the job of carrying out 
a total order, which to any man in business is the 
biggest asset that an employee can have. These men 
know how to take orders and to carry out a job. They 
proved it, gentlemen. When our armies laid down their 
guns, they had proved that they could do a job. If 
you people will take the time to look over the program 
that your organization has drawn up, you will find 
what we of the Veterans’ Administration consider the 
most comprehensive job-expanding program that we 
have ever seen. It is a dandy. Those men within your 
organization who were responsible for drawing up that 
program knew the problems that you people faced, 
but they also realized the problems what the veterans 
faced, and they drew up a program that really is good. 
Every man here will be doing himself an injustice 
if he misses the session this afternoon when that pro- 
gram will be presented to you. In putting that pro- 
gram into effect within your businesses, there are 
going to be a lot of questions that will arise as to how 
that program is going to effect you. And at the top 
of those questions is, “How much red tape do I have 
to go through to get this thing across?” Your Con- 
gress also took that into consideration. There is no red 
tape. Any dealer or any manufacturer can adopt this 
program or any educational program for veterans 
within your business simply by asking your state de- 
partment of education that it be approved for your 
shop to train veterans. That is a simple procedure. 
The red tape for the veteran—very simple. He fills out 
a little application blank. Sends it to the Veterans’ 
Administration. We mail him back a certificate of 
entitlement. He presents that to you. You certify on 
that the man’s type of training and send it back to 
the Veterans’ Administration, and we start sending 
the checks. 
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1. W. A. Long, W. A. Long Co., Jamestown. N. Y.; Gus 
Trahan, General Office Supply Co., Lafayet‘e, La.; A. B. Boyd, 
Boyd Printing & Office Supply Co., Panama City, Fla.; R. C. 
Mason, Mason Typewriter Exchange, Almond, N. Y. 


2. Lee Holton, Lee Holton Office Machines, Kalamazoo, 
Mich.; A. W. Peters, Peters Office Equipment Co., Battle 
Creek, Mich.; Elmer Hermann, Hermann Typewriter Service. 
Battle Creek; Walt Lewis, Royal Typewriter Co., Detroit, Mich. 


3. James T. Lafferty, L. A. Parker and W. G. Turquand, all 
of Underwood Corp.; Dallas Hart, C. F. Losch Typewriter 
Agency, Muncie, Ind. 


Now gentlemen, visualize the value of bringing a 
man into your business who is entirely green, paying 
him that amount of money which your business per- 
mits you to pay him, yet knowing that man is eco- 
nomically secure throughout the period of training. He 
has no worries financially; he is a good employee when 
the training program is over. You know that you 
trained him in your methods,’ that he is going to do 
the job as you want it done. Thousands upon thou- 
sands of eligible veterans of this war are walking the 
streets with records of eligibility in their pockets and 
no place to put them. That situation is fast becoming 
an emergency. 

January 3 the winter quarter of Ohio State Uni- 
versity opened. We registered into the University—in 
the middle of the year, mind you—1500 student- 
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veterans, and were forced to send away 5,000 men. 
What are these men going to do, ladies and gentle- 
men? Are they going to begin to walk the streets and 
hunt the places that they might earn a decent living? 
Or are you, as representatives of a fine organization, 
going to do something about it? You have the busi- 
nesses, you have the opportunities. We, the veterans, 
hope and pray that you will open up your doors and 
say “Come in,” as fast as you can handle us. We 
promise you the best representation that a man can 
give to the office machine dealers. 


_____9——e = 


NOW IN 1946 WE’RE SELLING 
AGAIN—AND HOW 


By J. R. Ozanne, Jr. 


Ozanne Associates, 
Chicago, Illinois 


HIS MORNING I sat back there next to the back 

row where some of you are sitting only because it 
was dark outside. I could hear much more clearly 
what was said out there by the salesmen than I could 
hear what was said by the speakers in here, and if 
you have that same experience—well, you can just 
move to the back seats and move out. 

A young man in Evanston, where I live, was asked 
last month in an examination, “What is the outlook 
for 1946?” and he wrote as an answer to the question, 
“God knows, I don’t. Merry Christmas.’ The prof 


wrote back in two weeks, “God gets a 100, you get zero; 
Happy New Year.” 

On this program which you have printed so well I 
see that there is a title, “Now in 1946 We're Selling 
Again—and HOW!” And you wanted to know, perhaps 
—and WHAT? We may be anticipating a little bit on 
that subject. 

I was in Denver the other day getting a shine—a 
shoeshine, you understand. And the little kid who was 
shining my shoes stuck a card up in my face and said, 
“Read that, boss.” I said, “What is it?” “Well,” he 
said, “Read it; see, read it.” So I started reading it 
and it said at the top, “What’s behind Denver?”, and 
then a lot of good points all the way down about 
Denver. And when he got on the other shoe, the kid 
said, “Turn it over.” And then I stopped him and I 
said, “Now listen, Johnny, what is this?” And then 
he stood back and he quit shining and he drew him- 
self up and he said, “I’ll tell you how it is, mister. We 
have a club here in Denver, see. A thousand of us 
bootblacks and newsboys and we meet once a month 
up in the theater and a big-shot judge talks to us. 
He sells us Denver, see? We are selling Denver to you. 
see? Take that card. Give it to another guy. You 
want two of them? We’re selling Denver.” That kind 
of thing in 46 or in any other year will do business. 

While I was in Spokane, a fellow was picking up 
my laundry. I said “It is kinda cold out, isn’t it?” 
“No, sir. It tain’t cold and it tain’t warm. It’s right 
in the middle, and that’s the way it always is in Spo- 
kane.” I said, “Okay kid, have it your way.” 

We examined in 1938, one at a time, very carefully, 

(Turn to page 162, please) 





TRADE SHOW ATTRACTS DEALERS 


N THE BOOTHS set up in the foyers adjacent to 
three sides of the convention hall, manufacturers 

greeted dealers and exhibited their lines of machines, 
furniture and accessories. Labor conditions and ma- 
terial shortages prevented the showing of many new 
products, but dealers were eager to make contacts and 
learn of possibilities in deliveries. 

A popular booth was that of the Marr Duplicating 
Company where the Marr Model E electric machine was 
put on display for the first time. Termed a stencil 
printing press, the new machine features an automatic 
feed and paper conveyor similar to those used on a 
modern printing press. 

Another new product exhibited for the first time was 
the “Rotary Record File” made by the Herring-Hall- 
Marvin Safe Company. Standard cards without special 
punching are fitted into a wheel tray from which they 
do not fall when at the bottom of a turn because of 
an ingenious arrangement of bands. 

The third new product shown was the Class 300 cash 
register made by the Ohmer Corporation. Among its 
several features are front and rear indications, identi- 
fying keys for four operators, auditor’s lock to protect 
totals, and so forth. 


Following are brief descriptive references to the 
exhibits, including products shown, company names 
and those in attendance: 


Allen Calculators, Grand Rapids, Mich.—The Allen line of cash registers 
and adding and calculating machines was on display. Joe Stallings from 
the factory and H. A. Collins, regional manager, were in attendance. 


Business Machines Products, Inc., New York, N. Y.—On exhibit was 
the “Silent Sentry’? typewriter base and sound absorber, adaptable for 
use with standard make of typewriter. Greeting visitors was Nick Fucci. 

Cleveland Calculating Company, Cleveland, Ohio—The Comp-Stand for 
adjusting Comptometers to convenient angles for efficient operation, 
and rebuilt Comptometers were displayed. Leo Adler was in attendance. 


Dictaphone Sales Corporation, New York, N. Y.—This display included 
several models of electronic dictating machines, telephone recorders, 
cylinder-shaving machines, and so forth. In charge was C. R. Arenschield. 
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Herring-Hall-Marvin Safe Company, Hamilton, Ohio—Shown were the 
new Bo | Record File,"’ the Hamilton line one-hour safe with a relock- 
ing device feature, and a home er cabinet which provides space 
for a cerrespondence file drawer, a portable typewriter, and a utility 
drawer. Representing the company were William E. Adams, sales pro- 
motion manager, and R. C. Hutzelman. 

Marr Duplicator Company, New York, N. Y.—On display was the new 
Model E electric duplicator, the result of four and a half years of develop- 
ment work. Also shown were the Model B non-electric duplicator, the 
Style duplicator and a broad line of duplicator supplies. In attendance 
were E. C. Riggs, manager of the Marshalltown manufacturing division 
of Marr, Marshalltown, Ia.; G. E. Boyle, New York, N. Y., and D. J. 
Martin, manager of the branch in Chicago. 

Ohmer Corporation, Dayton, Ohio—The 1946 Ohmer line of cash registers, 
including the new 300-line key-button registers, was exhibited. R. E. Bar- 
rett, W. Whistler and Frank Ungar were in attendance. 

Remington Rand, Inc., New York, N. Y.—No machines were on display, 
but literature on the Remington plan for merchandising portable type- 
writers was given to all interested dealers. On hand to provide informa- 
tion were James M. Hackney, Leonard Newman, Ted Gray, Sam Smith, 
George Fotis, Herman Fink, and Guy Waterbury. 

Royal Typewriter Company, New York, N. Y.—Although no machines 
were available for display, the company was represented by the following 
who acquainted dealers with up-to-the-minute news on future products 
and deliveries: W. H. Beckwith, F. L. Henderson, W. H. Lewis, J. L. 
McDonough, A. W-. Ruppert, and F. P. Ryan. 

Shipman-Ward Manufacturing Company, Chicago, I1l.—Included in the 
S-W display were Lightning calculators, typewriter platens, parts, pads 
and ribbons. Jim Ward was in attendance, assisted by Bud Johnson. 

L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y.—The Clipper, 
the Sterling, and the Silent portable typewriters were on display. Serving 
visitors were John J. McCormick, A. Sousonge, Paul Wittkowski, and Joe 
Galland, the latter representing the Liberty typewriter division of Smith- 
Corona. 

Speed-O-Print Corporation, Chicago, 11l.—The complete Speed-O-Print line 
of stencil duplicators and supplies was on exhibit. In attendance were 
S. J. Graff and F. M. Sargent. 

Standard Business Machines Company, Chicago, 11i1.—Standard’s Sound- 
On-Wire dictating machine was demonstrated. Attending visitors were 
John Klein, Kenneth Gilbanks and Ben Adelman. 

Tiffany Stand Company, St. Louis, Mo.—Several models of stands for 
office machines were on display under the supervision of Lyndon Starr. 

Underwood Corporation, New York, N. ¥.—Models of the Champion and 
Universal portables were on display. Representing the company were 
W. G. Turquand, L. A. Parker, J. T. Lafferty and G. H. Parks. 

Victor Adding Machine Company, Chicago, 1I!.—Two full keyboard add- 
ing machines and two 10-key models were exhibited. K. A. Adams and 
C. B. Acox from the factory were in attendance. 

W. W. Welch Company, Cincinnati, Ohio—Featured was the new plastic 
model Air-Flight circulator. Attending inquirers were W. W. Welch, Sr., 
W. W. Welch, Jr., and Peter Welch. 

Wells Office Furniture Company, Chicago, I1!.—Displayed were the Versa- 
Table in several colors, office machine stands, posture chairs and metal 
waste baskets. Joe Pritchard and Hal Johnson were in attendance. 
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Merchandising News Sense an [Immediate 


Money Maker 


By E. A. DENCH 





HE INK on the document which officially concluded 

the war dried months ago. Many Federal Govern- 
ment strangleholds on civilian business have been 
removed or modified. Office equipment manufacturers 
are speeding up the production of goods which have 
long disappeared from the shelves and showrooms of 
dealers. 

What plans have dealers made to expedite the goods 
to consumers? Will some of them act too slowly and 
cautiously in their buying and promotional efforts? 

In several other retail trades where certain mer- 
chandise scarcities and shortages have already disap- 
peared, we find retailers flunking the bona fide sales 
opportunities in their midst. It would seem as if they 
had lost their selling knack after enduring so many 
wartime promotional curbs. 

A lost opportunity the other week was in a “stocky” 
window display. Hidden among the merchandise was 
a popular pre-war item. One alert consumer discov- 
ered it the other evening, and quickly relayed the 
good tidings to some of his interested friends. Now I 
ask you—should this consumer have been forced to 
play the role of discoverer? No, the retailer should 
have splashed the item in a separate window display 
or unit. 

Consider two signs, one week apart, in two local 
stores, announcing the welcome change in the status 
of a much-sought product from “scarce” to “plentiful”: 


bed 


“We now have plenty of ... . 
“.... now for everybody.” 


Which of these two signs was the most effective? 
The first, decidedly. The second sign implied that the 
retailer had favored his own clique of regular cus- 
tomers right along, but was now ready to serve all 
comers. His announcement must have rankled on 
those consumers he had turned down in the past. Not 
only did the other retailer avoid any reference to past 
discrimination in his sign, but he proved to be a re- 
tail merchandising news hound; he had the newly- 
restored product on his shelves a week ahead of his 
closest competitor. In that week he accomplished more 
in regaining old customers and acquiring new ones 
that the news flunker did one week later. 


Four Information Sources 


In acquiring and using an office equipment mer- 
chandising news sense, where is the office equipment 
dealer to look? Here are the four principal sources 
of information: 1. Advertisements, news items and 
stories in the office equipment and stationery maga- 
zines. 2. Timely tips from traveling salesmen. 3. Cir- 
cular letters, price lists and booklets received in the 
mail from manufacturers and suppliers. 4. By visiting 
city salesrooms and attending regional business meet- 
ings and conventions. 

During pre-war days some office equipment dealers 
did not remove the wrappers from their business 
magazines until a week or two after arrival. Part of 
the printed matter received by mail was consigned 
to the waste basket after a scant glance or none at 
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all. Sometimes, too, if salesmen called when the office 
equipment dealer was busy, or when he was not per- 
sonally present, they were told to come back later or 
on the next trip. 

The office equipment dealer who goes through the 
same formula today or in the precious months to 
come is, to put it harshly, signing his own business 
death warrant. It is one thing to turn down consumers 
when certain merchandise isn’t available ELSEWHERE 
in the locality. It is quite another matter when more 
foresighted competitors ALREADY have the long- 
sought goods. 

Laying the groundwork for earlier delivery, if only 
a matter of a few days, is well worth the effort of 
reading business magazines and mail the same day as 
received, and interviewing salesmen when they call. 
The earlier evidence on your shelves will convince 
consumers that it is futile to shop around—to try 
your office equipment store FIRST AND LAST. 

The consumer “shopping around” objective has, 
under earlier wartime difficulties, changed from price 
and convenience to better or more complete selections. 


Don’t Condemn These Customers 


These shop-from-place-to-place consumers have 
been wartime “pains in the neck” to many an office 
supply dealer. All the same, these consumers should 
be admired rather than condemned for their pa- 
tience and resourcefulness. Accustomed to have stores 
cater to their every whim, such consumers have proved 
that, in an emergency, they can take it on the chin. 
They have, moreover, fully demonstrated their own 
merchandising news sense. They have quietly disclosed 
retail distribution shortcomings which should have 
been remedied by office equipment and other dealers 
operating regional exchange pools or clearing houses. 
There are plenty of cases on record of retailers carry- 
ing heavy overstocks of certain goods purchased before 
production was reduced or halted. Such retailers were 
tickled to death to have consumers from out-of-town 
ferret them out. 

Consider the typical case of a girl office worker in 
some local business house. She comes in daily contact, 
by telephone and in person, with office workers in 
other local businesses. The human urge to chit-chat 
or to pass along a friendly tip or observation cannot 
be overcome, even if there’s still a war being fought 
in the Pacific. For an office girl to convey to her 
circle of business friends and acquaintances that she 
got, for the first time in several years, a certain office 
equipment item—and that Blank’s have plenty more 
in stock—is merchandise news of the utmost impor- 
tance. e 

One such courier to the office equipment dealer is, 
or will be, the unpaid equivalent of a go-getter sales- 
man of pre-war days. The office equipment dealer 
should be deferential to these couriers, even if they 
are total strangers to him; in fact, the office equip- 
ment dealer can use a whole corps of these couriers 
if he is going to carry out the expansion of his store 
later on. 

It is easy to recognize this type of young woman 
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when she enters the store and makes known her 
wishes. She usually asks for a scarce or short- 
supply product with an apologetic or expects-to-be- 
disappointed tone of voice. What if she is lucky enough 
to time her visit shortly after receipt of a substantial 
shipment of an office equipment product just returned 
to the “plentiful” class? 

“We have plenty more,” the office equipment dealer 
should explain, “while more shipments are on their 
way here. Glad to fix you up.” As a seemingly casual 
afterthought when the purchase is completed, the 
office equipment dealer might say: “By the way, if any 
of your business friends and acquaintances would like 


some, I should be glad to take care of them when they 
come in.” The invitation is deliberately phrased to 
encourage each shopper to make her own purchase 
in person, instead of encouraging the courier to 
become purchasing agent for them. The courier’s 
function is to spread the news. She is much more 
useful to the office equipment dealer in that capacity. 
Get those of her friends employed in other local busi- 
ness houses into the store and maybe they will buy 
other office supplies they see on display, or call the 
attention of executives of their firm to them. And 
what’s more important, the office equipment deaier 
will add new customers to his growing circle. 


When the New Competition Opens Up 





OU ARE an office appliance dealer in Starks- 

ville, where, competitively speaking, life has 
jogged pleasantly along for five years. The same old 
competitors—E. R. Stearns on Tremont Street, and the 
Latimer boys near the Square. Good, clean competi- 
tion—and plenty of business to go around. Of course, 
life has been pretty strenuous at times—especially 
finding help. 

But this winter of 1946 finds change in the air. That 
room near Jones, The Florist, is vacant since way back 
when, leased by a city man who will put in an infants’ 
wear stock. The vacant store window next to the 
Nixon Shoe Store has a large sign, “Will Open About 
April 1—Complete Stocks of Gifts, Books. ‘H. Joslyn’.” 

Three different men have arrived in town with such 
tempting offers that they have acquired the stocks and 
good will of three of Starksville’s oldest and most suc- 
cessful business men—the Sumner Hardware, the 
Snow-Hill Mortuary, and the Model Hatchery. 


These Are Times of Change 


Winds of change are blowing. Soon they may be 
blowing furiously. And one day, perhaps in a tip from 
a business friend, perhaps only when there is an ad- 
vertisement-announcement in the Starksville Citizen, 
you learn that stiffer retail office appliance competi- 
tion is to be four-cornered instead of three. 

What are you going to do about it? Your situation 
is not novel. Millions of businessmen have found 
themselves in it. There are certain common reactions, 
some of them unfortunate. There are certain things 
you must not do. 

Don’t take the matter too hard. Office appliance 
dealers have been known to develop insomnia, worry- 
ing about what new competition would do to them. 
Don’t get the jitters so that you have a fixation, un- 
able to keep your thoughts off the new competitor. 
Don’t get too serious. Office appliance dealers have 
been known to scheme and connive to get “inside dope” 
on the newcomer. Learning things, the dealer so 
often makes one or another of two mistakes—even, 
at different times, making both. 

One mistake is to overestimate the imminent new 
competition—and rush to the doctor or to the liquor 
store. 

The other is to brush off the threat to future profits, 
discounting the new dealer’s prospects for one reason 
or another until they are not much better than zero. 

Be sensible. Size up the competitor—but be expert 
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in doing so. It is an expensive mistake to overestimate, 
or underestimate, one’s competition. 


Consider Your Competition 


What kind of a store will the new man operate? 
How competitive is his store location? These are 
fundamental questions. It is fairly certain that the 
new office appliance outlet will compete much more 
with one of the three established stores than with the 
other two. Usually, a given office appliance store has 
its following because of positive appeals; it attracts 
and holds customers for reasons which can be iden- 
tified. Thus the quality-and-service store will not be 
affected as much by a new competitor, whose policy 
is a price appeal based on cash dealing and various 
corners cut, than the local store which already de- 
pends mainly on the price-conscious trade. The new 
competitor’s location and premises may give a tip-off 
to policies which will be followed. 


Get personally acquainted with the new dealer as 
soon as possible. Perhaps you can meet him before he 
opens his doors. You will not violate business etiquette 
in the slightest if you drop in to see him. Welcome him 
to town. Make it clear that you feel a fraternity exists 
among all merchants in the office appliance trade. 
Your smile and pleasant manner should disavow the 
newcomer of any thoughts he may have had that com- 
petition will be barbaric and brutal. 


It may be rather hard for you to feel this way about 
the competitor. Of course, no office appliance dealer, 
or any other retailer, does business by virtue of an 
exclusive franchise. In this democracy any man has a 
perfect right, if he has what it takes in the way of 
capital, to set himself up in business—even if the 
community already has too many units in the trade 
he enters. This is the American principle. And it isn’t 
right for a businessman to feel that, somehow, he has 
arrived at the monopoly, and others “have no right” 
to come in to compete with him. 


Making that get-acquainted “friendly call” on the 
new competitor is a ritual for assuring that you will 
keep sane and wholesome in your own competitive 
attitude. You will sleep better, retain a wholesome 
laugh and smile, if you are a Christian in your attitude 
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toward the “opposition.” Further you will do a lot to 
assure yourself that the arrival is a “white man” in 
his competitive practices. 

Whether the new store will break into your volume 
more than into that of the other local stores, or 
whether you are favored on that point, this much is 
sure—determine to make your business more efficient 
than it has been before. It would be quaint, wouldn’t 
it, if you were told one pay day by Jack, your best 
man, that he was leaving—his next stop, as you would 
soon learn, to be the competitor opening on Sixth 
Street. Such occurrences are known to happen. Your 
relations with employees should be such that no 
newcomer can hire men away from you. This is a 
time to put your business in order. If your premises 
are somewhat run down, now is the time to do those 
things which, in an indefinite way, you have planned. 
Spruce up with repairs and paint; put through that 
remodeling which will make your store a much more 
convenient place for customers. 
and small capacity, the odds all against his success. 

The new competitor may be a man of inexperience 


Or he may be a chap with “what it takes.” Either way, 
he is not to be ignored. A common attitude of mer- 
chants is to belittle new competition, and to ridicule 
new methods employed by it. What if this dealer 
begins with a fanfare of advertising of various kinds? 
Unless you are already a heavy user of advertising, 
your cue certainly is to increase your advertising out- 
lay. What if the new man turns immediately to 
aggressive outside selling? Your move is to counter 
with similar methods, skillfully tying in with cir- 
cumstances of your personnel, lines, territory. The 
advantage in the contest among office appliance stores 
should be wholly with the present outlook. It is a 
difficult, uphill project, ordinarily—starting a store in 
a community which already is well served by existing 
stores. The going won’t be easy for the new man. 
Good healthy competitive effort by the established 
stores can be mighty discouraging. You can hope that 
the new operator will get his fill in a few months, 
and be glad to sell his stock. Your job is to provide 
the good, clean competition which will work to such 
a result. 


Self-service Stationery Store Proves an 


Outstanding Success 


By JOHN E. HUBEL 





BOUT FOUR YEARS ago E. W. Spangenberg, owner 
of the Twin City School and Office Supply Com- 
pany of Neenah, Wis., located in the area “Where 
Paper Is Made,” conceived the idea of opening a self- 
service stationery store in Milwaukee, Wis. He selected 
the street on which nearly all of the larger wholesale 
and retail stationery stores are located and there 
leased a corner store in a sort of an English basement 
—not way underground, but instead only a few steps 
from the street down to the store level. 
Competition would be keen, Mr. Spangenberg knew, 
for the other stores on the street, as well as the five- 
cent to $1 stores near by, would offer stationery at low 
prices, too. But by offering self service, he thought he 
could induce many customers to trade with him. At his 
self-service store, he reasoned, they might browse 
around, feel the quality of the goods, take home sam- 
ples of paper and envelopes, and generally feel at 
home, without obligation to buy or have clerks annoy 
them every few minutes with, “May I help you?” 


Several Advantages Offered 


Through his connections with the supply company, 
this dealer could get inside wholesale prices on goods 
which he stocked in the Milwaukee store, under his 
own name, in large quantities. He soon found that 
not only did he attract small-purchase customers from 
every walk of life, but also office managers and others 
interested in securing the special discount allowed for 
stationery supplies in quantity. 

The Spangenberg store is located in the thick of 
the office district in Milwaukee and is at an important 
transfer corner. The window displays, therefore, are 
noticed by office men going to lunch or home, as well 
as by those waiting at the corner where several lines 
of buses and street cars cross. Then, too, a complete 
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line of school supplies is carried, and those showing 
proper credentials can open a charge account—some- 
thing contrary to the five-and-dime-store policy. It 
was noticed that more women come to this self-service 
store than to most of the other stationery firms. They 
feel that there is no pressure on them to buy. 

In the matter of theft of merchandise, the Milwau- 
kee dealer says that pilfering is kept down to a very 
low percentage, much less than in the variety stores, 
as children do not make much use of self service. 


Store Needs Few Employees 


In number of employees, three or four appears to be 
the maximum, and most of these are on the account- 
ing staff. The manager, with one assistant, can usually 
handle the sales, both retail and wholesale, except at 
the busiest hours. 

At this writing, because of the scarcity of office ap- 
pliances, sales in this line have not been very great. 
When stocks become available he expects to do things 
in this branch of trade also. 

In advertisements, the self-service store offers print- 
ing and paper ruling in addition to stationery, and 
states that the firm is a manufacturer and jobber of 
some of the lines handled. 

So far as can be learned, the Spangenberg Self- 
Service Stationery store is the only one of its kind in 
Milwaukee or vicinity—and is making good. 





BETTER THAN MEDICINE 

Sincere and hearty laughter is often bet- 
ter than medicine. It not only helps you, 
but all who hear it. A sick world of today 
can use a generous dose of it. 
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Your Servant—the Telephone— 


Is Seventy Years Old 


By NICHOLAS VESTAL 





But It’s Still Full of Power 


for Sales and Service 





HE TELEPHONE—that omnipresent, commonplace 
utility of business which everyone takes so largely 
for granted—will be 70 years old March 10. 

It was on March 10, 1876, that Alexander Graham 
Bell, with his laboratory assistant, Thomas A. Watson, 
flashed the first audible telephone message in history 
between the cities of Boston and Salem, Mass. Though 
the first instrument was crude by comparison with 
modern telephone equipment, the electric telephone 
had been born. 

Stationers, no less than other businessmen who use 
the telephone every day, doubtless give little conscious 
thought to its indispensability in the conduct of their 
businesses. But let them be deprived of this facility for 
two or three days and what complications and con- 
fusion would surely result in their business! 

One of the most impressive things about the tele- 
phone—the thing which, to my mind, makes it almost 
a marvel—is its dependability. Consider the millions 
of telephones in constant daily use throughout this 
country and then reflect how rare an experience it is 
to find one that is out of order, except, of course, in a 
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telephone booth where the instrument is subject to 
both public use and public abuse. 


A Tireless and Silent Salesman 


This tireless accessory of sales and service in all lines 
of trade and manufacturing—the telephone—works 
all day and all night. Not only is the telephone vir- 
tually a silent salesman in the receiving or soliciting 
of orders, but it is likewise an inexpensive and depend- 
able messenger between the stores of retailers and the 
offices of manufacturers, wholesalers and jobbers. It 
is, indeed, a very valuable courier in the out-of-stock 
emergencies that crop up now and then even with 
the best management of a merchandising business. 

It has been truly remarked that the supply factors 
as well as the customers of a business are always as 
near as their telephones; also—very aptly expressed— 
“The telephone door is never closed.” 

In any supplies and service establishment, such as 
the full-line stationery outlet, the telephone can be 
used effectively, not merely to obtain more orders from 
regular buyers and to solicit identified prospects, but 
also for the cultivation and extension of good will. 
That means such subtle, yet strategic, trade-promotion 
devices as thanking buyers for their loyal patronage, 
congratulating an old reliable firm on the anniversary 
of its establishment, or, indeed, even telephoning to 
important principals in certain large business houses 
which are big buyers of the stationer’s wares, and 
congratulating them personally on the occasion of 
their birthdays. The last-mentioned idea necessitates, 
of course, the development and maintenance of a 
birthday file of individual customers and corporate 
buyers. 


Make Your Phone Number Known 


The stationer’s telephone number should be as well 
known as his street address, and for this reason I 
recommend the publication of the telephone number 
in every piece of advertising that the stationer circu- 
lates and, of course, in every newspaper advertisement. 
When a certain telephone number, long retained with- 
out change by a stationer or any other business house, 
has been advertised for several years, eventually it 
becomes something of a symbol of that business, and 
because it doesn’t have to be searched for when sup- 
plies are needed in a hurry, the stationer will receive 
many more telephone orders in the course of a year 
than he would otherwise. 

There is little doubt that if stationers—especially, 
those doing business in the small and intermediate 
cities—would use their telephones more intelligently 
and more systematically, they could develop consider- 
able new business by opening up new prospects. With 
a planned telephone canvass, a stationer could, for 
example, virtually “visit” by telephone, in a single 
afternoon, a number of prospects that it would require 
at least a week to call upon in person even if all were 
doing business within the city limits. 

A telephone call is the closest parallel there can 


(Turn to page 118, please) 
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Plan Now for a Profitable Tomorrow 





RACTICALLY every business man has his eye on 

the future. Often he says to himself, “Tomorrow 
it will be a different story. Trade will be better, profits 
will be larger, problems will be solved more easily. To- 
morrow will be much better than today. I’ll really get 
started tomorrow.” 

Every office supply firm proprietor knows that it is 
this hope for the future which brings out the best 
there is in many a business man. On the other hand, 
it is wise to realize that hope alone will not bring 
about better business conditions. Much more than 
hope is required. A sound plan is necessary. 

The wise office supply man knows that for all prac- 
tical purposes “Tomorrow is Today.” In other words, 
what he does today determines what kind of a business 
he shall have tomorrow. The man who keeps this 
viewpoint in mind for a long period of time will find 
that it will help him considerably with his day’s work. 

When you realize that tomorrow is today you will 
know that the total amount of business done in one 
day does not represent your entire gain for that day. 
There are other gains, but you may not be able to 
collect them until tomorrow or another tomorrow. It 
all depends upon your plan. These other gains are 
the long-range gains which come from instituting good 
merchandising and operational policies and carrying 
them out each day. Like sound bonds and stocks, they 
pay dividends at some future date. 


Have Objectives For Tomorrow 


How can a office supply firm make certain he is 
working hard for a good tomorrow today? 
Here is a plan you can follow with excellent results: 


1. List the objectives that you wish to attain in and 
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through your business. Keep this list where you can 
find it very quickly. The list will help you to keep your 
eye on the ball, so that you will not lose sight of your 
objectives. It is important for every business man 
to know exactly what he wishes to accomplish. Don’t 
be satisfied with vague generalizations such as “profit” 
and “a good living.” Make your objectives as specific 
as possible. 

2: Draw up a monthly or yearly plan for your 
business. Once a office supply firm has his list of 
objectives in mind, he can then make a monthly or 
yearly plan of things he wants to accomplish. Every- 
one knows what the Russians accomplished through 
their five-year plans prior to the last war. Thousands 
of successful American businessmen have one-, two-, 
and three-or-more-year plans. 

The principal point to remember in making a plan 
is to work for a limited number of goals. Work out a 
plan for advertising, cost reduction, expansion, and so 
forth, that you can accomplish within a reasonable 
length of time. Then be sure to follow that plan. 
Within a year you will be amazed at what you can 
accomplish. 


It’s Just Like Housework 


Let us illustrate. Two women were talking about 
housework. One woman sighed and said, “You know, 
Mary, my housework is too much for me. It’s a terrible 
chore. I can’t get through that Friday clean-up day 


(Turn to page 98, please) 
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Does Part of Volume Cost Too Much? 





NCE HE HAS SUCCEEDED in securing certain 

volume, no office appliance dealer likes to let it 
go. That’s understandable, of course. Blindly follow- 
ing this policy, however, is a contributing factor to 
holding employees who (for the sake of the business, 
and often for their own sake, too!) should be released. 
The theory is that they are responsible for volume of a 
specified nature or amount: if they leave, so does the 
volume. 


This attitude, often based on no definite figures, 
permits inefficient and unproductive workers to remain 
on the office appliance dealer’s payroll. Sensible study 
of the real facts would sometimes show the volume 
brought in by such employees does not meet their own 
wages, let alone do anything to help meet overhead 
or create profits. 

For a moment, forget personalities in your store, and 
look at facts. Suppose the dealer has a volume of busi- 
ness represented by 100x. If he devotes most of his 
own time to management problems, and hires ten 
workers, then each must produce approximately 10x 
of the volume. The figure will not apply precisely: 
some may have as high as 12x or 13x, and others as 
low as 7x or 8x, yet because of variations in margins 
and similar factors, all may be rated as desirable. 


What About Low Producer 


But here is a worker with a 5x rating: the office 
appliance dealer has suspected this, but has held him 
because he has been successful in the promotion of 
two or three items with dependable volume and profit 
—yet not enough of either to cover 
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at least part can be absorbed by some moving from 
7x up to 8x, or from the present 8x up to a future 9x. 
This permits better earnings for those who are willing 
to take on more responsibility—and most persons show 
such willingness when the matter has been presented 
to them on a basis of more work for more pay. 


The Setup Should Be Reviewed 


After all practical adjustments have been made, the 
dealer reviews the setup once more. He discovers 3x 
volume has been taken over smoothly by the others, 
and only 2x has been lost entirely. He has gained 
much by losing a little: his volume dropped 1/50, 
while his payroll dropped 1/10 (subject to slight varia- 
tion depending upon the relation of the released 
worker’s pay to that of the others in the business). 


The writer would be the first to admit the effect of 
individual conditions on the approximate figures used 
in this line of reasoning. In some cases, the 5x-worker 
may be receiving a correspondingly low rate of pay, 
in which instance his contribution to volume is satis- 
factory. Or he may be an older worker who in reality 
enjoys a part-pay and part-pension arrangement, even 
if it is all called wages. But in general, when circum- 
stances cannot be changed, it’s wise to strengthen 
the remainder of the business by relinquishing small 
parts of volume which cost too much to secure. 








the cost of retaining this particular 
man. What can be done, in fairness 
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to the business and the employee? 
Frequently with the facts before 


them, dealer and helper can lay out FINDS ROLE IN MEXICO—Floyd D. 
a program to increase that 5X Ransom, president of Proveedor de Ofi- 
rating slowly but steadily. The fact cinas §. A., Avenida Juarez 14, Mexico, 
that the employee has attained fp F. Mexico, grew up in the Underwood 
some measure of success, and has typewriter organization as a Texan but 
been exceptionally good on a feW now is a confirmed addict to the business 
products, makes him more valuable opportunities found “South of the Border.” 
than a new man. However, if he Starting as a parts boy, he worked up 
cannot improve the situation by through the Underwood sales organization, 
taking more interest in other lines pecoming branch manager at El Paso, Tex., 
as well, there is no point in allow- and then going to Latin America in the 
ing him to stay as a break-even OF export department. He went to Mexico in 
losing proposition. Maybe the 5x 1923 and in 1926 took over the Underwood 
figure will be as much a shock to branch in that country for his own account, 
the employee as it was to the office Jater adding the Monroe Calculating, the 








appliance dealer, so it pays to allow General Fireproofing and the Ditto lines. 
time for correcting the trouble be- Jn 1937 he gave up the Underwood business and took on the Royal 


fore taking more drastic steps. 


typewriter business for the Republic of Mexico. The Proveedor de 


Six months later, if the 5x-worker Oficinas was started in 1936 and expanded until it was necessary to 
appears stuck there, little remains build a new three-story building in 1935. Mr. Ransom has found 
to be done except aiding him to time to act as president of the American Hospital and the American 
find more satisfactory employment Chamber of Commerce. In June of 1941, he was asked to head the 
elsewhere. And it does not follow War Economic activities in Mexico for the U. S. Government, occu- 
that the office appliance dealer pying that position from July 15, 1941, until October 1, 1944. During 
must say goodbye to the 5x-volume_ that period he was responsible for all negotiations between the two 
at the same time. By careful study governments on purchases by the United States of war materials 
of the situation in relation to the and supplies, as well as licensing of exports from the United States 


rest of the helpers, it will be found to Mexico. 
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Exclusive Use of “Package Job” Theory 


Works for Office Furniture 


By BERT MERRILL 





OMPLETE OFFICE furniture sales, including every 

item down to the last lamp and strip of carpet, 
are the goal of the Office Equipment Bureau, office 
furniture retail house in Fresno, Calif. 

Rather than be known as a furniture retailer, office 
appliance dealer or stationer, owner Harry W. Heller 
of the company went into business to sell strictly 
“equipment” to businessmen—on the basis of supply- 
ing all functional needs geared together for a specific 
type of business. Therefore he chose the unusual 
Office Equipment Bureau name, and has “merchan- 





dised” the idea of complete offices, designed and sold 
by one store, ever since. 

Mr. Heller was with York Safe & Lock Company 
for many years, during which he held several execu- 
tive positions which took in the field of design instal- 
lation and engineering. He personally supervised the 
design of huge safes for modern institutions, and in 
the course of installing them developed a similar in- 
terest in office layout. This included a study of every 
phase of the office from comfortable furniture down 
to efficient filing systems and office machines. “It’s 


ll, =, 


TYPICAL HELLER DESIGN—The arrangement of this office is typical of furniture layouts designed by Harry 
W. Heller for the Office Equipment Bureau which he operates at Fresno, Calif. 
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CITY HALL OFFICE—Harry W. Heller of Office Equipment Bureau, Fresno, Calif., designed this attractive 
city hall office, replete with style and convenience in arrangement of furniture. 


a field which needs a lot of attention,” it was pointed 
out, “inasmuch as the average businessman has been 
far too concerned with operating his business to 
know much about office arrangement. Even the most 
successful executive usually has no idea of what type 
of filing system or recordkeeping will best fit into 
his own work, and, moreover, many of them operate 
outstandingly profitably enterprises from offices which 
are actually unwieldy and a drawback to improve- 
ment. We hold to the theory that office-planning is 
the job of a specialist, just as auditors only should 
audit books—and try to sell the executive on letting 
us design an office just as efficient as his business 
methods.” 


Busy Since Opening in 1931 


Office Equipment Bureau opened up in 1931, and 
since that time has been kept busy planning offices 
of all types, not only for private business but for banks, 
Government offices, institutions, and so on. Along 
with the large volume of high-unit sales produced by 
this work there has been a steady volume of retail 
furniture sales as a supplementary field. Office Equip- 
ment Bureau, even through the war, has maintained 
a complete stock of desks, tables, chairs, lamps, acces- 
sories, filing equipment, safes and other heavy furni- 
ture items in an attractive store two blocks off the 
main shopping street. 


Promotion of office furniture during the whole time 
has been largely a matter of reputation, according to 
the management. “Almost every large-scale office job 
we sell opens up prospects for more,” it was added. 
Since 1934 Mr. Heller has designed the entire interior 
furnishings of the Hall of. Records for Fresno’s city 
government, a huge job involving hundreds of files 
and records systems, telephone system, and electrical 
Outlet system to allow for future expansion. In addi- 
tion he was called in to both supply the furnishings 
and design the layout of the Modesto court records 
room in Modesto, Calif., and as a particularly impor- 
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tant task, to design the beautiful furnishings of the 
Santa Barbara Court House in Santa Barbara, Calif. 
The latter job has served as a model for many other 
government offices on the West Coast, as well as many 
private offices. 


It’s a Job for the Expert 


Against this background Office Equipment Bureau 
has built its retail business, working on the theory that 
not many men know the intricate job of setting up 
an efficient office. All factors, such as noiseproofing, 
eliminating steps, time-saving appliances, lighting and 
convenience are included in every job which Mr. Heller 
sells, each point being individually “sold” to the buyer, 
and so wel! publicized that it is not unusual for several 
executives in other businesses to visit one of these 
projects before it is anywhere near completion. The 
result, of course, is more applications for complete- 
office planning, and scores of retail sales of desks and 
other furniture “just like the one you put in the 
Fresno Bank Building.” 

In normal times, Mr. Heller does most of his own 
selling, following up only “live leads” or prospects who 
call in of their own volition, and a few other prospects 
turned in by pleased customers. The firm will have 
an outside sales crew, in addition, when normal stocks 
are available. Right now the store is carrying only 
an “accommodation inventory” of filing supplies in 
addition to safes, vaults and office furniture, but plans 
to expand these later on. There has been no adver- 
tising or outside promotion other than pure “reputa- 
tion contacts” since Pearl Harbor. 


Photographs have played an important role in sell- 
ing completely-planned offices, according to Office 
Equipment Bureau. The firm keeps up a handsome 
album filled with various views of Mr. Heller’s planned 
installations. This, shown to many businessmen whose 
operations have vastly enlarged during the war, is 
often the “clincher” for sales running to $2,000 and 
more. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE . . . CO-OPERATION 


[DECIDEDLY intriguing was a 

most-appreciated New Year’s 
gift for the express use of BUSI- 
NESS BUILDERS page from a 
Michigan office outfitter. It was a 
duplicate autographed copy of 
what this stationer rated his 
most-used business book, and 
what is fundamentally more im- 
portant, was accompanied by a 
long personal letter commenting 
on the various parts of the text 
he thought would be of seasonal 
interest to you readers everywhere 
listening in. 

To illustrate, here is a message 
worth rereading every February. 
The author is William E. Holler, 
and the text is “Step Out and 
Sell,” published a few years ago 
by The Dartnell Corporation. So 
basic in teaching is the text that 
every potent word is ever true and 
young in forceful instruction. Get 
close to your OFFICE APPLIANCES 
receiver and get this initial treat: 


come bouncing out at him as soon 
aS spring opened up. 

“What did he do? Sit down and 
mope and pity himself and com- 
plain that fate had given him a 
raw break? And then give up the 
fight? 

“Not George Washington. He 
wasn’t made that way. 

“He imported a drillmaster, 
Von Steuben, and did all he could 
to get his army ready for the test 
that he knew was coming. 

“What salesman does not have 
his Valley Forge? What man does 
not have his bleak and dreary 
spots? And interlined our dis- 
coverer of this valiant volume: 


“What office outfitter and busi- 
ness equipment manufacturer alike 
does not have his respective dis- 
couragement at getting the green 


“GO” light functioning as it should 
RIGHT NOW to take advantage of 
this handbook’s title—’STEP OUT 
AND SELL?’ ” 


* * * * * * . . 


And this FIVE STAR FINAL 
from the pen of James Truslow 
Adams who said: “We Americans 
got that way because we histori- 
cally moved on to new frontiers.” 

We can stay that way, and for 
the same reason too. Was there 
ever a time better equipped with 
frontiers of thought and action 
for imaginative men and women 
than the years which lie immedi- 
ately AHEAD? 

Office-efficiently yours, 
RALPH B. ORTEL. 


3, 38, 38, 38. 





- Sidelights of Business 
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66 INCH EXECUTIVE‘... IN MANY 

OFFICES THE IMPORTANCE OF AN 

EXECUTIVE IS INDICATED BY THE 
LENGTH OF HIS DESK. WHEN 
HIS JOB |S IMPORTANT ENOUGH 

FOR A DESK OVER FIVE FEET HE 


BECOMES A “66 INCH 
EXECUTIVE" VIRTUALLY 
ALL EXECUTIVES GET 





WOOD DESKS, BUT SOMETIMES 
THE LESSER FRY ARE GIVEN 


DESKS OF LESS ATTRACTIVE 
MATERIALS. —— 
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HOW IS YOUR COURAGE? 

“I wonder what General Wash- 
ington thought at Valley Forge 
during the depressing winter he 
spent there with the American 
army. 

“He was a realist, a practical 
idealist, and could not but admit 
to himself that he had reached a 
very low level of the Revolution 
campaigns. How often he had 
been defeated! How often he had 
retreated! He was the object of 
jealousy; there was a conspiracy 
to unseat him as head of the 
army; his troops were in desper- 
ate condition as to clothes and 
food and equipment. His military 
opponents were in control of 
Philadelphia and living in plenty, 
while the American Congress and 
seat of government was run out 
of town and nearly out of gas. He 
wrote some despondent letters 
during the winter, and we know 
that he was feeling very blue. 

“As we can visualize his predi- 
cament at this time, there wasn’t 


















FREE WHEELING... 
POSTWAR DESK MODELS 
WILL BE ON RUNNERS, WITH 
LEGS ELIMINATED, ACCORD- 
ING TO THE WOOD OFFICE 
FURNITURE INSTITUTE. THIS 
GIVES MORE TOE ROOM; PER 
MITS FREE WHEELING OF THE 








a 
COUNTING DESK... 
PAYMENTS IN BUSI- 
NESS TRANSACTIONS 
IN ANCIENT ENGLAND 
WERE FIGURED ON 
COUNTING DESKS. 
LINES WERE RULED 
ON THE SURFACE TO 
REPRESENT TENS, 
HUNDREDS, THOUSANDS. 
| COUNTERS, LIKE POKER 
CHIPS, WERE PLACED 
IN THE SQUARES. 
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EGYPTIAN OFFICE... 
CLERICAL WORKERS IN 








a break in the overcast of deep 
gray sky. For the immediate fu- 
ture, things looked much worse 
because it was a foregone conclu- 
sion that the British army would 
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ANCIENT EGYPT PRINTED 


HIEROGLYPHICS ON SHEETS 


OF PAPYRUS STRETCHED 
IN A FRAME. 
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EDITORIAL 





Letters Should be Answered 


@@ AN ACTIVE and successful dealer handling 
an extensive line of office equipment and sup- 
plies writes: 

“Tt is surprising the find the number of manu- 
facturers these days who think they do not have 
time to answer letters from dealers with whom 
they have done business for years. 

“We all know that they are busy and that 
everybody is writing for merchandise and 
information as to when merchandise will be 
available and we know that they do not have 
answers in all instances that will please the cus- 
tomer. Still it is better to know the prospects of 
a delivery and be able to plan accordingly than 
to have no information whatever.” 

Were the situation evident in only a few in- 
stances, it would not be significant, but, the 
dealer avers, more than half the suppliers in 
the industry are negligent in handling corre- 
spondence. Even telegrams do not always elicit 
responses. 


Good will lost through carelessness (and that 
is what failure to answer letters appears to be 
to the writers of the letters) is just as difficult to 
recapture as good will lost through deliberate 
neglect. Letters should be answered without 


delay, even if it’s only to say that information 
will be sent as soon as it is possible to make an 
investigation. 


_—_eo-- 


“Nine-tenths of wisdom is being wise in time.”— Theodore 
Roosevelt. 


_—_>_e-- — 


NOMDA Apprenticeship Training 


@&@ ONE OF THE most important activities of 
the National Office Machine Dealers Association 
during the past year has been development of 
the training program for apprentice office ma- 
chine mechanics. Under the leadership of W. J. 
Garrison, Marietta Office Supply Company, 
Marietta, Ohio, in co-operation with the Veter- 
ans’ Administration, an excellent training man- 
ual has been prepared. At the NOMDA conven- 
tion in Cincinnati last month Mr. Garrison 
presented an enthusiastic report on the program. 
Because he has 15 men in training under the 
apprenticeship plan, Irving Ritchie, Addressing 
Machine & Equipment Company, New York, 
N. Y., was asked to comment. He left his hearers 
in no doubt as to his high approval of the plan. 
Everyone benefits when the training program is 
put into function—the veteran, the dealer, the 
industry, and the customer. It is a sound plan in 
which all dealers can participate with profit. 


HERE AND THERE 





EMPLOYEE VIEWS REVEALED IN 
VICTOR APTITUDE TESTS 
GIVEN BY PURDUE UNIVERSITY 

How the Victor Adding Machine 
Company, Chicago, utilized the ad 
vantages of Purdue University for 
discovering what its employees 
think about the company was re- 
cently revealed in a column by 
Phil Hanna appearing in the Chi- 
cago Daily News. 

In 81 questions answered by 547 
of 800 employees the company got 
a true perspective of employee 
opinion about employee-manage 
ment relations, declares Mr. Hanna. 
Victor's personnel director, George 
Turner, says that it is planned to 
conduct these queries regularly. 
The first survey was conducted by 
Prof. Joseph Tiffin of Purdue. Em 
ployee answers were sent direct to 
the university, where results were 
tabulated. 

One of the 8! questions appear- 
ing particularly significant was, "If 


you invested $100 in a business. 
how much profit would you expect 
in a year?" Nineteen per cent 
thought a 6 per cent return should 
be expected; |2 per cent said five 
per cent; five, four per cent. Six- 
teen said ten per cent and 39 per 
cent answered, "don't know.’ 
Eighty-nine per cent of the em- 
ployees voted "'yes'’ on ‘Do you 
feel that top management is inter- 
ested in the employees?'’ Sixty per 
cent thought they had a good fu- 
ture with the company. Ninety- 
nine per cent voted that Victor had 
done a good job during the war. 





KANSAS BLIND TYPIST. HITS 45 
WORDS PER MINUTE, DOES 
40 LETTERS IN DAY! 


Marjorie Mayse, typist of Ash- 
land, Kans., turns out 40 letters of 
an average size in a six-hour day, 
and types 45 words a minute with- 
out errers. She does this work— 
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even though she is blind! 

She spaces her letters perfectly, 
measuring the length of the letter 
by a hole punched in the tape, 
instead of the customary pencil 
mark, 

A graduate of Ashland high 
school, Marjorie took a course in 
the state school for the blind at 
Kansas City, Mo., and later fin- 
ished a commercial school course. 

She now is located in a position 
at Topeka, Kans., where she takes 
letters by dictation —GMH. 





STEVENS-MALONEY ENTERTAIN 
LA SALLE STREET PEDESTRIANS 

There was excitement on Chi- 
cago's La Salle Street on January 
23, and it was not among stock 
and bond men. Shortly after the 
lunch hour the Black Maria pulled 
up in front of the Stevens-Maloney 
store and several blue-coated min- 
ions of the law entered the busy 
precincts of the S-M establishment 
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and took a shoplifter into custody. 

Among the spectators who gath 
ered in front of the store were Gor 
don Kickels, C. L. Barkley & Com 
pany, and John Smythe, ''Geyers 
Topics."" They immediately began 
wondering about the new Stevens- 
Maloney pickup and delivery serv- 
ice. It was known that Ollie Steven 
had been trying to buy a handcart 
for deliveries, but it was a bit 
astonishing to think the solution had 
been found by enlisting the aid of 
the police department. The mystery 
deepened when Bill Durschlag was 


observed entering the ‘station’ 
wagon. 
The ‘official’ explanation, re- 


leased later in the afternoon, re 
veals that small items of merchan 
dise have been disappearing from 
the Stevens-Maloney store during 
the past several months. The man 
causing the disappearances was 
caught on January 23 and was 
taken to the police station, with Bill 
Durschlag going along to prefer 
charges. 





STRANGE SHOE FOUND IN 
OFFICE SUPPLY STORE AT 
PEORIA; BURGLAR IN IT! 
Mrs. A. H. Kellstedt of A. H. 
Kellstedt & Son office supply store 
Peoria, Ill., has sharp eyes, a burg- 
lar discovered recently to his sor 

row. 

Notified that an intruder had 
been seen inside the store, Mrs. 
Kellstedt and her son went there to 
assist the police in their search. 

Mrs. Kellstedt noticed a shoe 
from behind a curtain and asked 
“What's that shoe doing there?" 
Upon attempting to move the shoe, 
a policeman found Carl U. Orcutt, 
Jr., 21, standing in it and placed 
him under arrest. 

During questioning by the police, 
Orcutt said he had been drinking 
and had hazy recollections of at 
tempting to break into two other 
places. 





HALLING NAMED HEAD OF 
PORTLAND TRADE BUREAU 


Fellow retailers recently voiced 
their confidence in the lnaidinihis of 
George Halling, general manager 
of the J. K. Gill Company at Port 
land, Ore., by electing him presi- 
dent of the Portland Retail Trade 
Bureau. 

In his first meeting with the bu 
reau, President Halling reported 
progress in the campaign in co- 
operation with city officials and the 
Portland Traction Company to alle 
viate the traffic and parking prob- 


38 


ems in downtown streets, and in 
the effort to bring to Portland the 
annual meeting of the Inland Em 














GEORGE HALLING 


pire Teachers Association in con 
nection with the Oregon State 
Teachers Association convention 
March 28-30. 





KNOXVILLE TYPEWRITER MAN, 
WHEN LAD OF I1, PAINTED 
A GEORGIA SMOKESTACK 
W. AA. Johnston of Knoxville, 

Tenn., veteran typewriter man oper- 
ating the W. AA. Johnston Sales & 
Service Company, concludes that 
the publicity about the Navy using 
the Dvorak keyboard for typists 
only reveals that most things 
change, but the ‘'standard key- 
board’ goes on and on. An article 
by Ruth Finney, Scripps-Howard 
staff writer, telling about the 
Dvorak system was illustrated with 
a picture of a Williams typewriter 
in his collection showing that this 
model, popular more than a half 
century ago, shows the order of 
letters exactly the same as on the 
latest streamlined models. 

But that's incidental to what we 
wanted to write about Mr. John 
ston. He has had an interesting 
life and recently Bert Vincent, writ- 
ing a stroller column in the Knox- 
ville News-Sentinel carried this 
story about the venerable type 
writer man: 

"You see W. AA. Johnston 
about town here, with hands in his 
pockets and puffing a cigar, and if 
you'll sit down and talk with him 
he'll tell you a lot of interesting 
things about himself. | dropped in 
on him the other day, and he got 
off on his experiences when a boy, 
rambling about the country as 4 
fixer of sewing machines. 

"One story he tells is about 
painting that smokestack down at 
Shellman, Ga. He put a steel ring, 
with guy wires, around the top of 
it to hold it against the wind. 

“He was only || then, he said. 
He had been out on his own since 


he was nine. Of course, he was 
broke and hungry when he hit this 
town. He heard a big cotton mill 
man there named William J. Oliver 
was offering $50 to have his 100 
foot tall smokestack painted, and 
the ring put around the top of it. 

"That $50 sounded good to me,’ 
Mr. Johnston said. ‘And | got it, 
too, and a week's board at the 
hotel there thrown in.’ 

“What had him stumped at first 
on the job was how to climb that 
100-foot smokestack. An idea 
finally hit him, and it worked. 

“He had them let the fire die 
out of the furnace. Then he crawled 
inside with a large paper poke, and 
a small string tied to the poke. 

"He turned this sack loose in the 
draft of the furnace, and the draft 
carried the sack and the string all 
the way out the top. When the 
sack hit the ground on the outside, 
he grabbed the end of the string. 

“He tied a heavier string to this 
string, and pulled it up, and then 
down through the pipe. He kept 
getting heavier strings until he had 
a rope up through the stack but 
with both ends on the ground. 

"This was all just fine, but he was 
still on the ground. He had to get 
to the top of that stack. He says 
he was stumped for a bit on the 
next move. But again an idea hit 
him. He went to a blacksmith shop, 
and had the smith bolt a steel hook 
on the end of a short piece of tim 
ber. He then bolted a block and 
tackle to the piece of wood. 

"He tied all this to one end of 
that rope, and dragged it up until 
that hook caught over the top of 
the stack. Then he fixed a plank 
seat to the end of one of the block 
and tackle ropes. 

"| knew | had the job whipped 
then,| he says. ‘I straddled that 
rope on the seat and told the boys 
helping me there to pull me up to 
the top.’ 

"He'd never been up that high 
before and he was scared half to 
death up there. Then there came 
one of the worst wind storms he'd 
ever been in. He says he reckoned 
he prayed as fervent and earn- 
est prayers as he's ever prayed 
since. They surely were answered, 
too, he thinks. Because that storm 
flattened a church tent down on the 
ground, but he lived through it up 
there on top of that swaying smoke- 
stack. 

"Mr. Johnston is 62 years old 
now, and his health isn't so good. 
He sits around at home a lot, 
thinking over his experiences. He 
believes they'd make an interesting 
book." 
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TOMPKINS NAMED STURGIS REPRESENTATIVE 


J. B. Tompkins has been appointed factory repre- 
sentative for New York state and northern New Jer- 
sey, according to recent announcement by T. H. Van 











J. B. TOMPKINS 


Buren, vice-president and general manager of the 
Sturgis Posture Chair Company, Sturgis, Mich. 

Mr. Tompkins was for a number of years New York 
divisional sales manager for the Victor Adding Ma- 
chine Company and later New York sales manager for 
the Automatic File and Index Company. 


o—~<—<o — 


H. S. CROCKER’S STORE AT NEW LOCATION 


Carl R. Martyr, manager of the H. S. Crocker Com- 
pany, Inc., stationery store at Sacramento, Calif., has 
announced its opening at a new location at 1218 K 
Street on January 5. The store was moved from 923 
K Street, the former location being taken over by new 
tenants. 

Crocker’s will occupy the new site for approximately 
a year, and negotiations are under way for another 
location on K Street which will be permanent. 


———_o—ae 9 


J. S. PARROTT BUYS WATERLOO FIRM 
J. S. Parrott, president of Matt Parrott & Sons Com- 
pany, has personally purchased the business of the 
Waterloo Office Supply Company, Waterloo, Iowa, 
which he will operate as a partnership with his son, 
L. M. (Jay) Parrott. The latter will be manager. 


re 


APPOINT EVERSHARP REGIONAL MANAGER 


Tom Emerson, vice-president of domestic sales for 
Eversharp, Inc., has announced the appointment of 
Herman Glatt as manager of the eastern region of the 














company, with offices in the Empire State Building, 350 
Fifth Avenue, New York, N. Y. This represents an ad- 
vancement for Mr. Glatt, who has been associated with 
Eversharp for the past several years. 
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FORMER TOPEKA FIRM OFFICIAL NOW HOME 


Capt. Bennett W. Bubb, former vice-president of 
Thacher’s, Inc., Topeka, Kans., is now home on 37 days’ 
terminal leave and anxious to get back to work at his 
former post. He is a veteran of 20 months’ overseas 
service with the Twenty-ninth Division, the second 
American division to land in England early in the war, 
in 1942. He participated in the battles of St. Lo, Brest, 
back across into Holland, to the campaign at Aachen, 
where the Topeka captain was wounded by shrapnel 
in the knee. From there he went to Sports Palace at 
Julich on the Roer River. 

“We jumped off across the Roer River on Feb. 23, 
1945,” he said, “then swung north to Munchen-Glad- 
bach. There my regiment took part in the fight closing 
the Ruhr Valley pocket at Dortmund.” 

“The whole division went to the vicinity of Han- 
over,” he continued, “on up to the Elbe River, where 
we met the Russians.” 

The former vice-president wears a Presidential Unit 
Citation with cluster, a Bronze Star Metal, Combat In- 
fantry Badge, Purple Heart, ETO ribbon with four 
battle stars and the American theater ribbon —GMH 


—<—t-e  —— 


NAME ROYAL MANAGER AT WILMINGTON, DEL. 


The appointment of Noel Grover as the Wilmington, 
Del., manager for Royal Typewriter Company, Inc., was 
recently announced by D. B. Starrett, eastern sales 





NOEL GROVER 


manager. Joining the Philadelphia, Pa., office in 1932, 
Mr. Grover has made rapid progress as a salesman. 


ee 


J. L. MAY COMPANY IN THIRTIETH YEAR 


The J. L. May Company cf 111 West 19th Street, 
New York, N. Y., manufacturers of the Maco line of 
tags, labels and tickets, has announced that 1946 marks 
their thirtieth anniversary. 

Plans for expansion will include increased manufac- 
turing facilities and equipment. It is announced that 
new items have been added to the expanding line in 
recent years, including a Christmas line of tags, cards, 
stars, seals, address labels and gift and money folders. 
Also added are folder roll labels, Indestructo tags, jew- 
elry dumbbell tags, leather luggage tags, fan fold labels 
and Maco Press-to-stik self-adhering stock roll labels 
in four popular sizes. 


—_——_—_——_9¢—>—-@-—______ 


E. M. SWANSON RETURNS TO MIDWEST TERRITORY 


After three and one-half years of active service in 
the United States Naval Reserve, Emil M. Swanson, 
sales representative of Bainbridge, Kimpton & Haupt, 
Inc., New York, N. Y., has returned to his old territory 
in the Midwest. In addition to his former territory, 
Mr. Swanson will eover the state of Ohio for the com- 
plete line of stationery items and the new visible rec- 
ord, Quick-Site. 
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Calendar of 
Industry Activities 











February 10-12. Thirtieth annual meeting, Whole- 
sale Stationers’ Association of the U. S. and Canada 
and fiftieth annual customers’ club, Edgewater Beach 
Hotel, Chicago. H. C. Whittemore, Secretary-Treasurer, 
250 Fifth Avenue, New York 1, N. Y. 

February 14-16. District No. 3, NSA, Ambassador 
Hotel, Atlantic City, N. J. Charles V. Sinisgalli, Re- 
gional Governor, R. P. Andrews Paper Company, 
Washington, D. C. 

February 27. District No. 1, NSA, Hotel Kimball, 
Springfield, Mass. S. Ford Chidsey, Regional Governor, 
Bradley & Scoville, Inc.. New Haven, Conn., and an- 
nual meeting of Connecticut Valley Stationers Club. 

March 25-26. District No. 9, NSA, Buccaneer Hotel, 
Galveston, Tex. Alvin Eisemann, Regional Governor, 
Maverick-Clarke, San Antonio, Tex. 

March 29-30. District No. 8, NSA, Muehlebach Hotel, 
Kansas City, Mo. Ted R. Warkentin, Regional Gov- 
ernor, Southwestern Stationery & Bank Supply, Law- 
ton, Okla. 

April 8-9. District No. 10, NSA, Cosmopolitan Hotel, 
Denver, Colo. Fred B. Robinson, Regional Governor, 
Robinson’s Book Store, Golden, Colo. 

April 15-16. District No. 6, NSA, Congress Hotel, Chi- 
cago, Ill. W. M. Weck, Regional Governor, Haines & 
Essick Company, Decatur, Ill. Joint meeting with Illi- 
nois Booksellers & Stationers Association. P. G. Pick- 
nell, President, Haines & Essick Company, Decatur, 
Til. 

April 29-30. The Stationers’ Guild of Canada, Gen- 
eral Brock Hotel, Niagara Falls, Ontario, Canada. Fred 
Smart, Secretary-Manager, 210 Dundas Street West, 
Toronto, Canada. 

May 6-8. National Association of College Stores, an- 
nual spring convention and buying conference, Hotel 
LaSalle, Chicago, Ill. Russell Reynolds, Executive Sec- 
retary, 189 West Madison Street, Chicago 2, Ill. 

May 10-11. District No. 7, NSA, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Regional Governor, Mid- 
west Press & Supply Company, Sioux Falls, S. Dak. 

May 17-18. District No. 5, NSA, Cleveland Hotel, 
Cleveland, Ohio. H. C. Wilking, Regional Governor, 
B-C-D Office Equipment, Inc., Detroit, Mich. 

September 30, October 1-3. National Stationers 
Association Fortieth Annual Convention and Tenth 
Merchandise Exhibit, Palmer House, Chicago. Na- 
tional NSA Headquarters, 740 Investment Building, 
Washington, D. C. 


0 ee 


CHUCK LOFGREN PROMOTED BY SANFORD 


At the meeting of the board of directors of the San- 
ford Ink Company held January 18, C. W. (Chuck) 
Lofgren was appointed general manager in charge of 
plant operations and production. In making the an- 
nouncement, H. T. Griswold, president of the com- 
pany, said that Chuck would continue contacting the 
trade through occasional trips, but that most of his 
time would be spent in the factory. 


Oe 


R. A. MAISH, JR., IN CHICAGO FOR DENNISON 


On Saturday, January 25, R. A. Maish, Jr., arrived 
in Chicago to take over direction of wholesale dealer 
activities for Dennison Manufacturing Company in the 
Illinois-Wisconsin area. Just before coming to Chi- 
cago, Mr. Maish served in the U. S. Navy for two and 
a half years. Prior to that he was in the sales depart- 
ment of the Dennison New York office for ten years. 
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JACK LYDIARD REJOINS ASSOCIATED STATIONERS 


Jack F. Lydiard returned to the Associated Sta- 
tioners Supply Company, Chicago, on January 1, after 
service in the Navy, it has been announced by C. H. 
Malody, sales manager. 

Prior to entering the Navy in January of 1944 and 
serving as quartermaster, third class, on an LST in 














JACK LYDIARD 


the Pacific, Mr. Lydiard traveled in the southeastern 
states for Associated Stationers Supply Company. He 
joined the organization in 1934. 

At present, Mr. Lydiard’s family is living in Oak 
Park, IIll., but it is planned to locate the home in the 
central part of the Texas, Oklahoma and Louisiana 
territory. Mr. Lydiard is a successor in this territory 
to the late Fred Fenne. In the months intervening 
since Mr. Fenne passed away, the main cities in this 
region have been covered by other Associated sales- 
men—Harrison Cooper, Matt Dillon and John Uden. 


—____—_ 9-9 —____ 


OHMER OPENS NEW OFFICES IN NEW YORK 


The Ohmer Corporation of Dayton, Ohio, producers 
of cash registers and other business protection sys- 
tems since 1898, opened company offices on the 
eightieth floor of the Empire State Building at New 
York, N. Y., on February 4, according to J. Allen Har- 
lan, president. 

L. J. Weatherall, former manager of Macy’s bank 
and assistant comptroller of R. H. Macy, Inc., and 
more recently a specialist in business systems in the 
department store field, has been appointed resident 
district manager of the New York metropolitan area, 
in charge of the New York office. 





TYPEWRITER FIRM OPENED AT TYLER, TEX. 


Paul E. Orman and Joe T. McMillan have announced 
the opening of the East Texas Typewriter Exchange 
at 1021 East Erwin Street, Tyler, Tex. The new com- 
pany will specialize in the servicing of all types of office 
machines. Mr. Orman worked for a number of years 
with the Underwood agency in Tyler and has just re- 
turned after three years in the Army. His partner, 
Mr. McMillin, has just received his discharge from the 
Navy and was previously connected with the Monroe 
Calculating Machine Company as service man in the 
territory around Tyler. 
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C. PETERSON APPOINTED BY J. L. MAY 


Appointment of Clarence Peterson to cover the terri- 
tory formerly assigned to the late Clayton F. Rowell 
has been announced by the J. L. May Company, New 
York, N. Y. The territory includes the New England 
states and Philadelphia, Baltimore, Delaware, Wash- 
ington and Virginia. Mr. Peterson has been calling on 
the dealer and jobbing trade for a number of years. 
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ATHOL ANNOUNCES NEW SIMULATED LEATHER BRUNING OFFERS NEW DRAFTSMAN’S PENCIL 

A newly-improved simulated leather known as Tere- Charles Bruning Company, Inc., 4754 Montrose Ave- 
kan 12 which strongly resembles genuine leather in ve, Chicago 41, Ill., is offering a draftsman’s refillable 
many respects, has just been announced by the Athol pencil as a new product, one designed to eliminate 
Manufacturing Company, New York, N. Y. 

“Terekan 12 will definitely facilitate manufacturing 
problems that are now being caused by the scarcity 
of coated fabrics in the sheeting group,” declared 
E. A. Clare, president of the company. 

The new simulated leather is declared to be particu- 
larly suitable for the manufacture of linings for loose 
leaf book covers, notebooks and other products. 

en 
STENCILITE ATTACHMENT OFFERED BY PENGAD 

Pengad Manufacturing Company, Pengad Building, 
Bayonne, N. J., is offering Stencilite as a plastic attach- 
ment for typewriters designed to make the work of 
cutting stencils easier. Through this device, the manu- 





BRUNING’S NEW DRAFTSMAN’S PENCIL 


the annoyance of broken leads. The manufacturers 
point out that instead of the usual metal tubular grip 
which scored leads and caused breakage, this new 
pencil uses a new type clutch which holds the lead 
firmly in a non-slip rubber grip. The degree of leads 
is easily identified by the adjustable cap and the long 
barrel permits use of any full-length standard drafting 
refill lead from HB to 9H. 


a a ee 





MEYER & WENTHE RUBBER STAMP IMPROVED 


A new and improved type of rubber stamp has re- 
cently been placed on the market by Meyer & Wenthe, 





PENGAD’S STENCILITE ATTACHMENT 


facturers claim, the stencil may be read almost as 
easily as ordinary typewriting on a white sheet of 
paper. 

The attachment consists of a transparent Lucite 
cylinder, an oval-shaped housing and a 25-watt stand- 
ard electric light bulb. Encased in the phenolic hous- 
ing the cylinder forms a window through which to 
view the stencil. The attachment fits over the carriage 
of the typewriter in such a way as to allow plenty of 
room for the carriage to revolve freely. When the 
device is in place the light glows from beneath the 
wax impression sheet and shows through the tiny 
cuts made by the typewriter, illuminating each letter. 
A feature of the device is that it need not be removed 
after the stencil has been cut and its makers say it 
will not interfere with typing of a general nature. 





CARTER’S INK ANNOUNCES A NEW POUR-OUT Ss ga = a 
The Carter’s Ink Company has announced that from IMPROVED NEW TYPE OF RUBBER STAMP 
now on all quarts and pints of Carter’s fountain pen 
inks will be equipped with pour-outs. These new pour- __Inc., 30 South Jefferson Street, Chicago 6, II. 
outs use tested principles familiar to Carter’s ink users The company states that the new stamps are de- 
and are made of gleaming black and red plastic. signed to give clearer, sharper impressions by means 
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Copyright 1946, L C SMITH & CORONA TYPEWRITERS INC SYRACUSE INY 


-which typewriter? 


The scene is a draft board. The time is late 1940. 
The typewriter is a Smith-Corona, typing names 
like Farnsworth, Vavrineck and Hershberger on 
important little cards—hundreds, thousands of 
them. That same Smith-Corona, and others 

like it in many other draft boards, is still going 
strong today—over five years later. It’s after 

usage like this that you begin to appreciate the 
sturdiness built into these fine, fast, modern 


Smith- Corona 


Makers also of 
Smith-Corona Portables 


typewriters. 
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of a new deep-cut moulding process and resilient cush- 
ion mount and combine some of the best features of 
the former standard rubber stamps, such as index 
label, indicating handle, and solid construction. 

As was formerly the case, this new type of rubber 
stamp is furnished with stationer’s name imprinted 
when desired. 

——— eo 


DEVELOP NEW REM-RAND ACCOUNTING METHOD 


Multi-Matic Accounting has been developed by the 
systems division of Remington Rand, Inc., as an en- 
tirely new system of accounting and payroll prepara- 
tion. The company suggests that it is applicable to 
small- and medium-sized businesses and to branch 
office accounting in large organizations, claiming that 
users report savings of 40 per cent in cost and up to 
66 per cent in time compared to conventional book- 
keeping methods. 

The system was conceived and invented by Rolf 
Hurup, a member of the National Association of Cost 
Accountants and of the Scandinavian Engineering 
Society. 

The basic principle of Multi-Matic Accounting is the 
simultaneous posting of a number of financial or 
statistical reports by means of a single writing. The 
patented accounting board permits the same entry to 
appear in a number of different columns on separate 
reports, enabling in a single writing the preparation 
of pay checks, employees’ earnings history records, and 
the payroll register. It also permits similar multi- 
purpose entries in general ledger accounting. Informa- 
tion regarding the method is available through any 
branch office of Remington Rand, Ine., or from the 
Systems Division, 315 Fourth Avenue, New York 10, 


al a 
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BARKLEY OFFERS FINDIT FILING SYSTEM 


C. L. Barkley & Company, 517 South Jefferson Street, 
Chicago, offers the Findit filing system, now available 
in an attractively-packaged unit, which provides a 





FINDIT FILING SYSTEM NOW AVAILABLE 


complete filing system for one or two drawers. The 
box contains 25 A to Z Barkley tab guides in color, 
corresponding miscellaneous folders made with con- 
trasting colored doubletop, 100 Duratex folders, 100 
colored border folder labels, and one name guide with 
large Barkley tab in colors. The list price is $7.50. 





OHMER CASH REGISTERS NOW IN PRODUCTION 


The first Ohmer cash register in post-war produc- 
tion has come off the factory lines of the Ohmer Cor- 
poration at Dayton, Ohio, and was recently exhibited 
by the company during the National Office Machine 





OHMER’S POST-WAR CASH REGISTER 


Dealers Association convention at Cincinnati, Ohio. 
This convention was attended by Frank Ungar, Jr., 
newly-appointed manager of dealer relations for 
Ohmer. 

In an interview with a member of the OFFICE AP- 
PLIANCES Staff, Mr. Ungar said that his company is 
interested in marketing Ohmer registers through quali- 
fied office machine dealers and he stated that he was 
enthusiastic over the dealer reaction at the Cincinnati 


convention. 
a ee 


COLORADO FIRM OFFERS TYPEWRITER STAND 


A solidly-built typewriter stand with 34-inch tubular 
steel legs and 5/16-inch thick Masonite top is a new 
product of Aircraft Mechanics, Inc., 3200 North Nevada 
Avenue, Colorado Springs, Colo. Complete details may 
be secured by writing the company. 

Over-all working length of the top is 3544 inches 
and the width is 14 inches. The two drop leaves are 
9x14 inches in diameter and are supported by steel 
bolt metering pins. The stand weighs 13 pounds and 
packs flat for shipment. 


AUTOPOINT ANNOUNCES NEW ROCKER CLIP 


Styled with cap, clip and tip in gleaming yellow gold 
finish, new models of automatic pencils are offered by 
the Autopoint Company, 1801 Foster Avenue, Chicago. 
Details and prices may be secured by dealers from the 
company by writing the Chicago address. 

Autopoint has announced that the “Rocker” clip 
meets both military and public preference for a clip 
that does not project above the pocket. 

Retained are the Autopoint Grip-Tite tip to prevent 
lead from wobbling, turning or falling out, the no-jam 
mechanism and easy rear-loading features. The model 
shown retails for $3.75 and other models in same styl- 
ing at $1.75 and up. 











AUTOPOINT COMPANY'S NEW ROCKER CLIP PENCIL 
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PANAMA 


BEAVER 
Man" 





CONFIDENCE 


in the future is enjoyed 
by all who share America’s 
capacity for intelligent 

teamwork, 







MANIFOLD SUPPLIES COMPANY 


Manufacturers *  Coast-to-Coast Distribution 








Identified Ink and Fabric Products W hich 
Meet All Possible Office Conditions 
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PARVA OFFERS COMBINATION INSTRUMENT 

A unique letter weigher and combination ruler, an 
eight-in-one instrument, is being offered by Parva 
Products Company, West Haven 16, Conn., as some- 
thing unique in the way of a gift item. The product, 





PARVA EIGHT-IN-ONE INSTRUMENT 


made of plastic, is adaptable to the uses of artists, 


architects, draftsmen, carpenters, engineers and 
craftsmen. 

The manufacturers point out that the instrument 
has eight uses—as letter weigher, ruler, magnifying 
glass, French curve, compass, protractor, spirit level, 
and mitre. 

The product is attractively boxed for gift presenta- 


tion and is priced at $2.00. 
———o——-2 


IMPROVED HOLD-THE-PHONE DEVICE AVAILABLE 

The Bainbridge Hold-The-Phone device for increas- 
ing efficiency in telephoning is now available in a new 
thick, all-felt model with neoprene rubber finish, it 
has been announced by Bainbridge, Kimpton & Haupt, 
Inc., 218 Greenwich Street, New York, N. Y. 

Continuing to sell for $.50, the product is designed 
to fit any French type of telephone and, according 
to its distributors, does not slip because of the neo- 
prene rubber finish and the approximate three quar- 
ters of an inch thickness in the new model. Both 
hands of the user are freed for making notes, writing 
orders, and taking dictation over the phone. 


—_—_——— o-oo 


NORWOOD INTRODUCES NEW DE LUXE MEMO 

The Norwood Equipment Company, 188 West Ran- 
dolph Street, Chicago 1, Ill., is inviting dealer inquir- 
ies for their new De Luxe Memo, claiming a number 
of outstanding features. 

This product has a continuous memorandum roll, 
calendar, individual name plate, removable ash or 





NORWOOD COMPANY NEW DE LUXE MEMO 


pin tray, pen or pencil holder, a large storage space 
under hinged writing surface that can be used as one 
compartment for memo file or divided into two or 
four individual compartments. The compartment di- 
vider is a five-inch rule which can be used as an 
envelope opener. 

The size is 101% inches long, 414% inches wide and 4 


46 





inches high. The extra large writing surface is one- 
half inch high at the front, the practical height for 
writing. Standard 34-inch by 25-foot paper is used. 
The full enclosed divider is all steel and has hammered 
bronze baked-on enamel finish. Shipments are now 
being made in quantity. 





—>e—__— 


WALTER E. KUTCH OFFERS NAME PLATES 
The Walter E. Kutch Company, 1401 East Milwau- 
kee Avenue, Detroit 11, Mich., is offering desk name 
plates to the industry in varied styles. The No. 1 desk 
plate has the name burned in 23-karat gold upon a 
highly-lacquered, hand-rubbed selected walnut plate. 
A thick piece of glass protects its appearance. The 


JR.« 


Re pe Te 


_* WALTER E, KUTCH, 








KUTCH DESK NAME PLATE 


No. 2 desk plate is triangular in shape and can stand 
rougher treatment. 

Walter E. Kutch Company plans to market these 
plates nationally and is seeking distributors through- 


out the country. 
— -- © Ee 


ANNOUNCE SUNRUCO SPECIALTIES 
Designed to improve office efficiency, three new 
Sunruco rubber office specialties have been announced 
by T. W. Smith, Jr., general manager of the Sun Rub- 
ber Company, Barberton, Ohio. 
Sunruco rubber furniture shoes are manufactured in 
both round and square types in eight sizes, designed to 





SUNROCO PROVIDES GUARDS—Nylons may be back, but 

this office worker is avoiding snags in her hose with the new 

Sunroco desk and chair guards. She also prevents floors 

from being damaged by having her desk equipped with the 
Sun Rubber Co. rubber desk shoes. 


prevent skidding of desks and other furniture on 
marble surfaces and to protect the floor coverings. 
Another product for the desk is the Sunruco rubber 
desk guard, placed at contact points to prevent splin- 
tering. Torn clothing, such as the stenographer’s hose, 
is thus banished. A third specialty, Sunruco’s new 
rubber chair protectors, prevent marring not only of 
the chair, but of desks and walls as well. Three differ- 
ent types are available for chair arms, edges, and back. 


—_——— > o—__—_— 


INTRODUCE NEW CARBON PAPER CONTAINER 
Underwood Corporation announced recently a new 
carbon paper container designed by Frank Gianninoto, 
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Now that they’re back again, here are 


for PUSHING ROYAL PORTABLES! 





No. 1 on the “Portable Sales Parade.” Public de- 
mand made Royal the “No. 1 Portable” before the 
war—and public demand is keeping it there. So build 
your promotions around Royal Portables this year— 
and make your profits the easy way—selling the 
portable that’s easiest to sell! 


The Standard Typewriter in Portable Size! That’s 
why Royal has always been so popular! It’s the most 
logical portable to use—therefore the most logical 
portable to sell. Its exclusive eatra features, like 
“Magic” Margin and “Touch Control,” are great 
demonstration features, sales-makers for you! 


ao 


= 


Better-Built for Better Performance! When you sell a 
typewriter, you're selling performance! That’s why 
it always pays to recommend a Royal Portable. It’s 
the finest piece of scientifie engineering in its field. 
Precision-built, like the famous Royal Standard, for 
years and years of satisfactory service! 


Backed By Powerful Advertising! As always, Royal’s 
Portable policy calls for dramatic, dealer-supporting, 
sales-building advertising. The first postwar Royal 
Portable ad will appear in Life next month. So dis- 
play the Royal Portable now—and cash in on the 
tremendous Royal demand! 





Here again! Two popular models 
—The quiet De Luxe, The Arrow 


Royal exclusives: **Magic’’ Margin, ‘“Touch Control,” 
Shift Freedom, and Finger Flow Keyboard. In addi- 
tion, the Quiet De Luxe Model has Tabulator, 
Automatic Paper Lock, and Quieting Features. 


Prewar favorites now available. ‘The two most pop- 
ular models before the war are back again with all the 
features, all the quality, all the care in construction, 
that made them so popular in the past. 

Featured in both machines are these important 


The Arrow 


The Quiet De Luxe 
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MODEL PRICES HAVEN'T CHANGED! 


Quiet Deluxe....... Retail List Price—$64.50 plus tax 
ee ee ee Retail List Price—$54.50 plus tax 


Prices subject to change without notice. 


ROYAL PORTABLE 


The Standard Typewriter in Portable Size 


ROYAL TYPEWRITER COMPANY, INC., 2 PARK AVE., NEW YORK 16, N.Y. 


“Magic” and “Touch Control” are registered trade-marks 
of the Royal Typewriter Company, Inc. 
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New York industrial designer. This container, distin- 
guished by a magnified key-top reproduced in color, 
is scheduled for release at an early date. It holds 100 
Sheets of carbon paper and features a single-sheet 
release through a sliding tray arrangement which 
eliminates the former inside folder and the necessary 
opening and closing of the box. 

This permits easy access to the desired number of 
sheets of carbon paper and without the former prac- 
tice of thumbing, sorting, rearranging and consequent 
smudging of the fingers. A separate storage space in 
the package protects the partly-used carbon paper 
returned for further use. 


———<37.<—>o 


DIXON OFFERS LOCKED-IN PLASTIC TIP 


A plastic ferrule is now offered on the Ticonderoga 
pencils produced by Joseph Dixon Crucible Company, 






NEW TICONDEROGA PLASTIC TIP 
Jersey City, N. J. The manufacturers point out that 


the plastic ferrule holds the Ticonderoga rubber eraser 
firmly locked in, unable to pop or tear out. 


FO 


VAN DYKE OFFERS NEW PORTABLE LAMP 


The Van Dyke Industries, 21st and Rockwell Streets, 
Chicago 8, Ill., are presenting another new portable 
fluorescent lamp, number No. 1028. This is a stream- 





VAN DYKE NEW FLUORESCENT LAMP 


lined, all-metal unit designed for two 18-inch tubes. 
The lamp has cast gray iron metal base with solid 
bronze appointments and is finished in morocco brown. 





AGAIN AVAILABLE 


CARTER’S TUBE ADHESIVES AVAILABLE 


The Carter’s Ink Company announces the return of 
two of the war’s temporary casualties in its field of 
products. These are tube adhesives including No. 715, 
large tubes of Cico liquid paste, and No. 465, tubes of 
household cement. The list price is $16.00 a gross. 


os —- 


AMES INTERNATIONAL, INC., ELECTS TWO 


Mrs. D. R. Ames and Miss Josephine Saloman were 
elected officers and directors of Ames International, 
Inc., at the annual meeting held in the home offices 
at Chicago on December 21. Reports by Hazen R. Ames, 
president, and Luis de Olazarra, vice-president and 
general manager, showed satisfactory business for the 
first year of operation. 
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NEW WELLS CHAIRS—The Wells Office Furniture Company, 
Chicago 5, Ill., presents two new additions to its line of office 
chairs. Both chairs have deeply upholstered seats and backs 
with leatherette covering, available in tan and brown. One 
chair (left), Number 6605, plain back, lists for $40 and the 
other, (right) Number 6605, tufted back, lists for $41. 


——_—_.9- 


MEYER NAMED BASSICK PRESIDENT 


George L. Meyer, Jr., chairman of the board of 
directors of The Bassick Company, Bridgeport, Conn., 
has been elected president, succeeding W. A. Rose, who 
has resigned, effective January 1. Mr. Rose tendered 
his resignation as president and general manager be- 
cause he has reached the age of 65, but will continue 
as a director. Mr. Meyer will retain the chairmanship. 

These changes were announced recently by J. S. 
Knowlson, president of Stewart-Warner Corporation, 
Chicago, of which The Bassick Company is a subsid- 
iary. The Bassick Company claims to be the world’s 
largest producer of casters, and also makes automotive 
hardware, furniture trim and kindred products. It 
also operates a furniture hardware and decorative trim 
plant at Winston-Salem, N. C., the Bassick-Sack di- 


—$_-— 


CHARLIE EVERLY IS GRATEFUL 


For the literally hundreds of messages, cards, bou- 
quets and plants received while in the hospital, 
Charlie Everly of OFFICE APPLIANCES says, “Thanks.” 
He greatly appreciates the thoughtfulness of friends 
in the field and sincerely regrets inability to acknowl- 
edge each message personally. 

As this is written Charlie is beginning his sixth 
week in the hospital. Friends may wonder at the 
length of his stay inasmuch as the item in January 
about his accident referred only to a broken arm and 
“other injuries.” The “other injuries” were three 
fractured ribs, severe contusions and some internal 
damages. The latter trouble cleared quickly and the 
ribs are no longer painful, but a case of bronchial 
pneumonia caused a delay in recovery. He’ll be home 
soon, however, to finish his convalescence. 


—_—_.-— 9 ———_—___ 


W. & J. SLOANE MAKES APPOINTMENTS 

John S. Griswold has been elected secretary of 
W. & J. Sloane, New York, N. Y., and a member of the 
board, and C. Walter Bulkley has been elected trea- 
surer of both W. & J. Sloane and its affiliate, Company 
of Master Craftsmen, furniture manufacturers at 
Oneida, N. Y. Ralph Keller, vice-president of the 
Company of Master Craftsmen, has been made a mem- 
ber of the company’s board. 
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COLUMBIA GELATINE ROLLS—All Sizes All Spindles 
FOR ALL HECTOGRAPH PROCESS DUPLICATORS 


Patented “‘Water-line” feature keeps roll in all- 
season condition for finest duplicating results 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office & Factory: Glen Cove, L. |., N. Y. 
New York Sales & Export: 58-64 West 40th St. © Midwest Sales: Kansas City, Mo., Dwight Bldg. 
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H. E. Blood of Los Angeles, Calif., representative of 
Eaton Paper Corporation, visited with a member of 
OFFICE APPLIANCES’ staff on January 12. He had been 
east to Pittfield, Mass., for a conference at the com- 
pany’s home offices and stopped over in Chicago where 
he spent some time with Ed Rohrs, manager of Eaton’s 
Chicago branch. The East is familiar territory to Mr. 
Blood, but he has seen it infrequently in recent years. 


Gus Rutherford, president of Rutherford Duplicator 
Company, Houston, Tex., cailed at the editorial offices 
of this journal on January 15. In Chicago for five days, 
he was busily seeking out sources of parts and supplies 
for the Duplicard and Pronto gelatin duplicator, well- 
known products of his company. The affable Texan 
stated that he expected to have the Rutherford Dupli- 
cator company well established in its new building by 
April 1. 

T. H. Hardmeier of T. F. Pfeiffer, Ltd., Zurich, 
Switzerland, visited again at this journal’s offices on 
January 18. A story of his company as well as one of 
his American visit appeared in the November, 1945, 
issue. He plans to remain in the United States some 
two or three months more, after which he will return 
to Switzerland. He reports that the time spent in call- 
ing upon manufacurers has proved quite satisfactory. 


Lennis W. Baker of the Baker Company, Lubbock, 
Texas, dropped in at OFFICE APPLIANCES’ headquarters 
on January 21 to visit and to place an order for two 
more subscriptions for his store. Mr. Baker was on a 
buying trip expected to take eight weeks. Before com- 
ing to Chicago he had stopped at Cincinnati, Hamilton 
and Dayton, after which he planned to include in his 
travels such important industry centers as Grand 
Rapids, Youngstown, Syracuse, New York and else- 
where, mostly in the East. His business includes sta- 
tionery, sporting goods and an aggressive office ma- 
chine department. 


Henry Jakubowicz of the Stabil Pen Company, Brus- 
sels, Belgium, favored us with a visit on January 21. 
He had spent two months in the United States, mostly 
in the East, and planned to sail for home about the 
end of January. His business includes fountain pens, 
mechanical pencils, office supplies, social stationery 
and novelties. He is distributor for Sheaffer pens and 
pencils. His business has been in operation for ten 
years although during part of the war period he had 
no sources for new merchandise. Most of his time in 
America was used in contacting manufacturers of 
goods such as he sells. 


R. Lee Kirk was a welcome visitor on the afternoon 
of January 21. As the proprietor of Kirk’s Office Sup- 
ply, Yakima, Wash., he was traveling through 
the Middle West making contacts with manufacturers 
of lines he handles in his market area. Despite the 
uncertainty of winter weather, he came by automobile 
and reported that he had good traveling conditions all 
the way. He was not as fortunate in trying to achieve 
his objective of obtaining merchandise. Despite short- 
ages, however, he felt that his trip was worth while. 


Richard D. “Dick” Pomerantz, A. Pomerantz & Com- 
pany, Philadelphia, dropped in at O.A. headquarters 
on January 22. With Mrs. Pomerantz, he was on one 
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of his frequent trips to Chicago. An alert and aggres- 
sive retailer, he has a well-established habit of calling 
upon the manufacturers who supply him with mer- 
chandise, and other dealers to “talk things over.” 
Always by this interchange of ideas he gets a thought 
or two which he can put to good use. 


Conrad Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, Wis., inscribed his name in the Guest 
Book on the morning of January 23. As usual Conrad 
was thinking of something that would be of advan- 
tage to the industry. He is convinced that active local 
associations with thoughtfully planned programs can 
be of great value to individual members as well as to 
national organizations and the industry as a whole. 
His little sales talk was sound, and when he backed 
it up with information about the success of the Mil- 
waukee Office Furniture Association, disagreement was 
impossible. The Milwaukee group, organized in 1931, 
will conduct its 300th meeting on February 12. 


Mrs. Katherine C. Wallace of Atlas Stencil File Com- 
pany, Cleveland, the first lady visitor in the new year, 
signed the Guest Book on January 24. She was in 
Chicago on business that included a side trip to Naper- 
ville to see her daughter, the two going back to Cleve- 
land together. Mrs. Wallace reported receiving im- 
portant new orders and was optimistic about the year’s 
outlook. 


Gene MacFarland of Niagara Duplicator Company, 
San Francisco, signed the Guest Book on January 24. 
Formerly a Chicago man, he was in the city on a busi- 
ness trip which was to take him to New York before 
he started back for the City of the Golden Gate. Born 
in California, Mr. MacFarland was educated at North- 
western University, Evanston, Ill., and was occupied 
in sales and research capacities in the Middle West 
before starting to the West where he served as general 
sales manager for Henry Kaiser Company. His Niagara 
affiliation began in September, 1945. 


Loraine Q. Saxon of Waco, Texas, representative of 
the National Blank Book Company in the Southwest, 
walked half a block from the company’s Chicago 
branch to register in the Guest Book on January 29. 
He and other representatives came to Chicago for a 
company sales conference in which Dick Towne and 
Paul Buckwalter of the headquarters staff partic- 
ipated. Mr. Saxon disclosed a serious interest in the 
regional meeting to be held in Galveston. 


F. C. Alexander of Alexander Manufacturing Com- 
pany, Bloomington, Ill., with a few minutes to spare 
before train time, dropped in at our headquarters on 
January 30. For a long time he was actively engaged 
in pen and pencil production with Eversharp, Inc., 
and its predecessor, The Wahl Company, leaving some 
months ago to manufacture the pencil which bears his 
own name. Although new to the market, Mr. Alex- 
ander finds a gratifying reception for his product. 


Glenn E. Young, formerly a partner in Young & 
Carroll, office machine and equipment dealers at Ash- 
land, Ky., penned his name in the OFFICE APPLIANCES 
Guest Book on February 1. In the office machine field 
since 1922, he has been located in Ashland as an in- 
dependent dealer in office machines, equipment and 
service since 1933. He sold a half-interest in his firm 
last year, his partner, J. W. Carroll, taking over com- 
plete control last month. He was in Chicago seeking 
contacts as a sales representative for manufacturers 
of office equipment lines, particularly desk lamps and 
posture chairs. 


A. A. Bratton and his son Robert, of The Bratton 
Corporation, Columbus, Ohio, gave OFFICE APPLIANCES 
a pleasant visit February 2. The two had spent several 
days in Chicago on business. They are enthused over 
the progress made on their new location opposite the 
Ohio State capitol. They expect it to be ready for 
occupany in the near future. 
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SHEAFFER'S 7R/UMPH TUCKAWAY 
Women! Here’s a 


marvelous gift for women—even 
the self-adjusting clasps are espe- 
cially designed for safe carrying, 
in any position, in purse or pocket. 
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SHEAFFER'S 7R/UMPH VALIANT 


Here’s the pen and pencil ensemble men 
like to own—to buy themselves or receive as 
a gift! The bigger, cylindrical, 14-K Lifetime 
POINT of the pen is stronger—smoother writ- 
ing! The Sleeve Tip of the pencil supports the 
lead—reduces breakage to minimum! The 
self-adjusting clips hold fast to various fabric 
weights! Let your customers inspect these 
master tools of writing—test them—compare 
them with others. It will mean more sales! 

W.A. Sheaffer Pen Company, Ft. Madison, la. 


SHEAFFER‘S 














Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, January 15, 1946 


A well-merited promotion has come to A. R. Jackson, 
Remington Rand, Ltd., now made general manager of 
the British company. 

An interesting background is possessed by the offi- 
cial, who was educated at Whitgift Grammar School, 
served as an apprentice in the hard school of mechani- 
cal engineering during the days of the 56-hour week, 
and emerged to the drawing office and responsibility 
for the erection of naval craft. He served as volunteer 
ranker, non-commissioned and commissioned officer, 
in the Royal Marine Artillery in France, 1915-1918. He 
floated a company to pioneer one of the first pneu- 
matic-tired coach passenger services but, as he said, 
was “caught on the wrong foot” in the post-war de- 
pression of 1923. He then entered a construction com- 
pany during the boom time of “homes for heroes” and 
introduced some novel ideas in concrete construction. 

Joining S. D. Parker in 1925 for the pioneering in 
Kardex, he brought an engineering-salesman’s mind 
to the development. In 1936 Mr. Parker, as managing 
director of Remington Rand, Ltd., introduced A. R. 
Jackson to the OATA and foretold an interesting fu- 
ture for him. Incidentally, Mr. Jackson is a keen 
student of economics and he forecast Great Britain’s 
leaving the gold standard a long time before this 
actually happened, and submitted his reasons to the 
principal of the London School of Economics. He also 
forecast the economic reasons that would bring about 
World War II a full year before the hostilities com- 
menced. 

Mr. Jackson brought to the industry a wealth of 
vision and the creative interests of an engineer. He 
was responsible for the first move in competitive co- 
operation that the industry experienced, to the finan- 
cial gain of all parties—preserving all of the elements 
of individual competition and yet eliminating the 
cut-throat methods of selling. The structure then made 
has already endured nearly ten years and is as strong 
as ever. 

Asked to lead the industry, with characteristic mod- 
esty he protested that he was still “only an appren- 
tice.” Nevertheless, he was made chairman in 1937-38. 
During the Munich crisis, doubts were expressed about 
holding the big annual business efficiency exhibition 
in the fall, but Mr. Jackson said, “Go ahead, there 
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won’t be a war this year.” He has been a very active 
member of the council ever since and has taken a 
leading part in negotiations with government depart- 
ments to strengthen the status of the industry. At the 
moment he is public relations director, actively pur- 
suing a campaign for the remission of purchase tax 
and seeking to present office appliances as essential 
to the efficiency of the nation, not merely an industry 
entering a plea for easement of taxation. 

A. R. Jackson brings to bear on his new and wider 
responsibilities a long record of success in the manage- 
ment of the Kardex division of the company. Type- 
writers, accounting and adding machines, Kardex 
visible systems, library bureau safe and steel equip- 
ment, ledger equipment and system forms now all 
come under his charge. During the last two years he 
has brought out two booklets, “Production Control’ 
and “Planned Selling.” 

His colleagues in the industry are delighted with the 
news of his promotion and hope, however, that new 
responsibilities will not narrow his sphere of activity 
in the OATA. 


EERIE tae cE 


NEW INDUSTRY FOR DUNDEE, ENGLAND 


The National Cash Register Company, Ltd., has an- 
nounced that it will manufacture accounting machines 
at the new Dundee, England, factory which had pre- 
viously been scheduled for the production of cash 
registers and allied equipment. This announcement 
indicates that an important section of the accounting 
machine industry is being created in Britain, since 
all such machnes have been previously imported by 
the company. 

In announcing the decision to start such produc- 
tion, H. V. Briscoe, director of the National Cash Regis- 
ter Company, Ltd., indicated that this would be the 
first of its kind in the country. The statistical type of 
tabulating machine has been made in England, but 
these will b: the first British-made accounting ma- 
chines. Formerly, such machines have been manufac- 
tured in the United States and in Canada. 

The factory, formally inspected by the president of 
the BOT when in Dundee last November, will start 
production in the spring. Some 2,000 workers will be 
employed.—_SATNA 
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— is the revolutionary, mechanized 
filing cabinet that swept America before war 
ended its manufacture. It is in production again and 
ready to help you modernize your business office. 
Super-Filer contributes the first really new idea in 
office filing since the introduction of the steel file. Its 
unique swing front adds 20% to usable filing space and 
makes other files obsolete. This 5-drawer model, for 
example, has the filing capacity of six ordinary draw- 


ers. In contrast to old-style files, Super-Filer enables 
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G-F Super-Filer is now on display at G-F Dealers and 
G-F Branches. See it. Write for literature. 
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JANUARY COMDA MEETING WELL ATTENDED 


(Note.—In the January issue the story of the big 
NOMDA dinner dance and revue referred to a check- 
writer being won by James Van Wack. Regretted 
omissions were the names of the donors—Tom Stack, 
Stack Typewriter & Supply Company, Chicago, and 
Fred Brown, Haill-Welter Company, Rochester, N. Y.— 
and the name of the machine—Speedrite.) 


When the first 1946 meeting of the 
Chicago Office Machine Dealers 
Association was called to order by 
President Jack Weiner, Belmont 
Typewriter Service, in the Maryland 
Hotel on the evening of January 15, more than 50 were 
present. 

The first order of business was the installation of 
officers for 1946. The following were inducted with 
appropriate ceremony: Jack Weiner, Belmont Type- 
writer Service, president; C. C. Creevy, Creevy Service, 
vice-president; L. M. Wolf, Pruitt Company, secretary; 
Jack Carter, treasurer, and Fred Gamrod, All Types 
Equipment Company, member of the board of direc- 
tors, National Office Machine Dealers Association. 

Reports on the NOMDA convention held in Cincin- 
nati earlier in the month were made by President 
Weiner and others. Although Chicago was well rep- 
resented at the Cincinnati meeting, many who had 
not been able to leave town were given basic informa- 
tion about the national assembly. 

The suggestion of Earl Thompson, Thompson-Zeigel 
Typewriter Exchange, that the local association do 
something for the soldiers in the Vaughan General 
Hospital was received with approval. Earl was ap- 
pointed chairman of a committee to receive type- 
writers donated by members for use in the occupa- 
tional therapy department of the hospital. Most of 
those present indicated intention of presenting a 
machine. 

Hazen Ames, Ames Supply Company, was called 
upon to give the report of the dinner-dance com- 
mittee. He was able to report that the event held last 
December was successful not only in numbers attend- 
ing and program presented, but also from the stand- 
point of finances. His report was received with en- 
thusiastic applause. 

Group advertising plans for 1946 were discussed and 
a number of definite suggestions were offered. A con- 
sistent program will be developed as the year pro- 
gresses. 

The subject of courtesy cards for mechanics to be 
used in obtaining parts from other members of the 
association was discussed thoroughly. Jack Macon, J. 
L. Macon Office Machine Company, was appointed 
chairman of a committee to work out some definite 
suggestions to be presented at the February meeting. 

In a discussion on eraser shields carrying the asso- 
ciation emblem and an individual dealer’s imprint, 
Hazen Ames reported that costs were rather high. He 
was asked to make further inquiry and report next 
month. 

The possibility of joining the Chicago Association 
of Credit Men was given serious consideration. It was 
felt, however, that more information was needed in 
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mata 


order to make an intelligent decision. L. M. Wolf was 
asked to obtain more details. 

The final subject on the program was concerned 
with the veterans’ training program. The NOMDA 
books and training program were presented and talked 
about favorably by many of those present. E. W. La 
Tourette of the Underwood Corporation gave an out- 
line of the program as operated by his organization. 
Because the Underwood method involves instruction 
on several types of office machines, its program runs 
for four years. Considerably less time is required when 
only typewriters are involved. 

Before adjournment, the following visitors were in- 
troduced and spoke briefly: Gus Rutherford, Ruther- 
ford Duplicating Company, Houston, Tex., and Paul 
Bricker, Business Equipment Service, Kalispell, Mont. 


ee 
NEW YORK OFFICE FURNITURE GROUP MEETS 


The first regular 1946 meeting of the New York Office 
Equipment Dinner Club held on Monday evening, 
January 14, at the Advertising Club, New York, N. Y., 
drew a good attendance. 

President Seymour Nathan, Charles S. Nathan, Inc., 
in his opening address spoke highly of the successful 
meetings held during the past year and expressed 
the hope that the same measure of success would 
prevail throughout 1946. He also took occasion to con- 
gratulate the office equipment industry for generous 
response in contributing to all worthy causes, and 
remarked that he felt sure that fine spirit of gen- 
erosity would prevail this year. 

Harry Goldman, Charles S. Nathan, Inc., acted as 
secretary in place of Ben Itkin, Itkin Bros., who was 
unable to attend the meeting. 

Guy Rentsler, Remington Rand, Inc., chairman of 
the membership committee, declared that many mem- 
bership renewals for 1946 had been received. He an- 
nounced the following new members, all of New York: 
Allied Office Equipment Company, Carlton Office Fur- 
niture Company, Inc., Central Desk Company, Em- 
bassy Office Furniture Company, New England Wood- 
working Company, Long Island Institutional Equipment 
Company, Flint & Horner Company, Inc., Trinity 
Office Furniture Company, and The Westcort Com- 
pany. 

Jack Schwander, Desks, Inc., New York, spoke on 
the Infantile Paralysis Drive, urging the group to give 
generously in support of this worthy cause. 

The guest speaker of the evening was William 
Mertens, Jr., formerly deputy superintendent and 
counsel of the New York State Banking Department, 
and at present associated with the law firm of Mc- 
Laughlin & Stickles. Speaking on “The Role of Gov- 
ernment in Business,” Mr. Mertens divided his talk 
into three parts, the first being politics, in which he 
stressed the important role politics plays in the effects 
of government on the business economy of today. 
Secondly, in talking of labor and strikes, he declared 
that strikes of today differ from those following the 
First World War, in so far as a successful strike in one 
field will shape the policy for other fields. Thirdly, in 
discussing labor and capital, he likened them to two 
halves of an economic ball, both combining to make 
the United States a great nation. Increased produc- 
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UNMATCHED PERFORMANCE 


Even in these difficult days Tagger ribbons 
and carbon paper have steadfastly maintained 
their unparalleled reputation for value and per- 
formance. To extend the existing leadership 
of this fine line, a new ultra modern Tagger 
“Curl-Less’ carbon that eliminates tendency 
to curl has been added to the line. It always 
lies flat and smooth, is quick and easy to 
handle, will not wrinkle or tree. Precision 
workmanship combined with an exclusive 


M &V manufacturing process enables Tagger 
“Curl-Less’’ to produce exceptionally accurate 
reproductions and give long and dependable 
service—truly an outstanding value. Of course 
Tagger “Curl-Less” is furnished in various 
weights and finishes for standard as well as 
noiseless machines. The special M&V quick 
removal feature saves operators’ time and in- 
sures longer wear. Remember too, all this 
added value—at no extra cost. 
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tion and purchasing power will be the result of a real 
understanding between labor and capital, he declared. 
In closing, the speaker advised all to take an active 
interest in politics, to join political organizations and 
business associations so as to know what is going on 
and be able to do something about it. 

Announcement was made that in addition to a 
guest speaker, motion pictures of the manufacture of 
furniture would be shown at the next meeting to be 
held on Monday, February 4. 
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STATIONERS 12:30 CLUB ELECTS OFFICERS 


Seventy-five members and guests attended the Sta- 
tioners 12:30 Club annual winter meeting and party 
on Monday evening, January 21, at the Advertising 
Club, New York, N. Y. A festive mood prevailed as 
refreshments were served, followed by a delicious beef 
dinner. 

The nominating committee of Harold McNeil, Wilson 
Jones Co., chairman; John L. Gallup, OFFICE APPLI- 
ANCES; and Charles P. Epifano, Automatic Pencil 
Sharpener Company, placed in nomination the follow- 
ing officers for 1946: president, James T. Hurley, Ox- 
ford Filing Supply Company; vice-president, R. W. 
Mueller, Esterbrook Pen Company; secretary, Mortimer 
Libien, Libien Press, Inc.; treasurer, Dwight N. Briggs, 
manufacturers’ representative. 

President-elect James T. Hurley, in taking the chair, 
expressed his appreciation of the honor bestowed 
upon him on his re-election as president, and promised 
to do all he could to further the club’s interests. He 
then went on to express the sorrow of the organiza- 
tion over the recent deaths of William S. Donnelly, 
Modern Stationer; Henry Berger, Art Steel Sales Cor- 
poration, New York, N. Y., and Benjamin Abrams, 
Royal Office Supply Company, New York, N. Y. The 
group stood for one minute of silence in respect to 
their memories. 

Secretary Mortimer Libien read letters sent in by 
George C. Wheeler, OFFICE APPLIANCES; Howard Sand- 
ers, Stationers & Publishers Board of Trade, Inc.; and 
Dwight N. Briggs, manufacturers’ representative, ex- 
pressing their regrets at not being able to attend the 
affair. 

Cigars were passed out with the compliments of 
William Grand, Grand Stationery & Supply Company, 


in celebration of the opening of his new store at 48 
Warburton Avenue, Yonkers, N. Y. All joined in wish- 
ing him the best of luck in his new venture. 

Phil Tagley, Wilson Jones Co., chairman of the 
membership committee, reported the following new 
members: Ed Healey, Wilson Jones Co.; Bob Wallach 
and Murray Falk, both of Peerless Imperial Company, 
Inc.; Al Collins, Jaques & Company, New York, N. Y.; 
Frank Mayerhoefer, S. E. & M. Vernon, Inc.; Jack Gale, 
Commercial Stationery Company, New York, N. Y., and 
Sam Hoffman, L. Hoffman Company, New York, N. Y. 

The guest speaker of the evening, M. DePuyt of 
the Associated Hospital Service of New York, declared 
that the Blue Cross Plan is growing rapidly and now 
has a membership of about 2,900,000 in New York. Mr. 
DePuyt stated that most of the members of the 12:30 
Club are enrolled and invited those who were not to 
join. He answered a number of questions from the 
floor and suggested private interviews after the meet- 
ing. A number of the members took advantage of the 
opportunity. 

ae ee ee 
ESTERBROOK HOLDS GENERAL SALES MEETING 

During the week of January 11, the first general sales 
meeting of the Esterbrook Pen Company since 1941 
was held in the Benjamin Franklin Hotel in Philadel- 
phia, Pa. Bob Wood, vice-president in charge of sales, 
presided. 

Esterbrook’s complete domestic sales force, repre- 
senting every territory in the United States, was pres- 
ent. In addition to the regular men, three new addi- 
tions to the sales force were named—J. W. Mason, Jr., 
who is taking over the western Pennsylvania .and 
western New York state territory; R. L. Carry, whose 
territory will be the St. Louis, Indianapolis, and Louis- 
ville area, and J. T. Wilson, Jr., who will cover the 
trade for Esterbrook in eastern New York and western 
New England. 

At the outset of the meeting, Mr. Wood announced 
three promotions in the sales organization. Harry W. 
Lynn, for many years manager of Esterbrook’s New 
York office, was appointed eastern district sales man- 
ager. R. B. Gingland, formerly Esterbrook’s Chicago 
office manager, was named midwestern district sales 
manager, and R. W. Mueller was announced as the 
New York sales manager. 

On January 8, a dinner was tendered Harry Homer 
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DIRECTORS OF NATIONAL ASSOCIATION OF COLLEGE STORES MEET IN CHICAGO 


Members of National Association of College Stores board 
of directors met in the Congress Hotel at Chicago in Decem- 
ber. Shown in attendance (reading clockwise) are Russell 
Reynolds, executive secretary, Chicago; John Jenkins, St. 
Louis University Book Stores, St. Louis, Mo.; L. L. Ivey, imme- 
diate past president, Student Supply Stores, Raleigh, N. C.; 
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C. E. Silloway, manufacturers’ representative, Chicago Pen- 
nant Co., Chicago; E. C. Rather, president, University Co- 
Operative Society, Austin, Tex.; A. W. Littlefield, Barnes & 
Noble, Inc., New York, N. Y.; Norman Gay, vice-president, 
Boston University Book Stores, Boston, and Leonore Rose, 
office secretary, National Association of College Stores. 
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by his associates and friends in the company. For 
more than a quarter of a century, Mr. Homer had been 
in charge of sales for Esterbrook in the western part 
of the country and the entire Pacific Coast. One of 
the best-known representatives in the stationery in- 
dustry, he is retiring from active duty. Mr. Homer’s 
associates presented him with a silver service. 

During the course of the meeting, Charles W. Apple- 
gate, export sales manager of Esterbrook, was host to 
a number of Esterbrook’s foreign representatives. 
Those attending the meeting were Walter Kelly, who 
represents Esterbrook in China; Jack Carmichael, from 
the Philippine Islands; Richard Santos, Jr., of Peru; 
and Paul Kruming and Raleigh Haydon, both of the 
national export advertising agency in New York, N. Y. 


— —- - 
CHICO STATIONERS HOLD ANNUAL DINNER 


The annual dinner of the Chico Club was held at 
the Continental Hotel, Chicago, January 14. For fifteen 
years this get-together has been an important event 
among stationers in the Chicago area. The Chico Club 
is composed of dealers in outlying parts of Chicago and 
near-by communities. The president is Tom Flynn of 
Northern Indiana Stationers, Hammond, Ind. 

One hundred and thirty dinners were served. Some 
who had other early evening engagements came later. 
E. R. Lund of Englewood Blue Print Company, one of 
the founders of the club, remarked that a large per- 
centage of those present have never missed this special 
event. The attendance consisted of club members and 
manufacturers’ representatives. 
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ANNOUNCE PLANS FOR REGION 1 SESSION 


The district meeting of Region No. 1, National Sta- 
tioners Association, will be held at the Hotel Kimball, 
Springfield, Mass., on February 27, announces S. Ford 
Chidsey of Bradley & Scoville, New Haven, Conn., the 
regional governor. 

This will be a combination meeting, with the Con- 
necticut Valley Stationers Club holding their annual 
session in the morning, followed by lunch, the NSA 
program and a dinner. 

On the speaking program so far are Harvey Rock- 
well, George Holt, Howard Sanders, Arthur King and 
probably several others. 


PACIFIC DESK COMPANY HONORS TWO ON STAFF 


Mrs. Nell White and Mrs. Mildred McKeague were 
honored guests atea surprise party held by the Pacific 
Desk Company, Los Angeles, Calif., in celebration of 
their twenty-fifth anniversary with the company. Both 
Mrs. White and Mrs. McKeague started with the Pa- 
cific Desk Company on January 3, 1921, and in the 
words of T. F. Peirce, president, “have given 25 years 
of very faithful and loyal service.” 

The party was disguised as a delayed Christmas 
party and dinner for the entire organization was 
served in Mr. Peirce’s penthouse. The occasion was 
marked with some brief talks, messages of congratula- 
tion from friends in the East, and presentation of 
identical pins to the honorees. The pins were of solid 
gold leaf and each was inlaid with a beautiful pearl. 
The back was engraved with the name of the recipient, 
the name of the giver and the dates, 1921-1946. 


STATIONERS’ GUILD HEARS MARSHALL CLOSE 


Members of the Stationers’ Guild Club at Toronto, 
Canada, were asked to “Step Up and Meet the Chal- 
lenge of 1946” when Marshall Close of Duncan Litho- 
graphing Company, Ltd., addressed their meeting on 
Tuesday evening, January 15, at Diana Streets. 

Mr. Close, in suggesting the form the pieces of the 
“1946 Jig-Saw Puzzle” would take, anticipates an 
expansion of retail trade, sane spending of money, a 
continued need for price ceilings, a demand for goods 
still far beyond production possibilities, unemployment 
problems and opening up of export markets. 

He urged the members to be ready to meet 1946 by 
paying attention to small extra courtesies, by “selling” 
themselves to the staff, the employer and the public, 
by helping to create positions for returned men, by 
having a thorough knowledge of not only the job, 
but also the merchandise, and by anticipating sales re- 
quirements and being as ready as possible to meet 
them. 

Bill Barchard, Index Card Company, introduced the 
speaker, who was known to many members, having 
addressed a meeting a year ago. The thanks of the 
club was expressed by Dick Creighton, Spencerian 
Pen Company. 

The chairman of the evening, Jack Binkley, of Car- 








Sales representatives of Bainbridge, Kimpton & Haupt, Inc., 
New York, N. Y., held a three-day general sales conference 
on December 15, 16, and 17 at the Downtown Athletic 
Club in New York City. Seated left to right were: William 
H. Greenleaf; Franklin E. Rising, Pacific Coast representa- 
tive: Mortimer H. Chute, Jr., president; Jerry Stanchfield, 
representative in southwestern states; and Lester C. Milton, 


58 
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treasurer; 
Arthur M. Gilbert, new metropolitan area; Harold D. Cochs, 


secretary. Standing: Ivan N. Olsen, assistant 


New York, Washington, Baltimore and eastern Canada; 
William S. Beeken, southeastern states; Emil M. Swanson. 
Ohio and Midwest; William J. Schroeder, southeastern states; 
Edward F. Rapp. vice-president; M. G. Wheeler, New England: 
N. J. Sampson, Pennsylvania and central Atlantic states. 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
GIVES YOU 

DRAWING POWER! 


From dealers all over the country unsolicited testimonials 
pour in, bearing out the steady drawing power of OLD 
TOWN products. A dealer in Maryland writes: 
‘It's a real pleasure to do business with OLD TOWN. Your 
products are strictly quality merchandise, and our customers 
are all satisfied. With our OLD TOWN EXCLUSIVE FRAN- 
CHISE we're doing twenty times as much business in Spirit 
Carbon and Duplicating supplies, and believe me, our vol- 
ume wasn't too bad six years ago’’.* * 
Make your business a powerful, selling organization. Team 
up with OLD TOWN, established leader in its field! 
OLD TOWN is a complete line of ribbons and carbons for 
every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Master Units, Copy Paper, Dupliforms, Duplicating Fluids, 
Stencil Duplicator Inks. 
Some choice territories still available 


**Substantiated on request 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 


PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 












y, SPEED 
f { EFFICIENCY 
| ECONOMY 


Nl0Town 


RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 








Sales and Service Everywhere 





We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 





roll’s Canada Metals Company, asked Walt Harmer 
to report on the Christmas welfare activity. Members 
were delighted to learn that five families had been 
assured of a good day as a result of the club’s efforts. 

A collection of Kodachrome pictures, “A Trip 
Through England,” was shown by L. A. Trapp. 

The sixth annual dance of the club was announced 
for February 26, at the Club Top Hat. 
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NEW YORK OFFICE MACHINE DEALERS MEET 


The first regular monthly meeting of the year of the 
Office Machine Dealers Association of New York, Inc., 
was held on Tuesday evening, January 15, at the Hotel 
New Yorker, under the leadership of President Irving 
R. Ritchie, Addressing Machine & Equipment Com- 
pany, New York, N. Y., who began his third year as 
president of the Association. 

Secretary Jessie I. Taylor, Globe Typewriter & Add- 
ing Machine Company, Inc., New York, read a number 
of questionnaires sent in by members giving their 
opinions of topics to be discussed at future meetings 





CHAIRMAN REWARDED — William Purvin (left), Superior 
Typewriter Co., New York, N. Y., chairman of the entertain- 
ment committee of Office Machine Dealers Association of 
New York, receives a gift of a fountain pen and pencil set 
from Reuben Jaskow, Batlin & Horowitz, New York, N. Y. 


during 1946. Members were asked to send in their 
questionnaires as soon as possible so as plans for 
future programs can be arranged. 

Samuel Hutter, Checkwriter Company, Inc., New 
York, pinch-hitting for Counsel Charles F. Krause, 
reported on the annual NOMDA convention held re- 
cently in Cincinnati, Ohio. Mr. Hutter gave his lis- 
teners a complete outline of what took place at the 
convention, answering a number of questions from 
the floor. 

Vice-president Reuben Jaskow. Batlin & Horowitz, New 
York, on behalf of the Association presented to Wil- 
liam Purvin, Superior Typewriter Company, New York, 
chairman of the entertainment committee, a beautiful 
engraved Sheaffer fountain pen and pencil set, in 
recognition of the fine work he has done as chairman 
of the entertainment committee. William Purvin’s 
son, George Purvin, Superior Typewriter Company, re- 
cently discharged from the armed forces, was ap- 
pointed 1946 chairman of the entertainment committee 
to succeed his father. 

Mr. Jaskow also presented President Ritchie with a 
beautiful leather traveling bag in appreciation of his 
untiring efforts in the interest of the Association. 

The following discharged war veterans were intro- 
duced and photographed by Frank Nemzer, Nemzer 
Typewriter Exchange, Brooklyn, N. Y., who is on the 
publicity committee: George Purvin, Superior Type- 
writer Company, New York; George T. Carr, Carr 
Typewriter Exchange, Great Neck, L. I, New York; 
Major P. W. Kurz, New York, manager of Remington 
Rand, Inc., portable division; Daniel Feldman, L. C. 
Smith & Corona Typewriters, Inc., portable division; 
Naphtali Apple, Apple Typewriter Company, New York; 
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Bernard Morse, Morse Typewriter Company, New 
York; Arthur R. Taylor, Globe Typewriter & Adding 
Machine Company, Inc., New York, who was accom- 
panied by his charming wife. 

H. E. Maynard, Magnus Chemical Company, Gar- 
wood, N. J,. was on hand to demonstrate the efficient 
method of cleaning office machines by the use of the 
Magnux Aja-Dip machine. Mr. Maynard prefaced his 
demonstration by a thoroughly comprehensive and 
instructive talk on the method and chemicals used. 
He then proceeded to give a demonstration of the 
machine, explaining each working part and its impor- 
tance in the complete operation. Considerable interest 
was shown, and many questions asked, several mem- 
bers remaining after the meeting to obtain further 
information. 

ae a 


NEW ROLE SEEN FOR NATION’S SALESMEN 

Preparation for a sudden end of the “honeymoon” 
between American business and the present sellers’ 
market were urged by speakers addressing the first 
post-war marketing conference of the American Man- 
agement Association, held January 15-17 at the Hotel 
Pennsylvania, New York, N. Y. 

Nearly 1,000 sales and marketing executives, inter- 
ested in rebuilding sales organizations which were vir- 
tually inoperative during the war, were advised that 
before long salesmen would no longer be “rationing 
representatives.” 

Although it was generally agreed that present con- 
sumer goods shortages would prolong the favorable 
sellers’ position for an indefinite period, it was em- 
phasized that sales organizations must prepare now 
for the return of highly-competitive markets. 

Predicting that sales departments of American in- 
dustry will play a “handsome role’ in the nation’s ef- 
forts to maintain a high level of employment, A. A. 
Stambaugh, vice-president in charge of the A.M.A. 
marketing division, added, however: “Judging from the 
words and actions of some sales executives, there 
seems to be some disposition to believe that the way to 
arrive at this laudable goal is to talk one’s way wish- 
fully into it. This conceivably might be desirable, but 
it won’t work.” 

Warning that it is quite likely the sellers’ market 
would come to an end “a lot sooner than a great many 
marketing men apparently believe,” Stambaugh, a 
vice-president of Standard Oil Company of Ohio, asked 
the sales executives to recall the sudden end of the 
war. “It came so fast,” he recalled, “that an awful lot 
of post-war plans never had a chance even to be 
weaned. And when, as suddenly, buyers start calling 
the tune, how many sales departments are really going 
to be all set to wade in and fight for markets?” 

Expressing similar sentiments, Frederick B. Heit- 
kamp, vice-president of American Type Founders, Inc., 
said a sound foundation must be laid now in the sell- 
ers’ market for the coming buyers’ market. 


Competitive Period Ahead 


“Government controls or not,” he declared, “we are 
now coming to a competitive economy, and selling will 
carry a heavy load in the over-all picture of the com- 
pany’s programs. Many businesses are already in a 
buyers’ market and others may find themselves faced 
with one sooner than they think.” 

Under Secretary of Commerce Alfred Schindler pre- 
dicted that American business can produce fast enough 
by the end of 1946 “to stem the forces of inflation, 
and once we have succeeded in eliminating the serious 
threat of inflation, the outlook for industry is good 
for several years.”” He warned, however, that “we must 
plan ways and means to provide for continued pur- 
chasing power when the present pent-up purchasing 
power is worked off. For this reason, during the two 
or three years of grace ahead of us we must find ways 
of increasing job opportunities and expanded markets. 
We must develop that kind of managerial statesman- 





OFFICE APPLIANCES, February, 1946 




























Profit 
mnie End “treasure hunt’ tactics with 


Omi Art Metal's efficient “Big Three” 
equipment 
dealers 








- 


WO 
o%* On 











Now is the time to cash in on the 
backlog of business office needs built up 
Over the past four years! Write today 
for full information on agency franchise 
for each of the “Big Three’— ART 
METAL STEEL OFFICE EQUIPMENT, 
POSTINDEX VISIBLE INDEX REC- 
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ORDS, WABASH FILING SUPPLIES. 
Address Agency Division, Art Metal Con- 


struction Company, Jamestown, New York. 





See Yourself in 
BUSINESS WEEK and AMERICAN BUSINESS! 


You're the expert—as Mr. Expediter, Doctor of Offices, 
you're getting a big hand from business men for 
clearing up office confusion with Art Metal Products. 
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ship that will win for business the new frontiers that 
science has advanced for us.” 

Robert M. St. Clair, a student at the New York Uni- 
versity School of Commerce, told the sales executives 
that college students of today are completely uninter- 
ested in selling. He said a survey of students in the 
university’s market class showed that only one girl 
student was interested in personal selling as a career. 

Ralph S. Alexander, professor of marketing, Colum- 
bia University School of Business, said a paramount 
marketing problem of industry is knowledge that the 
retail trade will be “full of merchants who do not 
know their business.”” Many merchants will be poorer 
businessmen than they were before the war, he said, 
because they have been able to sell anything they 
could buy. Having lost the knack of selling merchan- 
dise and controlling stocks, such merchants will be 
“fair game” for salesmen willing to overstock them, 
he added. 


Urges Greater Census Use 


Greater use by business of the mass of potential 
marketing information compiled by the census was 
urged by Dr. Philip H. Hauser, assistant director of 
the Bureau of Census, who revealed that in most cen- 
sus undertakings published statistics represented only 
a small part of the total volume collected. For the 
nominal cost of transcription, photostating or micro- 
filming, he said, valuable data can be obtained by busi- 
nessmen. The recently authorized “sample census” 
to be started in November will enable business enter- 
prises to better design their own “quota samples,” he 
said, and get better results at lower cost by utilizing 
the findings the bureau turns up. 

Richard D. Crisp, sales analyst of S. C. Johnson & 
Company, Racine, Wis., said that in organizing for 
market research, sales performance must be measured 
by a yardstick that is more accurate than crude per 
capita figures. He said a market index must be set up 
that measures the opportunity to makes sales in dif- 
ferent territories. 

Edwin G. George, associate editor of “Dun’s Review,” 
who has been serving as economist with the Comar 
committee on post-war planning of the House of Repre- 
sentatives, warned that American industry should not 
let irritation over price control details precipitate it 
into a “frontal assault” on the purposes of the con- 
trols, particularly since prices have “skyrocketed” on 
many products on which controls have been lifted. 

Don G. Mitchell, vice president in charge of sales of 
Sylvania Electric Products, Inc., told the conference’s 
closing session that every salesman was entitled “to 
just and fair compensation based on inherent ability, 
regardless of whether the times are good or bad.” He 
said his firm had set up a system of bonus payments by 
which any salesman could potentially increase his 
earnings by as much as 20 per cent if he did a good 
job.—BJ. 


PLAN STATIONERS GUILD OF CANADA MEET 


The General Brock Hotel, Niagara Falls, Ontario, 
will be the scene of the thirteenth annual meeting of 
the Stationers’ Guild of Canada on Monday and Tues- 
day, April 29 and 30. 

Selection of this place and the date was made by 
the Guild directors after careful study. They point out 
that Niagara Falls will be within easy driving dis- 
tance for many Guild members and that the General 
Brock Hotel has every facility for handling such a 
gathering. 

It is definitely the intention, at the 1946 meeting, to 
decide on a western location for the 1947 sessions. 
Travel and hotel accommodation is expected by then 
to be much more inviting than at present. 


62 





STATIONERS 12:30 CLUB NOTES - 


The most recent issue of the Stationers 12:30 Club 
news bulletin was dedicated to the memory of the 
club’s esteemed founder, William S. Donnelly, whose 
passing was noted with sorrow by his many friends 
and fellow members. Sympathy is also extended by 
the tradesmen to the widow, son and other relatives 
of the late Henry Berger, who was killed January 18 
in an airplane accident while on his way to Boston, 
Mass. 

* * ~ 

Congratulations are extended to Atlas Stationery 
Company on the appointment of Joseph Baldasaro to 
the vice-presidency of the firm. With Mr. Baldasaro 
at the helm, Arthur C. Barnaby, president, has been 
indulging in a vacation and rest in Florida. 

* » a” 


Ben Sonnenberg has purchased a one-third interest 


in the Manhattan Stationery Company. 
+ * » 


Louis A. Schwager] and Mrs. Schwagerl observed the 
twenty-fifth year of their marriage on January 24. 


* * * 


Secretary Mort Libien of the Stationers 12:30 Club 
served as chairman of the Victory dinner-dance held 
February 2 at the Hotel Waldorf Astoria. Leo Wert- 
heimer was in charge of ticket sales for the gala party. 

* * * 

These news notes are gleaned from the club bulletin 

edited by Gerard D. White of Acco Products. 
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LASWELL WRITES ON WORLD ECONOMICS 


Concerned primarily with the economic policies of 
the United States as they affect international security, 
Harold D. Laswell’s new book, “World Politics Faces 
Economics” has special reference to the future rela- 
tions of the United States and Russia. The book, pub- 
lished by McGraw-Hill Book Company, Inc., New York, 
N. Y., and selling for $1.25, is one of the research 
studies made for the Committee for Economic Develop- 
ment. 

In view of present relations, the author’s studies are 
particularly interesting as they view the sphere of 
influence exerted by the United States and Russia. 
“Today,” he declares, “we can confidently predict that 
Russia and America together seem marked by the will 
of heaven to sway the destinies of all the globe.” 

The study is particularly interesting to this industry, 
inasmuch as it is published for the CED, organized in 
August of 1942 by a group of business leaders who were 
convinced that the attainment and maintenance of 
high employment after the war dare not be left to 
chance. 
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BAINBRIDGE EXPANDS SERVICE IN NEW YORK 


Bainbridge, Kimpton & Haupt, Inc., 218 Greenwich 
Street, New York, N. Y., has established a sales office 
and display room at 200 Fifth Avenue in New York. 

As sales agents and exclusive distributors for the 
line of fine papetries manufactured by Pratt and Aus- 
tin Company, Bainbridge, Kimpton & Haupt, Inc., will 
display the complete list of boxed papers. In addition, 
specialties and representative office supply items will 
be presented. 

Out-of-town customers, visiting New York, as well 
as local store representatives, have been invited to 
make use of the facilities now offered to buyers. In 
charge of this sales and display room is Melville G. 
Wheeler, for several years New England representative 
of the company. Mr. Wheeler will maintain his regular 
contact with his territory. Assigned to assist him at 
the new headquarters are Joseph P. Murphy, formerly 
representing The Carter’s Ink Company, and George 
J. Burns. 
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PROMOTIONAL WORK 


LOOSE LEAF PROLONGS CATALOG LIFE 


Many firms are now planning their post- 
war catalogs, sales manuals and price lists. 


Such plans call for flexibility that will 
provide for quick changes in design and 
construction of products, price and mer- 
chandising trends. Loose Leaf Sales Equip- 
ment is the answer. 


In Loose Leaf Sales Equipment #t and & 7 ZLEESG ho 
m=}Pc= Lines are pre-eminent. The broadest Rh. / rZY ao 
range of Loose Leaf mechanisms featuring | / 7 
convenience of operation and durability are Sf ZT a Y 
combined with cover designs of a richness Sed 
that gives prestige regardless of budget 
limitations. 


Now is the time to make known to your 
prospects your capacity to fill their Sales 
Equipment needs. 





>>» WILSON JONES Co. «<< 


ELIZABETH CHICAGO NEW YORK 
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ACTIVITIES OF THE MONTH 


REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 





VICTOR APPOINTS GENERAL SALES MANAGER 
A. C. Buehler, president of the Victor Adding Ma- 
chine Company, Chicago, has just announced the ap- 
pointment of Alvin F. Bakewell as general sales man- 
ager for the company. 
Mr. Bakewell is a veteran of 18 years’ service with 

















ALVIN F. BAKEWELL 


the Victor Adding Machine Company. During that 
period he has served in a number of executive sales 
capacities in both the domestic and export divisions 
of the company. In this work he has built up a 
wide circle of acquaintanceship among office machine 
dealers in the United States and abroad. 

Mr. Bakewell in his new post will assume responsi- 
bility for all Victor sales activities, both domestic and 
export. 

With reconversion completed, Victor is planning 
on the largest production in its history, with a corre- 
sponding expansion in sales activities and personnel. 


me 


FARIES COMPANY ELECTS NEW OFFICERS 


Faries Manufacturing Company, pioneer lamp and 
fixture manufacturers of Decatur, Ill., have announced 
the following newly-elected officers: 


W. J. Grady, chairman of board; W. W. Ellison, 
president; W. F. Masterson, vice-president in charge 
of sales; C. Hansen, vice-president in charge of pro- 
duction; E. W. Kelly, secretary; C. A. Laystrom, treas- 
urer; and Paul Ellis, assistant treasurer. 

J. V. Everard, formerly advertising manager, has 
been appointed assistant general sales manager, and 
E. V. Horrigan, who was formerly with Caterpillar 
Military Engine Company, has been named advertising 
manager. 

Contracts have been let for 115,000 square feet of 
new factory space in a new building, 185 x 620 feet, 
this building to be equipped with the latest type of 
machinery. Lighting will be from Faries fluorescent 
fixtures of the latest design. 

Faries reports that booked orders will require two- 
shift production and that the supervising staff for the 
second shift is standing by, awaiting the accumulation 
of sufficient materials for this extra production. 
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HORDER’S, INC., ANNOUNCES EXPANSION PLAN 


The expansion of the business of Horder’s, Inc., 
and the Associated Stationers Supply Company has 
been large during the last few years. During the 
fiscal year ended January 31, 1946, sales increased 
about $500,000. 

In order to provide physical facilities to care for 
further expansion, plans have been laid to enlarge 
and improve the company’s central warehouse and 
offices. 

Incidental to these plans the present warehouse 
properties have been sold to the University of Chicago 
and leased back to the Horder companies for a long 






HORDER BUILDING 
JEFFERSON & QUINCY STS. J 
CHICAGO 
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period of years. The increase in working capital of 
more than $600,000 will permit of substantial further 
increase in business and improved service in busy 
years which are contemplated. 








PecVUse 83, F428 A Se 


In the story of the November meeting of the Chicago 
Filing Association, published in December on pages 
158 and 161, Acme Visible Records; Inc., was listed as 
one of the exhibitors. The name should have been 
Acme Business Equipment Company. The error is sin- 
cerely regretted. 
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OPEN GAFFANEY’S MINOT STATIONERY STORE 


In celebration of the completion of a new store 
offering modern ideas in office machines, business 
systems, office furniture, office supplies and office 
planning, Gaffaney’s Minot Stationery Company at 
Minot, N. Dak., held a grand opening and business 
show on January 15 and 16. 

A host of business friends and customers con- 
gratulated the company and contributed the floral 
display which adorned the entire store. 

Visitors were impressed with the exterior of the 
store, built entirely of cement and steel to make it 
fireproof. They found that the front has two large dis- 
play windows with interchangeable backgrounds. 

The main floor, with its low shelving and many 
wide-spaced aisles, allows ample space to accommodate 
the many buyers who wish to select their items with- 
out being disturbed. The ceiling has squares of Celotex. 
Fluorescent fixtures run the full length of the building 
and neon in the display windows gives shadowless 
light. 

The second floor has many features of beauty also 
and is arranged to house the office furniture depart- 
ment, from large office suites to desk accessories. 

The machine department has an adjoining store 
space within the building, but is arranged with an 
outside entrance. This is an ultra-modern showroom 
and salesroom for the selection of typewriters and 
other office machines, as well as carbons and stencils. 


James E. Gaffaney, in appreciation of the friendship 


GAFFANEY’S NEW STORE AT 
MINOT, N. DAK.—Gaffaney’s 
Minot Stationery Company new 
store was recently opened at 
Minot, N. Dak. Top view is of 
the office machine department 
under the management of Paul 
Wherely. The lower view is a 
picture of the first floor display 
of general stationery depart- 
ment in the store, as seen from 
the Main Street entrance door. 
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offered by many businessmen in North Dakota, had 
all of his branch managers and salespeople stationed 
in the store during the grand opening and business 
show in order to assist both buyers and sightseers. 
These helpers and Minot store officials were Don More, 
manager at Minot; Claude Tritschler, Fargo, N. Dak.., 
manager; Arthur Shipley, Bismarck, N. Dak., manager; 
Fred Pearson, Grand Forks, N. Dak., manager; Richard 
J. Gaffaney, Minot secretary-treasurer; Robert Gaffa- 
ney, Fargo, N. Dak., salesman; Paul Wherely, manager 
of the Minot office machines’ department, and store 
personnel at Minot, including Harry Austring, Joe Ost- 
by, Fred Weber, Charles Noreen, Barbara Svegarden, 
Mary Koetter, Sybil Peterson and Verna Wiedenmeyer. 
The district salesmen, who addressed the business 
show as specialists in their individual lines, also as- 
sisted in making the guests feel welcome. Those pres- 
ent included Earl C. Funk, Moore Business Forms, 
Inc.; K. A. Adams, Victor Adding Machine Company; 
Norman Payne, Fridén Calculating Machine Company, 
Inc.; R. B. Valleau, Leopold Desk and Milwaukee Chair 
Company; Melvin Sowell, Columbia Ribbon and Car- 
bon Mfg. Company; Dave Sandberg, Dictaphone Cor- 
poration; C. W. Housman, Royal Typewriter Company; 
Arnold Berlund, Joseph Dixon Crucible Company; 
Harry Bergquist, Boorum and Pease Company; Guy 
Boyd, Shaw-Walker Company; Al Nordstrom, The 
Smead Manufacturing Company, Inc.; Matt Dillon, 
Associated Stationers Supply Company; and Merrill 
Hasty, Sengbusch Self-Closing Inkstand Company. 
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De Luxe Line (50°, genuine flal 
rubber and 50% cotton felt) 


#62 Steno size, list each..................$2.70 
#64 Executive size, list each.............. 3.20 
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foam 








All cushions are made with fibre matting (on one side) and 
gabardine (on the other} and are available in brown or green. 








2" CUSHIONS fas shown af right) 






De luxe Line (50% genuine flaked foam 
rubber and 50% cotton felt) 


} Steno size, list each................ $4.50 
ecutive size, list each............ 5.00 







ens ae 


FURNITURE COMPANY 


Al 1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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NEW YORK MANAGER FOR GF RETIRES 


After completing 38 years of service to the company, 
Ralph W. Muckley has resigned his post as New York, 
N. Y., branch office manager for The General Fire- 
proofing Company, Youngstown, Ohio, effective last 
December 31. For quite some time, Mr. and Mrs. 
Muckley had made plans against the day when time 
would permit, among other things, their traveling ex- 
tensively. That time, he reasoned, had now arrived. 

Mr. Muckley’s responsibilities will be apportioned 
among three present members of his staff of assistants 
—W. R. Ward, J. A. Houston and H. S. Allnutt. Mr. 
Ward, formerly sales manager, has been advanced to 
the managership at New York. Mr. Houston is named 
director of the eastern contract sales division and Mr. 
Allnutt becomes manager of the Newark, N. J., office, 
which will now be an independent branch office, 
rather than sub-branch to New York, as in the past. 


—— =o 
FORCE & COMPANY BUY CHICAGO BUILDING 


In order to serve more adequately the needs of mid- 
west customers, Wm. A. Force & Company, Brooklyn, 
N. Y., manufacturers of numbering machines and 
other office equipment, have purchased a building for 
their Chicago offices. 

The new Force building is located at the corner of 
West Chicago Avenue and North Sacramento Boule- 
vard, within easy reach of surface transportation and 
providing adequate parking facilities for those buyers 
who wish to call in person. 

According to William A. Force, III, president of the 
company, the new building will house the Force mid- 
west offices and in addition will provide showroom 
and warehouse space. 


dy iii 
ANNOUNCE NEW MAKEUP OF SALES DIVISION 


Blanchard Brothers & Lane, New York, N. Y., have 
announced the makeup of the sales division as follows: 
Karl W. Koeniger, vice-president and general sales 
manager; N. C. Foss, Detroit automotive sales man- 
ager; George J. Belzel, who formerly covered the New 
York furniture trade, furniture sales manager; H. A. 
Astlett Company, New York, N. Y., export sales; and 
Miss I. R. McCormick, executive assistant. 


JOHN LORENZ HOLDS FORMAL STORE OPENING 


John Lorenz, office equipment industry specialist of 
Jackson, Miss., held a formal opening of his business 
in the new Lorenz Building, 514 East Amite Street, on 
January 7. On this date he also observed the anniver- 
sary of his twenty-fifth year in business in Jackson 
and Mississippi. 

Indicating his strong faith in the post-war indus- 
trial future of Hinds County and Mississippi, Mr. 
Lorenz built his modern business house despite many 
problems of materials and labor. 

In addition to the Lorenz business, the building, a 
$31,500 structure, houses the Dixie Rubber Stamp and 
Seal Company, and offices of the State Health Depart- 
ment, tuberculosis control work, and Cancer Control 
Society. 

The front of the modern Lorenz Building is of mo- 
nolithic concrete, the balance constructed ef concrete 
blocks. Ample display windows on both the ground 
and second floor are designed in modern style. Two 
offices, one of them for the Marchant agency, occupy 
the entire ground floor of the building, which is 43 by 
75 feet in size. There are 14 offices on the second 
floor. 

Mr. Lorenz is agent for the Soundscriber and for 
the Marchant Calculating Machine Company. Both 
sales and service are provided for Marchant. E. G. 
Penfield is in charge of the modern service depart- 
ment, assisted by Roland Gates 
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JOHN LORENZ OPENS NEW BUILDING 
Top—Front view of the new John Lorenz office equipment, 
building at East Amite Street, Jackson, Miss. : 
Second—Private office of the manager. Seated at the desk 
is John Lorenz, proprietor, who is discussing 1946 sales plans 
with Robert E. Berry, a Marchant sales representative who 

was discharged recently from the Army Air Forces. 
Third—A view of the front display room and secretary's 
desk (foreground). ; 
Bottom—A partial view of the modern service department — 
for office machines. In the foreground is E. G. Penfield, in © 
charge of service for the past 15 years. Roland Gates, 
assistant, is at the rear. 
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EVERY MODERN FILING NEED listed in 


the Amberg catalog. Ask for your copy. 


COMPANY 








ELMER KRUMWIEDE INCORPORATES FIRM 


Elmer Krumwiede has announced the incorporation 
of his business, manufacturers’ representatives to the 
office supply trade, at 320 South Jefferson Street, 





ELMER KRUMWIEDE E. J. WILLIAMSON 


Chicago. The company is now known as Elmer Krum- 
wiede and Associates, Inc. 

Officers are Elmer Krumwiede, president; Edward J. 
Williamson, vice-president; and Lois P. Robinson, sec- 
retary and treasurer. Other members of the field 
division are Verle W. Lee, Joseph Weiskopf and John 
Knox Robinson. 

The Chicago firm acts as representatives in the 12 
midwestern states for G. J. Aigner Company, Chicago; 
Service Products Company, Chicago; Pratt & Austin 
Company, Holyoke, Mass.; and Spencer Rubber Com- 
pany, Manchester, Conn. Certain items of these manu- 
facturers wil be carried for immediate shipment to 
the dealers from the Chicago warehouse, along with 





ae >| 


LOIS P. ROBINSON 





surplus items. Other items offered by Elmer Krum- 
wiede and Associates, Inc., under their own trade mark 
will be available from time to time as an added service 
to assist dealers. 


ee 


NAME MANAGER OF MARSHALLTOWN FIRM 

The Marshall Printing Company of Marshalltown, 
Iowa, has announcd the appointment of Nelson White- 
hill, formery advertising manager of the Fisher Gov- 
ernor Company, as manager of the Marshall Office 
Supply Company. 

In connection with the appointment, a general reor- 
ganization in the personnel of the Marshall Printing 
Company has taken place, according to Arthur O. 
Larson, president. Mr. Larson, who has just returned 
after three years service as a lieutenant in the Navy, 
will continue as president. Martin Noreen, acting gen- 
eral manager of both the store and print shop during 
the war, will continue as general manager and trea- 
surer and have full charge of the printing company. 
Mr. Whitehill will become secretary of the corporation 
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and act as manager of the office supply division 
George F. Thayer will continue as vice-president. 


According to present plans, more nationally-known 
lines of office equipment and supplies will be added, 
along with additional lines or equipment for plant pro- 
duction and shop requirements, such as steel shelving, 
bins, wood benches, and lockers. 

a ee ae 


BERGER APPOINTS S. P. FLENNIKEN, JR. 


The appointment of S. P. Flenniken, Jr., as manager 
of the office equipment sales for the Berger Manufac- 
turing Division, Republic Steel Corporation, Canton, 
Ohio, was announced recently by R. W. Helms, general 
manager of sales. 

Mr. Flenniken returns to Berger after serving as a 
lieutenant in the Naval Reserve. He served the staff 
of Vice-Admiral Hoover in San Diego, Calif., and also 
as administrative officer of Bombing Squadron 151. 

Mr. Flenniken started with Berger in 1937 as district 
representative at Harrisburg, Pa. In 1939, he was ap- 
pointed district manager of the Indianapolis branch, 
which he headed until January, 1942. In the same 











EVE 
S. P. FLENNIKEN, JR. 


year he took over the Chicago office as branch man- 
ager. 

Mr. Flenniken will handle the sales of filing equip- 
ment, storage cabinets, transfer cases, book shelf units 
and desks. He will make his home in Canton with 
his wife, who served for two years as a first lieutenant 
in the Marine Corps. 


BATTLE BLAZE IN IBM PLANT AT ROCHESTER 


Firemen fought a stubborn coal silo fire at the Inter- 
national Business Machines Corporation plant at 
Rochester, N. Y., for more than 15 hours recently. To 
get at the fire, the firemen, aided by a coal company 
conveyor and a crew of workers, had to remove more 
than 200 tons of coal. Then they came upon a thick 
bed of fused burning coke which had to be broken up 
in laborious extinguishing of the blaze. Company offi- 
cials said that the damage would not be extensive, the 
major loss being in the coal consumed.—GET. 


rs 


DICK GILL JOINS HARVEY FREEMAN FIRM 
Richard J. “Dick” Gill is now associated with him as 
a partner in operation of Harvey Freeman Office Sup- 
plies at 1236 American Avenue, Long Beach 2, Calif., 
it has been announced by Harvey Freeman. Mr. Gill is 
well known at Long Beach, having called on the trade 
there for the past 14 years prior to entering the service. 


Oe 


FRANK D. JONAS HEADS ST. LOUIS FACTORY 
Frank D. Jonas has been placed temporarily in 
charge of the St. Louis, Mo., branch factory of Oxford 
Filing Supply Company, Brooklyn, N. Y., to replace 
Ernest J. Blest, who has resigned. This announcement 
was made recently by the Brooklyn company. 
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PUBLISHERS OF 


RICHARD B. YEO, PRESIDENT MARGARET M. YEO, rReasuRerR 
CHARLES W. LUKENS, vICEe PRESIOCENT-SECRETARY DAVID H. HOWARD, ass. TREASURER 





STATIONERY - BLANK BOOKS - PRINTING ie 
LAW AND CONVEYANCING MOORE'S LOOSE LEAF 
1! NORTH THIRTEENTH STREET DEVICES 


719 WALNUT STREET 


PHILADELPHIA 


December 21, 1945 


Markwell Manufacturing Company, Inc. 
200 Hudson Street 
New York 13, N. Y. 


Gentlemen: 


We take great pleasure in returning herewith your 
Fair Trade Retail Sales Contract and wish to congratulate you 
on your instituting this Fair Trade practice with your 
merchandise. 


If our Industry is to prosper in the future Fair Trade 
is almost a must with the unfair price cutting competition which 
in most cases is only an entering wedge and really not a price 
policy of most houses. This type of competition will force all 
prices to a low mark and it will be impossible to conduct a 
business and pay wages which will attract capable personnel 
without some help from the manufacturers. 


We assure you that we are 100% in favor of this type 
of policy and will give you all the cooperation in our power. 


Please send us about 6 copies of your price lists for 
use in our two stores. 


With the compliments of the Season, we are, 
Very truly yours, 


YEO & LUKENS COMPANY 


Vice President~Secretary 
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. the profit-news you’ve waited for 















@ Shout it to the house tops. . 
. . . Globe-Wernicke’s world-famous steel office 
equipment is back. Right now—TODAY—Globe-Wernicke’s 
STEEL FILES are increasingly available " 


for your profit—your customers’ 


wwe Key ee 


satisfaction. 





GlobeArt Series 
“7000 Line” 


Now is the time to estab- 
lish yourself with this cele- 
brated line. Reconversion 
multiplies the need beyond 
the limits of imagination. 
Hundreds in your territory 
are live prospects for these 
Steel Files that are world- 
known as engineered for 
feather-touch opera- 
tion and lasting de- 
pendability. Start get- 
ting your share of this 
business NOW! We are 
proud to be able to place 
it in your reach. 











Globe-Wernicke § 





“SAFEGUARD" FILING SYSTEM 
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OH BOY! OH BOY! 
EVERY DAY 
MORE AND MORE! 


A QUARTER-MILLION 
ADS ARE TELLING IT TO 
PROSPECTS NOW! 


The G/W accelerated ad- Equipment News, Savings 
vertising program to the & Loan News, and Bur- 
consumer now includes roughs Clearing House—a 
Business Week, Geyer’s quarter-million readership 
Office Management & reaching the major portion 
Equipment, Industrial of YOUR local prospects. 


OY / NEW CIRCULAR 
Ki PY ...describing com- 
Ne plete "7000 Line” G/w Ee 


GlobeArt Series Steel Files! /_ 


They go together! Sell them together! 
G/W Steel Files and Safeguard Filing Plan 


A Typical When you sell one, urge the other. The combination 


Double- am 2 Se oer cag | | 
ee : means top satisfaction ... more repeats . . . easy, con- 


This One i rat “oe i 
is One in = me, e sistent, extra profits. 





Business Week 


Globe - Wernicke sterrin”™" 


Bookcases 
FILING EQUIPMENT AND SYSTEMS Stationers’ Supplies 
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NAVRAT FIRM IS OPENED AT EMPORIA, KANS. 

The Navrat Office Equipment Company, 504 Com- 
mercial Street, recently observed its grand opening at 
Emporia, Kans., under the ownership and manager- 
ship of Milton Navrat. This is a home-owned store 
purchasing direct from leading manufacturers and 
handling office supplies, office equipment, and business 
machines. 


Mr. Navrat entered the office supply business with 


NEW STORE AT EMPORIA, KANS.—These pictures were taken 
shortly after the grand opening of the Navrat Office Equip- 
ment Co. at Emporia, Kans. Top: A window display featur- 
ing Carter's inks and other office supplies. Center: A typical 
display of loose leaf systems. Bottom: Stationery and office 
supplies at left and office furniture along the right wall. 


Hutch-Line, Inc., Hutchinson, Kans., in 1926 as treas- 
urer of the company. In 1936 he was appointed gen- 
eral manager of the office supply department and in 
1944 was ‘elected secretary-treasurer. During his 19 
years’ service, Mr. Navrat acquired a considerable 
amount of Hutch-Line, Inc., stock which was pur- 
chased by Lee B. Hausam, who has succeeded his 
father, the late George Hausam, as president of the 
company. 

Although the two concerns will be separately owned 
and operated, they have, with the co-operation of 
eastern manufacturers, attained purchasing connec- 
tions which will place consumer prices on a level with 
those generally prevailing in larger cities. 

Territory salesmen working out of Navrat Office 
Equipment Company in Emporia and Hutch-Line, Inc., 
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in Hutchinson, Kans., will serve most of Kansas and 
the adjoining territory. 

Personnel of the Navrat store besides Mr. Navrat 
includes Irene Navrat, R. D. Britton, J. L. Burkey, 
H. Maloney, and Katherine Taylor. 


=e 
FRANK MASHEK ANNOUNCES APPOINTMENTS 


R. W. Heck, sales manager of Frank Mashek & Com- 
pany, Chicago, has announced the appointment of a 
number of men to an expanded sales force. Complete 
coverage of the entire United States will now be pos- 
sible with the addition of William Baker, Don R. 
Hershberger, David S. Agnew, David C. Neuhaus and 
Charles H. Greenlee. 

Assigned to New York City, Connecticut, Massachu- 
setts, New Hampshire, Vermont, Maine and Rhode 
Island is William Baker. He will be in charge of the 
new office located at 1270 Broadway. This office will 
possess’ adequate display space where the Frank 
Mashek line can be seen at all times. 

Don R. Hershberger, recently released from the 
service, where he was a captain in the coast artillery, 
will represent Mashek in Mississippi, Alabama, Georgia, 
Florida, North Carolina, South Carolina and Tennessee. 
He resides in Fairhope, Ala., his address being P.O. 
Box 188. 

David S. Agnew, who has a background of 20 years’ 
experience in the office appliance industry, is assigned 
to Michigan, Ohio, Indiana, and Kentucky. He will 
make his headquarters, when in Chicago, at the plant 
now located at 1914 Milwaukee Avenue. 

David C. Neuhaus is appointed representative in 
Nebraska, Kansas, Missouri and Iowa. He has had con- 
siderable experience in stationery, as well as the 
luggage and leather goods industry. His residence is 
12 West 70th Street, Kansas City, Mo. 

Experienced in both the luggage and leather goods 
industry and a former representative of the Mark 
Cross Company, Charles H. Greenlee is assigned to 
New York state (except New York City), Pennsylvania, 
New Jersey, Delaware, Maryland, Washington, D. C., 
West Virginia and Virginia. He resides in New York, 
N. Y., at 37 Madison Avenue. 


—— 9 


ED COOPER BECOMES A RETAIL STATIONER 


H. E. “Ed” Cooper, widely known in the loose leaf 
field because of his long connections with the old 
Irving-Pitt Company, the Boorum & Pease Company, 
and the McMillan Book Company, has moved his home 
from Minneapolis, Minn., to Oakland, Calif. He has 
purchased an interest in the retail business, Asso- 
ciated Stationery, Inc., at 422 Fifteenth Street, Oak- 





H. E. COOPER 


land. The move is he culmination of a long cherished 
plan to “get off the road.” Ed has been a member of 
the Northwest Travelers Club for a long time and is 
one of the elect company of past presidents of that 
organization. 
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Stebco will gear to production of luggage designed to match Stebco brief 
cases—just as soon as Stebco quality materials are availcble in quantity. Think what this means: new 
promotional punch for your advertising, new selling hooks for your salesmen. The prestige of the Stebco name on’ 


brief cases is a nation-wide introduction to assure the success of 


STEBCO LUGGAGE TO MATCH STEBCO BRIEF CASES, 
i 


SINCE 1918 





STEIN BROS. MFG. CO. + 4242 WEST FILLMORE + CHICAGO 24, ILLINOIS 
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ELECTROMATIC 
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IBM ANNOUNCES 


the 1946 Electromatic Typewriter, 
which produces letters of distin- 
cuished appearance, with a mini- 
mum of physical effort on the part 
of the operator. 

It is now on display in IBM 
offices in all principal cities 
throughout the country. We will 
be glad to furnish you with full 


information upon request. 


INTERNATIONAL BUSINESS MACHINES CORPORATION 


World Headquarters Building, New York 22, N. Y. 


(| TYPEWRITER 
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Modern! New! Plastic! 





DESK TRAY 


ASCO Moldmaster "Rotarian" plastic (phenolic) letter tray is engineered 


to provide greater working space on the busy executive's desk. 


An ingenuous rotary-swivel principle is employed making all working 
papers instantly available and accessible. The top tray is removable 


and can be used for any out—office routine. 


Modern business requires modern office equipment. The ASCO Mold- 


master "Rotarian'’ desk tray is modern in every respect. 


pbrt Ste Sales Corporation 


300 EAST 145TH STREET * NEW YORK 51, N.Y. 
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Swivels! Swings! Removable! 
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DESK TRAY 


The ASCO Moldmaster "Rotarian" desk tray will accommodate letter and legal 
size correspondence and papers. 

The "Rotarian" is made of plastic (phenolic) and its rotary-swivel action doubles the 
work of ordinary trays. 

The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is finished in a soft, pleasing walnut color to harmonize 
with office surroundings. 

It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 

Modern business requires modern office equipment. The ASCO Moldmaster "Ro- 
tarian" desk tray is modern in every respect. 





, Carton List 

Item Width Depth Hght. Shipping Wt. Price 

"Rotarian" * : 9 ia $4.95 
Desk Tray 8% 13/4 2 5 Ibs. per set* 


*Set is comprised of two trays, post and bracket. 


ryort Steel Sales Corporatiou 





300 EAST 145TH STREET ’ Le 00). a) a Pe 
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M. 8S. BANDOLI RESIGNS FROM VICTOR 


M. 8. Bandoli, vice-president in charge of distribu- 
tion for the Victor Adding Machine Company, has 
announced his resignation as vice-president of that 
company, two subsidiary companies and as a director 
of the parent company, effective Monday, January 21. 
Mr. Bandoli’s resignation came as no surprise to his 




















M. S. BANDOLI 


associates and staff for he had planned this move for 
some time to culminate with the close of business for 
1945. 

While his plans are not announced, it is understood 
that Mr. Bandoli is considering a number of offers of 
top management responsibility in the office equipment 
and other industries. He is also considering starting 
a new firm with offices in Chicago. He is one of the 
partners in the Bandoli-McIntyre Company, household 
distributors located in Los Angeles, Calif. 

Mr. Bandoli came to Victor as general sales man- 
ager in 1940 to reorganize the distribution system. This 
was accomplished through a two-year period which 
raised the company from an obscure position in the 
industry to one of the leaders in the office machine 
field. Because of this outstanding accomplishment, 
the stockholders placed Mr. Bandoli on the board of 
directors and subsequently promoted him to the office 
of vice-president. 

During the war he played an important role in or- 
ganizing the company’s manufacturing to handle 
Victor’s wartime assignment, the mass production of 
the famous Norden bombsight on a prime contract for 
the United States Army Air Forces. 

Prior to his association with Victor, Mr. Bandoli 
served for nine years as general sales manager of the 
Kelvinator refrigeration division of the Nash-Kel- 
vinator Corporation. 

For years, and especially during the war, Mr. Ban- 
doli championed the cause of the salesman and his 
place in America’s post-war national economy. He 
filled many speaking engagements and wrote several 
articles for publication on this subject. 


S. E. NEWTON RETIRES AS PRESIDENT 


The retirement of St. Elmo Newton as president of 
S. C. Toof and Company, Memphis, Tenn., and his elec- 
tion to chairmanship of the board has been announced. 
Toof Brown, grandson of the founder, has been named 
president by the directors of the Memphis company. 

Mr. Newton, who was 78 in January, has been presi- 
dent of S. C. Toof and Company, Memphis’ oldest and 
largest office equipment, stationery and printing firm, 
since 1923. 


After serving the Toof organization for 59 years, Mr. 
Newton found retirement necessary because of the 
status of his health. He served as head of the Memphis 
Printers Association for ten years and president of the 
Lithographers Co-operative Association for 14 years. 

The new president, Toof Brown, a native of Mem- 
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phis, started with S. C. Toof and Company in 1914. 
For 23 years he has been vice-president. He served as 
an officer in World War I and is past president of 
Southern Graphic Arts Association and a former vice- 
president of the United Typothetae of America. 


Re-elected by S. C. Toof and Company are R. Bates | 


Brown, St. Elmo Newton, Jr., and R. Rel Hughes, vice- 
presidents; W. E. Wilson, treasurer; J. O. Bratton, sec- 
retary; and George Lee Newton, manager of produc- 
tion. They will carry on the record of 81 years of 
unbroken service for the Memphis firm, which was 
founded in 1864.—CG. 


an 
IBM PROMOTES THOMAS J. WATSON, JR. 
International Business Machines Corporation re- 


cently announced the promotion of Thomas J. Watson, | 


Jr., to the position of assistant to the executive vice- 
president, with headquarters in New York, N. Y. He 
recently returned from more than five years of service 
with the U. S. Army Air Forces, with the final rank 
of lieutenant colonel and senior pilot. 

Mr. Watson joined IBM in 1937 after his graduation 
from Brown University, and was a senior sales repre- 
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sentative in 1940, when he enlisted as a private in the | 
102nd Observation Squadron of the New York National © 
Guard. He received the Air Medal for participation | 





~ 





THOMAS J. WATSON, JR. 


in a flight from Washington to Yakutsk, Siberia, on 


an important military mission to Russia. He also was 
presented with the Commendation Ribbon for meri- 
torious service rendered the Office of the Air Inspec- 
tor, Headquarters of Army Air Forces, Washington. 
His service covers the American, European, Asiatic- 
Pacific and Philippine theaters. 


MILWAUKEE FIRM ANTICIPATES 1946 GAINS 


Excellent prospects for business gains in this new 
year are foreseen by the Rex-O-Graph, Inc., Milwaukee, 
Wis., for more than 13 years manufacturers of spirit 
duplicating equipment and supplies. 


“We sincerely feel that the coming months will be | 
the best in our company’s history,” stated Charles | 


Bartlett, treasurer of the company. “We do not have 
a conversion problem and on January 1 our employ- 
ment was 100 per cent more than it was before the 
war. And we expect to increase this by as much as 50 
per cent during 1946. Four of our employees in the 
armed services have now returned to work, and we 
expect to welcome back four more during the coming 
year. 
—_—_— —___. 

ROCHESTER FIRM BEGINS TRAINING PROGRAM 


The Cooper Adding Machine Company, Rochester, 
N. Y., has inaugurated an on-the-job training program 
for war veterans in conjunction with the New York 
State Department of Labor. The company will train 
machine service men.—GET. 
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» “| COMMAND THEE TO BUY ME~2 ( No—it host come quite te 


A SET OF 


thet—but do you know an 
employer today who would 
not buy his secretary a set 
of rubber typewriter keys to 
keep her happy? 


And PEERLESS 
TUCHTYPE KEYS 


do keep her happy 
because— 








They prevent fingernail 
T breaking 


They help her turn out 
faster, neater, cleaner 
letters 








. 








“ee Be Ylews FOR YOU IS THAT 


AMERICA’S BEST KNOWN RUBBER KEYS ARE BACK AGAIN! 


After a four-year key famine, every office and that is no exaggeration! Incidentally, 
in America is a potential sale. Secretaries PEERLESS Cushion Typewriter Keys are also 
need them—want them. The demand is available. So write—or better, phone o 
colossal and if you neglect this opportunity wire your order today 


you are tossing away a small fortune— 


To Veterans 


AND OTHERS ABOUT TO @ 


GO INTO BUSINESS 


You want to go into the carbon 
business—but you are worried 
about getting started. About 
stock, credit and franchise pro- 
tection with a nationally 
known and accepted line. 
PEERLESS IMPERIAL will help 
you as it has helped many 
others. Write fully about your 
plans and problems. We will 
do the rest—gladly. 


. // pet les 
| \ GAO 



















AL CO., INc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 


OFFICE APPLIANCES, February, 1946 81 














REDECORATING? 


The design of your office is important to the success of your daily business procedure. 
Paneling and wood design adds to the beauty and dignity of your office. Today, the New 


England Woodworking Company is prepared to work with you in the development of a 


distinctive office design. We have, for many years, designed and decorated private offices, 
' 

libraries, laboratories. and other special features for schools. offices. and public buildings. 
We manufacture special equipment and cabinet work from architects’ drawings 

and specifications, or we will gladly submit drawings prepared by our designers. ; 


We will accept projects anywhere in the United States. WRITE US TODAY! 





ee 


Mew England Woodworking. Co. 


512 East 137th Street New York 54, New York 4 


eititieanll 
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NORTHWEST TRAVELERS CLUB NOTES 





Merrill Hasty, Correspondent 





Sherm Read of the St. Paul Book & Stationery Com- 
pany is ill at home and has been confined there for 
some time. A line of chatter is always welcome when 
one is shut in. Send him a greeting at 3937 38th 
Avenue South, Minneapolis, Minn. 


* * * 


Office Specialties, Grand Forks, N. Dak., had a nar- 
row escape when fire broke out in an adjoining build- 
ing. When the alarm was sounded, a transfer company 
was called and the furniture and accessories were re- 
moved as a precautionary measure. Smoke and water 
caused the greatest damage. The fire occurred while 
Jim Gaffaney was having his grand opening of the 
beautiful new Gaffaney’s Minot Stationery Company. 
Fred Pearson, the Grand Forks manager, was at this 
affair when the fire occurred. 


n * * 


Jack Tierney of Miller-Davis Company, Minneapolis, 
Minn., is one of those happy fathers. His son, Jack, 
was discharged in time to be home for Christmas. 

* a e 


Something new has been added at Redwood Falls, 
Minn. Ray J. Clark is opening an office supply store 
to be known as Clark Office Supply. Salesmen are 
more than welcome. 

cd © - 

Ray Hammond of National Blank Book Company 
was seen enjoying his first trip of the new year around 
the Twin Cities. 

” * o 

Matt Dillon of Associated Stationers made a plane 

trip from Chicago to Minot, N. Dak., where he attended 


the grand opening of Gaffaney’s Minot Stationery’ 


Company. Other Northwest travelers who helped make 
Jim Gaffaney’s show a huge success were Guy Boyd, 
Shaw-Walker Company; Harry Bergquist, Boorum & 
Pease Company; Melvin Sowell, Columbia Ribbon & 
Carbon Manufacturing Company; Bob Valleau, Mil- 
waukee Chair Company and The Leopold Company; 
Al Nordstrom, Smead Manufacturing Company, Inc.; 
Arnold Berglund, Joseph Dixon Crucible Company; and 
Merrill Hasty, Sengbusch Self-Closing Inkstand Com- 
pany. I must say that Don More played host to all the 
travelers in his usual fine fashion. 
* * ¥ 


Bob Kuhn has joined the staff of Gaffaney’s and 
Shipley Company at Bismarck, N. Dak. He was for- 
merly with Hoskins-Meyers of Bismarck. It is wise to 
know Bob, as he is in the order-giving department. 
Work is now a relaxation to Bob, who has just re- 


turned from the armed services. 
* : oa 


L. E. Becktold has joined the Knight Printing Com- 
pany, following the death of our old friend Carl Hertig. 
Mr. Becktold was with The Bismarck for many years. 


* * x 


We all know that Jim Gaffaney has a large staff of 
civilians in his employ at the many branches of his 
organization but did you know that he is commander 
of his own army? His daughter, Beth, and four sons, 
Dick, Bob, Jim and Paul were all in service. Paul is 
the only one who has not returned. to civilian life. 

* + * 


Gus Martin has opened a new firm under the name 
of N. & S. Sales Company, 5 South 11th Street, Fort 
Dodge, Iowa. Gus, as you remember, was formerly with 
Storey-Kenworthy, Des Moines, Iowa, and also Shan- 
non Company and Messenger Printing Company of 
Fort Dodge. 

* * - 

Bob Frakes, son of Mr. and Mrs. Arthur Bergstrom, 

is doing an outstanding job as an outside salesman 
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OFFICE MACHINE 


LEALERS 


YOU CAN HELP 
OFFICE MANAGERS 


To save valuable time and 
expense by checking their type- 
writer platens. Shis could be the 
cause of their imperfect letters 
and the blurred copies that make 
filing a nightmare. They may 
be having paper feed or paper 


slipping iouble becasies of old, 
pitted glossy platens. Suggest a 


TRUE -MARK 
“MASTERITE” 
PLATEN 


of the correct density asa remedy. 


MASTERITE 





Ames Supply Company 


564 W. Randolph St., Chicago 6 











37 Murray St. 583 Market St., 
New York 7 AGENCIES San Francisco 5 
IN 
19131 Commerce St.,] PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 
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TYPE CLEANER 





Ge ON THE MARKET! 


Attractively bottled in 4 ond 








are 


x Dissolves dirt and ink instantly. 
Cleans both type and rubber stamps the 
quick, easy, clean way. Keeps office 
machines in good writing condition 
with minimum of time and trouble. Safe 
and non-inflammable. Will not stain 
hands or clothing. 

Effectively packaged, SOLVENE 
makes a fine display—sells itself on sheer 
quality and merit. Stock SOLVENE— 
the choice of stenographers everywhere 
—and watch sales jump. 

Ask your Sanford salesman about 
SOLVENE-—the best-remembered name 
in type cleaners. 


SANFORD 


INK COMPANY 


Chicago 7 
New York 12 


10 ounce sizes with dauber. 


s ‘ eet Solvene Refills in 4, 8, 16 
ry . 
‘ | ais 
e Bains, 


and 32 ounce bottles. 

































for Perkins Brothers in Sioux City, Iowa. Bob was a 
fighter pilot of a P-38 during the war and was a pris- 
oner of war in Germany after being shot down in 
Belgium. When the Americans overran Germany, he 
was liberated. 

* * * 

Bob Dollaman is now enjoying himself at The Bina 
Office Supply, Grand Forks, N. Dak. He was formerly 
with the Globe Gazette, Wahpeton, N. Dak. 

+ * * 

J. S. Parrott, president of Matt Parrott & Sons Com- 
pany, one of the oldest office supply houses in Iowa, 
has purchased the business of the Waterloo Office 
Supply Company from Kirk Gross. A new downtown 
retail store carrying a complete line of office supplies, 
office furniture and equipment will be opened in the 
very near future. 

. s * 

Bart Dahlberg is back at the Midland Stationery in 
Minneapolis again after being out of for more than 
one year because of illness. He will work only part 
time until spring weather arrives. 

* * * 

J. H. Pierson and Cy Clute of Pierson Stationery and 
Gifts, Minot, N. Dak., were visiting and buying in and 
around the Twin Cities. The welcoming committee had 
a luncheon for them at the Covered Wagon. 


———7 = -—_—_— 
PALLEY BROTHERS, INC., OPEN FOR BUSINESS 


A new office equipment supply company was opened 
at 69 Mechanic Street, Worcester 8, Mass., on January 
16 by Palley Brothers, Inc. Samuel and Abraham Pal- 
ley, associated in this new firm, are no newcomers to 
the industry. Samuel Palley has been in the field for 
24 years, covering Worcester County for 15 years as an 
outside salesman. His brother, Abraham, has spent 17 


- years in the business and for ten years has been a 


store manager handling such duties as purchasing, 
selling equipment and supplies, and store layout. 

The Palley Brothers, Inc., store has an area of 5,000 
square feet and as soon as certain walls are torn down 
will have 2,000 more square feet devoted exclusively 
to the display of office equipment and office furniture. 





ae 


VETERAN ADRIAN, MICH., BOOK STORE SOLD 


The C. C. Fisher Book Store, established in Adrian, 
Mich., 52 years ago, has been sold to Mrs. Thelma 
Swigart, it was recently announced.—AK. 





VICTOR SALES SCHOOL—Attending the Victor Visible 
sales school conducted by Victor Safe & Equipment Co., 
Inc., North Tonawanda, N. Y., January 7-11 at the Hotel 
Lenox in Buffalo, N. Y. are (left to right): First row—William 
A. Robertson, Hampton Roads Paper Co., Norfolk, Va.; A. 
Joseph Tofani, Standard Office Supply Co., Hartford, Conn.: 
Frederick P. Lanahan, C. W. Lewis, Albany, N. Y.; second 
row—Thomas E. Keating, Standard Office Machines Co., 
Auburn, N. Y.; Vernon R. Evans, Vernon R. Evans Co., Utica, 
N. Y.; Philip A. Hebert, Davis and Nye. Inc., Waterbury, 
Conn.; third row—E. A. MacKinnon, Standard Office Supply 
Co., Hartford, Conn.; H. W. Barnes, Victor: and W. J. Seibold. 
Heinrich Seibold Stationery Co., Rochester, N. Y. 
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1015 JAY ST. ROCHESTER 3,N. Y. 
“Foremost for More Than Sixty-five Years” 
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No. 6605 T—UPHOLSTERED POSTURE 
CHAIR with Tufted Back. 

A beautiful new addition to the Wells 

line. Deep upholstered seat and back 

with high grade leatherette 

covering. Colors: Tan and $41 00 

Brown. Finish: Walnut, 

Mahogany. Shipping weight Ea. List F.0.B. 

33 Ibs. Chicago 
—_—_—> 





No. 6605 P—UPHOLSTERED POSTURE 
CHAIR with Plain Back. 


Another new Wells chair that sparkles. 
Deep upholstered seat and back with 
high grade leatherette cov- 

ering. Colors: Tan and $4900 
Brown. Finish: Walnut, 

Mahogany. Shipping weight a. List F.0.B. 
33 Ibs. Chicago 





No. 3608—EXECUTIVE SWIVEL ARM CHAIR. 
Upholstered seat and back with high grade leather- 


ette covering. Colors: Tan, Green, $6 90° 
Red and Brown. Shipping weight Pig On 
38 Ibs. Finish: Oak and Walnut. — 





No. 3610—COMPANION CHAIR TO MATCH. 


Upholstered seat and back with high grade ~~ 
ette covering. Colors: Tan, Green, & 5 Qo” 





Red and Brown. Finish: Oak and Eo. List F.O8 
Walnut. Shipping weight 30 Ibs. Chicago 
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y. Boost Your Chair Sales / | 
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WELLS OFFICE CHAIRS 
Nationally Acclaimed 


\ complete line of chairs to fill every office 
requirement. Made from selected north- 
ern grown birch. Finish: Oak and Walnut. 
Every Wells chair is built to satisfy the 
most critical buyer. 













A 
No. 3600—SWIVEL ARM- 
CHAIR. 

Deep comfortable saddle seat 
with boxed construction. 
Made from selected northern 
oe Finish: Oak 
and alnut. 
Shipping $2 g °° 


weight 34 gq List F.o.B. 
lbs. Chicago 


















———-- —> 

No. 3605 — POSTURE 
CHAIR. 

An outstanding chair for 
those that “sit and serve”. 
Made from selected northern 
grown — Finish: Oak 
and Walnut. 
Shipping $2.67° 


weight 32 ge, tist F.0.B. 
Ibs. Chicago 






SORES Fr me oe 
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No. 3602—SWIVEL CHAIR 
' —ARMLESS. 

' " Comfortable saddle seat. 
' Made from selected northern 
— Finish: Oak 
an alnut. ‘ 
Shipping $2240 & 


weight 30 gq List F.0.B. 
Tbs. Chicago 


<_< 

No. 3604—UPHOLSTERED 
POSTURE CHAIR. 

Upholstered seat and back 

with high grade leatherette 

covering. Colors: Tan, 

Brown, Green and Red. Fin- 


ish: Oak and 
Walnut. Ship- $2 g00 


ping weight eq List F.0.B. 


— 





29 Ibs. Chicago 
>rCH. 
leather} 
oO” 2 a 
ist F.0.8 OFFICE FURNITURE COM PANY 
\icago 
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GREAT LAKES TRAVELERS CLUB NOTES 





Note—In the story of the election of officers in the 
January issue, Tom Gillice, Rockwell-Barnes Company, 
was listed as second vice-president. It isn’t so, friends, 
it isn’t so. Ben Powell, A. W. Faber, Inc., was elected 
to that office. We apologize both to Ben and to Tom. 


* * * 


Welcome visitors at the Friday luncheon on January 
18 were Captain Clint Cooper, returning to civilian life 
as a salesman for the Sengbusch S-C Inkstand Com- 
pany, after four years in the Army; Hugh Reeves, Jac- 
quin & Company, Peoria, Ill.; George Huber, Boorum & 
Pease Company; Dug Show, Lyon Metal Products, Inc.; 
and Stan Golan, American Pad & Paper Company. 

1 * * ' 

On the assumption that summer would come even- 
tually, rresident Gordon Kickels appointed the follow- 
Ing golf committee: George Tapner, Industrial Tape 
Corporation, chairman; George Weggant, Engineering 
Sales Company; Russ Ragan, American Pad & Paper 
Company; Ray Eichenlaub, Service Steel Products 
Company; Harry Balch, Quality Park Envelope Com- 


pany. 





* * x 





New members admitted to the club at the monthly 
business meeting held January 25 were as follows: 
| George H. Huber, Boorum & Pease Company; C. B. 

Horr, Associated Stationers Supply Company; Dugald 
| A. Shaw, Lyon Metal Products, Inc.; W.- Brewster : 
Towne, National Blank Book Company; Herbert 
| Fauser, Engineering Manufacturing Company; Peyton 
Barkley, C. L. Barkley & Company; R. A. Maish, Jr., 
Dennison Manufacturing Company; John K. Robinson, 
Elmer Krumwiede & Associates, Inc.; William G. Lash- 
brook, Esterbrook Pen Company. i 


Visitors at the January 25 meeting were Charlie 
Ramsey, Ever Ready Calendar Manufacturing Com- { 
pany; Warren Spitzer, Spitzer’s Office Furniture House, i 
Chicago; R. A. Maish, Jr., Dennison Manufacturing 
Company, recently transferred to Chicago; Gene De a 


Kieffer, formerly with Weber Costello Company. Gene, fi 
W A i ASH FO LLO W-\J p who was released from the Navy after four years of ' 
service with the rank of commander, thanked the D 


members of the club for the cards and gifts sent him ' oO 


while he was in service. He told about some of his b 
activities during the war, referring particularly to the i 0 
situation in the Philippines. The Japanese method, he 

commented, was to go through all business offices in ” 
captured territories, take all the office machines and a 


equipment and send them to Japan. Manila is now 
without office utilities except those machines and sup- 
HERE'S a correct and approved plies taken in by the U. S. Army. Gene is now taking 


a .* i ee? ee eee a a i ee 





Follow-Up System . .. complete with Guides, a four months’ vacation, the first letup he has had 
Folders, Out Guides, Out Slips, Cross Refer- in four years. 

ence Sheets, and full instructions ...all ready At the suggestion of Wes Montpas, Victor Safe & 
to drop in a drawer. An effective follow-up is Equipment Company, it was voted to spend $50 for 
a "must" in every successful business office. subscriptions to current magazines for wounded 
The Wabash Follow-Up automatically brings soldiers in the Vaughan General Hospital, Hines, Il. 
to mind important matters and helps build As a supplementary activity members were urged to 


bring recent magazines which they had read to the 
easy to follow up quotations or requests for Friday luncheons. President Kickels undertook to 


information. Display and demonstrate this transport them to the hospital each week. 

packaged system and you'll sell it. Write for A final action before adjournment was approval of a 
details now. motion to sponsor a House of Friendship at the NSA 
Sixth District meeting in the Congress Hotel, Chicago, 
April 15 and 16. 


good-will and increase sales by making it 





* * * 


Three out-of-town dealers graced the meeting on 
February 1—George King, Office Engineers, Inc., South 
Bend, Ind. (George was recently released from the 
Navy); Sam Plant, Western Bank & Office Supply 

| Company, Oklahoma City, Okla., and Earl Hodge, Gary 





| Office Equipment Company, Gary, Ind. This 
It was reported that Al Baugher, The Carter’s Ink oats 
| Company, had been at home for ten days struggling help 
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BUILDING BIGGER SALES 


by Winning Permanent Customers 





This is the third of a series of articles on various aspects of merchandising and selling, pre- 
sented by Eversharp, Inc., as a service to stationers. ee expressed in these articles are 





those of the authors, and do not necessarily reflect policies and opinions of Eversharp, Inc. 


A sins ata 
HE best way we have found to build bigger sales is 
to win more and more. permanent customers. 


While we naturally stress quality, we're more con- 
cerned with selling each customer the product that will 
best do the job. 


For example—if a customer needs a notebook to hold 
receiving reports, we naturally won't try to sell him a 
fancy hand-tooled leather binder. But on the other 
hand, if he wants a handsome present for a business 
associate or a particularly good customer, we'll do our 
best to sell him an expensive gold fountain pen, or some 
other really fine article that he'll be proud to give. The 
way we win and hold customers is by giving them the 
right merchandise for each job. We believe that it pays 
more in the long run to have a customer’s trust and re- 
spect—and hence his permanent business, than to have 
him feel he’s been sold a bill of goods by an over- 
eager salesman. 


In training a salesman, the points I have already made 
are thoroughly emphasized. Complete stationery service 
for large customers is the backbone of our business. . . 
but we don’t forget that any customer who walks into 
our store is a potential permanent customer, and must 
be treated accordingly. Every customer must be sold 
on our service, general helpfulness, and integrity. Only 
when you have the customer's confidence will you have 
a permanent, satisfied customer. And only by constantly 





is shown some fine 


This customer 


having just bought an Eversharp 
writing paper at the next counter. Careful arrangement of departments 


helps in making related sales! 
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adding more customers like this can one’s business 
grow and prosper. 


To increase his efficiency, and speed up sales, each 
salesman is given a complete, tab-indexed price book, 
containing description and price of everything we carry. 
He must familiarize himself with this as much as pos- 
sible. Convenient in size, and easy to read, this price 
book is always with each salesman, whether he works 
in or out of the store. No matter what a customer asks 
for, the salesman can give complete information and 
prices in a few seconds. 


We ask each salesman to familiarize himself with 
the general stock so that he can suggest a related item 
to every customer, no matter what the customer asks 
for. For instance, he must know enough about the stock 
to suggest index tabs when he sells ring binders, sta- 
tionery when he sells fountain pens, ete. ° 


While in general we stick to related items in building 
up a sale, our salesmen don't hesitate to suggest a 
completely different type of merchandise if he thinks 
the customer would be interested. For instance, we re- 
cently got a fairly large stock of $1.50 Eversharp Re- 
peater Pencils, which have been generally unavailable 
for three years. Salesmen are mentioning these to all 
good customers—and needless to say, they have no 
trouble in making sales! 


Our 


Whenever we get in an interesting new item, or have 
a customer complaint or bouquet to pass on, or a price 
change, or any other such miscellaneous information to 
pass on to sales personnel, we distribute a new edition 
of our “Educational Bulletin”. I started this about ten 
years ago—dictating the items as they come up. On an 
average of twice a week—the sheets are mimeographed 
and distributed to all sales personnel. It helps to keep 
the “personal touch” in a large organization—and keeps 
salespeople well-informed and on their toes. 


“*Educational Bulletin’’ 


While we are still short of help and hard pressed for 
materials, we're still planning for future expansion. But 
we do not expect any great changes in our fundamental 
selling policies. We will go on building our business on 
service. We'll show all customers the best merchandise 
we have, and tell them why it’s good. But above all, 
we'll make sure they go out of our store with a feeling 
that they bought the best merchandise obtainable for 
the job they want it for—and are glad they bought it 
from us. 
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Zag ®, RECORD STORAGE BOXES 






SOLD BY 


LEADING STATIONERS 


EVERYWHERE 





23 Standard Sizes 


STORAGE BINDERS 


20 Standard Stock Sizes 
Also, any size made to order 





STRING BINDERS 
Made to order any size 














: GREAT NAME- NATIO 


F 
OR MORE THAN A QUARTER — 





NALLY ADVERTISEp 





LEADING BEFORE THE WAR 
LEADING DURING THE WAR 
LEADING AFTER THE WAR, TOO 


BANKERS BOX COMPANY 


Established 1918 


536 SOUTH CLARK STREET... CHICAGO 5, ILLINOIS 
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with a case of pneumonia. That he is now well on 
the road to recovery is pleasant news. 

President Kickels appointed the following committee | 
to handle the House of Friendship at the Sixth Dis- 
trict meeting April 15 and 16: Tom Gillice, Rockwell- | 
Barnes Company, chairman; Ray Eichenlaub, Service | 
Steel Products Company; Benny Allen, American Lead | 
Pencil Company; and Bill Cox, The Carter’s Ink | 
Company. 

Being a forward looking young man, President 
Kickels also appointed a golf committee to arrange 
the second tournament of the summer, scheduled for 
August. Following are the members: Hy Linden, Ace 
Fastener Corporation, chairman; Stu Winslow, Whit- 
ing Paper Company; Ed McKenna, Charvos Company; 
Roscow Benge, Codo Manufacturing Company; Jim 
Lynch, Browne-Morse Company; Harry Allen, Eaton 
Paper- Corporation; Dick Gingland, Esterbrook Pen 
Company, and Bill Fox, Stauder Engraving Company. 


_———— a oe 


H. C. DRAPER WITH ROYAL FOR 25 YEARS 
Vice-president M. V. Miller of the Royal Typewriter 
Company, Inc., recently presented H. C. “Doc” Draper, 
manager of sales policy and research, with a gold 





NATIUNAL 
ESA 





H. C. DRAPER 


watch symbolizing 25 years of continued service with 
the company. Mr. Miller spoke highly of Mr. Draper’s 
record with the company. 

———>- + —__- 


JOE D. HALE COMPANY ADDS TWO TO STAFF 

The Joe D. Hale Company, direct factory representa- 
tives at 742 South Hill Street, Los Angeles, Calif., has 
announced the appointment of two additional men, 
both war veterans. 

Robert Sweet of Providence, R. I., who was recently 
discharged from the Army Air Forces, will be located 
in southern California for the company. Dave MecMil- 
lin will travel the mountain states and be located in 
Denver, Colo. He is about to be discharged as a lieu- 
tenant, senior grade, from the Navy, and was with 
Joe D. Hale Company prior to going into the service. 

———7_—=-  —_—— 
MAC HARRELL RESIGNS FROM RATION BOARD 


Mac Harrell, branch manager of the Monroe Calcu- 
lating Machine Company, Inc., at Wichita, Kans., re- 
cently resigned his volunteer position as chairman of 
the Sedgwick County War Price and Rationing Board, 
effective as of January 1. Mr. Harrell had previously 
agreed to continue his wartime responsibility until 
such time as rationing was removed from the program. 
Upon his resignation, he received the thanks of H. O. 


——— o— te 
NATHAN A. KRISTT RESUMES HIS BUSINESS | 
Returning from military service, Nathan A. Kristt | 
has announced the resumption of his typewriter and 
office equipment business at 348 Broadway, Monticello, 
N. Y. The Kristt Typewriter Company holds the county 


agency for L. C. Smith & Corona Typewriters, Inc., | 


for sales and service. 
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Davis, district director of OPA, for “a job well done.” | 
MH. 


National's Series No. 44 is built for 
utility and designed for the general 
needs of modern business. It is char- 
acterized by square pedestals with- 
out sharp edges or corners, recessed 
center legs and National's famed 


flush construction. 


Like all National Desks, Series No. 44 
is authoritatively styled to conform 
to needs and practices of modern 


business and professional efficiency. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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Epon SPRINGS 

FROM THE'INSIDE’ 
SO PUT DURABILITY FILING SUPPLIES ON THE 
“INSIDE’’ FOR UTMOST FILING EFFICIENCY! 


Patent No. 2248355 and D 128118 


Every product, every article 
that's made has a function to 
perform. Some are destined to 
play lesser roles; some more im- 
portant ones. Take the case of 
filing supplies and the filing 
cabinet that contains them. We 
accept the file as an indispen- 
sable piece of equipment in 
every business office, yet with- 
out filing supplies, it serves no 
purpose. Durability Filing Sup- 
plies are designed to give the 
filing cabinet the greatest use- 
fulness. So put Durability Filing 
Supplies on the ‘‘inside'' for 
utmost filing efficiency. 











VERTICAL 
FILE FOLDERS 











VERTICAL 
FILE GUIDES 


’ 
# I. H/ 
Misrtu fi 


Nu pplre ‘ 


, 
alurers of Filing 


EFFERSON STREET CHICAGO 7. Ikh 
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| of Mr. and Mrs. David Rapport. 





CLOSE RACE IN CHICAGO STATIONERS’ LEAGUE 


Completion of the fourth month of bowling in the 
Chicago Stationers’ League at the Arena alleys found a 
pack of teams in a dogfight for the kegling honors, 
with a hot fight in prospect until the final pin is 
toppled next May. 

“Catch the Spartans,” captained by Warren Spitzer 
of Spitzer Office Furniture House, has become a league 
byword and the Wildcats, captained by Abe Kutok of 
Chandler’s in Evanston, Ill., were closest to accom- 
plishment of this feat, trailing by only two games. 

Next in line are the Wolverines, piloted by Clark 
Roland, Marshal Jackson Company; and the Trojans, 
led by Eldon Just of Just & Son. 

Winning three games in one evening by any of the 
teams is becoming more of a rare accomplishment as 
the underdogs continually rise up to add excellent 
scores to handicap figures. 

No one has been able to catch the smooth-working 
bowler, Roy Seaborg of Chandler’s, for individual high 
average. Roy is banging the pins at a 184-per-game 
stride and his handicap stands at only 13. His best 
game is a 235 figure. Right behind, however, is Tony 
Peters of Associated Stationers, who sports a 178 aver- 
age and the best individual game without handicap, 
266. In third place among the individuals, George 
Kuhfuss of Horder’s, Inc., has a 235 game and a 174 
average to his credit. 


9 ete 


SCHOOLEY’S ISSUES NOVEL TRADE FOLDER 

An interesting piece of trade literature, greeting 1946 
and proclaiming 1945 as a great year “behind us,” has 
been issued by the Schooley Printing and Stationery 


Company, 1434 Walnut Street, Kansas City 6, Mo. 


This year is proclaimed as one with a new challenge 
in a land of opportunity. Emphasis is placed on the 
victory won in the war and it is stated, “Lasting peace 


' can be ours only through continued preparedness 


against injustice, greedy power, foreign ideologies. Let 
us stand united—for America—for Americans—to meet 
the new challenge of 1946.” 

The folder promises more merchandise ahead and 
the printing advantages of Schooley’s are told. 


9 


COLUMBUS BOOK COMPANY BUYS BUILDING 

Long’s College Book Company, 1836 North High 
Street, Columbus, Ohio, has purchased a three-story 
brick building at 1824 North High Street, opposite the 
Ohio State University. Acquisition of the property, 
secured as an investment, gives Mr. Long a combined 
frontage of 170 feet on North High Street.—AK. 


——————>7—= —___ 


OFFER UARCO COMMON STOCK TO PUBLIC 

Investment bankers on January 17 offered 56,100 
common shares of UARCO, Inc., to the public. The 
company was originally organized as United Auto- 
graphic Register Company. (Chicago Daily News). 








“2S ete aS 


Mr. and Mrs. Herman D. Spak of the firm of Spak 
& Natovich, Chicago, have announced the marriage of 
their daughter, Isobel Spak, to Lawrence Lester Rap- 
port, formerly a captain in the U. S. Army and son 
The marriage vows 
were recited at the Drake Hotel, Chicago, on January 5. 


On Friday, January 18, at the South Shore Country 
Club, Chicago, Helen Barkley and Thom Treacy were 
married. Helen is the daughter of Peyton H. Barkley, 
C. L. Barkley & Company. She is also connected with 
the industry through her position as secretary to John 
Smythe, Geyers Topics, Chicago. 
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Amerwa’s Largest Fountain Pen Manufacturer 


Celebrates Its 





eh 

Golden Jubilee B 
This year we celebrate our fiftieth anniversary. cot 
It is a milestone we could not have reached i 


without the help of many loyal friends. Together we have 
seen, down the years, numerous pen developments, many 
of which were pioneered by this company —today America’s 


largest manufacturer of fountain pens. 


= 


WEAREVER 


FOUNTAIN PENS - MECHANICAL PENCILS + REFILL LEADS 


DAVID KAHN, INC., NORTH BERGEN, NEW JERSEY | 
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Remember Way Back When- 


It seems like a generation ago. — But it was | 
only January 1941 that this advertisement 
appeared in the Saturday Evening Post. 





© eR om re 


Although the New Low Desk was created by 
Shaw-Walker earlier, it was not available in 


our sixty-eight models until 1941. 





SHAW-WALKER CREATES THE 








ew Low Desk 





j 
Poa 


VRVVTERTETETT OT IITY 


Measure Your Desk 


HE very first time you sit down at this 

desk you’ll be amazed at the difference 
this 29-inch height makes. It isn’t a slight 
difference. It’s an enormous difference! You 
won’t be twisting all day long, trying to 
find a working position that fits you. You 
will sail through your business day... 
turning out more work than ever before. 


“Built Like a 
& Skyscraper” 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 


29 Inches High! 






Built of ivory-smooth steel and beautiful 
plastics, this new “low desk for comfort” 
will serve you a lifetime. And it costs no 
more. Three different models and many sizes. 
Try this new low desk at your Shaw-Walker 
dealer’s. You’ll get your first sample of 
real comfort in business. 





GHAW-WALKER 


Dealers and branches in 546 cities — executive offices, Muskegon, Michigan 











o4 


FACTORY AND HOME OFFICE 
MUSKEGON, MICHIGAN 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 


At a meeting of the 8th Region convention commit- 
tees of the stationers and the Midwest Travelers Club 
held at the Connor Hotel in Joplin, Mo., on January 
11, many of the details of program preparation, regis- 
tration, banquet plans and entertainment were dis- 
cussed and arranged. Governor Ted Warkentin was 
assisted in his planning by Lt. Gov. Roy Moreland and 
Vaughn Williams of Schooley Printing & Stationery 
Company, Paul S. Baird of George E. Baird & Son, 
Cliff Talty of Gallup Map & Stationery Company, all 
of Kansas City, Mo., Walter S. Guy of Arkansas 
Printing & Stationery Company, Little Rock, John 
Smith and Winnie White of Southwestern Stationery 
and Bank Supply of Ponca City, Okla., Bob Scott 
of the same firm, Lawton, Okla., Ralph Ketter of 
Southwestern’s Joplin store and Earl Scott of Bauman 
Office Equipment Company, Wichita, Kans. It was 
most unfortunate that Gerry Manning of Joplin Print- 
ing Company was confined at home, too ill to take 
part. However, his most able co-workers, Mark Farrar 
and Ernest Bricke, were on hand to lend their aid. 


The Midwest Travelers present to lend most welcome 
assistance to their governor were Austin Waterbury of 
The Carter’s Ink Company, Walter Kane of National 
Blank Book Company, Dan Consodine of Richard Best 
Pencil Company, R. C. Moore, Columbia Ribbon & Car- 
bon Company, Matt Dimmitt and Herb Johnson of 
Wilson Jones Co., Bill Bohart and Bill Pickering of 
Eberhard Faber Pencil Company, Bill Cromwell of 
Eaton Paper Company, George Wilkerson and Art 
Pfister of Smead Mfg. Company, Dan MacDougall, Sta- 
tioners Loose Leaf Company, Charlie Hick of Art Metal 
Construction Company, Gene Mitchell, manufacturers’ 
representative, Cuba White, F. S. Webster Company, 
and Verle Lee, G. J. Aigner Company. 

Many stationers, who previously attended these 
planning meetings and were invited to participate in 
this meeting, were unable to be present due to inven- 
tory time and the pressure of business at home, but 
were really missed by all present. The convention 
dates, as previously announced, remain March 29 and 
30 at the Muehlebach Hotel, Kansas City, Mo. 


* * * 


Ex-Sgt. Paul S. Baird went rabbit hunting December 
22 with two other pals from Kansas City, Mo. Reported 
results for Paul—seven empty shells, one poor little 
bunny. V. L. Scott and Hud Fox, his hunting com- 
panions, managed, however, to make the bag for the 
day a success. 





* * * 


Our hearty congratulations to Matt Parrott & Sons 
Company, of Waterloo, Iowa, friends of many 8th 
Region dealers and Midwest travelers, on the purchase 
of the Waterloo Office Supply Company from Kirk 
Gross. 

* & . 

Art Pfister, still one of Uncle Sam’s boys, hopes to be 
back with the Smead Manufacturing Company sales 
organization by mid-spring. 

* *” ~ 


Lt. Col. Jesse G. Faes has recently returned to his 
former home at Lincoln, Nebr., after four and a half 
years of service with the U.S. Army. He is well known 
in the stationery industry of the Midwest, having been 
connected with office equipment and supply firms in 
Lincoln for many years prior to the war. 

Col. Faes is now associated with the Nebraska Sales- 
book Company of Lincoln as assistant sales manager 
in charge of the stock goods division. His organization 
manufactures and distributes manifold books, con- 
tinuous forms, business systems and equipment. He 
brings to his new association a wide knowledge and 
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MARKWELL 


AUTHORIZED 
DEALERSHIP 


AVAILABLE 





We have built up, an Office Paper Fastener Business, 
every facet of which is constructed on the maintenance 
of our Retail Fair Trade Contracts by every retailer and 
on the basis of no discrimination between customers. 


Please write us for particulars on our plan for select 
distribution of Markwell Office Type Stapling Machines 
and Staples. 





MARKWELL MFG.CO. 


Office Paper Fasteners Division 


200 HUDSON ST. NEW YORK 13, N. Y. 
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THE PENCIL | 
with a FUTURE! je 


“WINGS” 1s the pencil that’s going P 
places ... because Public popularity ' ~« 
j 


is the pathway to profits . and the 4 


public Swings To “WINGS”. 


\Y 


The Pencil That Has 
EVERYTHING! , 


“WINGS” has every feature expected 

in the more expensive pencils: Propel! Z 
Repel! Expel! Deep Pocket Clip! ) 
Extra Leads In Chamber! Eraser 
Under Cap! Smartly Styled, Perfectly 
Balanced and Dependably Efficient! 
You can rely on “WINGS” for the 
“Sales-on-sight” Appeal that peps up | 
profit percentages! 


GUARANTEED / 


O.P.A. RETAIL 
CEILING PRICE 


5H 


sith 
FOR ALLTIME « S* (%, 

SS LOOK. 
If for any reason a “WINGS” pencil 7. FOR THE 
should ever require service, we will re- : 
place it for the handling and mailing = RED GLOW 
costs --- only 25c. Ss 

Zz. TOP 


ALWAYS A OCOEPENDABLE QUALITY 


REPEND AG: QD FFI CIENT 


Like Riding On Air....WRITING with 


WINGS 


MECHANICAL PENCILS 
COLUMBIA PENCIL CO. 


29 W. 17th STREET, NEW YORK 11, N.Y. 
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experience of many years in the stationery industry. 

Col. Faes entered service as an artilleryman on 
February 3, 1941, serving as executive and command- 
ing officer of a field artillery training regiment for 
about two years, as a unit commander and assistant 
chief of staff of the 9lst Infantry Division for 18 
months, and in other staff assignments. He was re- 
leased from active duty and returned to the inactive 
reserve list in June, 1945. 

¥* * + 


Lewis Shore has returned to Duke Printing & Office 
Supply Company, Wichita, Kans., following his period 
of defense work, and replaces Carl Thompson as buyer 
and store manager. Carl is taking over a city territory 
for Duke. 


* * * 


Cecil Jones, after many years as an officer and mem- 
ber of the sales department of Western Lithograph 
Company, Wichita, Kans., resigned January 15 to 
enter the insurance field and make his home in Aus- 
tin, Tex. 

- * * 


Lee B. Hausam, president of Hutch-Line, Inc., Hutch- 
inson, Kans., has taken over the stationery and furni- 
ture buying for his firm following the resignation of 
Milt Navrat, who has opened his own store in Em- 
poria, Kans. 


* * * 


Paul Kalb is the new buyer and store manager at 
Consolidated, Salina, Kans., with Cliff Wurtz remain- 
ing in the capacity of president. He is Bill Montgom- 
ery’s right hand man. 

+ * * 


Bill Smith, the Ace of Ace Fastener, has gone high- 
hat on us and employed his son-in-law, who only 
recently returned from the service, as his chauffeur 
to drive him over his territory on his coming spring 
trips. 


* * * 


Galen Seal of Office Supply and Equipment Com- 
pany, Topeka, Kans., is fast becoming an executive of 
broad interests. He recently became head of the 
Seal Company, distributors of janitor and building 
supplies, which is located in quarters adjoining the 
former company’s store. 

x x * 


George E. Baird & Son, Kansas City, Mo., stationers, 
are settled in their new and larger quarters in the 
building at 915 Wyandotte Street. The offices were 
brightly redecorated and refurnished, making most 
attractive salesrooms and stockrooms. 


* * * 


Mrs. Marie Clark, for many years with Crowley- 
Reuter Stationery Company, Kansas City, Mo., may 
now be found in the newly-established offices of The 
Carter’s Ink Company at 309 East 10th Street, where 
she is assisting Austin Waterbury, district manager. 


————— 


ALMAC PLASTICS PLANS EXTENSIVE EXPORTS 
An extensive program for export sales has been in- 


| augurated by Almac Plastics, whose showroom is lo- 


cated at 230 Fifth Avenue, New York, N. Y. Arrange- 
ments have been completed for representation in South 
African markets by the General Merchandise Corpora- 
tion, Ltd., of Johannesburg, South Africa. Offices are 
being established with representation in Denmark, 
Switzerland, Honolulu, Philippine Islands, Argentina, 
Colombia and Mexico. 

At present the company is averaging about 40 ship- 
ments weekly to foreign markets, and it is planned to 
step up this pace with increased production facilities. 
About 50 new items will be added to the Almac line 
of plastic products in Lucite-Plexiglas and Catalin. 
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«e Reop slalionery sales at theix Wartime high 


PARKER COWTIWYES QUINK 
LETTER WRITING PROmMOTIOWS / 





SURE STOPPER! FULL-PAGE—FULL-COLOR coo, 


Quink’s eleven huge “write-vour-service- 
man” campaigns are now history —and what 
a history! With amazing plus sales and 
profits for dealers who tied in! 

Now comes the first in a great new peace- 
time series—with a theme that is as great a 
“natural” today as “soldier-mail’ was in 
war. Using the universal appeal of love as 
its spearhead, this ad also urges other mil- 
lions to hold new war-born friendships | ' 
through letter-writing. Appears in American 
Weekly newspapers February 24, This Week 
papers March 3. and—additional Sunday 


papers February 24. 


Copr. 1946 by The Parker Pen Company 
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/ YOUR PEN WITH PARKER QUINK T 
That glow os precious Keep it alive hem That's the way help your ink 
with frequent letters Letters sustafr war-born friendships last “for keeps 
‘ 
s 


your loved one's devotion — banish 
mely hours—build dreams just for 
wo Their tender thoughts bridge the a Blue t r 
niles to say, ‘Now ahd forever vou 
belong to my heart 


They may be some of the gang from 
the war plant or buddies who were in 





vour outfit overseas Take a few min 


en Co 
ach week to dash off notes to inte: See 


PARKER Gesnk THE OMLY INK CONTAINING PEM-PROTECTING SOLV-X! 


& oe TIE IN TO CASH IN! 









couraint 
$9458 


| Pan ‘Quink | 











This colorful tie in window display tells folks to buy it 
now in your store! Not just an ink window —it promi- 
nently features writing paper and other related sta- 
tionery items. A giant poster and special newspaper 
mat are also free. As the world’s largest-selling, most- 
advertised ink, Quink is big business in volime—in 
profits. Write for this dramatic display material today 
to The Parker Pen Company, Janesville, Wisconsin. 


PARKER QU/WK 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 
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PLAN NOW FOR A PROFITABLE TOMORROW 
(Continued from page 32) 


without being so stiff on Saturday that I lose another 
day resting up. Then I get behind on Saturday’s work. 
I just never seem to be able to manage right.” 

“Oh, my cleaning is no problem to me,” replied Mary. 
“T’ve found a system that works. I clean one room 
a day, and that is all. I still have time for my other 
household duties. By the time the week has ended 
I have cleaned my whole house without much trouble. 
By taking one room at a time, I don’t exhaust myself, 
and the cleaning doesn’t interrupt my daily schedule.” 

The merchant who adopts Mary’s idea can get a 
great deal of profitable work done, too—on a planned 
basis. Don’t try to accomplish your weekly or monthly 
special objectives in one day. Do a little bit each day. 
Then, by the time the month is ended, you will have 
completed all the tasks you set out to handle. 

When you get to the end of a monthly-plan period, 
stop and look back over the past 30 days. Ask yourself 
just what you have accomplished toward realization of 
the special plan you set up. List what you have 
achieved. What did you fail to do? Put that down, 
too. Now draw up a reasonable plan for the next 30 
days. Include in such a plan the things which you 
failed to handle in the first 30-day period. 








A Work Habit Is Necessary 


If you follow such a procedure for a number of 
months, you will establish a work habit in your busi- 
ness which will yield amazing results. In the first 
place, you will have become more efficient; secondly, 
| you will have increased your daily work output; and 
third, you will be on the way toward accomplishing 

f | vital long-range jobs which you never seemed to be 
. .. And so are you, Mr. Employer, when by your wisdom and | able to tackle before—all for a lack of time. 
far-sightedness you provide your employees with the air-flow com- 3. Plan for your employees. By making tomorrow out 
fort of CRAMER POSTURE CHAIRS. of today, and doing it well, you add much to your 
Your dividends on CRAMER POSTURE CHAIRS come from profit and enjoyment. You can also plan for your em- 
these undisputed advantages: More work — and better work from ployees to make them more efficient. You can lay out 
certain duties and goals for them to accomplish, in- 





the persons in your employ. Less fatigue— fewer mistakes — 


brighter, cheerier dispositions . . . because the occupants of stead of relying on them to do their jobs to the best 
CRAMER POSTURE CHAIRS just naturally have a greater zest of their ability. 

for their jobs. For something new in seating comfort, see the Thus you can set fine work-patterns for your em- 
CRAMER dealer in your city. | ployees. If they work as efficiently as you do, then 


your business will function more smoothly and profit- 
ably. Civilization is a plan of living. The only differ- 
ence between a man earning $50,000 per year and the 
chap earning day wages is that the former has a plan 
and carries it out to the letter. He made his “today” 
years ago by setting up a plan to function for tomor- 
row. 


Here is a preview of our next national advertising release to appear soon 
in several leading publications. The chair model illustrated is No. 2251. 
Four other stenographic models and three Hi-chair models are now avail- 
able. Since the quantity is limited, it is urgent that you order at once. 








Watch for our announcements during 1946 — there will be new models... 
the chairs you've been asking for! 


A few valuable territories are still open for alert dealers. 


0 re 


E. L. RUBOTTOM JOINS FIRM IN KANSAS 


Ernest L. Rubottom, who was a first lieutenant in 
the 345th Bombardment Group and who recently was 
discharged from the service after a year in the Pacific 
theater, has joined the staff of the City Typewriter 
Company, Manhattan, Kans. Mr. Rubottom is experi- 
enced in servicing both typewriters and adding ma- 
chines, George Hampton, manager, said ——GMH. 


| cS —s 
A. H. HAASE NAMED TREASURER OF AMES 


[' H A I Hy [' (] M p A N 7 _ Alvin H. Haase was elected treasurer of Ames Supply 
| Company, Chicago, at the annual stockholders’ and 
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1205 CHARLOTTE STREET @ KANSAS CITY 6, MO. | directors’ meeting held at the home office on Decem- 
ber 21. Mr. Haase succeeded Mrs. C. M. Wyckoff, who 
CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, | was associated with Ames for 36 years and now as- 


sumes the position of assistant treasurer. 


SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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— Two Drawer Card Cabinets | 


be 











out 
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2m - 
out Made from heavy cold rolled steel, elec- 
han trically welded and accurately formed. No 


sharp edges on ¥@@--STEEL card cabinets. 
aa Nicely finished in olive green baked enamel. 


9 For standard size filing cards—38x5, 4x6, 


the 5x8, 8x5, 6x9 and a 4x9 check size. Can 
we: be stacked and rigidly held two or more 
10r- high. Leg bases for all sizes. We pride 


ourselves on the quality of our steel card 


files. Also made single drawer in all sizes. 
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STEEL LETTER TRAYS 
MADE WIDE FOR 
A PURPOSE 











Most letter trays are under ten inches 
wide. But a lot of concerns use filing 
folders that are full ten inches high. 
To properly file a high folder in a nar- 
row tray just doesn’t work. That’s 
why #2 all steel letter trays are made 
sufficiently wide to take the high folders 
without any inconvenience. And in ad- 
dition the trays are cut away in front 
to facilitate the removal of papers. And 
too, they are of a quality that is not 
surpassed. Nicely finished in olive 
green baked enamel.  FEasily attached 
steel posts for building trays two, three 
and four high with a sturdiness that is 
appreciated and necessary. Standardize 
on 82 Steel Letter Trays—they are 
ready sellers. 


THE WEIS MANUFACTURING COMPANY 
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MONROE, MICHIGAN 














A STEEL LETTER FILE 
FOR QUICK, READY 
REFERENCE 











Many industrial and school executives 
and school teachers want a personal file 
to hold letter size papers for quick, easy 
reference. And the quick, ready ans- 
wer is a #2 No. 1890GS—a steel file 
that is carefully and accurately made. 
One with a drawer that cannot pull out 
accidentally but can be easily removed 
with a slight upward tilt. Equipped 
with label holder and pull and a metal 
follower block inside to keep contents 
in a vertical, orderly position. They’re 
made to stack one on another if desired. 
Nicely finished in olive green baked 
enamel. 92% 1890GS files are quality 
thru and thru and priced attractively. 


THE WEIS MANUFACTURING COMPANY 
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MONROE, Michigan 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





Prediction of continued good business through 1946 
were made by leading members of the stationers and 
pusiness equipment field here in a survey conducted 
for OFFICE APPLIANCES. 

Al Eisemann, governor of the Ninth District, NSA, 
reports: 

“Judging from reports received, the Ninth District 
as a whole has enjoyed a most successful year in 1945. 
Despite the usual merchandise shortage and only re- 
cently relaxed governmental controls, there has been 
a brisk demand for the merchandise and services of 
Association members in this district. 

“While much business has been lost because of short 
stocks, the varied nature of the commercial stationers’ 
business has made it possible to fill in loss of volume 
on some lines with increased sales on those which are 
more plentiful. 

“Many firms in this district are planning expansions 
in plant and retail facilities. These activities will fur- 
nish additional employment for our returning service- 
men without change in status for those presently 
employed. 

“Apparently there was very little change in the 
tempo of business after V-J Day, and it seems the 
New Year is starting out at an equally fast pace. 

“Association members are looking forward to the 
resumption of regional district meetings. That of the 
Ninth District, which was postponed last year, will be 
held in Galveston, March 25 and 26, and a record num- 
ber of dealers are planning to be present. 

“Due to the pent-up demand for equipment and 
supplies, the district anticipates a banner year in 
1946, dependent necessarily upon the suppliers obtain- 
ing some prime relief so they may again produce at a 
fair profit the many necessities used by the business 
world in the conduct of its business.” 

William Clegg, directing head of The Clegg Com- 
pany, and a past president of the NSA, expresses his 
views as follows: 

“If business is left to function normally, we should 
have a very good business during the next three or 
four years. 

“We had a very good year in 1945, although we ex- 
perienced a shortage of merchandise, like all others in 
this business. 

“IT believe that much merchandise will be delivered 
during 1946. Therefore, this year’s business should 
compare favorably with that for 1945.” 

M. R. Allen, Central Typewriter Company, reported: 

“Our business volume for the year 1945 was 15 per 
cent above that for 1944, and we look for continued 
good business during the current year.” 

Russell C. Hill, president, Maverick-Clarke, and one 
of the city’s business leaders, says: 

“One has to make only a brief survey to appreciate 
the tremendous replacement and expansion market 
that is awaiting the commercial stationer. In addition 
to this, there are thousands of returning service men 
and private citizens who are planning to enter busi- 
ness. The market for business equipment and office 
supplies appears to be unlimited. 

“This nation faces one of the greatest eras of pros- 
perity in its history. While there has been some con- 
cern regarding the labor situation, I believe this will 
be improved and the American people will go forward 
In a spirit of unity and co-operation to the benefit 
of all concerned.” 

Paul Anderson of the Paul Anderson Company pre- 
dicts that: 

“While it is an established fact that there is a good 
market for all lines of products associated with the 
Stationery field, getting these products is going to be 
a problem. 

“This means that the retail stationer will have to 
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PROVEN MEILINK 


SECURITY CHEST 


Same Pre-war Quality 
Same List Price 


Same Dealer Discount 


The Meilink Security Chest has always 
been a profitable item—easy to sell— 
proven protection and thousands of 
satisfied users. A volume sales builder 


that will respond to promotion. 


Our improved production facilities will 


soon enable us to make immediate ship- 


ments. 
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MEILINK STEEL SAFE CO. 
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Chair Controls with 
“Equi-Balanced” Action 


We can now offer all-steel chair 
controls with springs that assure 
longer life. Modern in design 
and appearance, these revolv- 
ing, tilting controls provide re- 
sistance to spring breakage and 
an “ Equi-balanced” action that 


gives smooth, easy motion. 


i 


} 





COLLIER-KEYWORTH CO. 








GARDNER, MASSACHUSETTS 
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exercise caution in the distribution of such merchan- 


good will he has worked hard to build up. 

“The retail stationer faces an opportunity for ren- 
dering a service such as has never before existed in 
the history of the industry. How he renders this serv- 


dise as is available in order that he may sustain that | 













ice will, in my opinion, determine to a large extent his | 


future success.” 

At Southern Sales and Service, P. F. Southern says: 

“The year 1945 showed a nice increase in business 
over 1944. Our repair business was good, coupled with 
the fact that we were able to make deliveries on some 
machines. We believe that 1946 will show a good in- 
crease over 1945.” 

Louis Dromgoole, in charge of the typewriter division 
at Remington Rand, Inc., says: 

“1945 showed very good returns on commercial sales, 
these being exceptionally good. The new Remington 
has had a very good reception, and we are looking 
forward to continued good business during 1946.” 

G. L. Davis, branch manager for Royal Typewriter 
Company, reports: 

“Our business for 1945 showed a very satisfactory 
increase in both wholesale and retail supply sales, as 
well as in service. 

“Deliveries during 1945 were better than in 1944, and 
we look for a continued improvement through 1946.” 

Frank C. Hall, who is in charge at Underwood, says: 

“Deliveries during 1945 were better than we had 
anticipated, and I believe that our sales during 1946 
will be dependent entirely upon our ability to get the 
machines. Service operations have held up remark- 
ably well throughout the four years of war, and we 
expect them to continue in a strong position for some 
time to come.” 

E. P. Haye, branch manager for L. C. Smith & 
Corona Typewriters, Inc., was not available for com- 
ment, being confined to his home by illness. 

* ~ * 

Johnny Green, who saw 26 months’ of service over- 
seas with the Third Army on the western front, has 
returned to his old stand at The Clegg Company on 
the sales floor. 

Other employees of this firm, who were in the service 
but are now back at their old jobs, include Clyde Reed, 
Carlos Lorea, Arthur Sanchez, Ike Gimble and James 
Stahl. 

This firm has erected an extension to their balcony, 
which serves as office space, moving desks formerly 
on the first floor to this addition and using the re- 
sultant space to increase the sales and display space. 
This will make it possible to enlarge the social sta- 
tionery and office furniture departments. 

Word has been received that Benno Hartman, who 
served with this company before joining the Army, 
has been killed in action in the Pacific area. 

*” * * 

Walter Paschal, George Summers, Melvin Troutz and 
Joe Duarte, service men with the Central Typewriter 
Company before going to war, have received their 
honorable discharges and returned to typewriters. 

On March 10, Central Typewriter Company cele- 
brates its sixteenth anniversary. Starting with a small 








capital and a smaller stock, M. R. Allen, owner, has 
built up a good and prosperous business, featuring all 
makes of typewriters, adding machines, linotimes and | 
office supplies. The firm has two new trucks for service | 
operations and a car for an outside salesman. 

Charles Stewart, formerly of Dallas, has joined the 
sales staff.of this firm as an outside salesman. | 
ok * * 

Edward Talley, who spent three and one-half years 
in the Navy, has rejoined the service department of 

Southern Sales and Service. 
* ca * 

J. H. Kennedy, branch manager of the typewriter 
division of Remington Rand, Inc., out of the Houston 
office, visited the local branch this month, sponsoring 
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Incorporating many refinements that 
insure increased customer satisfaction, 
Steel-Age file cabinets and the com- 
plete line of Steel-Age office furniture 
and equipment point to increased 
sales and dealer profits. 


New, warborn advancements in ma- 
terials and construction have been 
built into the sturdy design of these 
efficiency-stimulating units. Wear life 
of drawer suspensions will greatly ex- 
ceed prewar attainments. 


Limited release of materials makes it 
difficult for us to deliver as many 
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Steel-Age units as increased orders 
call for. However, our production is 
geared to take better care of you as 
free flow of materials is established. 
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W hy Stationers jeweima ae 


A bowling team, sponsored by Louis Dromgoole of 
_ the typewriter division, and Tom Lang of the adding 
prefer Lo sell machine division, won the championship of the Alamo 
City Bowling League, and in recognition of their good 
work were guests at a dinner sponsored by the Lone 
Star Brewery. Tom Lang is captain of the team. 
* 


* * 
f R . P Sam Kilgore, who operates The Typewriter Shop at 
Seguin, has become a member of the Royal family and 
will represent this make in that territory. 


tubular edge insertable Se 


MOVE BOSTON COMMERCIAL CONTROLS OFFICE 


John J. Galvin, manager of Commercial Controls 

! M D FX TA B P : N G Corporation branch at Boston, Mass., has announced 
the removal of his office to new and larger quarters 

on the ground floor of the United Shoe Building, 58 | 





It’s the Original 


AICO-GRIP was the first index tabbing Be vere 
to offer the advantages of the tubular ( 2 

edge—and it is still tops in customer 77 
satisfaction and preference. // / 





Superior Construction .. . 
Superior Design 

The molded Tubular Edge strengthens Hil 
the tab, prevents cracking and warping, es 














= 


makes title insertion easy. Heavier gauge 
cellulose makes AlCO-Grip the strong- 
est tabbing available. 





JOHN J. GALVIN 


High Street. Mr. Galvin, a native of Boston, has repre- 
sented the company in the eastern New England area 
for the past six years. 

Metered mail systems, letter openers, envelope sealers 
mailroom scales, stamp affixers and sorting equipment, 
Ticketograph pay and production control systems and 
Endorsograph all-purpose check endorsing machines, 
all products of Commercial Controls Corporation, 
New Eye Appealing Package Rochester, N. Y., are on display and sold at the Boston 

office. Complete customer service facilities also are 
maintained for the users of the company’s products 
in that area. 
es, ee 





Attractive, colorful, eye appealing packages, designed for 
quick identification of contents on stationers’ shelves. 










wee 
Individual STANLEY GOLAN TRANSFERRED TO CHICAGO 
Cellophane Wrapping On January 7, Stanley E. Golan was transferred to | 
Chicago by the American Pad & Paper Company, | / 
The AICO air-and-moisture proof heat- where he is associated with Russell Ragan in covering 
sealed cellophane envelope protects the middle-western territory. 
rtm ~ tips ee — ag Before the war Mr. Golan was in the sales depart- | 
a se foe te ment of the American Pad & Paper factory for four | 
six inch strips with printed A to Z apa : : 
titles as well as a generous supply years. Then he joined the Royal Canadian Air Force, | 
of blank title inserts are contained later transferring to the U. S. Army Air Forces while | LEC 
in each envelope—five envelopes overseas. For three years he functioned as a ferry 
packed in the colorful new AICO transport pilot. 
box. ———=— 2 
HAROLD R. RUSSELL HEADS ROCHESTER CLUB 
Harold R. Russell, vice-president and general sales LE 


manager of Commercial Controls Corporation, Roches- 
ter, N. Y., was installed as president of the Rochester 
Sales Executive Club at a luncheon meeting in the 





AICO-GRIP TABBING LO 
rm fh LOOSE LEAF INDEXES Chamber of Commerce recently.—GET. 
| DESK PADS oo 
CELLULOSE SPECIALTIES 
; PROTECTIVE HOLDERS MANIFOLD STATIONERY COMPANY IN OPERATION LEC 
The Manifold Stationery Company, Clifton, N. J., has 


G g tb ? Company started operation under the management of Jerome 
1g? CHUNC% Anzalone, who has had 15 years of experience in selling 
503 S. JEFFERSON ST., CHICAGO 7, ILL. printed business systems. The store’s address is 2 

WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING Main Avenue at Clifton. T 
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Offices of Distinction 


FOR EXECUTIVES WHO WANT GRACILOUS 
SURROUNDINGS, EFFICIENT OPERATION 


And Their Full Dollar Value! 





Looped " 


A LEOPOLD PLANNED OFFICE OFFERS GREATER COMFORT, BEAUTY, CONVENIENCE 
Leopold Dealers Are Equipped To Plan Complete Office Installations 


LEOPOLD DESKS LEND AN AIR OF DISTINCTION, DIGNITY, AND ASSURANCE 
Modern In Design . . . Clear, Mirror Grained Finishes 


LEOPOLD OFFICE FURNITURE ADDS A SUBTLE EXPRESSION OF REFINEMENT AND GOOD TASTE 
Work May Be Performed With Pleasure As Well As Efficiency 


EACH LEOPOLD OFFICE IS TAILORED TO FIT THE INDIVIDUAL BUSINESS 
Desks Adjustable To Either 29" or 30" Height . . . Designed For Consumer Convenience 


LEOPOLD MANUFACTURERS TWO COMPLETE LINES TO MEET THE REQUIREMENTS OF ALL BUYERS 
The Leopold Streamlined . . . The Leopold Service Line 


LOOK TO LEOPOLD FOR ALL THAT IS NEW, PRACTICAL, AND BEAUTIFUL IN OFFICE FURNITURE 
Highly Heat Resistant . . . Rounded Protective Corners . . . Easy To Clean Under 


LEOPOLD HAS A REPUTATION FOR HANDCRAFTING FINE WOODS INTO ARTICLES OF BEAUTY AND UTILITY 
Integrity Today Will Benefit Leopold Dealers Tomorrow 


THE LEOPOLD COMPANY - Burlington, Iowa 
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Production’s stepping up gradually to 


meet demands that are steadily soaring. We regret 
the present unbalance of supply for demand. However, we've 
side-tracked all idea of substitute production and are 
taking the long view—that of uncompromising patience waiting for 


sufficient materials to meet exacting quality standards. 


When these fine materials are available, 
our new factory ... now under construction . . . will put 
through quality bags in an amount sufficient to more than 
balance your needs. Our new day of producing quality goods will bring 


NEW LEATHER GOODS FOR A NEW ERA 


BRIEF BAGS AND BRIEF CASES TYPICALLY MASHEK 


Feank Mlk Eo 


1914 NORTH MILWAUKEE AVENUE, CHICAGO 47, ILLINOIS 
and a NEW SHOW ROOM AT 1270 BROADWAY, NEW YORE 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


New stores and general improvements in old stores 
and typewriter agencies have marked the last couple 
of months in the Los Angeles area. Such things are 
indicative of post-war enthusiasm and prosperity 
when once the wheels get to rolling rapidly in a truly 
reconverted setup. Generally speaking, the tone of 
the industry is one of optimism, regardless of strikes 
and other inconveniences. 

* + * 

Earle P. Hambly, who for some time has been man- 
ager of the office supply department for the Aldine 
Printing Company in Los Angeles, has taken over the 
management and operation of Denison’s Office Sup- 
plies at 1243 Fourth Street, Santa Monica. Denison’s 
was established in 1922 by the late Fred A. Denison 
and for the past two years the store has been oper- 
ated by Mrs. Denison. The firm name is being retained 
by Mr. Hambly and the same high class merchandise 
will be. stocked. 

Mr. Hambly is widely known in the office supply 
field in the Los Angeles area, where he has been con- 
nected with this type of business for 22 years. 

Bryant C. Fahrney has been engaged as outside 
salesman. Mr. Fahrney was formerly with the Los 
Angeles News Company and he recently returned from 
three years’ service with the American forces in 
Europe. 

* * + 

Albright’s, Las Vegas, Nev., firm, agents for Under- 

wood Corporation, one of the oldest businesses in that 





ALBRIGHT’S NEW LAS VEGAS, NEV. STORE 


city to be continuously operated under one firm name, 
has moved into a fine new store at 117 N. Third Street. 
In addition to office supplies, the store carries a large 
Stock of books and one of the main features of the 
interior design is the curving shelves permitting a per- 
son to stand in one spot and see the titles to all books 
on display in the entire section. 

Office machines which at one time made up the 
entire business of the establishment have generous 
and modern areas for display. Office supplies also 
have good shelving and showcase display setup. 

The general effect is modern, the colors are pur- 
Posely light for the best visibility, and the lighting 
throughout is fluorescent. The shop is very well 
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ESQUIRE ADVERTISING 
SELLS 
FOUNT-O-INK SETS 


Ww 


ryeur 
finger tips 


COMPANY 1946 


ie} iicle) Sai cell] ieleRil, | aiaeh 
LOS ANGELES 41, CALIF. 





In advertisements like this, the unique features 
of smart FOUNT-O-INK Instant Action Writing 
Sets are being featured. The advertisement re- 
produced on this page is one of a series appear- 
ing before Esquire's more than seven million 
readers. 


Sales are’ climbing. The list of satisfied 
FOUNT-O-INK users is growing longer. Be- 
cause FOUNT-O-INK is a full line, there's a 
distinctive model for every type of customer. 
And wherever FOUNT-O-INK goes, it leaves 


the door open to new business. 


Cash in on FOUNT-O-INK advertising, and 
follow the widening trail of customer satisfaction 
wherever FOUNT-O-INK goes. Boost your 
profits with FOUNT-O-INK Writing Sets. 


GREGORY FOUNT-0-INK CO. 


3501 Eagle Rock Bivd., Los Angeles 41, California 
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IT’S GOOD TO HAVE 
THE TRUST OF 
YOUR CUSTOMERS 


The cop at the crossing represents security to 
the kids. The name ACCO on paper fasteners 
enjoys the same sort of confidence with your 


customers. 


Acco is the first name in paper fasteners, prob- 
ably the only name your customers know. Acco 
Fasteners are recognized everywhere as the 
standard of excellence, as certain a mark of 
quality and satisfaction as the sterling mark on 


silver. 


Now that Acco steel Fasteners are back again 
there is no excuse for buying—or selling—any- 
thing less. It’s good to have the trust of your 
customers—it’s good to be an Acco Dealer. 





ACCO 


PRODUCTS. Ime. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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equipped for rapid and complete repair and overhaul- 
ing service, and a complete line of more than 6,000 
parts are on hand at the moment. Steel work tables, 
high-pressure air line for cleaning office machines, 
and modern equipment for oiling and painting have 
been installed. 

Jack Albright, the proprietor, came to Las Vegas in 
1931 and had contracts at that time to service and 
handle business machines for the Bureau of Reclama- 
tion and Six Companies, Inc., during the construction 
of Boulder Dam. 

Earl Johnson, who has been with the firm for four 
years, is office manager. There is a large warehouse 
in connection with the store, where more than 40,000 


’ different items of merchandise are now in stock. 


* * * 


Spencer Hudgins, formerly Underwood sales agent at 
Greenville, N. C., is now covering the Hollywood area 
for the Los Angeles branch of the company. Mr. Hud- 
gins recently returned from service with the United | 
States Navy. 

R. W. Davis, recently returned from service in the 
United States Navy, is a new accounting machine 
salesman for Underwood in Los Angeles. 


» « * 


Hubert F. Brown, proprietor of the Brown Shop, 190 
East Colorado Street, Pasadena, reports that his son, 
Willard Brown, who has been in the armed services 
since the first draft, has now received his discharge 
and is back at the store where he is working in the 
commercial stationery department. Young Mr. Brown 
saw service in the South Pacific and was in India for 
one year. 

Charles W. Brentner, manager of the shop, also re- 
ports the return of Walter Gockley who is now man- 
ager of the social stationery, fountain pen, and picture 
framing departments. Mr. Gockley during his term of 
service with the Army was connected with the office 
at Camp Roberts, Calif. 


* ” * 


The Fridén Calculating Machine agency is now in 
its new home at 836 Wilshire Boulevard (at Figueroa). 
The move from the old location at 328 West 9th Street 
was made January 11. The old location was occupied 
for nine years. 

H. E. Williamson, owner of the agency, has pur- 
chased the building which is occupied in its entirety 
by the firm. The offices are modern and are much 
more commodious than the old ones, while the serv- 
ice department has much more space than formerly. 
The service department is thoroughly equipped for 
speedy and accurate work, Mr. Williamson points out. 


Cleo Gilbert, who entered the armed service imme- 
diately after Pearl Harbor, is back at the Southern 
California Adding Machine Company, 947 S. Broadway, 
Los Angeles, in the typewriter service department. 

o * * 


E. E. Fey, formerly with the Burroughs Adding Ma- 
chine Company in Denver, is another new man in the 
service department of the company. He was with his 
former employer for about 20 years in various parts 
of the country. 

++ oo 

Ebenezer Wallace, Sr., proprietor of Southern Cali- 
fornia Stationers, 818 S. Los Angeles Street, has re- 
ceived a cablegram from his son, Ebenezer, Jr., saying 
that he is on his way home from Japan where he has 
been stationed since August. The young man has also 
seen service in Germany. On his return he will join 
the firm as salesman. 

” * * 

C. J. Harris, manager of L. C. Smith & Corona 
Typewriters, Inc., Los Angeles, reports the return of 
Bernard Critchlaw who has been in the armed service 
for nearly four years, serving in the Navy in charge 
of repairs on office equipment on the Island of Guam 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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This concealed 
safe unit is a patented 
Invincible EXCLUSIVE! 


*e YOUR 
PERSONAL 
FILE 


OU'RE talking to the “boss”, when you are 

on the subject of personal files. He's go- 
ing to be as enthusiastic about it as you, and 
very likely he'll discuss his other filing prob- 
lems with you. Invincible’s Concealed Safe 
metal filing cabinet is a tip-top market-open- 
er — a good introduction to profitable sales. 
Take a hot tip from FILE HEADQUARTERS. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 
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and the Mariannas. Mr. Critchlaw enlisted in the 
Navy January 15, 1942, and received his training at the | 
Navy training school, 850 Lilac Terrace Drive, Los | 
Angeles. From there he was sent overseas. The rank 
attained was S.A.I.f/c. He began work in the L. C. 
Smith branch January 1, but had been back in the 
States three months. 

* * * | 

A. W. Willis, proprietor of the Atlas Desk and Safe 
Company, 835 S. Spring Street, has opened another | 
store at 911 S. Hill Street. The space was formerly | 
occupied by the Nern Office Furniture Company. In | 
the new store Mr. Willis will specialize in used furni- 
ture. Three new men have been added to the sales 
force. 

~ * * 

David A. Hendler has recently purchased the R. and 
E. Typewriter Company at 206 S. Western Avenue, Los 
Angeles. The firm name has been changed to the Wil- 
shire Office Equipment Company. He will carry a 
complete line of office equipment and commercial sta- 
tionery. The store is the only one of its kind in that 
area, and Mr. Hendler will concentrate on neighbor- 
hood business instead of building a city-wide business, 
according to present plans. A very complete repair 
shop has been installed. 

Mr. Hendler is still specializing in posture chairs and 
catering to professional people, particularly physicians 
and dentists. | 

A former location, where only office space was oc- | 
cupied for ten months, was at 3835 Wilshire Boulevard. 
Deliveries during that period were made directly from 


warehouses. 
o * * | 


GOOD POSTURE 
CAN BE HAD 


by using 





tS 


POSTURE 
CHA/IRS 








| Illustration shows the correct way an 


The Nern Office Furniture Company on January 15 | 
moved from 911 S. Hill Avenue, Los Angeles, to 414 N. 
Central Avenue, Glendale. Rod Nern, the proprietor, 
was in business in Los Angeles for 18% years. Mr. 
Nern’s home is in Glendale, so the new location offers 
many advantages. 

Mr. Nern emphasizes the fact that he sold the lease | 
only at his location and has retained the firm name | 
and good will. Plans include the erection of a new 
building in Glendale, but for the time being the firm 
is occupying the building already on the business site 
that Mr. Nern has purchased. 


* * a 


The first meeting of the Stationers’ Association of 
Southern California for 1946 was held January 24 at 
the Clark Hotel in Los Angeles. The meeting took on 
the character of an open forum or round-table dis- 
cussion. About 50 were present, with R. A. Thomas, 
president, in charge. Blake Lockard, secretary, was 
active in getting the group together. 


* * * 


T. F. Peirce, president of the Pacific Desk Company, 
1031 S. Hill Street, Los Angeles, left January 6 on a 
business trip through the East and Middle West. Mr. 
Peirce is making stops in Chicago, New York, Grand 
Rapids, Detroit, and Louisville. 


* s e 


John A. Ogden, Jr., who served as captain in the 
Army Air Forces, son of J. A. Ogden, Sr., proprietor 


of the Ogden Office Machine Company, 2551 West Pico | 


Boulevard, Los Angeles, received his discharge on Jan- 


uary 26. He had been in service since the day after | 


| color scheme. Hardened 


Pearl Harbor. Young Mr. Ogden has taken a position 
in the store. 


+ » * 


Carl Grimes, Jr., who has been in the armed services 
since November, 1942, has now returned and is active 
in the purchasing department of Grimes-Stassforth 
Stationery Company, 737 S. Spring Street. Mr. Grimes 
served in the Army Air Forces, most of the time 
being spent on the Gold Coast of Africa. While there 
the young man had two very interesting vacations. 


One vacation afforded him a trip to the Red Sea and | 
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| is reduced—the body re- 


| office worker should sit for maximum 
| comfort, and the way it's done by using Sturgis Posture Chairs. 
| Seat is the right distance from floor—the back is form-fitting fo 


relieve tenseness. Strain 






laxed without effort—fa- 
tigue is lessened. 





STURGIS MODEL 
876-MY 


(Available in sev- 
eral combinations 
of back rests and 
seats.) 







Sturgis Posture Chairs 
are made so seats and 
backs are easily adjusted 
to fit the worker. All ad- 
justments are MADE 
WITHOUT USE OF 
TOOLS. 


Construction is the best 
—all steel tube, welded 
joints—baked on enamel 
finish by infra-red ray, 
with a selection of five 


colors. Large seats and | we iS_” hard rubber. SEAT: 12" x 
form-fitting backs of rub- |] [ove Ba I 9 aie ALL. : 


ocess) 
five color finishes. UPHOLSTERY: 
Leatherette —a selection of colors. 
PADDING: Rubberized curled hair. 


berized curled hair cov- 
ered with attractive leath- 
erette — combinations to 
harmonize with any office 











prs pl! AC ng THIS NAME 
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The STURGIS POSTURE CHAIR CO. 


411 Magnolia Street 
STURGIS MICHIGAN 
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Bassick 


FLOOR PROTECTION 
EQUIPMENT 














DIAMOND-ARROW CASTERS 


NoMar 
Furniture Rests 











The full line of Bassick Diamond-Arrow Casters for wood and 
metal chairs, together with Bassick quality rubber cushion 
glides, NoMar rests, and cups, are again in production. We 
cannot make immediate deliveries, but orders will be filled 
as promptly as possible. 

There is a real profit in handling the Bassick line. Write 
today for Catalog No. 136, a new condensed booklet full of 
helpful information for ordering and selling. The Bassick 
Company, Bridgeport 2, Conn., Division of Stewart-Warner 
Corporation. Canadian Division: Stewart-Warner-Alemite 
Corporation, Ltd., Belleville, Ont. 


Bassick, the world’s largest manufacturer of casters, also 
makes a full quality line of chair controls, including the 
famous ‘‘Flotilt’’ tilting and swiveling mechanism, now 
again being furnished to leading chair manufacturers. Look 
under the seat for quality! 
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the other a trip to the Holy Land. He flew back from 
Africa to Miami, Fla., where he was stationed for a 
brief time before receiving his discharge. 

Three former salesmen have also returned from 
service—Fred W. Wood, Paul Boyle, and Paul Reichle. 
These men were all in the Army and all are again 
active at their old jobs. 

- x - 

Hart’s Typewriter and Adding Machine Company, 
1259 S. LaBrea Avenue, Los Angeles, has purchased the 
building that it occupies. There are two tenants in 
the building in addition to this firm. Hart’s have been 
in this location for five and a half years. Incidentally, 
new equipment has recently been added, including 
spray booths. 

x +. *« 

A Kodak and photographic department recently 
added by the Miller Stationery Store, 1649 N. Vermont 
Avenue, has gone ahead very nicely, according to H. 
Reagan Miller, Jr., son of the proprietor. 

Young Mr. Miller, recently home from the service, 
is now active in the business. The father Henry R. 
Miller, Sr., is now completely recovered from a recent 
illness and is back at work. 

* © eo 

Rentals are still going strong for the Allen-Wales 
Adding Machine Agency, 912 S. Olive Street, Los 
Angeles. More new adding machines could, of course, 
be used. Rodney Allabach is manager of the agency 
and W. E. Montgomery is office manager. 

* a ° 

Sam Rothman, proprietor of the Commercial Type- 
writer Exchange, 752 S. Spring Street, Los Angeles, re- 
ports that his son, Robert Rothman, who has been in 
the service for 39 months serving in the radar and 
sound technician department of the Navy, has been 
released from service and is now home. He will work 
at the store for a time at least, but plans to return to 
college. 

o e a 

E. E. Thornton, proprietor of the California Type- 

writer Exchange, 543 S. Spring Street, Los Angeles, 


| reports a growing list of dealers coming to his or- 
ganization because of an advertising campaign in 


OFFICE APPLIANCES and other trade publications in 
which campaign his portable adding machine is being 


| promoted. 


Mr. and Mrs. Thornton have recently returned from 
Tucson, Ariz., where they visited Mr. and Mrs. R. C. 
Allen, who are spending the winter in that city. 





DEPENDABLE EFFICIENT 


COLUMBIA DISPLAY CARD—The Columbia Pencil Com- 
| pany, 29 West 17th Street, New York, N. Y., offers this new 
dealer's display card to focus attention on the Wings mechan- 


ical pencils. Holding a dozen pencils, the card shows to 


| the best advantage features of the pencils including all- 


metal construction, varied and colorful plastic barrels and 
the distinctive Red Glow top. 
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QUALITY is synonymous with 
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SPEED- O-PRINT 


You are assured of quality if you choose 
Speed-O-Print duplicators and duplicating 
supplies. And that’s because they conform to: ze 
the rigid specifications that quality stands tor 
. the faithful and relentless adherence 
to this threesome: topnotch materials, 
workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability: 
to progressively serve. 


SPEED-0-PRINT CORPORATION _ 
161 E. GRAND AVE., CHICAGO 11, ILL. CO 
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RC Allen 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES *& CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 

















W. A. O'’NEIL JOHN B. ECCLES 


EUGENE MOGENSON E. H. FAUSTMANN 





J. J. KONRATH 





JOHN GLASGOW EDWARD F. VREELAND 


RECENT ROYAL PORTABLE APPOINTMENTS 
Appointments of these men in the portable division for 
Royal Typewriter Company were recently announced by 
W. H. Beckwith, sales manager. A story on their agency 
territorial assignments appeared in the January issue of 
Office .Appliances, page 148. 
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Boostin 
KIL-KLATTE 
sales from coast to 
coast... this is one 
of a series of 
advertisements 
appearing every 
month in leading « 
office equipment 
magazines 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 





RETAILS 
FOR 


$]00 




















! { Dealers: attach ihis coupon ta your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 6B-2, Merchandise Mart, Chicago 54, Ill. 
( 


) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


1 

1 

I 

i 

| 

- or 
1 ( ) Send FREE sample KIL-KLATTER Pad and full information about 
i quantity prices and discounts. 

1 

I 

| 

i 
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Great Names 
in 
Marking Devices 
for 


Domestic and Export Trade 







REX Aa DATER 


e ZEPHYR 
e REPUBLIC 
e PULLMAN 
e HYGRADE 
e MODEL 50 


Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP M6. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N. Y.e NORWOOD, N J.+ BRISTOL, CONN. 
CHICAGO, ILL. + PHILADELPHIA, PA. ° NEW YORK, N.Y. 
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YOUR SERVANT—THE TELEPHONE 
(Continued from page 31) 
possibly be to a personal visit, and nearly every human 
being of average breeding is quite as receptive to 
the telephone visitor as to the visitor at the office 
threshold. 

Not only should new business prospects be explored 
by telephone canvassing, but whenever it is noticed 
that regular buyers seem to have fallen off in their 
purchases or have not been seen in the salesroom for 
a considerable time, the telephone should be used for 
a friendly chat conceived to ascertain, in the course 
of the conversation, what may be wrong. At the same 
time, it should be acknowledged candidly that the good 
customers’ orders or store visits have been missed. 


Both an Asset and Convenience 


The telephone is an asset and a convenience to both 
buyer and seller. It recognizes no such things as over- 
time pay and strikes. It will never fail any stationer 
so long as he keeps his end of the line open and is 
ready with the equipment and the will to render 
prompt, efficient and courteous service. It is, perhaps, 
the most efficient, reliable and inexpensive sales and 
service accessory in any type of business. 

There is nothing technical in using a telephone set, 
yet it seems that some persons are inclined to forget 
when they talk into a telephone that there is another 
human being on the opposite end of the wire. A tele- 
phone call should always be answered with “the smile 
invisible,’ as one stationer expressed it—that is, the 
pleasant, cheery personality of voice which is the 
equivalent of the pleasant smile in face-to-face con- 
versation. 

The importance of this point can best be illustrated 
by considering the voice personality of one’s favorite 
radio entertainers. The artists are out of sight, yet 
the listener can often form a surprisingly accurate 
mental picture of them and their personalities on the 
basis of the impression registered by voice alone. 

In telephone salesmanship, the salesman can not 
be seen, and therefore it is of utmost importance 
that the voice impression should be pleasing to insure 
receptivity with the listener. The person who can 
close the most orders by telephone is always wonder- 
fully courteous, has a very smooth and _ resonant 
voice, knows the stocks of his house, can answer right 
off the bat any questions about his merchandise, and 
is always cheerful and dependable. 

A pleasant voice—one with rising inflection, yet not 
too loud nor too vibrant—indicates friendly anticipa- 
tion, holds attention, and suggests a willingness to 
listen. This last-mentioned quality is of much im- 
portance also. The voice which cannot get out of 
the cellar, so to speak—too sober or “bleak” in its 
phonetic quality—is not serviceable for telephone con- 
versation, certainly not in the application of the tele- 
phone to business-building purposes. 


Suggestions Are Important 


The ability to give the right kind of suggestions— 
those which will advance the sale of the goods and at 
the same time ensure that the customer will be buying 
the best supplies or sundries for his requirements— 
is very necessary in the telephone salesman or order- 
taker, because it is not unusual for customers to call 
the store when they are considerably in doubt as to 
just what they want for this or that purpose. 

An “order-taker” is not, of course, a salesman in 
the real sense of selling, yet even the order clerk whose 
work consists largely in simply transcribing the 
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SMEAD’S 


TELL:I-VISION | 


Reg. U. S. Pat. Off. 





READS LIKE A B00K 
LEFT T0 RIGHT - 
GROWS AS NEEDED 






ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “Jime! 


by using Smead's Tell-I-Vision filing system, you 








can reduce filing time. The alphabetical-color 
signal system for finding — and the numerical- 


color signal system for replacing — make filing 


easy, fast, and accurate. 
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specifications of buyers who are supposed to know 
just what they want, is not infrequently asked ques- 
tions about this or that product or appliance. There- 
fore the order-taker, even though not a full-fledged 
salesman, must know enough about the merchandise 


to answer all such questions, directly and indirectly, 


while talking with the customer. 


When the store’s telephone rings, the person re- | 
sponding should answer with the name of the store 
first, then identify himself immediately with his per- | 


sonal name. A pleasant form of telephone answer in 


all business is that which opens with “Good Morning” | 


or “Good Afternoon,” then proceeds with the firm 
name and personal identification. 


When the telephone is answered, the opening words: | 
“Harvey’s Stationery Store, Mr. Leonard speaking,” | 
can be spoken in a voice as if Mr. Leonard were about 


to perform some disagreeable duty, or as if he were 
about to perform a pleasing service for a desirable 
customer in a spirit of cheerfulness and good will. 
This opening salutation means everything. It puts 
the customer in the frame of mind for either being 


“Mother Lode’ 


sold more goods than he expected to buy or for a | 
desire to terminate the telephone conversation as | 


quickly as possible. 


There’s Personality in Voice 


One’s telephone voice mirrors one’s personality, and | 


of all places where refinement and courtesy, together 
with plain but appropriate words, are called for, it is 
at the telephone. Such flippant words as 
“dope,” “dandy,” “grand,” “simply great,” should be 
outlawed, while “yes indeed” is much better than “you 
bet,” “T’ll say so” and “sure thing.” “Excuse me, please, 
but I don’t quite understand” is always much better 
than “How’s that?” or “I don’t get you,” regardless 
of how well the customer is known. 

Intelligent use of the telephone as an instrument 
of business promotion will cause customers and pros- 
pects to think of the store oftener. The telephone 
is particularly effective in the collection of past-due 
accounts—that is, when used skillfully—because “They 
can’t dodge your voice like a letter.” It is likewise 
effective in winning back old customers who seem 
to have strayed away for no expressed reason, and 
the telephone is also useful for waking up slumbering 
old accounts and stimulating them to buy. 


“stuff,” 





Your telephone—that long-arm handshake of the | 


business with all its customers—is celebrating its 


seventieth birthday as an American invention this | 


month, an invention of world-wide 
home and business. 


importance in | 
Honor this important birthday | 


event with a window display tying in the telephone | 


with current merchandising activities. 


Here’s an Idea for a Display 


Although the anniversary is only one day, a strong 
window display founded on the theme of the tele- 
phone’s birthday, or “We Are Always as Close to 
You as Your Telephone” should be a productive fea- 
ture for one full week. The advertising department of 
the regional telephone company will gladly supply 


electrotypes of telephone sets for the illustration of | 


newspaper and circular advertisements, as well as 
cutout display mounts for window displays. When 


extra telephone sets were available, telephone com- | 


panies have been known also to lend retailers one or 
more actual telephone sets for window display pur- 
poses. 

Have at least one display that shows an attractive 


and completely-furnished desk and telephone in the | 
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Up-to-date 


The dream of every miner who panned the 
streams in the frontier West was finding the 
"Mother lode," the source of all placer gold. 
The "Mother lode" offered everything the 
most ambitious could desire. 


Today business men are looking eagerly 
for another "Mother lode"—a source of 
supply on which they can depend for the 
goods they need for successful business 
operation. They want a real source, one not 
subject to all the rumors and guesses, hopes 
and failures of Scotty's mine. 


In pre-war days many business men found 
their Mother lode" for filing equipment by 
turning to "Andy units of steel." Produc- 
tion, stopped for four years, proceeds on a 
limited scale. Just as quickly as the material 
situation improves production will increase 





and service to dealers will be enlarged. Then: 


it will pay you to investigate our facilities for 
"panning out a load of gravel"—to find 
your lode of satisfaction with us. There will 
be no guess work in the way we handle your 
orders. 











Inc. 


GENEVA 
{ILLINOIS 


DERSON-HicKEY G. 
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A gaoten TUBULAR 
FURNITURE 


Here’s the sparkling new line of 1 inch steel tubular 
furniture that’s available for delivery now! No wait- 
ing. Send your order today for bigger, better profits 
at once. 
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3 Seat Settee (#303) 
List Price $132.00 














PLA ED } 


5 SPRING SEA 19\ 


Construction: 








2 Seat Settee (#302) 
List Price $104.00 


) 2 Seat Settee (#102) 


7 Price $49.00 






_Super-Sagless _— 


sg ATIRAGTIVE COVERING — 






atherette, 
Chair (#101) ae high-9o0 oer,'s ¢ “OLOR: S . 
List Price $24.76 CHIN ) 
* EYE- -CA T Green @ and Eggshell. Chair (#301)—List Price $77.00 





sal, Bive, Browne 


« APPEALING TWO-TONE 
TREATMENT —Available 


at no extra cost. 







Chair (#201) 
List Price $37.70 











2 Seat Settee (#202)—List Price $63.00 





3 Seat Settee (#203) 
List Price $82.50 


CENTURY ASSOCIATED PRODUCTS CO. 


213 GREERE STREET NEW YORK 12, N.Y. 
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center of a well-selected array of office supplies that 
are needed for the daily routine of the administrative 
executive and his secretary. And, of course, the tele- 
phone number of the store should be emblazoned in f 
the window displays with the slogan “The Preferred | LOOK AT THE RECORD: 
Telephone Number for Stationery Since 1927”—or | 
whatever the year may be. 
Provided the advertiser is sure that he has the quali- 
fications necessary for living up to the representation, 
his telephone birthday promotion display might be 
built around a giant window cutout of a telephone, | 
topped by a placard reading: “Our Telephone Number, | 
ar Randolph 7865—The Voice of Experience in Office 
it Equipment and Planning.” 
oa Another suggestion (serviceable where conforming 
its to the facts) is: “In 1926, We Had Two Telephones. 
Now, in 1946, Our Buying and Selling Activities, Keep | 
SIX TELEPHONES Busy.” 
Another pertinent slogan would be: “Telephone Us 
in Any Office Supply Emergency. Call Republic 1415. 
‘} We Deliver Anywhere in the City.” a e 
| —— Typewriter Ribbons 
NEW ENGLAND TRAVELERS CLUB NOTES 
Officers of the New England Travelers club for the and Carbon Paper 
oS new year are headed by Courtland J. (Pop) Worth as 
J president. Elected with him at the recent annual 
meeting were: John F. Nackley, first. vice-president and 
editor; Mal Donaldson, second vice-president; Mal 
303) Dresser, secretary-treasurer; Ray Fletcher, auditor; 
00 Jim Armington, J. B. White, Les Hunting and Frank H ave assur ed 
McQuillen as executive committeemen for two years 
and Osman Giddy, Ray Fletcher, and George Curran 
as executive committeemen for one year. ® QUALITY PERFORMANCE 
* * * 
George —- until recently with the Carter’s Ink 2 7 | 
Company, has joined the Sherman Paper Products f 
idamans sales force and has been aadunall to a terri- or y ears. 
tory in New York state. 
02) ae oe 
0 nt 7 ae 7 the ae Gace fs eseseet : par 
ictory J. ri, James W. Curran, omas J. Dunn, ' | " 
mit Mawel @. taneanth. It's true! For 25 years, the words “Grand 
sais Prize” have been synonymous with sharper, 
The Standard Office Supply Company of Hartford, 
Conn., is now a partnership, with A. J. Tofani joining cleaner, smudge-free work. Reason—special 


E. A. “Mac” Mackinnon, operator of the company since 


its founding about 12 years ago. 
~ +” * 


quality features are built right in to every 


aa A a” ] 
00 Walter R. Dolliver, who for many years was vice- Grand Prize" product! 


president of the Providence Paper Company, Provi- 
dence, R. I., has now acquired an interest in E. L. 
Morris & Company, Providence. He will devote a major 


purchasing the line of office equipment. | Let’s win the Peace--BUY ANOTHER BOND 
” * * 


These items were gleaned from the “Netclub News” 
for January. 


FATHER, SON EXCHANGE MORGAN FIRM TITLES 
James T. Morgan was elected president and his 


father, Harry L. Morgan, vice-president at the annual : A C | ' { C C A R 8 0 H 
directors’ meeting of the Harry L. Morgan Company, 





Columbus, Ohio, it was recently announced. 

Due to recent illness, Harry L. Morgan, formerly AND RIBBON MFG C0 
president, has been inactive, but upon his return from . = 
Florida expects to resume his duties on a semi-active . 7 
basis. His son, the new president and former vice- J. Francis O'Connor, Pres. 
president, served three years with the armed services 
and returned to his duties with the company Janu- Head Office & Factory 
ary 1. 


Other officers include Theodore W. Yaple, re-elected 1451 Harrison St., San Francisco 3, California 


treasurer, and Larry Haggard, newly-elected secretary. 
A former serviceman, Paul Weisenbach, has been hired 
as salesman. 
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C-THRU QUADRANT 


PROTRACTOR AND 
CENTER FINDER 


DOES A TREMENDOUS VARIETY 
OF ALL DRAWING TASKS 





* It's a Center Finder! * It's a Ruler! 
& It's a Right Angle! * It's a Quadrant 
Protractor! ¥ It's Wonderful! The center 
finder feature alone would make this ex- 
citing news. Imagine—given the arc of 
a circle—you can find the center up to 
a 12 inch diameter, and accurately to a 
16th of an inch. It's done merely by match- 
ing the arc on C-THRU'S Center Finder to 
the arc of the circle whose center is de- 
sired. Draftsmen and all who use drafting 
tools will find this an indispensable aid. 


Write for complete information and 
FREE Catalog of C-THRU products. 


Visit U-1HRU at the Customer's Club, Whole- 
sale Stationers’ Convention, Edgewater Beach 
Hotel, Chicago, February 10-13th. 


SULERS + TRIAMGLES - NAVIGATIONAL INSTRUMENTS - STEMCILS - PROTRACTORS - OTNER DEVICES 


Pilot lini 


eA ETF ORD... Cc ON N 
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STELLA WILLINS ADVANCED BY ROYAL 


The appointment of Miss Stella Willins as manager 
of the school department for Royal Typewriter Com- 
pany, Inc., effective January 15, was recently an- 
nounced by M. V. Miller, vice-president. 

Miss Willins has been associated with Royal since 











STELLA WILLINS 


1937. During the war period, she served as temporary 
head of the school division when this post was vacated 
by A. M. Stonehouse. 

Miss Willins for many years held the title of “The 
World’s Fastest Woman Typist” and has given lectures 
and demonstrations in schools throughout the nation. 

One of Miss Willins’ recent activities was the super- 
vision of an exhibit booth at the National Business 
Teachers Association convention in Cincinnati, Ohio. 


——___ 9-9 ———————— 


NSA ISSUES PAMPHLET ON PAYING OF SALESMEN 


An informative study on “Methods of Compensation 
of Salesmen” has been recently published by the Na- 
tional Stationers Association, 740 Investment Building, 
Washington 5, D. C. This study is based on informa- 
tion furnished by retail members and is prefaced by 
the statement, “The Association does not recommend 
any of these plans but is simply reporting what is be- 
ing done.” 

Discussed for inside salesmen are plans of straight 
salary, salary plus commission and salary plus bonus. 

For outside salesmen, plans listed include commis- 
sion based on profit, commission based on sales, draw- 
ing accounts and guarantees, straight salaries, salary 
and commission and car allowance. 

Information is also given on a new percentage- 


| incentive plan just adopted by a member. 


ee 


MOORE PEN COMPANY EXPANDS PROGRAM 
George L. Curran, recently New England and south- 


| ern representative for the Eagle Pencil Company, has 
| been named sales manager of the Moore Pen Company, 
| Boston, Mass. He will direct sales and advertising 


activities of the company, which for the first time will 


| cover the entire United States. 


Pioneers in the fountain pen industry, the Moore 
Pen Company claims to have originated the first non- 
leakable pen. They will soon announce a new model 
pen with new features, and also a new top-action me- 


| chanical pencil. The new products will be backed by 
| extensive national advertising. 


ee 


EBERHARD FABER APPOINTS K. L. GORDON 


The Eberhard Faber Pencil Company, Brooklyn, 
N. Y., has announced the appointment of Keith L. 


| Gordon as its sales representative on the West Coast. 


Mr. Gordon will make his headquarters in Denver, 
Colo. 
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Anyone 
here 


YOU 
know? 


(... you can sell each 


a Victor Portable!) 


HOW ABOUT THE FELLOW who fills 
your gas tank? In little more than 
the time he takes to put five gal- 
lons aboard, you can show him 
how a Victor Portable will make 
his “paper work” a cinch. Just 
about as easy as chinning about 
the weather... and a lot more 
profitable for you, too! 


WHAT OF THE LOCAL BANKER? 
Next time you go in to demon- 
strate your faith in the stability of 
his institution, let him see what a 
solid, dependable job fast-figur- 
ing, accurate Victor Portables can 
do. He likes right answers... and 
you’re the man who has them—in 
a neat little carry-around package. 


THE NEIGHBORHOOD GROCER, 
TOO! If he’s using a pencil to push 
himself figuratively behind the 
eight-ball with his customers and 
suppliers, a Victor Portable can 
make his life a lot happier. Maybe 
not to the extent shown in this 
Victor ad running nationally now 
but more than enough to dispel 
those back-room blues! 





J 
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do it this way? Maybe you're not running a filling station... but if 
you were, you could breeze through your pump-balancing act with a 
Victor Portable Adding Machine. Takes the heavy work off your hands. 
Figures meter readings, cash totals, stick readings, shift changes... fast! 


] BALANCING THE PUMPS is always a nice trick—yet who wants to 











the banker, too . . . when they’re not listed correctly or quickly enough, 
If you're a banker, spare your blushes and blood pressure by having 
your proving, listing, and balancing rushed through right... with un- 
confusing, speedy Victor Portables. 


2 OVERDRAFTS, those thorns in the side of the scrupulous, embarrass 











ALLAH! It may never quite come to this. But, if 
you're a retailer, a Victor Portable will help make 
you tops with your trade. A right receipt in every 
package builds good will among your customers 
- ++ Protects your profits. If you deal with figures, 
a 10-Key or Full-Keyboard Victor Portable keeps 
them well in hand. Victor Adding Machine Co., 
3900 N. Rockwell St., Chicago 18, Illinois. 





VICTOR 


ADDING MACHINES 
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We're looking forward to the time when we can give our salesmen the 
“green light’’ and send them into your store brimming with new ideas. Some- 
times, we too get impatient .. . we're eager to unveil the results of our plan- 
ning. So... one of these fine days when the Myrtle Desk representative 
enters your office, his brief case will contain a story for‘-which you've been 
waiting. Yes... the future is bright for Myrtle Desk dealers. 





HIGH POINT (@) NORTH CAROLINA 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





An elaborate display of technical machinery valued 
at a quarter of a million dollars was held by the tabu- 
lating machines division of Remington Rand, Inc., at 
Murphy’s Hotel in Richmond, Va., for ten days during 
the latter part of January. This was the first display 
of its kind held in Virginia and drew interested crowds 
of state and city executives. 

Especially stealing the limelight was a machine 
which does the work of 11 bookkeepers. And on exhibit 
were many other interesting machines devised by the 
research department of the company at Buffalo, N. Y., 
during the war years. Previously it was the custom 
to rent such machines, but they are now sold outright. 
The exhibit was in charge of W. L. Jacobs and G. B. 
Lapham of the Richmond office, as well as Mr. Pelham 
of the home office. 


* 7 . 


One of the most. ingenious and popular typewriter 
men in the state is L. M. Wellbrock, manager of the 
Royal Typewriter Company office in Richmond. He 





L. M. WELLBROCK TAKES ATLANTIC DIP 


never wears a hat and this six-foot-sixer from Florida 
really stands out. He had never seen a snowstorm 
until this past Christmas. His holidays were spent with 
his family in Jacksonville, Fla., where he enjoyed sev- 
eral swims in the Atlantic ocean in front of his home 
there. 

a . % 


The Lynchburg Office Supply Company, appointed 
as Remington Rand, Inc.; typewriter, adding machine 
and calculator distributors in Lynchburg and vicinity 
last October, have moved to a ground floor location 
due to the unprecedented business. The genial O. B. 
Martineau is owner and manager of this new firm. 


* * a 


The Royal Typewriter Company has welcomed back 
D. D. Cable from the armed services and he is much 
impressed with the potentialities of his territory at 
Harrisonburg, Va. Also back with Royal is Stuart A. 
Moseley at Danville, Va. 


* aa = 


After serving for five years in the armed services, 
Robert C. Gleichman has just returned to his former 
position as comanager of the Norfolk, Va., office of 
the Fridén Calculating Machine Company, Inc. 


. ~ * 


W. B. Smethie, formerly of Underwood and Reming- 
ton, has recently joined the sales forces of the Rich- 
mond, Va., office of the Fridén Caleulating Machine 
Company, Inc., and is pleased at the demand for their 


machines. 
» * * 


Lt. Huston W. Bartlett of Richmond, Va., another 
six footer, was almost persuaded to stay in the service, 
but has returned to his old job as salesman for Royal 
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v/, _ Tabs, Air Mail Labels in con- 
@ Y venient packages, Address Labels, 
© ) and Gummed Reinforcements are 
“1 just a few of the many Dennison 
products for which we have a daily 
y/ need. I don’t see how any modern 
office can afford to be without these 
Dennison handy helpers.”’ 
Business men and women are only one of the many 
groups of people who are regular customers for 
Dennison Goods. Everyday, in home, school, and 
office, there are hundreds of instances where Denni- 
son products can be of help. Acquaint your custom- 
ers with Dennison quality, and always remember 
to stock and display the full line of Dennison 
Goods. It is a sure way to build customer satisfac- 
tion, and real profits for yourself. Don’t forget 
the profitable office market. 
“— 





) 


4 
ee 


= dhe y, 


Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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| When we broke away from 
Horse and Buggy Ideas we 
put more sell into LABELS 


Trotting along in an old-fashioned buggy 
is all right —if you den’t want to get any 
place fast. But the people who are going 
places are traveling in streamlined automo- 
biles and planes. 








It’s the same with labels. It’s good to 
have a stock of labels on your shelves — in 
case a customer should ask for some. But 
it’s better to have Eureka labels out on your 
counter where people can see their attractive 
Book-Pak covers and be reminded to buy. 


The public is buying more and more Eureka 
labels. People are demanding Eureka products be- 





cause they like the convenience of this new style, 
Book-Pak way of using labels. 

Dealers have learned that more labels can be 
sold. That this neglected part of their business can 
produce worthwhile volume and profits with just a 
little more attention to proper display. Eureka’s 
eye-catching Book-Pak covers, the quality, value 
and improved features they offer help you to do 
this and will sell more labels for you! Let the 
public know you sell the Eureka line! 

Check your stock now and be sure you have all 
of Eureka’s fast selling items on hand. Put Eureka 
Book-Paks out on your counter, and profit! 

We will be glad to send you a folder showing 
and describing the entire Eureka line or ask your 
jobber’s salesman. 


Stationery Division 





LY Eureka Specialty Printing Co. 





een ee eal — 





11 W. 42nd St., New York 18 | 


at Richmond. He is the son of Archie Bartlett, former 
manager for Royal at Richmond. 
u . + 


Several men have recently completed courses at the 
Friden factory service department for Virginia agen- 


cies of the company. 
* ~ 


Fred Washbourn, manager of the. portable division 
of Remington Rand, Inc., who is just the right man 
in the right place, paid a hurried visit to Richmond 
late in January for a most difficult job of satisfying 
the Rem-Rand portable dealers, who have a large 
backlog of orders for the No. 5 and No. 7 portables. 


* * * 


W. R. Stepanek of the mechanical technical depart- 
ment of Remington Rand, Inc., at Buffalo, N. Y., paid 
a hurried visit to Richmond recently prior to going 
to Indianapolis, Ind., to take charge of the company’s 
business there. 


a + * 


Bob Acton, technical man of the Rem-Rand tabu- 
lating machines division, now stationed in Norfolk, 
Va., paid Richmond a visit recently to help arrange 
for the business show and also to look for a home in the 
city. P.S. He’s still hunting. 


¢ 2 2 


Extensive remodeling is going on at the Roanoke, 
Va., office of Remington Rand, Inc., involving the 
placing of a mosaic floor instead of that very hand- 


some rug. 
i a 


Sam Iseman of the Virginia Stationery Company at 
Richmond is much improved in health and reports 
the “biggest business we have ever had.” He says that 
he would buy two carloads of desks if he could get ’em. 

* i ~ 


At the annual meeting of the Richmond, Va., Sta- 
tioners on January 18 Samuel Rosendorf, Jr., was 
elected president, Joe Kempton, vice-president; and 
Woodson Waddy, secretary-treasurer. 


acantiemesnelgilllpenipicianieatiiti 
McBEE GIVES T. G. MOHNEY NEW POSITION 


T. G. Mohney, formerly manager of the Hartford, 
Conn., office of the The McBee Company, has been 
appointed director of application research. This 
announcement was made from the firm’s general sales 
headquarters in New York, N. Y., by P. M. Zenner, 
vice-president. 

Mr. Mohney is a graduate of Ohio State University. 
Prior to joining The McBee Company in 1935 he had 
been respectively assistant comptroller of a large in- 
dustrial company and a practicing certified public 
accountant. 

In his new capacity, Mr. Mohney will be located in 
the firm’s sales executive offices at 295 Madison 
Avenue, New York, N. Y. 


oe 6 
SANFORD ANNOUNCES NEW ASSIGNMENTS 


Sanford Ink Company, Chicago, has announced re- 
cent changes in sales territories, which will shift 
Maurice F. Mann to Iowa, Nebraska, Kansas, and 
Missouri, where he will cover the towns previously 
visited by Fred C. Schaefer. Mr. Mann will make his 
headquarters at his home in Independence, Mo. 

Mr. Schaefer, under the new arrangement, will spend 
more time in Chicago than has previously been pos- 
sible. Sanford’s expects Lt. Ed Stivers to be released 
from the Army in February so that he can take up his 
work in Wisconsin, Upper Michigan, the Dakotas, 
Minnesota and Montana, where he will assist Mr. 
Schaefer. 
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THE NEW 


Texander 
ST Corl 


An automatic pencil constructed especially for improved control of the justly popular 
THIN LEAD. Close fitting, smooth operating tip gives lead extra support, lessens 
breakage, provides full satisfaction in use. The carbon spring-steel, gold plated clip 
will retain its fabric grip permanently. Holds firmly to shirt, vest or coat pocket. 
Will never lose original tension. Popular military type. Unusually long “Big Inch” 
eraser. 


IMMEDIATE SHIPMENT. The Alexander is in full production. Dealers’ 
orders are handled without delay. Investigate this new fast selling writing conveni- 
ence. Sells on sight from attractive counter display card shown below. 


ALEXANDER MANUFACTURING CO. "int" 


VLEs (Jar 


THE NEW 


Texander 
iy f Conceil 


Blacher, 

———————— 
Built with aircraft 
precision for smoothness 
and durability. Guar- 
anteed permanently 
against defective work- 
manship. Propels, repels 
and expels lead, 

’ 


All-metal, Alumilite, 


perfect balance, light 


weight for easiest writing. 


Cp 


High tarbén, permanent- 
hold, spring steel —will 
take grip on shirt pocket 
or thick vest or coat 
pocket smooth, round 
ball will not tear fabri 
Neat gold-plated military 
type sets deep in pocket. 


Gaal 


The precison-fit gold- 
plated tip gives lead 
extra support and 

th — lessens break 


age of THIN LEAD 











/these5 
strugtural 
feafures 


are refponsible for the 











imm@diate user and 
dealér acceptance ac- 
corfed the Alexander 
yeh cil. 
Pg Ci 
DF, 
\ / 
f 
/ 
/ 
T —_> 
ERASER 


“BIG INCH” 
—easy to adjust— 
easy to replace. 


2 —> 


CLIP 


High carbon, per- 
manent-hold, spring 
steel—will take grip 
on shirt pocket or 
thick vest or coat 
pocket — smooth, 
round ball will not 
tear fabric. Neat 
gold-plated military 
type sets deep in 
pocket. 


3 —_> 


MECHANISM 


Built with aircraft 
precision for 
smoothness and du- 
rability. Guaran- 
teed permanently 
against defective 
workmanship. Pro- 
pels, repels and ex- 
pels lead. 


4 -> 


BARREL 


All-metal, Alumi- 
lite, perfect balance, 
light weight for 
easiest writing. 


5 —_> 


TIP 

The precision-fit 
gold-platedtip 
gives lead extra 
support and 
strength—lessens 
breakage of THIN 
LEAD. 
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Quick 
Cash 
Contro/ 


AND YOU CAN 
HAVE IT WITH THE 


IV DTAN 
[tudoyraphic 


CASH REGISTER 






















A most efficient, low-cost method of Cash Con- 
trol—a complete record of every transaction, sim- 
plified for easy bookkeeping. Records safely 
guarded until removed for posting at home or 


office. 








Very practical for small business—service stations, 
garages, beauty parlors, stores of all types, restau- 
rants, and for counter work in distributor and sales 
outlets. 







SELL THESE FEATURES 


Four models meet all requirements. Smooth oper- 
ating drawers that open with a clear warning signal, 
and close with ease. Hi-grade disc tumbler locks. 
Finished in hand polished black lacquer that defies 
years of usage. Made of Indiana hard maple and 
Indiana white oak. Paper rolls in 6 standard column 
rulings, ranging from 5 to 15 columns—2 widths 
6!/," and 9!/,"'"—a size to fill the need of each 
individual business. 


Sell Indiana for Profits and Good Will 



















CASH 
Biliw 







SHELBYVILLE, INDIANA 
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G. BRUCE McCALEB BACK WITH ASSOCIATED 


G. Bruce McCaleb was discharged from the Navy in 
January and has returned to the Associated Stationers 
Supply Company, Chicago, according to an announce- 
ment just made by C. H. Malody, sales manager. 

While with Associated before entering the service 
in May of 1944, Mr. McCaleb took care of important 








G. BRUCE McCALEB 


priority work at the home office in Chicago. Previously 
he represented the company in the Ohio, Pennsylvania, 
and West Virginia territory. 

For the time being the family will occupy their 
present home at 4243 N. Sacramento Avenue, Chicago, 
although eventually Mr. McCaleb hopes to locate at 
Kansas City, Mo., or some other city in the central 
part of his territory. 

At present, the returning veteran will cover the 
states of Missouri, Kansas, Nebraska and Iowa, suc- 
ceeding John Uden, who has left Associated to operate 
his own retail stationery business in Kansas City, Mo. 


nn ee 
JOHN E. HAYWARD RETURNS TO KOH-I-NOOR 


Koh-I-Noor Pencil Company, Inc., Bloomsbury, N. J., 
has announced that a former sales representative, 
Lt. (j.g.) John E. Hayward, USNR, has returned to the 
sales force after serving with distinction throughout 
the entire period of the war at Guantanamo Bay and 
Pearl Harbor. 

Rejoining the sales division, Lt. Hayward is taking 
over the territory of western Tennessee and the states 
of Mississippi, Louisiana, Arkansas, Oklahoma, Texas, 
and New Mexico. This includes a portion of his old 
territory. 

ee ee ae 


LURENA G. ADAMS WITH FIRM 25 YEARS 
Lurena G. Adams recently observed her twenty-fifth 


| year of service with the Providence Paper Company, 


Providence, R. I. Miss Adams, who has enjoyed an out- 
standing career in the paper industry, began her duties 
with the Dennison department of the Arthur Cole 
store, Lawrence, Mass., and advanced to the post of 
buyer. Later she was connected with the E. L. Free- 
man Company in Providence, before joining the Provi- 
dence Paper Company and managing the firm’s retail 
store from November 4, 1920, until the present time. 





Cc.) eae = tT Oo 88 





Duncan Wray Conklin greeted the world at six o’clock 
on the morning of January 17. In consequence Duncan 
Conklin, Sr., Boorum & Pease Company, Chicago, 
passed out cigars at the Great Lakes Travelers Club 
meeting the next day. Parents Duncan and Wanda 
are justly proud of the new member of their family, 
who weighed in at eight pounds and seven ounces. 
Duncan, Jr.’s two sisters and brothers are also doing 
a little boasting. 
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SLIGHTLY HIGHER 
LIST WEST OF THE ROCKIES 
AND IN CANADA 
SHIPPING WT. PER DOZ. 
35 LBS. 














Many PRACTICAL USES IN EVERY OFFICE AND EVERY HOME 





Sat ed 


A continuous De Luxe Memo Pad—Calendar— __ The trade response to the introduction of the 
Individual name plate—Removable Ash or Pin New Norwood De Luxe Memo is amazing. It 
Tray—Pen or Pencil Holder—Large Storage fills a long felt need in the office and home. 


space that can be used as one section or Everywhere it has been displayed, dealers 


divided into 2 or 4 individual compartments— _—_ are finding enthusiastic consumer acceptance. 
Compartment divider—a 5" rulerand envelope — Don't miss this opportunity to get in on the 
Opener... Sturdy construction-hammered — quick sales and profits of the Norwood De 





bronze finish. No moving parts to wear out Luxe Memo... Write to- 





or get out of adjustment. Designed and day for complete details 








built for constant and long economical usage. and dealer discounts. a 













OF THE MANY 
188 WEST RANDOLPH ST.+ CHICAGO 1, ILLINOIS NORWOOD FEATURES 











Sell the 


PORTABLE 
ASH TRAY OR 
PIN AND CLIP 
RECEPTACLE 


YOUR PERMANENT ADVERTISEMENT HERE 
AVAILABLE IN QUANTITIES AT SMALL EXTRA COST 


PAPER SAVING TEAR-OFF STRIP 
USE ONLY WHAT YOU NEED 


RICH 
DURABLE 


HAMMERED BRONZE 


FINISH 


REMOVABLE 


5 IN. RULE 


for Rapid Turnover — 
and Quick Profits 








2 COLOR CALENDAR 
3 MONTHS SHOWN 
PAST—PRESENT—FUTURE 


“PERSONALIZED” 
NAME STRIP 


ECONOMICAL 
STANDARD 3%; IN. X 250 FT. 
MEMO ROLL 
OBTAINABLE EVERY WHERE 


ALSO HANDY 1-2 OR 4 FILE COMPARTMENTS FOR 


AS A LETTER MEMOS, CLIPS, PINS, RUBBER BANDS 
OPENER ERASERS, CARDS, CIGARETTES, ETC. 


The many attractive and practical features of the Norwood De Luxe 
Memo make it a fast selling—quick turnover item that is profitable 
for dealers. 


No product offered in the post-war market has approached the value 
and selling features of the Norwood De Luxe Memo. 


To display it in your windows or on your counters, is to sell it. 
Dealers are finding an extraordinary market for it. 


ATTRACTIVE DISPLAY—The Norwood De Luxe Memo is displayed 
with an attractive sales producing easel—furnished without charge 
to dealers. Each De Luxe Memo is packed in an attention getting 
and colorful individual carton on which its many uses are clearly 
and attractively illustrated—instantly telling the story to the prospect! 





Write for dealer discounts. 


Norwoop «9uiresx" 


188 WEST RANDOLPH ST.+ CHICAGO 1, ILLINOIS 







FELDCO 


née FOR BOTH MARKETS 


Feldco Binders are on the go... salesmen are hitting the pavements 
again... they’re using Feldco... youngsters going to school... 
they’re using Feldco ... Ring Binders made by specialists to 
take the hard service of commercial use... and still main- 
tain their appearance. Binders that can take the pun- 
ishment of teen-agers and yet appeal to the college 
senior... that’s the Feldco line. . . one Binder 
for both markets! We’ll soon be in a position 
to supply all of your needs for this money- 

making line... contact your jobber. 


FELDCO ; CORP 116 W. ILLINOIS STREET 
OCOode @ CHICAGO 10, ILLINOIS 
NEW YORK « 25 CENTRAL PARK WEST - PHONE CO-5-0282 + PACIFIC COAST - 788 MISSION $T., SAN FRANCISCO + PHONE DOUGLAS 8563 
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Say, Suockie, wos Dis ALE: 7 


@ That’s easy ... A-S-E is the trade-mark for the nation- 
wide favorite in files—All-Steel-Equip’s Aurora line. 
And it’s no wonder that A-S-E Aurora files stand out in 
the field. It’s the quality line—the profit line of files. 
Check their easy-selling features: 
@ Smooth-action drawers 
@ Improved locking mechanism 
@ Rugged heavyweight steel construction 
@ Easy to handle, trouble-free follower 
@ Extra filing capacity—actually 26 inches of 
clear filing space. 
Write today for additional information about A-S-E 
Aurora files. It’s the quick turnover line of files that’s backed 
by more than 33 years of engineering experience in the 


production of precision products. 


ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 
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WAR VETS FORM FIRM FOR SURVEYS 

Three recently-discharged Army and Navy officers 
have announced the formation of a new firm at New 
York, N. Y., to engage in management engineering 
and business surveys. The partners of the firm, which 
will be known as Cresap, McCormick & Paget, are Col. 
Mark W. Cresap, Jr., Comdr. Willard F. McCormick, 
USNR, and Capt. Richard M. Paget, USNR. 

The partners, as well as most of the staff, come 
from the management engineering profession and 
were associated with the business management of the 
Army and Navy during World War II. 

Capt. Paget was chosen in 1942 as management 
engineer of the Navy Department. Prior to his Navy 
tour, he was a partner of Booz, Allen & Hamilton, 
Management Engineers. Comdr. McCormick was as- 
sistant management engineer of the Navy Department 
and from 1938 to 1942 was with the United States Steel 
Corporation. For 14 years prior to 1938 he served with 
Remington Rand, Inc., engaged in organizational and 
procedural analysis. Col. Cresap was in charge of 
administrative management for the commanding gen- 
eral of the Army Service Forces, Gen. Brehon Somer- 
vell, engaged in the improvement of organization 
and procedures in connection with the Army’s logistics 
activities. Prior to his Army duty, he was engaged 
for six years in management engineering and later 
in a manufacturing executive position. 

The new firm will offer a service of business surveys 
and counsel in the fields of general business prob- 
lems, organization, personnel, sales promotion, mer- 
chandising, sales management, production, office sys- 
tems, and management control methods. The offices 
are located at 120 Broadway, New York, N. Y. 











VET RETURNS—W. E. Ausenheimer has returned to his duties 

as assistant comptroller of The McBee Co., Athens, Ohio, after 

serving aboard the U.S.S. Elkhorn, which operated from the 

submarine base at St. Thomas, Virgin Islands, Mr. Ausen- 
heimer entered the Navy in January of 1943. 


———— 9 —te 9 


J. L. MAY ANNOUNCES EXPANDED LINE 


Plans for larger and more complete Christmas line 
for the 1946 season have been announced by J. L. 
May Company, New York, N. Y. This year the line 
will embrace strung tags, cards, seals, stars, address 
labels, gift and money folders. The feature of packag- 


ing for the Maco Christmas line will be a new attrac- | 


tive and colorful individual box for the items. An 


illustrated circular is available for those who request | 


it from the J. L. May Company at 111 West 19th Street, 
New York 11, N. Y. 
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We’ve taken an old American phrase out 
of moth balls and we're polishing it for 
everyday use. “AT YOUR SERVICE” hasn’t 
been heard too often during the past few 
years but we’re happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower shortage 
which may continue to interfere with all-out 
service. In spite of this fact, we shall make 
every effort to render maximum service. 
To us at Vail, it constitutes a genuine satis- 
faction to return to a state of business where 


“AT YOUR SERVICE” means what it says. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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Most business concerns start with a 
basic idea to fill some definite need. 
That certainly was true of GUSSCO, 


as we have told you many times. 


GUSSCO came into being with the 
definite idea of providing a special- 
ized dealer service in filing supplies. 
We include in the GUSSCO Line 
only those numbers dealers sell reg- 
ularly. In this way, we produce many 
economies of operation which en- 
able us to offer faster service on 
good quality at competitive price. 


There have been plenty of difficulties 
in the past years in maintaining our 
usual service standards. We assure 
you any disappointment was due 
to factors beyond our control. 
GUSSCO is still the dealers line— 
designed for dealers and sold to 
dealers only. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
NEW YORK 13, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Enthusiastic over the excellent business leadership 
and civic sagacity of Earl H. Braden, manager of the 
Spokane, Wash., Paper & Stationery Company, mem- 
bers have re-elected him as president of the Spokane 
Chamber of Commerce. 

* * * 


Spearheading the drive of new business machines 


| and office equipment in Portland, Ore., with the turn 


of the year were the new 1946 model Electromatic 
typewriters of the International Business Machines 
Corporation at 1036 S. W. Alder Street. Interest was 
whetted in these new electric models by a sales pro- 
motional and advertising drive. 


* * * 


Voluntary dissolution as a corporate entity has been 
filed for the Montgomery Printing & Stationery Com- 
pany of Spokane, Wash. 


* * * 


Well-known in the stationery trade of a wide Spo- 
kane region, L. D. Kilborn, salesman of the Zellerbach 
Paper Company of Spokane, Wash., was recently ten- 
dered a farewell party by 50 members of the Zeller- 


| bach staff, headed by A. G. Mohn, manager of the 


Spokane branch. 

Going into retirement after a third of a century of 
paper service, Mr. Kilborn will have the many good 
wishes of this farewell party ringing in his ears the 
balance of his life, especially those cordial words of 
Mr. Mohn, who as toastmaster hailed and farewelled 
the veteran. 

ak * * 

Stationery leaders of Spokane, Wash., took a most 
active part in the recent sessions of the sixty-third 
regular meet of the Pacific Northwest Advisory Board 
of business and civic tycoons of the “Inland Empire” 
region. Participating, for instance, in numerous com- 
mittee meetings and proceedings of the convention, 
were Lee S. Libby, president of John W. Graham & 
Company, Spokane; Charles W. Adams, its credit man- 
ager; George Diedriker and M. R. Hibbard. Others 
prominent at the meet were A. G. Mohn, manager 


' and J. R. Lawson, of the Zellerbach Paper Company 


of Spokane; Earl H. Braden, manager of the Spokane 
Paper & Stationery Company, Spokane; E. S. Braden, 
traffic manager, and W. L. Barnes of the company; 
W. N. Collins, Spokane office, Blake, Moffitt & Towne 
Company; W. M. Burns, president of Shaw & Borden 
Company, Spokane; and V. E. Graff, B. G. Ewing Pa- 
per Company, Spokane. 


* * * 


The Golden Rule Typewriter & Paper Company, 
4206 University Way, Seattle, Wash., has divided half 
its store and half its window space for a Golden Rule 
Health Shop. 


sa + * 


Owen G. Bayless, long popular in the field and a 
former president of the NSA while merchandising 
manager and a vice-president of Lowman & Hanford 
Company, Seattle’s pioneer stationery firm, this Janu- 
ary went into a new line of business. He is now sales 
manager for the Central Oldsmobile Company. 

* * * 

Financial outlay of close to $6,000 is being made for 
the bookstore of Mrs. Mildred Dyer at 272 Fifth Street, 
Bremerton, Wash. 

* * * 


Lee 8S. Libby, head of John W. Graham & Company, 


| Spokane, Wash., was host to 64 “key women” in the 
| firm’s stationery merchandising at a recent luncheon 
| and reception held at the Davenport Hotel in Spokane. 


President Libby praised the women for their efforts in 
maintaining a high volume of sales. Among the staff 
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ASKED NILMERG 

















DEALER: 


NILMERG: Right you are, Sir. This fiscal year you are going to be able 
to hold on to more of that green stuff. I’m going to tell you how to 
have more to hold. 


DEALER: Fire away, little man. 


NILMERG: Sell A. W. Faber’s CASTELL Indelible and CASTELL 
Colored Copying Pencils. A high price—a bigger profit margin— 
more moola left in the till. 


You are referring to the 1946 income tax reduction, I presume. 





DEALER: That sounds logical. But how about sales resistance? 


NILMERG: You'll encounter no more sales resistance than selling 
lemonade in the Sahara Desert. Look around you, Mr. Dealer. 
There are many establishments in your town which want the 
best indelible and colored copying pencils money can buy. 


That automatically means A. W. Faber’s CASTELL. 


DEALER: I agree that those names are really magic in the 
pencil world. 


NILMERG: Generations of prestige are on your side when you 


sell A. W. Faber products. 
DEALER: Get out your order book and start writing 


NILMERG: If it’s the same to you, please mail your order to 
A. W. Faber, Inc., Newark 4, N. J. 


| / 
} 
‘ 


CASTEDL Gyeltle 
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| IBERAL DEALERS 


by Union P oncil 


Union Pencil has hit the jackpot AGAIN with the 

amazingly NEW, REVOLUTIONARY, SALES-GETTER —the wonderful 
“Twin Pen & Pencil Writing Set’’!! .. . created from highly polished, 
lustrous, simulated Marble or Terra Cotta or Green cold-molded Plastic. This 
set boasts a smart, streamlined FOUNTAIN PEN and MECHANICAL LEAD 
PENCIL !! In appearance, as alike as two peas in a pod—but what a 
unique difference in SERVICE and CONVENIENCE! A great boon to the 
harassed businessman, who “‘never can find a pencil when he needs it the 
most”! Furthermore, these unusual sets are unconditionally guaranteed 
and each set carries a guarantee certificate. Chalk up another UNION 
PENCIL, SUPER DELUXE, SALES WINNER —that will HIT a NEW HIGH 


in SALES with your trade ! 


Union Pencil Company manufactures a complete line of Genuine Marble, Onyx, and Plastic 
Writing Sets. 


Write for the complete new catalog and price list. 


<ON[P ECS oie WAS CA aN 0 Pe kU 


385-387 Broadway, New York 13, N. Y. 
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members responding in brief talks were Florence Kirk- 
patrick, Sara Schulte, Louise Tichbourne, Eve Keene, 
and Mary Jane Bourasa. In charge of the arrange- 
ments and the decorations were Helen Kingsbury, Alice 
Shives, Elsie Wegner, Allen Foster and Virginia 
Roberts. 


* * ” 


A new one-hand typewriter for war cripples has 
been developed by that Seattle wizard of the keyboard 
and exponent of the simplified typewriter, August 
Pvorak, formerly a professor at the University of 
Washington. Now a commander in the U. S. Navy, he 
has developed a keyboard to serve the amputees. 


* * * 


The management of the University Bookstore at 
Seattle contributed a first prize of $25 to aid the re- 
cent Victory Clothing Collection for the destitute peo- 
ples of Europe. 


——___— 9-9 


RETURNED VET OPERATES BRYAN, OHIO, FIRM 


Returning from the Army Air Forces, John L. Gorny 
is now actively engaged in operation of the Gorney- 
Winzeler Press at Bryan, Ohio. While still in the serv- 
ice he purchased the Bryan Book Store at Bryan, Ohio, 
from H. V. Hunt of Van Wert, Ohio. This business was 
operated by Mrs. Gorny until her husband obtained 
his discharge and upon his return the name was 
changed to Gorny-Winzeler Press. 

The story back of this name is that prior to joining 
up with Uncle Sam’s service, Mr. Gorney was a partner 
in Gorny-Winzeler Press with H. W. Winzeler of 
Bryan, who is now sales manager of the Ohio Art Com- 
pany in the same city. They operated as a commercial 
printing plant, produced catalogs and direct mail ad- 
vertising in color and also handled office supplies and 
equipment to a small extent. When Mr. Gorny entered 
service the plant was closed, the equipment was sold 
and the partnership dissolved. Mr. Gorny purchased 
the name of Gorny-Winzeler Press at that time and 
now, planning to get back into the printing business 
as soon as possible, he is using this name instead of 
Bryan Book Store. 

Office supplies, gifts and books are handled and the 
office supply store is the only one in Williams County, 
Ohio. 


——— poe —_ 


BUFFALO OFFICE SUPPLY FIRM TAKES LEASE 


The Frontier Office Supply Company of Buffalo, 
N. Y., has leased the second floor of the Andrews build- 
ing, 35 Court Street, for the distribution of office sup- 
plies —GET. 


—_—___—___—_§_o———______ 


























CESCO CATALOG—This streamlined 1946 Cesco catalog and 
Price list has just been published by C. E. Sheppard Com- 
pany, Long Island City, N. Y. (New trade literature, page 9.) 
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THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 


1100 SO. WABASH AVE., CHICAGO 5, ILL 
SALES OFFICES IN ALL PRINCIPAL CITIES 
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PORTABLE 
ADDING 
MACHINE 





SIMPLE AS 


DIALING A PHONE! Only $ 122° 
.. SUBTRAGTS, TOO 


COMPLETE 
Stribek out Doubt... Lightens Work 


od 
¥ 


7) 


VV * 47 
Are You Cashing Jul"? 
THE LIGHTNING FLASHES 
QUICK PROFITS . . . SUBSTANTIAL PROFITS 


It is intensely live merchandise. Business-like in 
appearance; obviously durable; strikingly efficient; 
genuinely portable—all this, plus vivid price-appeal! 






.. AND IT'S AS MUCH 
AT HOME 

IN THE OFFICE 

AS IT IS 
BUSINESS-LIKE 

ON THE DESK 

AT HOME 





* * * 


Precision-built of enduring metals, it measures 1|4x4!/, 
inches on its handsome plastic desk-base which was 
designed to hold the Lightning at the right angle for 
truly comfortable desk work. Yet it lifts out of its base 
and readily slips into a brief case, or lays handily across 
a sheet of figures. 


S P E E D—E£XCEPTIONAL 
ACGCURAC Y—auToMATIC 
VISIBILIT Y—peErRF£EctT 


In fact, the clean dial arrangement, with clear numbers 
scientifically placed and sharply etched, insures correct 
listings and speedy dialing. Accuracy is automatic, with 
cumulative results appearing instantly in the “Answer 
Windows" up at the top, out in the clear, for quick 
observation. 

* * * 


THERE’S YOUR CLUE!—to the Lightning’s popular 
demand, and profit to dealers. . . . Immediately 
available in compact express shipments of 6 and 12. 
Also distributed by Shipman-Ward Mfg. Co., 325 N. 
Wells St., Chicago. . . . With Income Tax Time just 
around the well-known corner: 


@® INVESTIGATE THE PROFITS 
... Write Airmal To — 


Fac LiGHTNING ADDING MACHINE CO. 


543 SO. SPRING ST., DEPT. A 
LOS ANGELES 13, CALIFORNIA 





140 


CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





The order governing the sale of used typewriters 
and other used office machinery has been amended by 
| the Dominion Government in order that sales of sur- 
plus equipment from large wartime industries may be 
kept orderly and at a uniform maximum price. Arthur 
May, director of wood products, office equipment and 
metal containers, stated that the Prices Board will now 
be able to govern the sale of such equipment by 
individuals. 

om” * a 

The recently elected officers of the Montreal Sta- 
tioners Association are: President, L. Wheatley; vice- 
presidents, E. Charters and P. Valiquette; secretary- 
treasurer, W. S. Pennycook; executive committee, J. J. 
Carter, G. Carney, H. Bell, G. Brazil, F. Dawson, R. 
Desautels, G. Barwick, C. Plante and (ex officio) L. G. 
Hetu. Future meetings are to be held at the Queen’s 
Hotel in Montreal. 

* * * 

The Wartime Prices and Trade Board, Ottawa, has 
announced changes in its equitable distribution policy 
which will enable new entrants to the stationery and 
office supplies business to obtain a share of goods in 
short supply. Suppliers of goods in this field will now 
be able to exercise their own freedom in supplying all 
commodities available. This will assist returned serv- 
icemen in becoming established in the office and sta- 
tionery supply business. 

~ * * 

The Winnipeg Stationers Guild Club, Winnipeg, 
Man., is making fine progress and plans to promote the 
welfare of the office and stationery industry in every 
way in its area. Elected to the club’s first executive 
group were: John Bird, chairman, Office Specialty 
Company; secretary-treasurer, Gladys Irvine, Brown 
Brothers; committee, Lorna Esdale, Esdale Stationery; 
F. Olstead, Reliance Ink; Carl Proud, W. J. Gage & 
Company; Norman Sweetland and Gregory Cartwright. 
Andrew Liddell and Donald Riley are representatives 
from the Canadian Stationers Association. 

* * * 

Venus Pencil Co., Toronto, has moved its plant from 
Dufferin Street to the new Liberty building in Toronto, 
the structure which formerly housed the Bren gun 
plant of the John Inglis Company. The Venus firm 
has a third more space than in the old plant. 

7 * * 

Brown Brothers, manufacturing stationers, Toronto, 
have decided to continue their new policy adopted last 
summer of closing their offices and warehouses on Sat- 
urday mornings. 

* cm » 

Miss Christina Gilmour, a member of the firm of 
McClelland & Stewart, Toronto, for the past 34 years, 
was recently entertained by her employers at the fash- 
ionable Granite Club in Toronto, and presented with a 
handsome gift. The staff also made a presentation to 
Miss Gilmour, who is leaving Canada to make her 
home in Carradale, East Aberdour, Scotland. 

* * a 

Walker-Kingsbury, Inc., is the name of a new sta- 
tionery and office supplies firm recently opened in 
Lachute, Que. Gerald Walker and Burns Kingsbury 
are the proprietors. 

a * * 

The A. A. Langford Company, stationers and office 
outfitters, London, Ont., which has been reorganized 
after its purchase a few weeks ago by a small group 
of London business and professional men, has ap- 
pointed Thomas K. Stiles as manager. A general ex- 
pansion is planned by the firm. 

* * * 


| Authorities in the stationery field in Canada are 


| predicting a greatly increased supply of goods during 
| 1946. Now that shipments of paper goods of all kinds 
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Ue L058 
Wes GH eas!” 


Carrots and peas! Was the Boss in a dither 
yesterday! His volume was down, his pressure 
up! Employees griping about his temper, 
customers complaining about merchandise! 
Did he need a lucky rabbit’s-foot! I got all 
four busy, hopped in, helped him out. Then 
took him aside. He was all ears! 


“Listen, Boss,” I sez, “you need more good 
items to promote customers’ good-will. Like 
SPEED’s Swingline Team of No. 4 Staplers 
and Staples! That No. 4 Stapler loads light- 
ning-fast, works silky-smooth, without clog- 
ging or jamming . . . those No. 4 Staples are 
100% round, uniform, for clean penetration. 


“Besides, SPEED’S Swingline is a swell 
profit-item, with a fair-and-square dealer 
arrangement. And with the No. 4 Staples 
fitting any standard machine, you’re sitting 
pretty. What say?” 


“Thanks,” sez the Boss. “SPEED’s Swingline 
Stapling ‘Team sounds like real sales — less 
wails! That’s for me!” 

SPEED PRODUCTS Co., Long Island City1, N.Y. 


SPEED Swingline 
Staples fit any 
standard stapling 
machine. 





NO0.4 STAPLER AND STAPLES 


en 








WORLD'S SPEEDIEST STAPLING TEAM 
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FULL MEASURE OF VALUE! 





Time marches on but some things do not change. For Jasper Office Furniture Com- 
pany the desire to give a ‘full measure of value" is deeply rooted. This spirit is mani- 
fest by every worker in our employ. It finds expression in giving a little more than 
the customer expects. No matter what the conditions . . . even during the eventful 
period we're passing through, we still adhere to the principle of a "full measure of 
value." Since our business is founded so strongly on the formula of good value, it 


obviously follows that the future is bright with promise for JACKSON DESK dealers. 
JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 





Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, lil. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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are not being sent in appreciable quantities overseas, 
a greater supply of paper, books, stationery and kin- 
dred products will be available for civilian use each 
month. Removal of government restrictions on the 
production in this industry will also make for a free- 
dom of operation which has not existed for the past 
six years. Contributing to the improvement will be the 
increased paper production from the mills on the north 
shore of Lake Superior, the establishing of new mills 
and the enlargement of old ones, representing a $50,- 
000,000 expenditure. These mills are now under con- 
struction. 
* * * 

Harry McKinlay, veteran stationer of Yarmouth, 
N. S., recently celebrated three anniversaries within 
one week. They were his birthday, his fiftieth year in 
Yarmouth and his wedding anniversary. 

* * * 


T. L. Mitchell, former squadron leader in the Royal 
Canadian Air Forces, has returned to Barber-Ellis of 
Canada, Toronto, manufacturing stationers. 

* . * 

Group Capt. D. W. Stoneham, M.B.E., recently dis- 
charged from the Royal Canadian Air Forces after 
lengthy and meritorious overseas service has been ap- 
pointed by Brown Brothers, Toronto, as head of their 
paper and bookbinding supply department. He was 
made a member of the Order of the British Empire 
in recognition of his accomplishments on assignments. 
He was senior RCAF staff officer with the Bomber 
Command and after V-J Day was appointed deputy 
director of personnel at Overseas Headquarters. 


—— 9 


FULTON SPECIALTY APPOINTS F. P. GREGG 

The Fulton Specialty Company of 200 Fifth Avenue, 
New York, N. Y., with factory at Elizabeth, N. J., has 
announced the appointment of F. P. Gregg as repre- 
sentative for the states of Louisiana, Texas, Oklahoma 
and Arkansas. Mr. Gregg will represent the company’s 
complete line of stamp pads and inks and will have 
5926 Mercedes Street, Dallas, 6, Tex., as his address. 


a 


JAMES PROUD HEADS OHMER DEPARTMENTS 

James Proud, sales promotion manager for the Aero- 
products division of General Motors Company, has 
been appointed advertising manager of the Ohmer 
Corporation, Dayton, Ohio, according to a recent an- 
nouncement by R. H. L. Becker, vice-president in 
charge of distribution for Ohmer. Mr. Proud will be 
in charge of advertising, sales promotion and market- 
ing. 

' Oe 

ROY E. ATHERHOLT RETURNS TO WEIS 

Roy E. Atherholt of the Weis Manufacturing Com- 

pany at Monroe, Mich., has returned to his desk as 





Stet. _ 
OY E. ATHERHOLT 
purchasing agent after having served for 30 months as 
a lieutenant in the Naval Reserve. While in the serv- 


ice he was stationed in Washington, D. C., as a liaison 
officer with the Foreign Economic Administration. 
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All Steel Furniture 
Construction 
Two Drawer—top opens completely. 


Guide Rod, Positive Compressor, attractive 
Metal Handles and Pulls, |!/” casters. 


Desk height, 30!/,"; olive green finish. 
$36.25 list, F. O. B. Chicago. 


Immediate Shipments 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-A Skokie, Ill. 











143 














e Send for details on ALL Numbers « 
- - - WHERE WASTE ACCUMULATES -.- - 


SELL FIBRCAN 


Gatubridge Fibrcau 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 
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GEORGE T. BUCHANAN 


George Taylor Buchanan, 53, president and founder 
of the Buchanan Stationery Company, Wichita Falls, 
Tex., died in a Wichita Falls hospital on Sunday, De- 
cember 23, after being in ill health for several weeks. 

Owner of the Buchanan Stationery Company at the 
time of his death, Mr. Buchanan had been associated 
with several printing and stationery companies in the 











THE LATE G. T. BUCHANAN 


| Wichita Falls area during his lifetime. Many organ- 


izations and civic enterprises claimed his time and 
energy. He was district governor of District No. 9 


| in the National Stationers Association from 1939 to 


1940. 

The decedent was born at Buchanan, Tenn., Decem- 
ber 6, 1892, and moved to Denton, Tex., in March of 
1908. His first experience in the printing business 


| was when he became associated with J. E. H. Railey at 
' the Herald Printing Company in Weatherford, Tex. 


He served in the United States Navy during World 
War I. In 1920 he bought an interest in the Railey 
Printing Company at Wichita Falls, Tex., and in 1922 
became associated with Mr. Railey in the Mid-West 
Printing Company. In September of 1928 he opened 
the Buchanan Stationery Company. His marriage to 
Bessie Lee Bartlett occured on April 25, 1923. 

Survivors include the widow; a daughter, Mary Lea 
Buchanan; two sisters, Mrs. Herman Wilkinson, Ste- 
phenville, Tex.; Mrs. Grover Brown, Bridgeport, Conn.; 
a brother, A. O. Buchanan, Houston, Tex., and other 
relatives. 

The Buchanan Stationery Company has elected Mrs. 
Buchanan as president and active management of the 
company will continue to be under the direction of 
Marlin R. Mann, vice-president and general manager. 
The same sound principles as established by the late 
George T. Buchanan will remain in force. 


+ - 
ADA S. HORDER 
Mrs. Ada S. Horder of 200 Wesley Avenue, Oak Park, 


| Ill., wife of Edward Y. Horder, founder of the station- 
| ery business at Chicago which bears his name, died 


January 13 in West Suburban Hospital after being 
stricken suddenly on Christmas morning. Mrs. Horder, 
who would have observed her sixtieth wedding anni- 
versary with her husband this summer, was known to 
many in the stationery trade because of her attend- 


' ance at the annual conventions of the National Sta- 


tioners Association. 

The decedent was born in London, England, and was 
married there in 1886, coming as a bride to Chicago. 
The couple later became residents of Oak Park, living 
there ever since. Mrs. Horder had been a member of 
the First Congregational Church of Oak Park for 
many years. She was always active and interested in 
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in demand by your CUSTOMERS. These fast- Th 


COLUMNAR PADS are among the most popular of the have strong, reinforced top covers which keep 
entire BOORUM & PEASE line. COLUMNAR PADS ‘are them clean and protected. Soft, harmonious rulings, 
made in all standard rulings, from 2 to 30 columns, with guide lines, promote ease and accuracy in posting. 


COLUMNAR PADS—ANALYSIS PADS—ACCOUNTANT PADS—LEGAL PADS 
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Manufacturers of Stantar] 
Loose-Leaf Covers and Forms 

















Bound Books 





¥ \ Standart Visible Equipment 


RAR nat TRELLIS 


Proauct 
FOR EVERY RECORD—A WAY TO KEEP IT 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 





SIZES AND PRICES 





No. 854—LETTER SIZE 


Wide High Deep 
Upper Compartment gg 10%” 24” 
File Drawer 12M", 103,” 243," 
Utility Dawer 124%," 354” 243," 
Overall Height 301," 
$39.95 





LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices below. 


to gray. Cole's new beautiful Cole 
Gray is partially responsible for 
the change in taste. When you 
place your next order for steel 
card cabinets or our New Portable 
Desk File, make sure you order 
| enough finished in the Cole Gray 








r Public taste is changing from green \ 


No. 858—LEGAL SIZE 
Wide High Deep 
fi. Wie 2 

ae A 3," 

ifn a" 243," 

Overall Height 301,” 


$46.95 


$39% 


LETTER SIZE 





These prices do not include indexes. 


STEEL CARD CABINETS 


These cabinets are designed for card record systems and for 
use on desks or tables. Ideal for offices and libraries. Con- 
structed of best grade extra heavy cold rolled furniture 
steel, electrically welded throughout. Rubber legs are pro- 
vided but can easily be removed when the units are stacked. 


Drawers are equipped with bail suspension, to prevent acci- 
dental withdrawal from cabinet. Also, newly improved posi- 
tive lock compressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 








\ color. / 


ONE DRAWER UNITS 
| No. CardSize Capacity Height Width Depth Price 
335 3x5 1500 cards 54%" 6Y4" 6" $3.25 
C346 4x6 1800 ” bY" 74" 16” 4.00 
C358 5x8 1500 “ 7 % ” 9 iy" 16” 5.50 
C369 6x9 1500 ” ath” 1014" 16” 8.00 
TWO DRAWER UNITS 
No. Card Size Capacity Height Width Depth Price 
C3352 3x5 3000 cards _51%4" 12,5," 16” $6.00 
C3462 4x6 3000 ” WA 1470" 16” 6.75 
C3582 5x8 3000 “ 7%" 183,” 16” 9.50 
C3692 6 x9 3000 “ gif 201," 16” 12.75 


COLE STEEL EQUIPMENT CO., INC. 


349 BROADWAY 
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° NEW YORK 13, N. Y. 
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the work of the Daughters of the British Empire, and 
worked for the benefit and enlargement of the British 
Old People’s Home of Hollywood, III. 

Until the war years, Mr. and Mrs. Horder were fre- 
quent visitors to England, where many of their rela- 
tives still live. Much of their time also was spent in 
their home at Magnolia Springs, Ala. 


' 
i 


Besides Mr. Horder, two children, Harry G. Horder | 


of Evanston and Mrs. Fred P. Seymour of Oak Park, 
nine grandchildren and eleven great-grandchildren 


survive. 
+ |; |; 


HARRY L. MURDOCH 
Harry L. Murdoch, for nearly 40 years engaged in 
the stationery and office equipment industry, died 
Sunday, January 20. 
In February of 1936, Mr. Murdoch was appointed 
manager of the wholesale division of the Dorsey Com- 





THE LATE HARRY MURDOC 


pany, Dallas, Tex. Of the 30 preceding years, he had 
spent 20 with the Irving-Pitt Manufacturing Com- 
pany and the other ten with the sales staff of various 
organizations including the Wilson Jones Co. He en- 
joyed a wide acquaintance with the loose-leaf indus- 


try. 
- bf + 


JAMES O. HOBART 
James O. Hobart died January 4 at his home in Lit- 
tleton, Mass., after an illness which had confined him 
to bed for some weeks. Joining the Eberhard Faber 


| 
| 


| 


OU-UPtAAT ION 


FINEST CUSTOM QUALITY 





We are deeply grateful for the splendid co-operation and under- 
standing shown us by our many customers during this recon- 
version period, when conditions beyond our control have made 
it exceedingly difficult to maintain our usual standards of serv- 


ice on the shipment of orders. 


Under present conditions, we consider it most fortunate that 
only our service on shipments has been affected, and not our 
ability to maintain our high standards of material and work- 
manship in the production of our complete line of MIDCO the 
Perfectlite fluorescent portable desk lamps. 


As our standard pre-war metals and parts have again become 


| available to us, we have immediately incorporated these parts 
| into the manufacture of our product, so that NOW we are a 


able to offer the identical pre-war features which were found so 
desirable and acceptable to the consumer—including adjustable 


| shades. 


| 
| 
| 


Pencil Company on January 1, 1922, he would have | 


become an honorary member of the company’s “Twen- 
ty-Five Year Club” had he lived until the close of this 
year. 

In 1922, Mr. Hobart worked as a special educational 
salesman and represented the company in the Middle 


West. He was later given the entire New England 


territory, making his headquarters in the Old South 
Building at Boston. 
The decedent will always be remembered for his love 


of fishing and hunting and for a personality which | 


captivated the attention of groups he came in contact 
with. 


Prior to joining Eberhard Faber Pencil Company, MTF. | 
Hobart was a member of the United States Secret | 
Service and he was assigned to the disarmament con- | 


ference after World War I. 
Surviving are the widow, Julia L., and sons John 


and James, Jr. 
+ - § 


FRED C. GUBLER 
Fred C. Gubler, stationer and president of the North 
Broad Street National Bank, Philadelphia, Pa., died 
January 8 of a heart attack, a few minutes after he 
attended the annual meeting of the bank’s stock- 


holders. 
Mr. Gubler, who was 58 and lived at 5928 Park Ave- 
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When current labor unrest, now affecting major companies 
on whom we depend for some of our parts, has been settled, 
we will be able to increase production to the point that will 
insure early return to our usual prompt service on shipment of 
customers’ orders. 


4200 Series 
MIDCO the Perfectlite 
fluorescent desk lamp 





MIDCO 
Adjustable Clamp-on 
Model 1006-A 
Double Arm 





DESCRIPTIVE LITERATURE ON REQUEST 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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We Specialize In Your 


UN SPANE 


Envelope Needs 





Sank Envelopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 


Currency Gift 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 


































For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*Inter-Fold Seal Styles 

*Gummed Seal Flaps 


fustrits 












Open End Filing 
Envelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 
*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


SAesteits 







































| since 1932 and was associated with the institution 





nue, Philadelphia, had been president of the bank 


since it was founded in 1929. He also had operated the 


| printing and stationery firm of Gubler & Company, 


118 South Fourth Street, Philadelphia, since 1909. 
Surviving is the widow, Anna K. Gubler. 
+ - & 
ARTHUR KNAUER 
Arthur Knauer, pioneer Atlantic City, N. J., resident 


| and until his retirement in 1941 one of the resort 
| city’s oldest business men, died January 17 at his home 
| after a year’s illness. He was 85 years old. 


A partner in the firm of Shaner and Knauer, print- 
ers and stationers, he was associated with one of the 











THE LATE ARTHUR KNAUER 


oldest established business houses in the city. Mr. 
Knauer entered upon an apprenticeship as a printer 
with the old Atlantic Review. After a time in the 
printing business for himself, he worked in Philadel- 
phia and spent three years with the Government 
Printing Office in Washington, D. C. He returned to 
Atlantic City and in 1886 purchased an interest in 


| the business which later became Shaner and Knauer. 


Surviving are two children, Mrs. Chester M. Irwin 
and Carroll H. Knauer of Atlantic City, three grand- 
children and one great-grandchild. 


tf bt + 


FRED J. HAGEN 

Fred J. Hagen, 70, of 1387 Scott Avenue, Winnetka, 
Ill., vice-president and superintendent of the Workman 
Manufacturing Company, printing and bookbinding 
firm at 1200 Monroe Street, Chicago, died January 11 
at the Wesley Memorial hospital, Chicago. 

Mr. Hagen, who became a printer’s apprentice in 
Chicago when he was 13 years old, was a past president 
of the Old Time Printers Association of Chicago and 
a past president of the International Association of 








Pass ook Gowers | Printing Craftsmen. A Fred J. Hagen scholarship to \ 
eect” - Sypte | the Carnegie Institute of Technology was established 
*Used by Financial Institutions, | by printing craft associations at a testimonial dinner to c 
for Protection of Pass Books, | given for Mr. Hagen last December 18. 
Time Payment Books- | Surviving are two sons, Fred Jr., and Jack; a daugh- ge 
| ter, Mrs. Arthur Nelson; a brother, William; and 
Report Card Jackets | two sisters, Mrs. Katherine Cleary and Mrs. Emma e 
FOR PROTECTION OF SCHOOL | Hoaurtel. 
REPORT CARDS UV 
+ - - 
*An Excellent Advertising Me- 
dia for donation to Schools. WILLIAM S. DONNELLY po: 
Welto fer Prion ond Somates William Stephenson Donnelly, 60, one of the found- n, F 
| ers and a vice-president of “Modern Publications,” 250 ’ 
| Fifth Avenue, New York, N. Y., a trade magazine for Ing: 


ther, lates— 


ENVELOPE <—" COMPANY 


THE =Yastrate, vine ae 
Y eww eS e-23 ¢ oe BRYANT C. POND 
Bryant Clinton Pond, manager of the Lansing, Mich., 
SAINT PAUL store of Gregory, Mayer & Thom Company, Detroit, 


the stationery business, died January 11 at his home 
in Queens, N. Y. Surviving are his widow, Anna Mae 
| Donnelly, and a daughter, Mrs. Dorothy C. Shearman. 


ite 


CHICAGO 
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It’s just tops in 
posture chairs! 


<0 5 


" It practically 
adjusts itself! 





It will never 
snag my hose! 


ter It’s so 
comfortable! 


A WISE 3 GIVES THEM , 


You can’t fool a smart office girl when it comes 
to choosing a comfortable chair . . . and when she 
gets an Easyrest, she becomes a pleasanter, more 
effective worker. That's because Easyrest is so 
very comfortable, so easy to adjust to any sitting 


posture, and provides such a natural, restful posi- 


n, Easyrest is the postwar posture chair with every- 


ing: comfort, good looks, sturdiness and top quality. 


Gage 


Manufactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 














« At Fw Day ey 


ISING is the sun of postwar free markets . . . Wartime restric- 


Nini 
Ricca 
tions lifted . . . Sellers free to make innovations in style and 
design . . . Buyers free to buy without priority, or waiting in line... 
With this new day comes opportunity . . . and members of the 
Wood Office Furniture Institute move forward to meet the light 
. . . Desks and chairs restyled for greater eye appeal . . . important 
XX cael 
n_ 
Raw 
Baked 
Rig 


structural designs for functional efficiency . . . colors standardized 
materials and finishes improved to give greater consumer sat- 
isfaction . . . 
Not only a reconversion of products attuned to the needs and a 
desires of the postwar New Day, but a reconversion in viewpoints 
. programs of advertising and merchandising . . . education of 
buyers and sellers emphasizing the charm, beauty and utility of 
wood . . . advance planning for future sales . . . aggressive action 
to meet competition .. . oe 
As the New Day dawns . .. WOOD MARCHES ON ... in 
“quick time” . . . Join this forward drive to greater sales . . . Get in = 
step . . . Make the New Day the “V” Day for WOOD. 


WOOD OFFICE FURNITURE INSTITUTE 
730 Fifteenth Street, N. W., Washington 5, D. C. 


“0 | 


2 
/ | 
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EAVY buying for future delivery is re- 

ported by merchants in the home fur- 

niture, carpet and other markets where there 
were severe shortages during the war. 


wy 
» 
(oe 


Although most of this buying represents 
a sincere desire to obtain adequate supplies 
of merchandise to meet an accumulated de- 
mand, it is rumored that some of the buy- 
ing is taking on a speculative character. 
Some merchants, it seems, believe that when 
deliveries of their orders are made price 
ceilings will be increased. This hedging 
against the future is based upon the belief 
that supplies of merchandise will be tight 
for many months ahead, with the proba- 
bility that retail prices will rise after con- 
trols are eased. 

Of course, if enough merchants turn 
speculators and through excessive buying 
sew up the sources of supply, then short- 
ages will be prolonged and prices may be 
temporarily inflated, followed by chaotic 
and unstable trading conditions. The evils 
that can arise from excessive buying are 
apparent. Civic minded and patriotic mer- 
chants will, of course, refrain from throw- 
ing such a monkey-wrench into the eco- 
nomic reconversion machine. 

Desire for extra profit through specula- 
tive buying is not new. Under the old 
English common law merchants who went 
out on the highways and attempted to sew 





up the market by buying up agricultural 
products before they reached the city were 
guilty of forestalling and regrating. Thus, 
the evils of excessive buying that may 
cause artificial shortages and needless con- 
fusion long have been recognized. 

It is hoped that price controls on wood 
office furniture may be lifted in the near 
future. Certainly, the Wood Institute is 
working vigorously in every possible way 
to bring that about, knowing that office 
furniture dealers everywhere are eager to 
return to a free market. However, ex- 
cessive buying now may tend to postpone 
the date for the lifting of price controls 
by building up a superficial demand that 
apparently towers over the potential sup- 
ply. Speculative buying also will have an 
unstabilizing influence after controls are 
lifted, so that any immediate advantages 
will be more than cancelled out in the 
long run. 


— 
SUPPLY DEMAND 
— 2 





Accordingly, it would appear that the 
best course for dealers in wood office 
furniture to follow is to place orders on a 
sound, constructive basis so that a weak, 
glutted and over competitive market two 
or three years hence may be avoided. The 
present situation calls for long-range vision. 
Let each and every office furniture dealer 
plan soundly, buy wisely—not for today, 
but for tomorrow. 


WOOD OFFICE FURNITURE INSTITUTE 
730 Fifteenth Street, N. W., Washington 5, D. C. 


Y 
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passed away Sunday, January 13, at the age of 62. 
Mr. Pond was well known in the industry, especially 
among traveling representatives of manufacturers. 


t bt + 
RICHARD WEINIGER 


Richard Weiniger, 67, of Montreal, Canada, a well- 
known figure in the business machine and office equip- 
ment business, died suddenly on January 19. 

Before coming to Canada, where he was a partner 
in the Cosmos Trading Company, Ltd., of Montreal, 











THE LATE RICHARD WEINIGER 


Mr. Weiniger in his early years founded the Progress 
Company in London, England, and later on he estab- 
lished his company under the name of N. V. Richard 
Weiniger Handelsmij in Amsterdam, Holland, where 
he took permanent residence. He became prominent 
in his trade throughout Europe and the United States, 
where many knew him as a man of pleasant disposi- 
tion and high integrity. 
Surviving is the widow, Alice Lorje, of Montreal. 


: b+ + 
HENRY BERGER 


A mid-January victim of an airline crash in the 
East was Henry Berger, 38, of 9 Thayer Street, Man- 
hattan, an assistant to the president of the Art Steel 
Sales Corporation, makers of steel filing equipment at 
New York, N. Y. 


Mr. Berger was scheduled to go to Boston on a later | 
flight, but boarded the ill-fated plane after having | 


arrived at La Guardia Field early. He was born in 
New York City and had been working for the Art 
Steel Sales Corporation for 15 years. Surviving are the 
widow, Mrs. Gladys Fleischer Berger, and a son, Ed- 
ward, nine. 

+: - +; 


FRANK M. KIMBARK 


Death came to Frank Masten Kimbark, 68, chairman 
of the board of Business Systems, Ltd., at his home, 
43 Kimbark Boulevard, Toronto, Canada, on January 6. 

Mr. Kimbark was a pioneer in the offset printing 
method in the production of business forms. Born in 
Evanston, Ill., he went to Toronto in 1908 to head the 
three-year-old Business Systems, Ltd. With charac- 
teristic enterprise and energy, he proceeded to reform 
the company’s business structure and under his direc- 
tion the firm grew steadily.—RC. 


- + + 
ROBERT J. COPELAND 


Robert J. Copeland, president and general manager | 
of Copeland-Chatterson, Ltd., producers of loose leaf | 


Supplies and business systems, Brampton, Ont., Can- 
ada, died in Toronto on December 25. 

Mr. Copeland was an outstanding figure in the loose- 
leaf industry in Canada and only recently completed 
a brochure entitled Cope-Chat Loose-leaf History, 
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CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and: 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 


handling. 


The famous patented "Carbon Gripper" 
in every box of Codo Super-Treated, 
Super Kote and Keen Rite. 


do- MFG. CORP. 


270 Lafayette St., 
New York 


529 South Franklin St., 
Chicago 


Factory: Coraopolis, Pa 
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ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 


RECORD CARBONS 
& RIBBONS 


Typewriter Carbons 


Pencil Carbons 
Inked Ribbons 


STENCIL SUPPLIES 

Stencils . . . Blue 
White . . . Yellow 

Heavy or Light Coated 
Stencilrite Sheets 


(Film Stencils) 


Stencil Typing Plates 


Stencil Ink 
Correction Fluid 


Stencilrun Papers (for 
Reproducing Copies) 


Writing Plates 
tyli 

Lettering Guides 
Shading Screens 
Copyscopes 
Stencil B; 


FLUID DUPLICATOR 
DIRECT PROCESS 
SUPPLIES 


Alco Carbons 
Alco Units 
Alco Ribbons 
Alco Fluid 


Alco Original Papers 


CONTAINS 


ile Folders 
Type & Platen Cleaner 


REMOVES 


HECTOGRAPH 
INK STAINS 
Without Injury 
To Skin 


Alco Run Papers 


Copyinx Hand Cleaner 


GELATIN SUPPLIES 


Gelatin Rolls 


(White or Amber) 
Fibre or Cloth) 


Gelatin Films 
Hecto Ribbons 
Hecto Carbon 


Copyinx Hand Cleaner 
Original Master Paper 
Fastbrite (Coated) 


Copy Paper 


Recordrun Papers 
(Maximum Run) 


Sales Representatives Wanted 


Here’s an interesting and profitable sales opportunity. 


Territories available from coast to coast. 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO6, ILL. 


“So PE Right urtth Copy brute , 





BRANCH OFFICES IN ALL PRINCIPAL CITIES 


Send for FREE SAMPLE today! 


NAME 
ADDRESS 


Please send me sample of Copyinx Hand Cleaner and literature. 


a ae ae aa eae I 






Available in 

6 oz. tubes, 

8 and 16 oz. jars 
and 25 Ib. pails 





| 1889-1943. 





In 1892, he was granted a patent for the 
Security post binder, the first practical binder with an 
end-lock key. It was from this somewhat crude bind- 
ing metal that the Cope-Chat D-style bank seal ledger 
was developed. 

The decedent was born in Brantford, Ont., in 1864. 
After several years as salesman with The Hadley & 
Vawter Company of Chicago he returned to Canada 
in 1896 and established the first loose leaf manufac- 
turing company in Canada—Copeland-Chatterson- 
Copeland—with plant and head office in Toronto. The 


company developed rapidly and in 1905 moved the 
| plant and head office to Brampton, Ont., under the 
| name of Copeland-Chatterson, Ltd. 


Mr. Copeland was active in the business up to the 


time of his death and had to his credit over 100 patents 
| pertaining to the loose leaf business. He leaves no near 








relatives. 


+t bt & 


CHARLES F. BRIGGANE 
Charles Francis Briggane, 56, of 1 Britton Street, 


| Jersey City, N. J., co-owner of the Briggane Supply 
| Company, New York stationers, died on January 23 


after a year’s illness. He had been admitted to the 
hospital the day before for treatment of a heart 
ailment. 

Mr. Briggane, who was in partnership with his 
brother, Edward J. Briggane, at their offices at 152 
Chambers Street, Manhattan, was a lifelong resident 
of Jersey City and active in fraternal and church 
circles. 

Besides his brother, Mr. Briggane is survived by his 
widow, Mrs. Olive Brahn Briggane; a son, Dr. Charles 
F. Briggane, Jr., an interne at Philadelphia, Pa., Gen- 
eral Hospital; and three sisters, Mrs. Agnes Brown, 
Mrs. Lillian Pfeiffer and Mrs. Alice Golden. 


it i 


KARL KING 
Karl King, president of The Office Engineers, South 


| Bend, Ind., died Saturday morning, February 2, while 


on a vacation in Fort Lauderdale, Fla. Funeral serv- 
ices were held in the First Presbyterian Church of 
South Bend at two o’clock the following Wednesday. 

Mr. King has been a well-known figure in the com- 
mercial stationery field for many years. He was a 
regular attendant at regional and national NSA 
assemblies and frequently served on convention 
committees. 

 - | 


ROGER G. ROSS 

Roger G. Ross, long a buyer for Rhodes Dime Stores, 
stationery outlets in Seattle, Wash., died recently in 
Seattle at the age of 66. Born in Ohio, he came to 
Seattle a quarter of a century ago and was active in 
the retail field. Surviving are the widow, Edna; three 
daughters and a son, John; and two sisters, Mrs. Mar- 
garet Fletcher and Mrs. Mary Patterson, all of Seattle. 


—CML. 
+ i + 


JEAN LANDON 
Jean Landon, cashier for the Alaska Stationers at 


| Anchorage, Alaska, succumbed recently in Swedish 


Hospital, Seattle, Wash. Contracting an illness in the 
north country, she came to Seattle for expert medical 
care. 

The decedent had for a considerable time been active 
in the stationery business at Anchorage. She was born 
in Scotland 47 years ago. Two sisters survive —CML. 


i: i 


MRS. ELISE REESE SCOTT 
Death came to Mrs. Elise Reese Scott, wife of R. T. 


Scott, Shreveport, La., on January 19 after an illness 


of two months’ duration. Her marriage to Mr. Scott 
occurred in New Orleans, La., on January 15, 1910, and 
they moved to Shreveport in 1924. She is survived by 
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Monroe Adding-Listing Machine 
209-11-092 











Monroe Adding-Calculator AA-1 
Full Automatic 
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Operators Who Know 
Prefer the MONROE 


Wherever Monroe Machines are used, operators quickly voice 
their preference for them once they've experienced Monroe’s 
“Velvet Touch” ... discovered the energy-saving ease of opera- 
tion ... the amazing speed and simplicity with which the day’s 
work flows. 

Only progressive-minded engineering—streamlined efficiency 
in every functional detail—could build and hold this prefer- 
ence for Monroe. It made the Monroe Adding-Calculator 
famous... the world’s standard Calculating Machine for over 
a quarter of a century; it brought instant acceptance to Monroe 
Listing Machines, and to Monroe Accounting Machines whose 
modern design permits new methods and new economies in 
mechanical accounting. 

Ask our nearby representative about the advantages of 
Monroe equipment for today’s figuring and accounting needs. 
Nation-wide company-owned maintenance service and experi- 
enced systems counsel assure peak efficiency at low-upkeep cost. 
Send for your copy of the Monroe Simplified Payroll Plan. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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Working Companions Through Life... 


INDIANA 
DESK S 





Then—An Office Desk 


Have you ever stopped to realize the im- ditions, INDIANA DESK CO. produces both 
portance of desks in a man's life? From the school and office desks. We like to think that 
age of 6 when a boy enters school until his many an executive now working at one of our 
working days are over, a significant part of desks, started his “desk life" at an Indiana 
his waking hours are spent behind a desk. School Desk. We hope the time is not far 
Truly, the desk is a “working companion" distant when we can fill all your requirements 
throughout life. Under normal economic con- for both types of INDIANA DESKS. 


INDIANA DESK CO. 


MUMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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her husband, who is proprietor of the Scott Typewriter | 


Sales Company at Shreveport; three sons, Reese Scott, 
Remington Rand, Inc., agent in St. Petersburg, Fla.; 
Robert and Harold Scott, both of Shreveport. 


he 
HENRY H. E. UHL 


Henry H. E. Uhl, 75, an accountant with the Toledo 
Metal Furniture Company, Toledo, Ohio, died Decem- 
ber 18 after an illness of four months’ duration. Sur- 
viving are two brothers.—AK. 

‘lhl iecclajadelailt aati 
ROSE CITY PRESS DESTROYED BY FIRE 
The Rose City Press, Charleston, W. Va., one of the 


city’s largest printers and office supply houses, was | 
among the ten business buildings to burn when a fire 


on Sunday, January 27, destroyed two business district 
blocks of the city. 
The five-story structure occupied by the Rose City 


Press, where the fire began, was completely destroyed. | 
Temporary headquarters have been opened in the | 
Ruffner Hotel. Customers having unfilled orders have | 
been asked to communicate with the firm and, offi- | 
cials say, service on machines will not be interrupted. | 


—RCS. 


—————————2 —___ 


HIGHER INSURANCE RATING GIVEN SAFE FIRM 


Warren Mossman, general manager of the Herring- 
Hall-Marvin Safe Company, Hamilton, Ohio, has an- 
nounced that Hamilton safes now carry the Under- 
writer’s Class C—1l-hour label. They also carry the 
relocking device label which entitles the user to a ten 
per cent discount on burglary insurance. 

It has also been announced by the company that 
production is rapidly increasing. Treasurgards are be- 
ing turned out at the rate of 2,500 units monthly and 
about 200 burglary-resistive money chests are being 
built each month. 


———_o— 9 ——_—_—___ 


NEW OHIO OFFICE EQUIPMENT FIRM ORGANIZED | 


Opening of a new Cincinnati, Ohio, firm, the Globe 
Office Equipment Company, was recently announced 
by James Robertson, president. 


The firm, with offices in the Union Central Building, | 
is exclusive distributor for The Globe-Wernicke Co., at | 
Cincinnati and handles several other lines of equip- | 


ment in addition. 


Mr. Robertson was formerly Cincinnati branch man- | 


ager of the Burroughs Adding Machine Company, a 


firm he represented in the principal cities of the na- | 
tion for 30 years. He has been in Cincinnati since | 


1935. 


7 = > o___—_—- 


SPENCER SELECTS ELMER KRUMWIEDE FIRM 


It has been announced that Elmer Krumwiede and | 
Asociates, Inc., Chicago, has been selected to represent | 
the Spencer Rubber Company of Manchester, Conn., to | 
sell the new crude rubber bands in the 12 mid- | 


western states. The Chicago firm is accepting orders 
for immediate delivery. A stock of bands will be car- 
ried in Chicago for the convenience of dealers. 


——- oe 


OXFORD FILING SUPPLY INCORPORATES 


The Oxford Filing Supply Company business was 
incorporated at Brooklyn, N. Y., effective February 1, 
it was recently announced by R. A. Jonas, Jr., in a 
notice to the company’s suppliers. 

“This will do away with some unwieldy features 
of our partnership organization. However, it will not 
involve any change in ownership or management of 
the company, and no change in our supplies is 
planned,” stated Mr. Jonas. 
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NOMDA CONVENTION REGISTRATION 





(Continued from page 17) 


Meizner, Israel, M. B. M. Co., 
New York, N. 


Holton, Lee, Lee Holton Office - 
Miller, Eugene, Miller Office Sup- 


Machines, Kalamazoo, Mich. 


IMMACULAT 








trikingly Vow eee, 


E PRESENT this new and remark- 
ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 


CLEAN TO HANDLE 
CLEAN TO ERASE 
SHARP CLEAR COPIES 
SPLENDID DURABILITY 


cientifically e* 








Two Finishes 


IMMACULATE Sharp 
IMMACULATE Intense 


plus 


FREEDOM FROM 
FEED-ROLL OFFSET 


Hands and Work Stay Clean 
With IMMACULATE 


Three Weights 





H.M. STORMS COMPANY 
Tk,” L.. 


561 Grand Avenue Brookylin 16, N. Y. 


Manufac aa | by 
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mary, N. E., Reliable Office Sup- 
ply Co., Massillon, Ohio 

Hovey, Mrs. N. E., Reliable Office 
Supply Co., et Ohio 

Huber, Edwin E., Royal Type- 
writer Co., San Salvador, Cen- 
tral America. 

Hudak, John, American Type- 
writer Co., Pittsburgh, 

Huggins, M. J., Miller anions 
Anderson, Ind. 

Hughes, Earl, Colorado Typewriter 
Co., Pueblo, Colo. 

Humphrey, H., Humphrey Type- 
writer Inspection Co., Detroit, 
Mich. 

Hutter, Samuel, Check Writer Co., 
Inc., New York, N. Y. 


Inwood, J. N., Office Outfitters, 
Middletown, Ohio 

Jackson, Joe, Jackson Typewriter 
Co., Danville, Ill. 

Jackson, Liston, Typewriter Supply 
Co., Fort Worth, Texas 

Jacobs, M. C., Jacobs Office Ap- 
pliances, Cincinnati, Ohio. 

ar ay A., Shipman Ward Mfg. 

Chicago, 1. 

OF ag W. AA., W. AA. John- 
ston Sales & Service Co., Knox- 
ville, Tenn. 

K 


Kerns, Wallace E., Ream’s, Lan- 
caster, Pa. 

Katz. Harry C., Cleveland Type- 
writer Co., Cleveland, Ohio 

Kauffman, C. K., Kingsport Office 
Supply Co., Kingsport, Tenn. 

Kellner. T. K., Kellner Type. & 
Supply Co.. Sheridan, Wyo. 

Kellstedt, A. H.. Peoria Typewriter 
Co., Peoria, Ill. 

Kimball. O. F., Franklin De Kleine 
Co., Lansing, Mich. 

Klein, Tohn H., Standard Business 
Machine Co., Chicago, Il. 

Klein, John H., Standard Business 
Machines Co., Chicago, IIl. 

Klimas, W. A., Auto City Bus. 
Machine Co., Detroit, Mich. 

Klosterman, E. S., E. S. Kloster- 
man, Dayton, Ohio 

Krause, C. F., rs, _General Coun- 
sel, New York. N. Y. 


4 


Lafferty, J. T., Underwood Corp., 
New York, N. Y. 

Le Blanc, E. T., Office Equipment 
Co., Louisville, Ky. 

Lennartson, Walter. Office Ap- 
pliances, Chicago, II. 

Lewis, W. H., Royal Typewriter 
Co., Detroit, Mich. 

Lloyd, Fred S., Northampton Com- 
mercial College, North Hampton, 
Mass. 

Long, Wm. A., William A. Long, 
Jamestown, i’ A 

Lyons, J. Arthur, Reliable Type- 
writer & Adding Mach., Chicago, 


Til. 
M 


McCarty, Jos. J., L. C. Smith & 


Corona Type. Co., Inc., Cincin- 
nati, Ohio 
McCormick, J. L., L. C. Smith & 


ee oe Type. oa Inc., Syracuse, 


McCoy, Murwin K., McCoy’s Of- 
fice Equip. Co., El Centro, 
Calif. 

McDonough, J. L., Royal Type- 
writer Co., Inc., Chicago, IIl. 
McHale, E. J., Peter Paul Service, 

Cincinnati, Ohio 

McWilliams, Paul, egg Type- 
writer Shop, New York, N. Y. 

Macon, Jack, J. L. Macon Office 
Machine Co.. Chicago, III. 

Malone, Roy C., Woodstock Type- 
writer Sales Co., Dallas, Texas 

Mann, Harry E., Harry E. Mann, 
Clearfield, Pa. 

Mann, Mrs. Harry E., Harry E. 
Mann, Clearfield, Pa. 

Marlin, H. H., H. H. Marlin Type- 
writer Co., Bloomington, Ind. 
Marvil, C. Burns, Ames Supply Co., 
Chicago, III. 
Marvil, J. D., 
Chicago, Ill. 
Mason, R. = Royal Typewriter, 

Almond, 

Mauck, i N., American Type- 
writer Exchange, Richmond, Va. 

May, Harry R., ~~ Office Service, 
Beckley, W. Va 


Ames Supply Co., 


ply Co., Piqua, Ohio 

Miller, Mrs. ugene, Miller Office 
Supply Co., Piqua, Ohio 

Miner, Harvey C., Miner Business 
Machine Co., Kankakee, I 

Morgan, T. H., Friden Calculating 
Mach, Agency, Milwaukee, Wis. 

Morrill, O. D., 0. D. Morrili, Ann 
Arbor, Mich. 

Loser, John, Noiseless Writing 
Mch. Serv. Co., New York, N. Y. 


Nestor, Clara, Nestor Typewriter 
Exch., Detroit, Mich. 


Neumayer, Ralph R., National 
Typewriter Co., Inc., Hartford, 
Conn. 


Newman, Len, Pgetayiinn- Rend, 
Inc., New York, 

Newmark, Mosey, 1 Misekin Type- 
writer Cen. St. Louis, Mo. 

Novak, Robert, Ohio Business Ma- 
chines, Cleveland, Ohio 

Olson, Harry W., ‘American Type- 
writer Co., Minneapolis, Minn. 


Palmer, C. O., Palmer Typewriter 
Exchange, Toledo, Ohio 

Palmer, Mrs. C. O., Palmer Type- 
writer Exchange, Toledo, Ohio 

Palmer, Lee, Acme Typewriter 
Sales & Service Co., Minneapolis, 
Minn. 

Parker, L. A., 
Chicago, Ill. 

Parks, G. H., Underwood Corp., 
Detroit, Mich. 

Pedigo, Al, Hossier 
Frankfort, Ind. 

Penny, Frank, The Advocate Print- 
ing Co., Newark, Ohio 

Peters, A. W., Peters Office Equip. 
Co., Battle Creek, Mich. 

Peterson, D. F., Office Outfitters, 
Middletown, Ohio 

Pfitzenmaier, E., Suburban Type- 
writer Co., Ardmore, Pa. 

Preston, R. H., Preston Type- 
writer Co., Knoxville, Tenn. 


Underwood Corp., 


Supplies, 


Randazzo, Robert, General Type- 
writer Co., Kansas City, Mo. 
Randazzo, Mrs. Robert, agg 9 

Typewriter Co., Kansas City, M 
Randazzo, Vito, General — 
writer Co., Kansas City, Mo. 
Randazzo, Mrs. Vito, General 
> gama Co., Kansas City, 


Reck, Vern, Typewriter Sales & 
Service, Danville, Ill. 

Reubenstin, Joe, Addressing Mach. 
& Equip. Co., New York, N.Y. 

Ritchie, Irvin R., Addressing Mach. 
& Equip. Cas: New York, N. Y. 

Riendl, Tom, Peerless Imperial Co., 
Newark, N 5 

Roehrig, W. , Nashville Office 
Mach. Co., Nashville, Tenn. 


Rogers, E, F., Springfield Type- 
— Exchange, Springfield, 
ass. 


Rubin, Joe, National Typewriter 
Exchange, Inc., Montreal, Can- 


ada 

Rubin, Mrs. Joe, National Type- 
writer Exchange, Inc., Montreal, 
Canada 

Rudin, M. L., Remington Rand 
Inc., Cincinnati, Ohio 

Ruppert, A. W., Royal Typewriter 
Co., New ork, SF 

Ryan, F. P., Royal Typewriter Co., 
New York, N. Y. 


Sargent, F. M., Speed-O-Print 
Corp., Chicago, IIl. 

Saunders, H. H., New England 
Adding Mach. Co., Boston, Mass. 

Schaeffer, O. W., Underwood Type 
writer Co., Knoxville, Tenn. 

Scharpf, Ben, Scharpf Typewriter 
Co., Oshkosh, Wis. 

Schergens, E. W., News Publishing 
Co., Tell City, Ind. 

Schlecht, A. W., Typewriter & 
Supply Co., Cleveland, Ohio 

Schulhof, William, The Office 
Magazine, New York, N. Y. 

Scott, E. J., Scott Typewriter Co., 
Detroit. Mich. 

Seymour, C. E., Remintgon Rand, 
Inc., Corinth, Miss. 

Shaffer, C. F., Shaffer’s Office 
Mach. Co., Pittsburgh, Pa. 

Shaw, V. A., Home Office Supply 
Co., Welch, W. Va. 
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Fiat DESK IMPRESSIONS... 
A Jasper Desk Makes Them Right” 


Every business man seeks to make the right impression. When a client enters a business 
office, his first picture is one of a man at his desk. This is the focal point of the entire 
office. The right kind of desk helps to associate success with the occupant of the office. 


JASPER DESKS, you may be sure, will always do its part in creating a favorable impression. 





mummies [HE JASPER DESK COMPAN Youn 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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First in War... First in Peace 
First in the Favor of Good Stationers Everywhere 


INDIVIDUAL EAR> AND PAY KOLL DEDUCT 1ONS 


fot a 
en 


PURCHASES OF UNITED | STATES wak SAVINGS BONDS va a 


Yi 
—_. some | Mie ~ WERE 


p td _ San isp _ 


, DE 
ALLOWABLE 

pUCTIONS FOR INCOME TAX 
PURPUSES comTarsuTions TA 





yerenest TC) 











Traffic - Sales - Personnel - Purchasing - Accounting - Credit 


Production - Employment 


WORLD-WIDE forms are supplied to Qualified WORLD-WIDE forms are available for the depart- 
Commercial Stationers only. ments of businesses in your community. 
WORLD-WIDE forms are completely modern in WORLD-WIDE forms are a good repeat item— 
detail, design, and simplicity. customers regard them as standard. 
WORLD-WIDE forms help economically to sys- WORLD-WIDE forms are a good prestige item— 
tematize and speed clerical operations. they are nationally known. 

* * * * * * * . 


WORLD-WIDE forms are part of our complete line of Commercial Sta- 
tionery for the trade only. Write tor catalog and additional information. 


TRADE MANUFACTURERS —Consult us regarding our specialized ware- 
house facilities and complete trade coverage by experienced salesmen. 





——ASSOCIATED STATIONERS SUPPLY CO. 


DISTRIBUTORS FOR MANUFACTURERS 
229 S. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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Shoup, Roy, Remington Rand, Inc., 
Cleveland, Ohio. 

Showers, J. R., Indiana Cash 
Drawer Co., Shelbyville, Ind. 
Showers, Richard, Indiana Cash 
Drawer Cow Shelbyville, Ind. 
Shulkin, Morris, Arnold Stationery 

Co., Lynn, Mass. 

Shumaker, M. D., M. D. Shu 
maker, Lexington, Ky. 

Sime, Herbert L., Office Appli 
ances, Chicago, Ill. 

Smith, H. J., H. J. Smith Type- 
writer Exchange, Parkersburg, 
W. Va. 

Smith, J. A., Jr., Nashville Office 
Machines Co., Nashville, Tenn. 
Smith, Jimmy, Jimmy Smith 

Printers, Greenville, N. 

Smith, Sam S. Remington Rand, 
Inc., New York, eo 

Smythe, John M., Geyer Publica- 
tions, Chicago, ill. : 

Snyder, Forbes, Snyder Typewriter 
Co., Holyoke, Mass. 

Sousonge, A. C., L. C. Smith & 
Corona Typewriters, Inc., Syra- 
cuse, N. 

Spiess, M. P., Consolidated \ aa 
Equip. at Cleveland, 

Springer, F. L., Clyde S. Holt Co., 
Fairmont, we Va. 

Stack, T. J., Stack Typewriter & 
Supply Co., Chicago, II. 

Stack, Mrs. T. J., Stack Typewriter 
& Supply Co., Chicago, Il. 

Stallings, Joe, Allen Calculator 
Co., Grand Rapids, Mich. 

Stebbins, W. T., Stebbins Type- 
writer Co., Canton, Ohio 

Stein, Samuel, Quality oe 
Equip. Corp., New York, N. 

Stephens, B. W., Paxton Ei 
writer Co., Bloomington, Ill. 

Stifter, John, Allen Adding Ma- 
chine Agency, Detroit, Mich. 

Straight, R. G., Straight Co., R. 
G., Grand Rapids, Mich. 

Straight, Mrs. R. G., Straight Co., 
R. G., Grand Rapids, Mich. 


Toussant, Edward J., Central Dup 
licating & Typewriter Co., Cam- 
den, N. J. 

roussant, Mrs. Edward J., Central 
Duplicating & Typewriter Co., 
Camden, N. J. 

Trahan, Gus, General eagn Sup- 
ply Co., Lafayette, La. 

Trotter, A. W., Hub City Office 
Supply Co., Hattiesburg, Miss. 
l'urquand, Ww. G., Underwood 
Corp., New York, N. 

U-V 

Unger, Frank, Ohmer Corp., Day- 
ton, Ohio 

Van Hoosen, B., Enterprise, Inc., 
Knoxville, Tenn. 

Vincent, Irwin, Western Type- 
writer Co., Topeka, Kan. 

Vincent, Mrs. Irwin, Western 
Typewriter Co., Topeka, Kan. 

Vowell, Miss Marjorie, Central 
Typewriter Exchange, Chicago, 


Ill. 
Ww 
Walker, Wilbur E., Wilbur E. 
Walker Co., Wichita, Kan. 
Wallenhorst, H. C., United Office 
Machines, Buffalo, N. Y. 
Wallenhorst, Mrs. H. C., United 
Office Machines, Buffalo, N. Y. 
Walling, Leon I., Dearborn Type 
writer Sales & Service, Dearborn, 


Mich. 
Walsh, Dick, Walsh Bros., Phoe- 


ix, Ariz. 
W an. Hugh, Geyer’s Topics, New 
‘ork, N. Y. 
Ward, Jim, Shipman-Ward, Chi 
cago, Ill 


Waterbury, Guy, Remington Rand, 
Inc., Chicago, II. 

Weiner, Jack, Belmont Typewriter 
Service, Chicago, Ill. 

Weiner, S. S., Fort Pitt Typewriter 
Co., Pittsburgh, Pa. 

Welch, W. W., W. W. Welch Co., 
Cincinnati, Ohio 

Whistler, H. O., Ohmer Corp., 
Dayton, Ohio 











Swanger, Bertan_ R., Metropolitan Whitley, A., A. Whitley, Ltd., 
Type. Service Co., Detroit, Mich. Windsor, Ont., Canada 
T Wiener, Milton, Allen-Wales Addg. 
Mch. Agency, Pittsburgh, Pa. 
Taft, C. B., Taft Office Equipment Wiener, Mrs. Milton, Allen-Wales 
Co., Greenville, N. C. nome Mch. Agency, Pittsburgh, 


Taylor, Gene E., Pantagraph " : 
tat. Bl W jleden, Robert, Franklin De- 
Printing & Stat. Co., — Kleine Co., Lansing, Mich. 


ton, Ill. . ‘ 
Taylor, Mrs. Gene es Pantagraph Ww iley, Shine Mm Service 


Printing & Stat. Co., Blooming- = wirtchafter, William, Wirtshafter’s, 


— Ill. Inc., Cleveland, = hio 
Taylor, Mrs. Jesse, Globe Type- Wittkowski, C. A.. C. Smith & 
NY. & Addg. Mch., New York, Corona Type., i , Syracuse, 
. ° N Y 


Thiessen, Elmer, Thiessen Office Wood, "George F., Woods Type- 
Equip. Co., Kewanee, III writer Exchange, Toledo, Ohio 
E 


lompkins, James, Woostock Type- Woods, W. , Woods Typewriter 
writer Sales Co., Syracuse, N. Y. Co., Providence, R. I. 
cceecslicheniilh sialic dAcaenaasiciaes 


HERE’S AN AD WHICH TELLS EFFECTIVE STORY 


Here’s an idea that the Central State Bank, Okla- 
homa City, Okla., used in a three-quarter page six- 
column advertisement that will make an effective ad 
or wall-card for any office appliance dealer’s office, 
for it expresses a code of business sentiment that can- 
not fail but build good will and closer relations be- 
tween ourselves and those who do business with us. 
Here is the copy: 

“WHAT IS A CUSTOMER? 

“A Customer is the most important person ever in 
this institution—in person or by mail. 

“A Customer is not dependent on us—we are depen- 
dent on him. 

“A Customer is not an interruption of our work—he 
is the purpose of it. We are not doing him a favor by 
serving him—he is doing us a favor by giving us the 
opportunity to do so. 

“A Customer is not an outsider to our business—he 
is part of it. 

“A Customer is not cold statistics—he is a flesh and 
blood human being with feelings and emotions like 
our own. 

“A Customer is a person who brings us his wants. It 
is our job to handle them profitably both to him, or 
her, and to ourselves. 

“Here the customer—that’s YOU— is more important 
than money. WE WELCOME YOU. COME IN.’—EWF. 
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Bolens SYNCRO-TILT 
Chair Action Controls 


... HELP YOU SELL “WORKING 
EFFICIENCY” IN NEW OFFICE CHAIRS 














The post-war office manager will get more out of his 
investment in office chairs. He'll buy them on the basis 


of their “contribution to greater working efficiency.” 


That's a sales opportunity that Bolens Chair Iron de- 
signers and engineers can promise with confidence. For 
Bolens SYNCRO-TILT Chair Action Controls are being 
developed today that wili help chair manufacturers effec- 
tively minimize cramped muscles, poor posture, lack of 
proper body support, backache, retarded blood circulation, 
and many other efficiency and health-retarding factors in 


office seating. 


Look for Bolens SYNCRO-TILT Chair Action Controls 
on your new office chairs. Then be sure your salesmen 


know the advantages of 











Bolens “Orthopedically 
Correct” Chair Action — 
a powerful selling force 
in itself, and a good in- 
vestment in office work- 


ing efficiency. 


WRITE 


for your copy fferaeeee 
of the ''Bolens BOLENS 
Manual of ' eel HH \h| | 
Office Chair , i] vet 
Selling.'' 








BOLENS PRODUCTS CO. 


Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 








Dependable Chair lron Controls for All Office Seating 
q 3 
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NEW 
INDIANA 
CHAT 

UO. 


How Many Times 
people have said “it won't be long now”... 
and then another “wait a bit” situation set in. 
Big production is still delayed but we believe 


the oft repeated phrase is now a dependable . 


prediction. Plentiful supplies, new, improved 
equipment . . . New Indiana Chair Co. will lead 
in producing them. Soon, announcements. . 
action . . . deliveries: be ready! 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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NOMDA CONVENTION ADDRESSES 
(Continued from page 27) 


31 salesmen and we rated them on all counts at an 
average of 84. We checked their history, their personal 
appearance, their spirit, their performance, and their 
selling resourcefulness. We checked that same group 
of men in 1945; there were only 24 of them there and 
they then rated 61. They had dropped 23 points. 

Why the change, and what changed most? First, 
personal appearance—grooming, shoes, haircuts, shirts, 
suits. That was the one thing that changed most. 
Spirit—lazy, indifferent, “got enough’ complex, and 
the “sell” in them was practically gone. Why? First 
management, sales managers and heads—little or no 
inspiration or ideas to keep them fertile or effective. 
So we hung it on the bosses. We suggest now, whether 
there’s one salesman in your organization, or nine or 
90, that you make a critical examination of present 
Selling force, one at a time, in order to screen out 
not the dumb, but the numb. 


Numerous Calls Prove Non-productive 


We know a little about what we are talking about 
because we sent out seven men who wanted to buy 
a machine in five cities and they made in all about 
60 calls on your kind of places. This is the meat of 
it, but of course it wasn’t your place that they were 
in. It was the fellow’s across the street, who couldn’t 
get to this convention. The net of it is this—and 
this is not news to you—that merchandise was not 
available. Second, they were not good salesmen, 
and third, there was no anxiety or interest in future 
sales. Next, they all sold for cash only; next, not one 
of them wanted to take a name for future reference. 
Next, some guaranteed for 90 days and some for a 
year. In one place the man wasn’t in; the receptionist 
said she saw him about once a week. We found poor 
lighting and displays. We found courtesy rating very 
low. 

The best man in the entire group of calls had one 
typewriter. It was used and rebuilt. We didn’t blame 
him because he only had one, but he did not try to 
sell it. It was a nice office, it was clean, and he came 
to me with his hat on. One thing he said to me was, 
“T am a wholesaler and a retailer, but I can’t get 
much to wholesale, and I do very little retailing.” We 
asked him about a Dictaphone. He said he had plenty, 
but he didn’t go get them or take us to them or offer 
to sell them. There was one terrible-looking place 
with a courteous man in it; he had a second-hand 
Dictaphone. He explained it very carefully, he was 
interested and enthusiastic and he sold it to us. And 
we are not returning it. 


SS ee 


REPORT OF ETHICS AND 
STANDARDS COMMITTEE 


By W. J. Garrison 


Chairman, Ethics and Standards Committee, 
Marietta Office Supply Co., 
Marietta, Ohio 


WOULD LIKE to tell you very briefly of the activi- 

ties of my committee for the past 18 months. This 
convention 19 months ago approved a code of ethics 
as presented by our committee and we have since had 
it printed and sent to each of our members. I hope 
that each of you have nailed it to the wall in your 
office and will take time occasionally to read it. I 
hope that some of you will adopt it as a policy in 
running your business. The second activity of this 
committee has been the preparation of a vocational 
training course. That is completed and will be pre- 
sented to you gentlemen this afternoon, so I won't 
go into that now. The third activity has been the 
preparation of Fair Trade practices and standards for 
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FOR THE MAN WHO 
TAKES PRIDE IN APPEARANCE 


Men who wear faultlessly tailored 
clothes, who drive fine cars, whose 
tastes run to the best in books and 
music . . . these are the men who 
unfailingly select IMPERIAL DESKS. 
Discriminating taste is a highly devel- 
oped quality . . . it manifests itself 

















EVANSVILLE 7, 


member WOOD office furniture institute 
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in every phase of living. No wonder 
its possessor appreciates the high 
standard of quality found in 
IMPERIAL DESKS. We take great 
pride in the desks we make and we 
are gratified to know that the ulfi- 
mate users of IMPERIAL DESKS share 
this pride. 














INDIANA 
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THE 1946 VICTOR 


RECORDEX 


WITHHOLDING TAX 


COMPUTER 


The time saving solution to your withholding 


tax problem revised with the new, lower 
1946 tax figures and complying with gov- 


ernment regulations. 


5 RECORDS IN ONE 


.. AU Instantly Visible 


Complete set includes Weekly, Bi-Weekly, Monthly, Semi-Monthly, and Daily or 


Miscellaneous schedules ... 


Wage amounts for all FIVE payroll 
periods indexed visibly in one folder. SEE 
any wage bracket AT A GLANCE. Visi- 
ble margins of non-glare transparent 
transloid protect cards from soil and 


wear. 


Large, easy to read figures, with each 
deduction separated from others by 
wide spacing and colored rules. Easy to 
use . . . insures accuracy and speed. 

As compact as a file folder . . . fits any 
file or desk drawer or brief case. Printed 
labels on die cut tab for instant identi- 


fication. 








each on different color cards. 


An inexpensive investment including 
Recordex, tables for all pay periods, in- 
structions and separator cards . . . all 


in one convenient unit. 


Revised cards with the 1946 deduction 
schedules are available separately. They 
can be used to replace the cards in the 
1945 VICTOR RECORDEX WITHHOLD- 
ING TAX COMPUTER if so desired. 


Make a point of promoting this timely 
and easy to sell item. Your 1945 cus- 
tomers are perfect prospects for the new 
revised 1946 rate cards. Use VICTOR 
stuffers and showcards to promote new 


business. 





Other handy VICTOR VISI- 
BLE units available for quick 
reference record keeping are 
shown. below: 








Victor Recordex Folders 








\ ary: 


‘e 


Victor Steel Sections 


c 
s 


a 
~~ 





Victor Book Visible 











>| THE VICTOR SAFE & EQUIPMENT CO, ING 











VICTOR 
— 


NORTH TONAWANDA, N. Y. 
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the industry and I would like to tell you very briefly 
how we have worked on that and what steps have 
been taken. The committee worked out a tentative 
set of rules and standards. Those were circulated to 
all committee members. There are some 20 men on 
the committee, including the vocational training 
course men, who also were sent copies of the stand- 
ards. Those were circulated to all committee members. 
In each locality where a local association existed, these 
rules were presented. Some of them were the New 
England dealers of Boston, the New York dealers, the 
Denver dealers, Indiana dealers, and Cleveland dealers. 
One group had objections to the rules—the main one 
being the age classification—and those were not in- 
cluded in the standards. The next step we took was 
to go to your board of directors. A year ago the 
standards were presented to them and they approved 
unanimously the proposals and asked the committee 
to proceed. Our next step was to contact the Fed- 
eral Trade Commission in Washington, which we 
did. We requested a Fair Trade practice conference, 
which was held here in Cincinnati in November. I 
think it is appropriate that the next man you hear is 
Mr. Miller from the Federal Trade Commission and 
he can give you the story from that point On. 





THE IMPORTANCE 
OF GOOD RECORDS 


By Charles H. Sevin 


U. S. Department of Commerce, 
Washington, D. C. 


‘OME OFFICE MACHINE DEALERS question the 
necessity of value of keeping records. They are 


BERNARD 


inclined to say: “Why keep a lot of complicated rec- | 
ords? I can see what’s going on in my business; I’m | 
here every day. Anyway, I’m so busy running my busi- | 
ness I don’t have time for keeping records. Besides, I | 


don’t know anything about it.” 

Actually, many and complicated records are un- 
necessary. A set of useful records can be simple, easy 
to keep, and will require little of the proprietor’s time. 

Numerous studies by the Department of Commerce 
and other agencies have shown that most small busi- 
ness establishments that fail either had inadequate 
records or none at all. Business success and good 
recordkeeping seem to go hand in hand. If it is true 
that an adequate recordkeeping system would help 
ii any way to reduce the probability of failure and 
increase the chances of survival, that fact alone 
would be sufficient answer to the question, “Why keep 
records?” 


How does the keeping of records decrease your | 


chances of failure and increase your chances of stay- 
ing in business and earning a profit? 


This question can best be answered by listing as | 


follows some of the types of information that a simple 
system of records can furnish: 
The amount of business you are doing—in total 
and by departments. 


The gross margin earned in total and by depart- 


ments. 

Your expenses, including non-cash expenses. 

The net profit, if any, earned. The amount of your 
income tax. 

Your net worth—that is, the amount of your pro- 
prietorship in your business. 

The trends in your sales, expenses, profits, net 
worth, and so on—that is, how: your business is 
progressing from month to month and from year 
to year. 

The value of stock on hand. 

How much money you owe your suppliers and 
others. 





How much you are collecting on your charge busi- | 


ness. 
How much your customers owe you (both current 
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“Triumph” Official Eyelet Punch No. 190 
A precision-built tool. Twin spring 
action. Parallel jaws. Compound lev- 
erage. Adjustable gauge. Opens and 
strips quickly. Nickel plated and 
polished. - 


PORTER ETRACTHENE ree e 


Loose Leaf Vacuum Punch No. 2600 
Standard Dies — 1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”. 





Staple Remover No. 150 Works like 
a charm, without damaging paper. 
Fits all sizes of staples. Spring action, 
nickel plated and polished. 


These are but three of many famous BERNARD 
office necessities again available ...again the same 
quality, the same bright nickel finish that has 
made the BERNARD line so profitable. To insure 
earliest delivery, order today from your jobber. 


W" SCHOLLHORN COMPANY 


NEW HAVEN 9, CONN. 
“Quality Tools Since 1870” 
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STARTLING NEW WAY 10 
“SOUNDPROOF”’ YOUR 
PEFEWRITERS !! ———saleey 







Not just an 
Py ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter. . . 
four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘‘Silent Sentry’ way. Yet 
your mechanic — without removing a screw —can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 






Write today for full illustrated details. 
Certain territories still available. Lt] 


BUSINESS MACHINE PRODUCTS. ixc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6. NY 
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and past due). and whether your business can 
stand this much. 

Whether the cash you have on hand and in the 
bank is the correct amount. 

How your business compares with that of other 
dealers. 

With the above information available, you know 
when something is wrong, ‘you know where the un- 
favorable condition has developed (whether in sales, 
collections, turnover, expenses or gross margins), and 
you are in a position to do something about this condi- 
tion before you are forced out of business. 


Good Recordkeeping Means Smart Management 


In a study of retail management practice made by 
the Department of Commerce it was found that among 
the stores surveyed most of the profitable ones kept 
good records, whereas most of the unprofitable ones 
kept poor records. This study goes on to say: “It is 
not surprising that 83 per cent of the profitably oper- 
ated stores kept up-to-date accounts, that 88 per cent 
of them kept neat and orderly books. . . . Compare 
these percentages with those for unprofitably operated 
stores—40 per cent and 47 per cent ... Poor book- 
keeping appears to be a decidedly large factor in the 
unsuccessful operation of a business.” 

A survey among office equipment dealers very likely 
would disclose similar conditions. It is not only that 
good records help a dealer to operate a business suc- 
cessfully, but also that a dealer who has the ability 
to run a profitable business is usually one who recog- 
nizes the benefits of good records. 

The Federal income tax regulations, the Sociai Se- 
curity Act, sales tax laws in many of the states or 
cities, and an increasing number of other tax laws 
and regulations require certain records and reports. 

Other reasons for keeping records include the fol- 
lowing: 

Records protect the dealer’s family from legal en- 
tanglements in the settlement of his estate. 

In the case of destruction or loss of property, rec- 
ords will assist the dealer in recovering the 
property, proving ownership, and establishing 
claims. 

Records enhance the possibilities of borrowing 
money from banks or others. 

Records make possible a smoother procedure in 
installing and conducting a salary and bonus 
plan for employees. 

Records place the proprietor in an excellent posi- 
tion for trading if he desires to sell his business. 

There is yet another reason why office machine 
dealers should keep good records. Since many of the 
machines they sell are used by their customers for 
keeping records, dealers should practice what they 
preach and keep good records in their own business. 


Association Plans Uniform Accounting 


That your Association is aware of the importance of 
good records is evidenced by two developments of 
which I have been informed. It is my understanding 
that your Association is working on a uniform classi- 
fication of accounts for your trade. This is a most 
worth-while endeavor and will be of direct benefit to 
all dealers for many reasons—and I shall touch on 
one of these reasons later. 

Secondly, I understand that a committee of your 
Association, headed, I believe, by Mr. Dannenfelser, is 
working on the development of a cost accounting sys- 
tem for dealers who have shops engaged in the repair 
of office machines. The object is to have a simple and 
workable system for matching the revenues and costs 
on each repair job in order to know which jobs are 
profitable and which are unprofitable. This applies to 
the repair of the dealer’s own rental machines and 
the reconditioning of used machines for resale, as well 
as repair jobs on machines sold and still under guar- 
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UILT right into HiGH POoINtT 

chairs is that stamina and 
strength to withstand constant, con- 
tinuous office use. Yes, HIGH POINT 
Chairs can really “take it.” 


Into the design and construction 
of every HicH Point Chair goes all 
the fine points of chair making ac- 
cumulated in more than forty years 
of experience. 


When you sell your customers 
HicH Point Chairs you sell them 
chairs designed right and made right 
—Chairs which will give years of 
comfortable service. 


HIGH POINT senpine & CHAIR Co. 


SILER CITY, NORTH CAROLINA 
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It’s New... 
It's Beautiful 


It's VAN DYKE 




















fy) 
IL o— No. 1028—TWO 18” TUBES 


OPI tm 
Beautifully designed. Cast gray iron metal base for long wear. 
Solid bronze appointments. Furnished in Morocco brown. 


Patented arm offers any height adjustment 


ADJUSTA-LITE 


No. 1201—-SINGLE 18” TUBE jin 
In ADJUSTA-LITE, Van Dyke once again demonstrates its 
claim to leadership in the fluorescent desk field. ADJUSTA- 
LITE offers patented flexible arm features that are exclusive 
with Van Dyke. Note the action of the arm 
which permits easy adjustment of the lamp 
to any height desired. This positive position 
at any point makes ADJUSTA-LITE the most 
efficient fluorescent portable lamp on the market. 











It's New... 
It's Beautiful 
It's VAN DYKE 







Write for complete information on the new numbers 
illustrated. 





No. 300—SINGLE 18” TUBE 


Beautifully streamlined. Cast gray iron metal base. 
Finished in Morocco brown. 


VAN UYRE INDUSTRIES 


21ST. AND ROCKWELL STS CHICAGO 8, ILLINOIS, U.S.A 
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antee, and other repair jobs on customers’ machines. | / 
Many dealers feel that once they have committed 6 


The NEW 
ALUMINUM 


themselves to do a certain job at a particular price— 
or once they have signed a contract—there is little 
use in finding out whether they made a profit or sus- 
tained a loss on the job. If repair work forms a sub- 
stantial part of your business, such a careless attitude 
may lead to large losses or even bankruptcy. For ex- 
ample, it is very important that a record be kept of 
the time and material costs devoted to the repair of 
rental machines. If a machine is worn out, it is often 
easy to rent it at a loss. If the cost records indicate 
that excessive service is required by that machine, it 
may be profitable to sell or scrap it without delay. It , 
is also possible to determine whether some rental 
accounts abuse their typewriters excessively. 


How Good Records Uncover Loss Leaks 


By keeping an accurate check on the actual cost 
of each repair job, you may discover inefficiencies in 
shop operation and thus be able to control and reduce 
costs. You also will be able to iron out many of the 
problems involved in estimating the correct prices to 
charge for repair jobs. Those expense items which | 
you have a tendency to overestimate can be pared 
down, and those which you frequently underestimate 
can be increased in your future estimates. 

Many progressive dealers in this trade feel that 
sooner or later the office machine business will come 
to keeping records of costs and revenues by depart- 
ments. Many dealers realize that they are conducting 
departments which may be unprofitable. Such un- 
profitable departments occupy space in the store and 
the time of people which could well be devoted to 
other things on which a profit could be made. 

A while back we mentioned that one of the benefits 
of a good recordkeeping system is that it will enable 
you to compare the results of your operations with 
those of other dealers. This is done largely through the 
comparison of profit and loss statements. 

The profit and loss statement can be used as an aid 
to management; its use can help you make your busi- 
ness a more profitable one. An analysis of the profit 
and loss statement will show you the weak spots in 
the operation of your store. Poor management prac- 
tices which are revealed by an analysis of the profit 
and loss can then be corrected in time, if you take the 
proper action. For ease in analysis and comparisons, 
the figures on the profit and loss statement are ex- 
pressed in terms of ratios. 


Study of Ratios a Help 


There are three steps in the use of ratios as an aid 
to management. The first step is to compare your 
ratios with standard ratios. The second step is to 
analyze the differences between your ratios and the 
standard ratios. Some of these differences may be 
favorable and some may be of no particular signifi- 
cance. Still other differences may be unfavorable, re- 
vealing that something is wrong in your business. The 
third step is to analyze unfavorable results in order 
to discover the cause of the trouble, and then take 
active measures to adjust future policies and opera- 
tions. 

Every retailer in the conduct of his business finds | 
himself confronted with such questions as “What is 
the proper amount to pay for rent in relation to the 
size of my business?”, “How much should be paid out 
in wages to employees?”, “How much should I pay for 
merchandise, and how many times a year should mer- 
chandise inventory be turned over?”, and “What is an 
adequate profit for my line of business?” 

While the retailer may know at the end of a year’s 
operations, when he looks back over the records, that 
his business has been generally profitable, he still may 
not know how much his net profit ratio could have 
been had he been operating efficiently, nor what parts | 
of his business were unprofitable. By comparing the | 
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VALVE CONTROLLED 


Flo-Matitr 
Suntabuish 


e You can stock this new and 
better marking brush—but you 
can’t keep it in stock. Because 
everybody wants one —every 
business, every factory, every of- 
fice, every home has numberless 


uses for it. 


The Cado Fountainbrush writes 
on any surface—your choice of 
heavy, medium or light lines with 
the same nib. It is perfect for 
marking parcel post, express or 
freight, for making charts, signs, 
price tags, labels. It is leakproof 
and can be carried safely in the 
pocket. It writes smoothly with 
instant drying, sunfast, water- 
proof ink (available in colors). 


The Cado Fountainbrush is nov- 
el, but no novelty. It’s been tested 
and proved. It features the posi- 
tive action automatic valve for 
perfect control of ink flow. It’s 
made of aluminum, practically 
indestructible. Show it—sell it 


—now! 


P. S.: Cado Ink is instant drying, 
non-clogging, sunfast, water- 
proof. Be sure to carry it for 


steady repeat sales. 


CUSHMAN & DENISON 


MFG.CO., INC. 
135 West 23rd Street 
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QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE C@O., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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results of his operations with the general experience 
of the trade, the individual retailer can determine to 
what extent he has failed to attain average profitable 
operations, and discover the badly functioning sec- 
tors of his business. When he knows how much gross 
margin other retailers are realizing upon their sales, 
how many times their inventories turn over during the 
year, and what proportion of their sales volume they 
spend for wages, rent, advertising, and other expenses, 
then he can estimate the extent to which he either 
fails to reach or exceeds the general experience. 

Should he find that he has not reached the general 
level of profitable operations, he will be able to dis- 
cover from the comparison the weak spots in his busi- 
ness. He can then make a serious effort to increase his 
inventory turnover, bring his costs of doing business 
into a closer relationship with others in his trade, in- 
crease his sales volume, or remedy whatever other 
shortcomings are shown by the comparison with the 
standard figures. 

If the comparison reveals that his chief difficulty 
lies in excessive costs of doing business, the retailer, 
by comparing his costs item by item with the costs 
of unprofitable firms, can ferret out the item or items 
of expense which are guilty of soaking up the small 
margin of net profit. He can then concentrate his at- 
tention upon these items in order to bring them into 
the proper relationship with his sales volume, or at 
least try to compensate for the excess cost of one item 
by scaling down the amount spent for some other item 
of expense. By comparing his operations with the 
standard, he will be able to determine, in general, the 
most profitable relationship between sales, gross mar- 
gin and expenses, after taking into consideration spe- 
cial circumstances which may cause his business to 
differ from the average. 


Standard Ratios Available 


What are standard ratios? In general they are the 
average ratios of a group of profitable stores in the 
same kind of business, in the same size of city or 
town, in the same geographic location, offering the 
same services, and following the same general mer- 
chandising policies in regard to pricing and kinds of 
goods carried, as your own business. They are thus 
yardsticks against which you can measure results. 
They form a basis for comparison with your own 
ratios. 

Trade associations, mercantile agencies, private busi- 
ness firms, universities and governmental agencies 
have collected and published standard ratios for many 
lines of trade. Many businessmen, however, have been 
unable to take the fullest advantage of these ratios 
because so few have kept their records in a way 
that would make it possible for them to compare di- 
rectly their ratios with those of other stores. 

In the first place, the expense classifications in dif- 
ferent stores vary; in the second place, even if the ex- 
pense classification is the same, the individual ac- 
counts are not always used in the same way. For 
example, two stores have an account called “delivery 
expense.” Although they had about the same sales 
volume, one store reported a delivery expense of $420 
and the other reported a delivery expense of $2,000. 
The difference arose from the fact that the second 
store included the driver’s wages in delivery expense, 
whereas the first did not; otherwise, the delivery ex- 
pense in the two stores was about the same. 

This illustrates the benefits which dealers would 
derive from the development by your Association of a 
uniform classification of accounts and a uniform defi- 
nition of terms for your trade. It would make it pos- 
sible to collect uniform profit and loss statements, to 
compile average or standard ratios, and it would facili- 
tate comparisons between your results and these aver- 
ages. 

At the request of your Association, the Department 
of Commerce is planning to conduct a survey to get 
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“"WORLD’S FINEST STAPLER” 


Arter a lapse of three years the new Aceliner, the finest of all 
stapling machines, makes its appearance again. We at Ace are tax- 
ing our production facilities to the utmost to give dealers and con- 
sumers every Aceliner it is possible to make. To those who have 
waited so patiently this announcement will be most gratifying. But, 
to replenish dealers’ depleted stocks will require time. So, please 
bear with us until sufficient quantities are available. 

The popularity of the Aceliner is well deserved for it is the 
most beautiful, practical, durable and efficient stapler ever built . . 
the only stapler that staples, tacks, pins and hand fastens. In fact 
it does the work of four machines. Its streamline design fits the 
hand perfectly. There’s a choice of four attractive colors: Red, 
Green, Brown and Black. The Aceliner is precision built like a 
watch, from the highest grade steel, by skilled workmen. It is so 
sturdy it will give a lifetime of dependable service. 
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Three New Sales Opportunities for ’46 


IRON BASE DRAWING TABLES 


—now available for immediate delivery. These are the adjustable drawing stands your 
customers have been asking for. Made by fine craftsmen of strongest materials — they 


will last a lifetime! Used by schools, artists, architects, engineers and draftsmen. 





cigs ees ee aah oe STAND 
IRON STAND sage tna: satel WITH TOP 
N WITH TOP 
ONLY —and “fingertip” ad- 


Will accomodate any 
size board. Adjustable 
from 30” to 42” in 


Highly finished draw- 
ing board top, 22” x 
24”. Revolves and may 
be adjusted upwards 


justability. Turn of 
wheel moves the top to 
desired position where 
it is locked automatic- 





and downwards. 


$22.00 each. 
MINIMUM ORDER: 3 TABLES 


X-ACTO MAT CUTTER AND BEVELER 


This mat cutter makes a “professional” mat cutter out of any amateur! A new feature 
—the T-square attachment—insures perfect accuracy, and the specially prepared base 
prevents slipping. It cuts an absolute 55 degree bevel. The mat cutter, made of mag- 
nesium is lightweight and strong, is 30” long and cuts a window up to 28”. In great 
demand by advertising agencies, art studios, art schools, photographers, photo schools, 


and everyone who hangs pictures. 


‘ $7.50 each. 


height. 
$18.00 each. 


ally. Top same as No. 
8609-1. 


$35.00 each 






















PLASTIC WATER COLOR 


PALETTES 
Made of light-weight acetate 
plastic. Strong, durable with 
fj %4-inch flange all around, with 


pinholes in corners, enabling 
artist to pin it to drawing board 
and keep it there at any angle. 
No. 120-Standard 6-groove 


—— com . 
pan. No. 1212—6 paint wells 
| | | | | | and 6 grooves. Available in 
Po} white only. 


50c each. Minimum order: 
I dozen. 


Write for Free Catalog 


and ask to be put on our list to 
receive our monthly wholesale bulletins. 
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standard ratios for your trade. This will be done by 
obtaining from dealers the information outlined on 
the sample forms distributed among you. 

A questionnaire will be mailed to all known dealers 


in your trade. These data will be tabulated and a pub- | 
lished report showing average expense ratios will be 

made available to you. You will be able to use these | 
average expense ratios as standards or yardsticks with | 


which to compare the effectiveness of your own 
operations. 

When you receive the official questionnaire, your 
co-operation in furnishing the information requested 
will be to your benefit and will contribute to the repre- 
sentativeness of the figures. Individual returns will be 
treated as strictly confidential and will not be dis- 
closed; only averages will be published. 

If you have any questions or suggestions in regard 
to the proposed survey, please feel free to present them 
now or else you can mail them to me in Washington 
—that is why we passed out the sample forms. How- 
ever, please do not submit your figures on the forms 


which you now have—wait until you get the official | 


form through the mail. 
I will be glad to try to answer any question that 
you may have in regard to this survey. 








NOMDA’S VETERANS’ TRAINING 
PROGRAM AIDS DEALERS 
By W. J. Garrison 


Chairman, Ethics and Standards Committee, 
Marietta Office Supply Co., 
Marietta, Ohio 


THINK the simplest way to tell you about this 

program is to tell you about the books that we 
have prepared and how they will work and then im- 
mediately we are going to carry the discussion into 
the practical angles of the training program. 

You have received with the announcement the As- 
sociation made a booklet entitled, “Post-War Oppor- 
tunities Offered by the Office Machine Industry.” 
These pamphlets contain information for the veteran 
to give him some idea of the opportunities in this 
industry and to tell him simply how he can get into 
the program. These are being distributed by the 
Veterans’ Administration to all their hospitals, to 
American Legion posts, and other places where vet- 
erans congregate. They will be available to anyone 
interested in reasonable quantities. 

The second publication that we have is entitled, 
“Vocational Training Program for Office Machine Me- 
chanics.” This is a book that you will want for each 
man that you have in training. It covers the subject 
pretty completely. It explains just exactly how the 
program operates. It has an outline week by week 
for a 104-week training period on the training for five 
makes of typewriters. In the back has been included 
a training outline on adding machines and one on 
calculating machines, the idea being that if you wish 
to eliminate one or two makes of typewriters and sub- 








| 


stitute other types of training, you can do that. The | 


actual mechanical or technical training in this man- 
ual, TM 37305, published by the War Department, is 
titled “Typewriter Maintenance.” The Veterans’ Ad- 
ministration has very kindly co-operated with us and 


have printed 5,000 of these books, one of which will | 


be given without charge to any veteran enrolling in 
this program. This book is very similar to the one 
which the Association has offered. It is a very beauti- 
ful job, is very well done, and has all of the mechani- 
cal information on the operation and adjustments of 
all types of standard typewriters. To make it possible 
for this program to be used for other civilian training 
who might not be GI’s, this instruction with the train- 
ing program is also keyed to the book which you have 
received from this Association. In other words, this 


training program can be used either for GI’s or civil- | 


OFFICE APPLIANCES, February, 1946 


Picture these as BIG 4-COLOR 
ADVERTISEMENTS . . . 


| , 








ADDED SALES 
MORE PROFITS for you! 


America’s leading national magazines will carry 
these advertisements in FULL-COLOR in this list 
of dominant publications: 


LIFE 
SATURDAY EVENING POST 
COLLIER’S 
AMERICAN MAGAZINE 
LOOK 

and in black-and-white in the 


AMERICAN WEEKLY 


These compelling advertisements mean more customers 
for you, more sales of Carter’s 9 Adhesives and Carter’s 
9 Brilliant Inks—in 15¢ Ovals or 10¢ Cubes. 





These advertisements will work best for you if you carry 
a full line of CARTER’S products. 


ADHESIVES 15¢ INK OVALS 


1. Araban 1. Washable Blue 
2. Cico 2. Tulip Purple 
3. Guardsman Glue 3. Hunting Red 
4. Superior Cement 4. Forest Green 
5. “840” Paper Cement 5. Beaver Brown 
6. Photo Paste 6. American Blue 
7. White Paste 7. Raven Black 
8. 8 

9 9 


Household Cement . Midnight Blue-Black 
. Airplane Cement . Midnight Black 


(Also 9 Brilliant Shades of Carter’s Ink in 10¢ Cubes) 











rue CARTER’S INK company 


BOSTON, MASSACHUSETTS 
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SMNA One Hour Label 
Electrowelded Body 
Monolitthic Safe Insulation 
Heat Seal on Door 
Combination Lock 
Positive Door Stop 
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SEND ORDER NOW 


TO ASSURE DELIVERY 
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HAMILTON, OHIO 
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ians. The last book we have is called an “Instructor’s 
Manual.” The idea of this publication is to help the 
mechanic in your shop to get some conception of 
teaching this training course in a proper manner. It 
is presented in simple language and there isn’t a lot 
to it. It will help him to present more intelligently 
the training program of the mechanics that will go 
to work in your shop. I think the thing that you 
fellows are all interested in is the practical side of 
this training course. I think that you would like to 
hear some party who has the training course in op- 
eration and the best man we know of is Irving R. 
Ritchie, president of the New York Office Machine 
Dealers Association. Irving is also chairman of the 
metropolitan vocational committee, which has charge 
of getting this started in the larger cities. Irving has 
15 mechanics already in this training program in his 
shop, and he is going to tell you how he has done it. 


THE VOCATIONAL TRAINING 
PROGRAM IN OPERATION 


By Irving R. Ritchie 
Subchairman, Subcommittee on Vocational 
Training for Metropolitan Areas 


Addressing Machine & Equipment Co. 
New York, N. Y. 


CAN’T SEE WHY any dealer in our business should 

even hesitate to think about supporting the vet- 
eran’s training program. In our business I have ex- 
perienced it personally. I want to take the opportunity 
to address this veterans’ training program to you here, 
and also to those outside who have absolutely no idea 
of the value of this veterans’ training program. That 
is why I am here to sell you a bill of goods—because 
we owe it to the veteran. Mr. Garrison has worked 
on it continually for two years. If it wasn’t for him, 
I doubt if I would have continued it against the ob- 
stacles I had to face in New York. 

Our Association, over 200 strong, has adopted the 
plan in the metropolitan area of New York City, from 
which the idea has practically spread throughout the 
state. I personally had my company make a test case 
of it. We have over 15 veteran employees and, ladies 
and gentlemen, if you could look in their faces and 
see the satisfaction, you would realize that we here 
have partially compensated them for the effort of 
their fighting out there. If my experience is typical, I 
think Garrison has done a 20-year job in one year. 

At the convention in Atlantic City a gentleman got 
up and said that we would guarantee the employment 
of about 5,000 veterans when they returned. That ob- 
ligation has stuck with me; it should stick with you 
and with the industry. I have been proving all year 
that all these veterans hired will not stick. Suppose 
only 50 per cent do. Many will be eliminated by the 
competition of the well-trained mechanic on the pro- 
gram that we have offered him. This means that you 
are no worse off, but are far better off, and your busi- 
ness will be on a higher scale. The millions of dollars 
of advertising that the manufacturers have spent 
should be protected, not by ordinary mechanics that 
don’t know the business, but by well-trained me- 
chanics. Show me a plumber who can start a business 
unless he has the right training, show me an elec- 
trician, or any other business that compares with ours. 
I am mentioning this, gentlemen, because I have 
worked on this, heart and soul, for two years. 

Our Association in New York is sold 100 per cent. Up 
north in Albany, we have tried in every way to get 
every protection that we can. When I was asked to 
appear before the New York State Apprenticeship 
Council, I said that the purpose of these standards 
is to make highly-skilled workmen available for the 
industry; to improve and attain a high standard of 
workmanship in the young men; to give them the op- 
portunity to learn a skilled trade that would equip 
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make better customer impressions with 


longhorn, Cakow 


Longhorn is a top-quality carbon that will bring you greater profits through 
more repeat sales. Longhorn is easy to sell because it’s packed with high-quality 
features that make your customers call for Longhorn time after time. It won't 
curl because it’s specially processed ...is long wearing due to its fine linen 
tissue ... gives sharp impressions from the superior pigment... and it erases 
clean. It comes in an attractive easy-to-use package. 


Dea le rs an d dist vribu tors Dealer and Distributor appointments are still available. For com- 


plete information fill in your name and address on this coupon or 






ate finding new profits and greater sales clip it to your letterhead and mail. We will send you the new 
with the complete AMCO Line... AMCO catalog which features the Longhorn carbon and lists A 
the complete carbon and ribbon line. A 


‘Typewriter and Pencil Carbons 


American Carbon Paper Mfg. Co. Dept. O 
Ennis, Texas. 

Please send me the new AMCO catalog with full informa- 
tion about your dealer plan and user educational campaign. 


_ Hectograph and One-Time Carbons 


“Coadverters and Special Carbons 
— Name 





Address— 





Stencils and Typewriter Ribbons 
si City State 





AMERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY—ENWNIS, TEXAS 
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them for employment and citizenship; to provide the 
public with the best possible service; to establish a 
trainee program which provides the facilities for a 
thorough and broad training in business machine 
mechanics. Most of you have this industry at heart. 
You live with it more than you do in your home. This 
is really the plan that I am trying to get across to you. 
The plan is very simple. It has worked out wonder- 
fully. You will find the chief opposition from your 
mechanic, who may feel that you are going to train 
another man to fill his job. It is your job to sell the 
idea in your own store. 


THE GOVERNMENT'S SIDE OF 
SURPLUS PROPERTY PROBLEM 


By Howard W. Reilly 
Head of Office Machine Division, 


Reconstruction Finance Corporation 


Washington, D. C. 


HERE’S NOTHING that we are doing in the Office 
Machine Division of the Reconstruction Finance 
Corporation that you aren’t entitled to know about. 
We have no secrets, and we are not trying to cut any 





corners. Instead, we are trying to stick to the regu- | 


larly-recognized trade channels and do things the way 
you want them done. We have a job to accomplish, 
but we have only ten people in Washington and prob- 
ably that many more out in the field to do this work. 


There are not enough of us to sell all the typewriters, | 
adding machines and office machines that are coming | 


our way, Therefore you must act for us. 
What is the method for doing this? I know from 
your letters. I have received messages, telegrams and 


visits from dealers all over the country from coast to | 
coast, and I know what a profound deep interest you | 


have in this, not only from your own personal point 
of view, but also as it concerns the industry. What 


will be the effect on the country as a whole? Are we | 
doing this thing right? When you come to Washington | 
or to any of our regional offices, we are tickled to | 
death to tell you everything that has happened. We | 
have 11 regional offices in the RFC which are handling | 


office equipment, including one such office right here 
in Cincinnati. ‘ 


I spent most of my time during the summer out on | 


the West coast taking care of declarations at the for- 
warding centers—from heavy construction machinery 
down to cloth. The first things which were declared 
surplus materials were fairly obvious because they 
couldn’t be used by the armed forces after the end of 
the war. We weren’t building any more airfields and 
therefore tractors and graders were immediately de- 
clared surplus. We weren’t doing any more shooting, 
we hoped, and we had all kinds of ammunition, shot 
and shell, guns, and gun carriages. 


Peace Needs Are Great 


But when it came to office machinery there was a | 
different story. Office machines are used in war and in | 


peace. I believe that back in 1941 some people thought 
typewriters were not to be used in war. They con- 
verted all of the manufacturers immediately into mak- 
ing other things at their factories and machine shops 
and a shortage of typewriters was immediately felt. 


The Army needed a great many and the same thing | 


was true for the Navy. The defense plants needed 
many machines. Here was an office machine industry, 
particularly the typewriter and the adding machine 
divisions, completely out of the business. The result 
was, you all know, that we had to go out and try to 


collect by some hook and crook all the typewriters | 
not actually being used in the war effort in order that | 


we might give them to the Army and Navy. Turquand 
of Underwood and Jim Ward were the real men on 
the job—getting between 300,000 and 350,000 type- 
writers. 

During the four years of war there was less than 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied - 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


BRITISH STATIONERY 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 





SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

9 Fryston Avenue, Croydon, Surrey, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, Londen, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. : 





‘(Please attach your business card or letter-head) 


Address “ts 
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NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
length chrome finish metal hangers which 
rest on two guide rails. 

All metal file, caster equipped, finished 


in olive green enamel. Width 131% in., 
depth 18 in. height 27 in. 
Shipping weight 33 Ibs. Packed 2 to 


carton. Shipped K.D., easily assembled. 


COMPLETE $1 5 50 


Ea. List 








one year’s supply of typewriters manufactured. You 
can imagine what an overwhelming demand that set 
up. 

Even Government agencies, such as the post office, 
not right in the front lines of activity, were asked to 
give up some of their office equipment. 


Then Came the Shortage 


When the war was over we found a very short float- 
ing supply of office machine, particularly typewriters. 
And we found the Army had a greater demand than 
ever. Jim Ward explained to you that when the Army 
is liquidating there are service records, mustering-out 
reports, health reports and other forms to be prepared, 
necessitating the use of more typewriters than during 
the actual fighting days. 

Naturally in September we hit a new low. We re- 
ceived almost no typewriters and no adding machines 
to speak of. There were some special accounting ma- 
chines available, such as used by the Army Air Forces 
for stock control. 

In that month of September I don’t believe that 
there were more than 500 typewriters in the entire 
United States available to place and what few we 
had were in pretty bad shape. Some of the machines 
which I saw at Hattiesburg, Miss., after they came 
back from the Third Army actually were full of 
bullet holes. 

At the end of October we had but a few machines. 
When the Office of Defense Transportation closed 
down, there was still a terrific demand from other 
Government agencies. We haven’t even come close to 
taking care of their requirements and of those 2,600 
typewriters and 600 adding machines declared surplus 
by the ODT all went immediately to fill the crying 
needs of agencies like the Post Office Department and 
the veterans’ bureaus. When the War Production 
Board closed down we got another couple of thousand 
typewriters and they, too, went into the agencies. Not 
a machine went to a dealer or even to a veteran. 


Were Using Old Machines 


The Post Office Department reported to us that the 
actual age of typewriters which they have is 14 years. 
Some of the other agencies claimed their machines 
were even older, so that when the War Production 


| Board and many OPA ration boards closed in Novem- 





This is a COMPLETE filing unit. It includes the | 
steel cabinet PLUX 25 HANG-A-FILE folders and | 


inserts. Here is a complete filing unit ready to go 
to work. Recommended for countless uses: 


cor- | 


gs “sme shipping orders, shop tickets, bills, | 


orders, invoices, etc. An unprecedented sales 
opportunity for dealers everywhere because there 
is a tremendous need for HANG-A-FILE equip- 
ment. Write—Telephone—Wire. Don't miss this 
opportunity to boost your filing department sales 
and profits. Complete information on request. 


Louis H. Farber 
OFFICE AND SCHOOL FURNITURE 
30 E. CONGRESS ST., WEB. 3217, CHICAGO 5, ILLINOIS 
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ber their needs necessarily had to be filled. 

Now, you properly reason that we are handling Gov- 
ernment property and you are entitled to share in it. 
And that is exactly what I am trying to accomplish 
for you. The sad situation is that the Government 
agencies and offices must be taken care of first. And 
next in line are a couple of thousand veterans, each 
seeking one or two typewriters. 

A young man goes into the Army, perhaps after being 
a lawyer or an engineer. When he comes out, the first 


| thing he wants is his typewriter back. He is back in 


business and we want to help him, even if it squeezes 
the Government agencies. 

Some veterans, like the one who claimed he had 
previously been in the typewriter business but who 
had been a jeweler instead, try to take advantage of 
us. But those cases, fortunately, are in the minority. 

Now where does this all leave the typewriter deal- 
ers like you men? As far as Government surplus 
machines are concerned we have none. There may be 
a few, in such terrific state of disrepair that the agen- 
cies or the veterans don’t want them. We bundle 
them up and probably find’ a half-dozen dealers bid- 
ding for them or following the new procedure of a 
fixed price. If ten bid at the same price, you have to 
draw lots. 

That method is very unsatisfactory, we’ll admit. You 
can’t take a day off from your business and go to a 
city 50 or 100 miles away to look at these typewriters, 
only to find that you have lost time and money. 

We are satisfied that most of the 325,000 or 350,000 
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. DUT YOULL GET YOUR PORTION 


Even with stepped-up production, Sheboygan Chair Company has not 
been able to catch up on orders for Diamond Trade-Mark Chairs. . so 
we must still ask your continued patience and co-operation. You may 
be sure that your orders will get the very best attention and consideration 
we can give them, and our production will be distributed equitably 
among our dealers. Nothing less would be worthy of our 78-year-old 


reputation for fair dealing and “Good Chairs.” 


Diamond Trade-Mark Chairs are worth waiting for, but we hope you 
will not be kept waiting too long. You can serve your own interests and 
help us serve you better by letting us know your requirements as far in 


advance as possible. 











SHEBOYGAN CHAR COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


SHEBOYGAN, WISCONSIN 
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NTRODUCED only a few short months ago, Flag- 
ship Carbon Paper already outshines competition. 
Years ahead of the industry, this new sheet is truly 


tomorrow’s carbon today! 


Flagship incorporates many new and exclusive fea- 
tures, the result of long research and experimenta- 
tion. The sensational metallic back, an important 
manufacturing advance, is a vital element in Flag- 
ship’s fast growing reputation for top performance 
and economy. And finer inks, better, imported tissues, 


plus experienced know-how, are combined to produce 





AS MODERN 


AS 
TOMORROW 


a carbon which has no equal. Dealers everywhere are 
finding Flagship easy to sell. The beautiful appear- 
ance of the silver colored back and modern package, 
coupled with superior performance under all condi- 
tions attract and hold the buyer’s interest. Flagship’s 
popular price makes it a volume carbon for sales 


and repeat sales. 


Now is the time to investigate this new carbon paper. 
Give Flagship the Performance Test in your territory. 


Write today for free samples and complete details. 





HERE’S WHY 


RINGS THE SALES BELL 


CLEANER TO HANDLE Flagship is 








NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 


easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 


sheet give Flagship a distinguished ap- 


pearance, 


GREATER ECONOMY Its popular price 
combined with superior performance 


offers every buyer and user top quality 
at lower cost. 


AND FOR DISTINCTIVE LETTERS—ALLIED’S ECHO TYPEWRITER RIBBONS. 
THE IDEAL COMPANION TO FLAGSHIP CARBON. 











ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET 


NEW YORK 13, N. Y. 





ALLIEN 


CARBONS & RIBBONS 
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Manufacturers of quality carbon papers and inked ribbons for 38 years 
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typewriters which we sold to the armed forces and 
the defense plants back in 1942 are returning. A lot 
of them will be in pretty bad shape, reconditioned 
several times already, or obsolete or undesirable models. 
Checking on the serial numbers I find that some of 
these are old machines that we once took in, machines | 
which have had three years of banging around. 


A Surplus in the Future 


There will be typewriters, adding machines, address- | 
ing machines and general accounting machines of all | 
kinds available as surplus. That’s in the future. 

But with our limited office help and limited setup in | 
the field, we can’t do business with 3,500 or 3,600 | 
dealers. We would be crossing up each other on | 
freight rates and sending stuff from Oregon to Missis- | 
sippi and from Maine down to Louisiana. So we have | 
decided that as much as possible we must use the 
wholesaler. 

That brings up the question—who is the jobber, 
the wholesaler? Who is this fellow that we can depend 
upon to reach the 3,600 dealers? Well, we started out 
by selecting the wholesale affiliates of the manufac- 
turers like Regal and Royal. We picked out some of 
the large independent wholesalers like Shipman-Ward | 
in Chicago and Typewriter Circle and various others. 
I would say that around 16 were chosen largely by us 
without any request whatsoever. Our plan is to use 
wholesalers to see that the surplus machines are 
thoroughly and honestly distributed to all dealers. 

In this respect. we have had a very nice response 
and, I repeat, none to whom we wrote in regard to 
helping us, ever solicited the business. 

We intend to add to the list, especially on the Coast 
and in the South and North, where few manufacturer- 
wholesaler affiliates are located as compared to New 
York and Chicago. 


Must Treat All Alike 


We have to treat everyone the same way. A dealer 
in Idaho has as much right to the business as a dealer | 
in Chicago and New York. Their requirements and 
their methods of doing business may be a little bit | 
different but we have to protect their interests equally. | 

The industry has been very helpful and I think that | 
now we are in a position to handle 25 times the pres- 
ent volume of surplus machines without hiring even 
one more man. 


The question naturally comes up again—when will | 
this happen? When will the surplus machines in large | 
numbers be available? I tell you now, as I told New | 
York dealers back in October—I don’t know .when. 
But I do know that the heads of the RFC and the 
members of the Surplus Property Board have been 
very sympathetic in this matter. They want to get 
more machines out and into your hands while the go- 
ing is good. We know that if we wait too long everyone 
will suffer, the taxpayer and yourselves. We don’t | 
want to delay this thing and there hasn’t been anyone 
working harder than I have been to get the agencies: 
to declare the surplus machines. 

I now want to get down to Jim Ward’s talk about 
rumors. I have run down a great many of -them. 
Sometimes names and places are told me referring to | 
where a certain number of machines are supposed to 
be located. I have: checked these rumors immediately 
and usually have found them groundless. For example, 
I had telegrams and telephone calls from the South | 
saying that down in Kentucky 7,000 Army typewriters | 
were being sold. I knew that couldn’t possibly be 
true and sure enough, upon checking with our nearest 
regional office, I found that it was just another rumor. 
The story started when a defense plant corporation 
was selling out to make a place for a new tenant.and | 
we had permitted a liquidating agency to sell the few | 
machines direct. 

A similar situation exists regarding OPA ration | 
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Easy to Sell! 


because it’s EASY-to-USE 


B Cc FILING & 
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Sa ae | Mise. Folder lamriais 
ABC Systems are easily assembled from stock 
Guides and Folders. Write for free circulars 


and sample kits. Price $4.70 and up. 
Veetabs Celluloid Indexing 
Plastic Viztab Folders 
Loose Leaf Multibinding 
Cellotab Catalog Indexes 
Transparent Celvelopes 

















FONEHOLDER 


{ 


RETAIL 
PRICE 


60. 


Fair-Traded | 





{ 


WF it’s Like An Extra Hand ~ amt 
NON-MARKING — NON-SLIPPING 


Can be used on either left or right side 


SOFT - PLIABLE - WILL NOT 
BRUISE THE SHOULDER 


Liberal trade discounts to legitimate dealers. If 
your jobber has not yet stocked this item, write or 
wire us direct. 


REYAM PLASTIC PRODUCTS CO. 


1525 E. 53rd STREET CHICAGO 15, ILLINOIS 
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THE 
PLASTIC BACKED 
CARBON PAPER 


Nev-R-Kurl is the carbor paper with the plastic 
back. It never curls regardless of weather condi- 
tions. It stays flat, it stays put—no slipping or 
sliding in the typewriter. More body, too, but no 
greater thickness. That makes it easier to handle 
—easier to put in and remove from copy sheets. 
Non-treeing, long lasting—the carbon paper that 
gets better work done quicker, easier. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 
Gives 35 to 50°, more copies per sheet 
by actual tests. 








Universal adaptation—same sheet 
works on standard or noiseless type- 
writers, billing or bookeeping machines. 





PROCESS CO., INC. 


197 MILL ST.. ROCHESTER 4, N.Y 


TYPEWRITER CLEAR-PRHNT 




















CARBON PAPER RIBBON WOOD STAMP PADS 











uv. s. Patent Nos. 


Sliding Square Edge Guide 


2,345,450_2 ag¢ 5 


Sa f ety “” Non-Drop je 


Steel Blade 
Inquiries invited 


Representatives 


Fred Deutsch. Texas, Okia.. 


La., Ark. W. Zeagier, 1709 W. 
3525 Southwestern Bivd., Dalias, Tex. 1. 


N. L. & K. 
Eighth St., Los Angeles, Ca 


Milton Stone, 320 Broadway, Room 625 R. E. Horter, Ind., Ill., Mich., Ohio, 
New York City, covering New York. 2523 W. 109th Pi., Chicago, fil. 
Harry Henkel, 163 Second St., San S. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadeiphia, Pa. 
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offices, 7,000 strong in the country. Each one of them 
has a typewriter or two, a few chairs and a desk or 
two. The effort and expense of consolidating all of 
the surplus from these 7,000 locations would be ter- 
rific and would eat up anything that we realized from 
the sale. So we have permitted the OPA to sell direct, 
stipulating, however, that the Federal agencies must 
have the first crack at these machines. If not wanted 
by them, perhaps the man who was directing the 
ration board might be given a chance to buy the sur- 
plus typewriter. 

Declarations are now coming in a little faster, such 
as for 750 machines at Camp Swift, Tex., or 1,000 out 
on the Coast. 


Agencies’ Needs Met 


The day when the needs of the different Govern- 
ment agencies will be satisfied can not be too far off. 
The post office authorities announced the other day 
that if they could get 1,200 typewriters they would 
be finished. Even the Veterans’ Bureau, taking most 
of the good machines not needed by the Army, is be- 
ginning to be satisfied. 

We are fully conscious that new machines are being 
made and that trade-ins are again being made. But 
the voume is very small and there’s a crying need 
for Government surplus stuff. 
| This week we intend to get some L. C. Smith-Corona 
| all-capital telegraphic code typewriters and we will 
simply allot them among wholesalers and instruct 
them to sell not more than six to a customer and 
with us setting the price. You shall pay just so much. 

In closing I want to assure you that if you have any 
ideas on this distribution, they will be welcomed at 
one of the regional offices or at Washington. We are 
operating in a gold fish bowl. 

Remember that we have so far just used the whole- 
salers once. Just once! And these wholesalers must 
be wholesalers. If we catch any wholesaler taking 
these machines and putting them out for retail sale, 
believe you me, he will not be a wholesaler very long. 

Our chief ambition is to see that if there is only 
one machine apiece for you dealers, that you get 
that one. We have a list of every dealer in the coun- 
try and we keep records to see that there is real dis- 
tribution and not sales in Philadelphia, New York or 
Chicago alone. 

We want everyone who is entitled to a share in the 
surplus to get these typewriters and adding machines. 





REPORT OF MANUFACTURERS’ 
RELATIONS COMMITTEE 


By Joe Heaton 


Pawtucket Typewriter Exchange, 
Pawtucket, R. I 


HE MANUFACTURERS’ Relations Committee start- 

ed to function last March or April with Dick Walsh, 
Bob Randazzo, Clarence Bush, Jim Sheehan and Nick 
Fucci as members. The reason why we have Mr. Shee- 
han and Mr. Bush on the committee is that they have 
a good background in the industry and are level- 
headed, not easily stampeded. 

In order to find some basic formula on which the 
| committee could work, we decided to study the back- 
| grounds of our Association and the manufacturers. 
We reasoned that if there were problems, they had to 
originate from one or the other. We didn’t just figure 
_-that there were two sides to the question, but rather, 
that there were three. These are your side—and when 
I say that I am including myself—the manufacturers’ 
side, and thirdly, the truth somewhere between these 
sides. 

Your by laws and constitution determined definitely 
what procedure could be used, for they call for friendly 
relations with the manufacturers. In that respect I 
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| Only the Waterman’s Line 
8. 
o 
can serve all these divergent needs 
With Waterman’s—you have the right model at the right 
price for everyone! And they’re all sleek, slim, trim, terrific 
. all outstanding for beauty, quality and value. Too, from 
the beautiful new TAPERITES all the way through 
the entire line, Waterman’s has no promotional “step- 
* children”—all models are aggressively promoted in 
h, the greatest magazine, newspaper and radio campaign in 
- Waterman’s long history. So be sure to feature 
ve Waterman’s complete line of pens—you'll find it 
1- pays big dividends. (Pens illustrated: left, The 
“ Stalwart, $3.50—right, The Citation, $8.75 plus tax.) 
k- L. E. Waterman Co., 344 Hudson St., New York 13, N. Y. 
2. Here is the ink that writes up to three 
, Union Made 


to times as far with every pen filling! It’s 
nas Waterman’s Blue Black, the ink that’s ALL 


er, ® INK—no harmful solvents, no dilution, 
en nothing added. Always feature Waterman’s 
rs’ Blue Black and tie it up with seven other great 


Se colors in the Waterman’s line—all in 
; Tunein Gang Busters Sat. Nights 9:00 E.T.(8:00 C.T.,7:00 M.T.,9:00 P.T. ) overABC Tip-Fill bottles retailing at 10 cents, 
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he 
Why dealers find it the fastest selling 
V.P.D. line of transparent plastic products in U.S.A. 


(V.P.D. MEANS VISIBLE PROTECTIVE DISPLAY ) 

















@ We use the highest quality 
NON-COMBUSTIBLE cellulose 
acetate of highest quality in the 
full thickness required. 


@ Our Thermo-Welded and 
sewn constructions are unex- 
celled for durability. 


@ We have been serving station- 
ers, stationery departments and 
advertising specialty houses for 
over 15 years...and building 
their plastic business through our 
consistent national advertising. 


@ Our line of stock and special 
order items is the largest in the 
industry...and we are always 
willing to undertake develop- 
ment and experimental work for 
our customers. 


The plastic business is here 
to stay and you may as well 
get your substantial share 
by stocking a representative 
assortment. 


illustrated are a few of our 
items. For others write for 
catalog 45-W. 











JOSHUA MEIER COMPANY 
36 EAST 10th STREET, NEW YORK 3, N.Y. 
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felt more or less like a mouse selected to bell the cat. 
Our background isn’t good. We have used the manu- 
facturers as a means to further our own interests only. 
Every time we have wanted money we have gone to 
the manufacturers and have always had our hands 
out. Now, you don’t like this and I don’t like it either. 
I didn’t prefer being chairman of a committee on 
closer relations and going to a manufacturer while 
possessing such a background. 

That is the origin of the Association, a small group 
of manufacturers’ dealers. The manufacturer appre- 
ciated the good job they had done and was glad, once 
or twice a year, to pay all the expense and give them 
an outing. But some bright boy got the idea—why not 
get the other manufacturers and have four times as 
much fun? That, up until a few years ago, was the 
normal procedure for our relations with the manu- 
facturers. We expected them to pay for our conven- 
tions through advertising and what they got in return 
was very hard to determine. Certainly they were very 
generous in their hospitality and tried to outdo them- 
selves in spending the most money. And that wasn’t 
enough, we gained the idea of increasing the manu- 
facturers’ dues until they doubled and tripled. 


Relations Have Been Improved 


That was all changed a few years back as we grew 
up. It has been our desire to clean house and we have 
decreased the manufacturers’ dues to conform with 
ours. We now allow them to vote. 

And what about the manufacturers’ background? 
That isn’t too hot, either. In the beginning, they sim- 
ply borrowed money, set up a factory, put in some new 
tools, hired men, and produced typewriters which no- 
body wanted. Finally the business began to go. Some- 
body found a gold mine in hundreds of typewriter 
companies outfitting themselves to get the business. 
Prices were cut and there were long discounts over 
allowances. 

Most of these practices have been cured, but some 
have come down by usage and threaten to be prece- 
dents in the office machine industry. I am not going 
into those now because we have nothing to do with 
prices or discounts at the present time. OPA takes 
care of that for us. 

With this background, we wanted to find the prob- 
lems and it was up to you dealers to submit data on 
them. You surprised us by your response. We had 
returrs from 42 states, from about two-thirds of what 
our membership was a year ago. 

The next step was to let the manufacturer know 
what constituted problems, as you defined them. What 
was done? We called on the manufacturers. The logi- 
cal man to call on first was W. G. Turquand as dealers’ 
relations chairman of the office equipment manufac- 
turers’ industry. Mr. Turquand made an embarrassing 
job very pleasant. There was no way of getting the 
facts from our industry and it was useless to appeal 
to the membership because the membership could not 
be reached. We had no self-sustaining official bulletin 
or trade magazine as a medium for exchange of ideas. 

So we went to Washington, thinking we could get 
some figures there. Mr. Randazzo and myself and 
members of the committee went to the Department 
of Commerce, but found that they had no figures of 
the type we wanted. They could give us figures on the 
manufacturers, but we didn’t want those. 

Now, what do we need? First of all, we would like 
to know the volume of business done by our industry. 
We don’t want to know how much money you per- 
sonally make and we don’t need your name on your 
figures, although it would help in checking the statis- 
tics. We would like to know the number of portable 
typewriters you sell, the total number of units, and 
the volume. We would like to have the breakdown of 
these by makes, so that if I tell Royal, for example, 
that we are selling 86 per cent of the portable type- 
writers, I’ll have figures to prove it. We would like to 
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ERASER I, 
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The RUSH-FybRglass-ERASER is the 
finest eraser for ink and typewriter ever 
made. 


DEALERS TELL US: “’Fastest Selling and 
Most Profitable Eraser on Market.” 


USERS SAY: “Leaves paper clean’’— 
‘“‘No smudge on carbon copies’”— 
“Erase single letter without erasing 
shield.’ 


WE SAY: ‘Every RUSH-ERASER is guar- 
anteed to satisfy, or we will refund 
the purchase price.” 


LIST PRICES 
RUSH-FybRglass-ERASERS $6.00 Dozen 
FybRgless REFILLS $3.00 Doz. Pkgs. 

(each pkg. contains 2 Refills) 
LIBERAL TRADE DISCOUNTS — AND WE PAY THE 
SHIPPING CHARGES. 


THE ERASER CO., INC. 


233 West Water Street, Syracuse 2, N. Y. 
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The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 





Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the materia! situation becomes settled. 


g 
| 
| 


|} 
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BRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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know the number of dealers in standard machines and 
the number handling new machines only. And we 


FILING would like to know what a dealer is in order that our 
W R inf FOLDERS Association can go on record in defining a dealer. We 


would like to make such a determination so that in. 











DEALERS can recommend these talking to a manufacturer we can give him a clear 
sturdy reliable folders with con- picture. You may be a dealer fora portable typewriter, 
ROLL LABELS “Peon +h vende but definitely not for the standard machines. You may 
GUIDES eel - tga h he ndline pe be a dealer in relation to one manufacturer, but not 
! 
INDEX CARDS peo 4 9 9 to another. 
constant usage. 
FOLDERS wu by WARSHAW of sound Definition of Dealer Needed 
PROTEX full + ti You have never decided yourself just what a dealer 
STICKONS 4 mange ti “ eo en gone is. Until that is determined, anyone who sells one 
MENDING TAPE duasahi Ys Y or two portables a year can walk in on a manufac- 
SUMMED re turer and buy one or two of these machines at a long 
INDEX TABS An outstanding value discount. ; , 
of proven worth! I have talked over these problems with four leading 
manufacturers and Mr. Sheehan accompanied me on 








many of these trips. The solution for our troubles has 
to come step by step and will not be arrived at in a 
year, or two, or even three years. You have a good 
Association today, but whether or not it will stand the 
ravages of peacetime I can’t tell. Neither can the 
manufacturer. But he can afford to wait and you 
can’t. You have to have plenty on the ball right now. 

I don’t like to make recommendations, for usually 
nothing is done about them and they are left hanging 
in the air. In closing, however, I would like to leave 
some thoughts with you. First, I think that you should 
get yourselves an official publication that will stand 
on its own feet and need not depend upon advertising. 
If you haven’t enough money, why not consider in- 
creasing the dues? Don’t go out trying to raise the 

funds, but instead take them out of your own pockets. 

THE WARSHAW MFG. CO., INC. You have been extremely fortunate in that all of the 
1 MAIN STREET BROOKLYN 1, N. Y. committee members working for you have paid their 

own expenses. You should be ashamed of that. 

If you get questionnaires to fill out, answer them 
promptly. If you haven’t accurate information, make 
estimates to the best of your ability and mark the 
figures estimated. Don’t put on the dog. If you are 
doing $30,000 volume, put it down as $30,000 and not 
$50,000. 

Your relations with the manufacturers have been 
| good. They have complimented me on the work of the 
| Association as they have found it here and have said 
that this is the highest type of convention that they 
| have ever attended. That is sormething to be proud 
“y of. Let’s keep the record good. 
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WORK WITHOUT Geaffeo SIGNALS? 















signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 





MANUFACTURER-DEALER 
RELATIONS 


By W. G. Turquand 






operations. Sales er wren ee Division, 
Underwood Corporation, 
GEORGE B. GRAFF | New York, N. Y. 
COMPANY 


this industry much closer together than they ever 
were before. For nearly three and a half years the 
| manufacturers’ branch offices operated in exactly the 
| same manner as the dealers, being dependent entirely 
| upon the revenue which they could derive from rentals, 
| sale of supplies and other accessories, and from serv- 
| icing and overhauling machines. As the result of this 
| I believe that we have a keener insight into dealer 
problems than we ever had, and this is important be- 
cause in the final analysis relations between any two 
humans or any two groups consist of recognition of 
and consideration for the other fellow’s problems. I 
am very happy to see that your speakers’ committee 
recognizes this, for one of the questions which they 
| have asked is, “How can the dealers best co-operate 
with the manufacturer in the present situation?” Un- 

| fortunately, the answer to that one is “patience.” I 


54 Washburn Avenue 
Cambridge 40, Mass. 





& | HE WAR HAS BROUGHT the different segments of 
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Write 


MAGIC DRY INK 


iA 


4, 
“Cay WRITE 


@ FASTER DRYING 

@ LESS PENETRATION IN PAPER 

@ SHARPER, CLEANER IMPRESSIONS 
@ NEVER SEPARATES 


@ EASILY WASHED OFF HANDS OR 
STENCIL WITH SOAP AND WATER 


Sond oe Trial Onder! 


Colorado 


CARBON & RIBBON CO. 
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SINCE 1816, the name Lawson has stood for quality, reliability and 
honest treatment of dealers and users everywhere. Now, as we enter 
our 130th year, we pledge a continuance of this same policy upon 


which our business was built. 


And we hope it won’t be long before we can again attain normal 
production of Lawson Stationers’ Products and take care of our 


customers’ complete requirements. Watch for further announcements 


on the 1946 Lawson Line! 


THE F. H. LAWSON CO. - - - CINCINNATI 4, OHIO 
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know that you fellows have been patient for a long, 
long time and, believe me, it is mighty tough for us 
to have to ask you to continue to be patient until pro- 
duction once more is running ahead of or equal to 
sales. 


Reconversion a Big Task 


One of the most difficult jobs that all manufacturers 
had during the war was to make Washington realize 
that production is not something that you can turn on 
and off like water in a faucet. I know that you fellows 
can appreciate that fact and that you realize getting 
back into production and raising production above 
pre-war levels is not an easy task. Raw materials must 
be obtained, in many cases new machinery must be 
secured to fabricate the raw material into finished 
parts, and assembly lines must be set up and trained 
to bring those parts together and turn them out as 


Ten Sheets Show 


== Visible ge 


finished typewriters. All of this takes time. It is some- | 


times pretty hard for you and me, who are chafing 
at the bit to get out and sell, to understand and to be 
tolerant of the problems of our factories in reaching 
the kind of production that we ask. Shortly after V-J 
Day we heard all kinds of promises on how many 
automobiles would be produced during the balance of | 
1945, how many stoves, refrigerators, electric irons, 
washing machines—yes, and typewriters, too—all the 
things that America has been crying for for four 
years. Yet, without exception, none of those glowing 
promises or statements were fulfilled. Reconversion 
has produced a much greater problem for every manu- 
facturer than was anticipated. 

As I mentioned before, your speakers’ committee 
prepared a list of questions, one or two of which are 
extremely difficult for us to answer. One of these ques- 
tions is, “How long before you expect production to 
catch up with demand?” Well, if we knew exactly 
what the demand was, it would be a simple matter to 
divide the number of machines per month we expect 
to produce into the total demand and we could tell 
you exactly just how many months it would take to 
fill that demand. However, unless we do know the de- 
mand, and very frankly we don’t, we can’t possibly 
answer that question. 

Another question asked was, “What new products 
do you plan?” Well, fellows, I really don’t think that 
you expected me to answer that one, because even if I 
did know I certainly wouldn’t tell my good friends 
Jim Hackney and West Beckwith about them. I might 
say, of course, that we already have in the planning 
stage that marvelous piece of mechanism—the type- 
writer of the future—which consists of a little flexible 


tube runing down to a small box in your vest pocket | 
so that you can speak into the tube, and at the other 


end comes out properly-spelled, perfectly-punctuated 
letters in one or as many copies as you desire. Yes, 
fellows, that’s going to be quite a typewriter, but I 
don’t think I’d worry too seriously about its effect on 
the competitive market for at least a few years. 


Future Portable Market Bright 


As to our general setup for the future, I think I can 
speak only in generalities and in terms of today’s 
thinking because, after all, we are still operating under 
a number of Government controls and much will de- 
pend on their extent and the length of time during 
which these controls, and others which may enter the 
picture, are effective. In the final analysis, dealers sell 
portable typewriters and dealers are the point of sale, 
the point of contact with the individual who actually 
buys and uses a portable typewriter. Because of this 
relationship between manufacturer and dealer, which 
in many other lines is filled by wholesalers or jobbers, 


the manufacturer must and will furnish all the sales | 


help, training and merchandising plans which he is 








able to do within the radius of his distributive cost. | 


I sincerely believe, and I think all of you believe 
with me, that the portable typewriter market has 


hardly been touched and that we are going to see sales | 
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Have Handifax Visible Record 


Cards on Hand for Instant Use 
Visible Index @ Color Signals 
Visible Tabulation 
No Equipment Required 
Your Executives, Sub-Executives, Clerical Staff will have all advan- 
tages of expensive Visible Records. Half inch Visible Margin full 
width of card. Cards easily, quickly, assemble into sheets of Visible 
Records. Use, handle, and file on edge like paper in correspond- 
ence folders. File in desk drawer or drawer of your steel letter files. 


500 Cards 6x4 inch $3.45 gasicg teed. 
500 Cards Sx4inch 4,40. Sem comm anineamnaaiianes 


500 Cards 10x4 inch 5.30 Buy any or all three sizes. One 
Total Price $13.15 side blank, other side ruled hori- 


Order tellity.: Soult ne weener. zontally. Make special cards forms 


as needed. Imprint on your office 
Pay invoice when satisfied. mimeograph, ditto, multigraph. 


Handifax is Flexible, Compact, Portable, Durable, Convenient, Low 
Cost and Saves Time. Fits any record need such as Sales, Customer, 
Prospect, Stock, Purchase, Credit, Collection, Payroll, Prices, Cost, 
Billing, Phone Numbers, Addresses, Numerical, Personnel, Jobs, 
Schedules, Progress, Follow-Up, Rates, Discounts, Deliveries, Produc- 
tion, Things to do or not to do. Write for complete catalog. 
Information on large records. Standard or special printed forms. 


Ring binders. Steel equipment. Order Cards Tod. 


HANDIFAX 2238 fsa 


RECORD 313N.Tenth Street 
Dealers ask for proposition 


CARDS ST. LOUIS 


Fast Selling 
Items 


Flexo Key Container 


@/ Made of strong, flexible silky 
synthetic rubber. Colors— 
Ruby, Sapphire, Emerald. 


Retails 10cts | 
Tag-Key 


Combination 
Genuine leather case, beaded 
polished metal chain, acetate 
covered name slot. 


Retails 20cts 


These items sell fast. 
They add to your profit. 
They make friends. 


Regular trade discounts. 


COLUMBIA INDUSTRIES 
330 S. WELLS ST. CHICAGO 6, ILL. 
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PROMPT 


ELBE) DELIVERY 


On the following items 


Spring Binders, Round Back 1” -144” -2” Capacity 
Ring Binders, Metal Hinge 1” -114” -2” Capacity 
Ring Binders, Fabric Hinge 1” Capacity 

Post Binders. “SLOT-LOK” 

Scrap Books, 11” x 84” to 23144” x 19” 

Brief and Report Folders 

Telephone Book Covers, 42” to 244” Capacity 
Permanent Storage Binders, “3-STEP” 

Indexes for Ledger and Post Binders 

Indexes for Price Books 


Clipboards — Masonite 
Clipboards — Aluminum 
Arch Files — Masonite 


Aluminum Sheet Holders 
Wire, phone or mail your orders TODAY! 


ELBE FILE & BINDER CO., Inc. 


Makers of Loose Leal Binders. 


GENERAL OFFICES ANO FACTORY 
>) FALL RIVER, MASSACHUSETTS 





NEW YORK OFFICE & SHOWROOM . oe 200 FIFTH AVE. 














1946 Edition Now Ready 


MOREY SPEEDITAX CALCULATOR 


Place Orders Now for Prompt Delivery 


Government Bracket System of 
Weekly Payroll Withholding 


Tax Computations from $11 to $200 
List $3.50 
TEN BIG FEATURES 


1. Speeds Payroll Work and 
Saves Time. 

2. Space for Listing Employ- 
ees’ Names and Exemption 
Claim Numbers. 

3. A Complete Payroll Unit 
for smal] business firms. 
4. For Long Payroll, User 
lists wages consecutively 
from low to high and works 
from Tax Calculator to 

Payroll. 

5. Tax at a glance—10 con- 
secutive wages with one 
dialing. 

6. All Computations are with- 
in two lines of Red Guide 
Line. 

7. Small and compact, attrac- 
tively finished, may be car- 
ried in pocket. 

8. Refills obtainable in event 
of tax changes. Cover 
permanent. 

9. Built around and operates 
in the same manner as the 
well-known Bates List 
Finder. 

10. A High Quality, Low Cost 
Product—Compare cost and 
special features with any 
other Withholding Tax Cal- 
culator. 


MOREY PRODUCTS COMPANY 


1129 Vermont Ave., N. W. Washington 5, D. C. 






Operation 


Order from your stationer or 
jobber or write us direct for fur- 
ther information. 
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volume in portable typewriters beyond our wildest 
dreams of a few years ago. This is a very necessary 
thing as part of our national economy. War has taught 
us that production, regardless of how high we set our 
goal, can be achieved and it is through production 
that this country will employ more people than ever 
before in its history. However, production can con- 
tinue at high level only so long as we sell the goods 
produced. That is why distribution in the post-war 
period is the key to high employment. Recently I 
had the pleasure of sitting in on a series of meetings 
conducted by the Sales Executives Club of New York 
in co-operation with the Advertising Federation of 
America and the National Federation of Sales Execu- 
tives. Many other organizations participated. The 
theme of all of these meetings was the same—that we 
must plan for more production, better selling, better 
advertising, better merchandising. 


Prepare Now for Future Selling 


I know that you fellows feel that I am a little pre- 
mature in speaking to you about the necessity of pre- 
paring for the selling job of the future when today 
you are crying for merchandise and selling is merely a 
matter of order-taking. However, I know that at 
Underwood we are looking ahead, not six months or 
a year, but two, three, four, five, and even ten years. 
And if we are planning ahead for that long pull, in 
all fairness to you we should bring you the same mes- 
sage. The other day I heard a little story which I 
think illustrates my point as well as anything I could 
tell you. It seems that a new member joined a very 
fine golf club. The first day he was in the locker-room 
the pro asked him his handicap. He said “three,” 
whereupon the pro asked him if he would mind if he 
walked around while the new member played a prac- 
tice round. On the first tee the new member took a 
casual, easy swing and drove the ball 270 yards right 
down the middle of the fairway. He walked up to it, 
studied it carefully, studied the shot to the green, 
picked up his ball and threw it in the rough behind 
a tree. He went behind the tree, took out an iron, 
played a beautiful shot right up to the edge of the 
green. He walked up to his ball, looked over the 
ground for the easy pitch shot he had and then 
picked the ball up and threw it into the sand trap. 
He went down the sand trap, and blasted out within 
four or five inches of the cup, walked over to his ball, 
kicked it seven or eight feet away and sank his putt. 
The pro looked at him with amazement and finally 
said to him, “Do you mind my asking what on earth 
you are dving?” The new member replied, “Why, not 
at all, I’m just practicing for a two-ball foursome; 
I’m playing with my wife tomorrow.” 

Well, fellows, I don’t mean that we should handicap 
ourselves by deliberately going out to sell the hard 
way to every customer that walks into our place of 
business, but I do think we should be prepared for 
the big selling job that lies ahead of us. 


Attractive Store Helps in Sales 


One thing is certain, the dealer who depends on 
casual, drop-in trade and door-to-door canvassing 
cannot expect to build a sales volume which will make 
him a leader in his community. The successful dealer 
of the future must stimulate customer traffic into en- 
tering his place of business. This, of course, can be 
done only through advertising. Advertising takes 
many forms—direct contact, newspaper, radio, direct 
mail, and so on. We at Underwood are firmly con- 
vinced that customer traffic into your store can be 
stimulated. We intend to do our share in creating this 
customer traffic through national advertising and 
through furnishing tools with which to do your local 
advertising—blotters, mail pieces, window posters, dis- 
plays, advertising cuts and mats, designed to do only 
one thing—to bring the potential purchaser into your 
store to buy. And now I’m going to ask you a very 
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2 STANDARDIZATION 


‘eons EXPANDED MARKETS... 
{oot OW DED PROFITS... 


\ K When you sell either one of these Gunlocke chairs, one sale leads to 
another—because your customers will want to standardize on them. 
Gunlocke Stenographers’ Chairs are favorites in the race for new 
business. Take advantage of the chairs that build repeat sales and 
regular profits from year to year. 


Send in your order now. Deliveries are being made in reasonable 
quantities. 





588P 682USB 
1. A CHAIR HAVING traditional acceptance, now re-designed 1. SMART, MODERN STYLING that stomps it as a post-war 


for the post-war market. chair. 
2. A FORM-FITTING SEAT and back, built for comfort and 2. COMFORTABLE SUPPORT... Cushion seat yields easily 
healthful support ; to body contours. Fitted, hinged back gives support where needed. 
3. SUPPORT FOR BOTH upright and relaxed position through 3. SPRING ACTION of back gives firm support for working 
the action of the spring back. position, yet yields easily for relaxation. 
4. COMPLETELY ADJUSTABLE to any individual 4. CUSTOM FITTED to the individual user by four simple hand 
2 ‘ adjustments. 











H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
a lll 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 


FIBRE BOARD FILES 
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pertinent question. How good a salesman is your 
store? I’m sure you will all agree that the average 
salesman does his best job of selling when he’s had a 
shave, has on a clean shirt, his suit has been recently 
pressed and his shoes are shined, because his appear- 
ance and the knowledge of his appearance gives him 
an inward confidence that is expressed in his sales 
presentation. Your store impresses a customer just 
exactly the same way. Try this. Walk into your place 
of business some morning as if you were a customer 
walking in to buy, and see how your store impresses 
you. Does it do a selling job on you or does it need 
a shave and a shoe shine? If so, now is the time to 
do that job. Your merchandise stock is low, so you 
don’t have much to move. You'll certainly have more 
time now to do that important job than you will have 
when machines are again plentiful. 

Yes, indeed, the golden age of selling lies ahead of 
us, but we have to be prepared to meet the challenge 
which those golden years put forth. Don’t let the 
easy Selling of today or the next six months or pos- 
sibly the next year lull you into complacency. You’ve 
got to be physically and mentally alert to the challenge 
of the future—to the challenge of volume selling and 
mass merchandising. We of the office equipment in- 
dustry have shown that we can raise ourselves to 
great heights when necessity requires us to do so. 
Now let us get ready for the selling job that lies 
ahead of us. Let us be ready to meet the challenge 
of the golden years. 


PARTNERS IN THE PORTABLE 
TYPEWRITER BUSINESS 


By James M. Hackney 


Sales Manager, Portable Division, 
Remington Rand, Inc. 


T IS INDEED a privilege for one in my position to 
have an opportunity such as this to meet old friends 
again and make acquaintances with new friends. May 
I speak to you as a partner—a partner of the office 
machine industry? The remarks I will make will be 








J. M. HACKNEY 


directed to each of you as one of the partners, particu- 
larly in the portable typewriter end of the business. 

If I possessed an economic periscope which would 
enable me to look beyond present horizons and obtain 
‘a picture in the way of reefs, sand bars, rocks and 
shoals, which will constitute our hazards in the coming 
years, I would gladly share my knowledge with you. 
I have no such equipment. I do not pretend to have 





| 





any deeper perception than any of you. I have only | 


one authority, but one that I believe to be a good one— 


it is the authority that comes from a background of a | 


20-year field experience, gathered in traveling all over 
the United States and Canada, seeing almost every 
kind of retail typewriter business and all kinds of 
typewriter users. I have made it my business to ask 
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% satiafacti 


These two words — Canode and Satis- 
faction — have been trade “buy words” 


for forty-five years. 


Shrewd buyers know that if anybody can 
make good duplicating inks it is Canode. 


Canode's is always the best buy. 


For the finest duplicating ink made—try 
CANODE'S PREMIUM INK. 


For a good, low priced ink—as good as 
some people's best—try Canode's Bul- 
letin Ink. 





Samples and Prices on Request 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 














Seating America’s 
Office Workers 
Correctly 






is @ responsibility that 
Jasper Seating Co, 
knows how to accept 





Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


Farber, 30 E. Congress St. Phone WEBster 3217 
Office Furniture Warehouse Co., 573 Broadway 





CHICAGO: L. H. 
NEW YORK: 
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@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 
PRICE 


Stoe 


No. Size Ea. Dos. Gross 
200 64%"x11” $0.50 $5.75 $67.50 
203 . 25 -50 5.75 67.50 
204 9” x12%” .55 6.35 72.00 
205 9” x15%” .60 7.20 78.00 
206 So” say" .65 7.80 84.00 


200-203-204 packed 2 Dozen to a carton. 
205-206 packed 1 Dozen to a carton. 
Write for descriptive circular. 


SERVICE PRODUCTS, 


2035 So. Calumet Ave. 


Inc. 
Chicago 16, Ill. 


‘STEEL: &<TtRONG 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 
Lead Seals 





Coin Wrappers 


Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 


Metal Clasp Bags Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 








THE C. L. DOWNEY CO. 


HANNIBAL, MO. | 





| tail Stores.” 





| companion, even in a sellers’ market. 





questions, and, believe it or not, most of the time I just 
listened. 

There is every evidence that there is a deferred de- 
mand for portable typewriters that far exceeds earliest 
estimates. From the indications the figures approach 
astronomical proportions. Several years of production 
is necessary to catch up. 

In my personal opinion, one condition will prevail 
for certain—the physical inability of manufacturers 
who produce portable typewriters to get total pro- 
duction on a scale which will anywhere near satisfy 
the consumer demand will be sufficient to prevent any 
over stocking on the part of the dealer for months to 
come. 

Notwithstanding the fact that we will continue for 
some time to be in a sellers’ market, the job of selling 
will be broader and carry greater responsibility than 
ever before. We must never lose:sight of the fact that 
the old law of “survival of the fittest” is our constant 
Therefore, the 
degree to which we assume and execute this responsi- 
bility will determine largely the kind of success we will 
enjoy in the years that lie just beyond this unusual 
period. 

The portable typewriter has come of age; its years of 
adolescence are past and the portable typewriter is 
now taking its rightful place as a home utility. This is 
the market in this post-war period which we talked so 
much about during the war. There are 34,861,626 fami- 
lies in the United States and nearly all of them can 
use and afford portable typewriters. This is, indeed, a 
vast market. 

Due to time limitations, I cannot cover the subject, 
“A Plan for Merchandising Portable Typewriters in Re- 
I do, however, want to make available to 
you dealers a copy of our recently published booklet 
which presents this subject. We believe that this mer- 
chandising plan will offer you worth-while suggestions 
—right now—at the psychological time, when through 
astute merchandising planning you can prepare to cre- 
ate a strong identity with portable typewriters for your 
store in the area where you are in business. 


Policy With Respect to Deaiers 


Our policy with respect to dealers continues to be 
that of franchising the sale of Remington Rand port- 
able typewriters on a non-exclusive basis in all terri- 
tories. However, the high cost of not selling, on the 
part of some dealers we have appointed in times now 
past, has made it necessary for us to set up definite 
minimum standards regarding a dealer’s abilitz to 
merchandise Remington Rand portable typewriters, 
before a decision is made to give him (or even con- 


| tinue) our portable typewriter franchise. On this basis 
| it means we will have fewer dealers, but all making 
| more profit than ever before. 


Our policy to dealers will remain within the frame- 


| work I have just outlined, except that in addition we 


will sell trade-in machines which we receive against 


_ the sale of our commercial typewriters direct to our 


franchised portable dealers. 





LOOKING INTO 1946 WITH 
THE PORTABLE DEALER 


By Wesley H. Beckwith 


Sales Manager, Portable Division, 

Royal Typewriter Company, Inc. 

T IS A REAL PLEASURE for me to be here today. 

This is the first typewriter dealers’ meeting I have 

had the privilege of attending in several years and I 
am mighty happy to be with you. 

I imagine the thing you are mainly concerned with 
today is what the portable typewriter situation is and 
what the Royal Typewriter Company is doing about it, 
and I am going to devote the major portion of my 
talk to this. In the course of doing this, I will also 
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FOR PROMPT 
DEGFVERY ! 


Brief Bag 68-30. With two dividers, 
leather handles, tab with lock. 16" long, 
12!/."" deep, 7" wide. Also available 17!/," 
x 13YQ" x 7" 


Write 
for 
Prices 


Club Bag GB-35. An _ outstanding 
value. Completely lined with three pockets. 
Ample space for shirts and other articles. 
Zipper fastener, leather handles and lock. 
18" long, 12!/,"" deep, 9!/2" wide. 


DISPLAYS AT THE CHICAGO, NEW YORK, DALLAS AND OTHER GIFT SHOWS 


THOMAS Til. GIBBONS & CO, 


Vasnufactu 2c 2 of 6 don Lalor Foods 


509 S. FRANKLIN STREET CHICAGO - 7 = ILLINOIS 
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answer the excellent questions your chairman pre- 
sented. 

Several weeks ago, a gift certificate for a Royal 
portable was auctioned off in Sarasota, Fla., for $33,000 
worth of Victory Bonds. There in one sentence is the 
quickest picture I can give you of the portable demand 
today. 

I can think of no comparable home appliance (and 
that’s actually what the portable typewriter is) that 
has the future, and the growing and developing market 
that the portable has today. Nor can I think of any 
group of dealers in any comparable line that has 





W. H. BECKWITH 


before it as bright a prospect as the portable dealer 
has todav. 


Million-Machine Goal in Sight 


We have been working towards this day—the day 
of the million-machine demand—for 20 years. I am 
proud that my company never lost faith in this vision 
—the vision that today is a reality—and my only 
regret is that Bill Metzger is not here with us to see it. 

Make no mistake. This thing did not pop up over- 
night. It is not a war baby. Go back to 1941—and you 


will recall that with the greatest production in the | 
history of the industry we were hard put to it to keep | 
up with demand. Go back to 1940—and you will see | 
why the demand we feel today was already apparent. | 


We made a survey that year and we found that 
more portables were purchased for students’ use in 
doing school work at home than for any other reason. 
Thus, before the war, the old idea that a portable is 
only something that a newspaperman or traveling 
salesman uses had given way before public recognition 


of the typewriter’s educational value. The door to the | 


million-machine demand—yes, and the two million | 


and three million-machine demand of the future—had 
been opened. But this is just the beginning. 

Another reason the portable market is growing is 
the fact that the idea of using a portable for social 
correspondence is taking hold. Our survey proved this 
beyond any doubt. 


Today, children between ten and 18 years of age are | 


logical prospects for portable purchases through their 
parents. Eventually, the six-year-old youngster will be 
as good a prospect for a portable sale as the 12-year- 
old youngster is today. My own daughter, who is not 
quite three, gets a bigger kick out of playing at typing 
than almost anything else she does. This tremendous 
opportunity for development in the child market, plus 
the fact that the market replenishes itself yearly 
(10,500,000 children were born in this country during 
the war, and these youngsters will start to become 
portable prospects five years from today) convinces 





us that our main sights should be aimed at selling | 


portables to children through their parents. 
We found out in 1940 that the average portable in 


use then was about four and a half years old. Today, | 


therefore, the average portable in use in this country 
is ten years old. We have never thought very much 
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A Really SAFE Knife for Pocket or Purse 


GITS 
No. Ill KNIFE 


(Patented) 







% Light-Weight, Unbreakable Plastic 
Handle. 


% One-Handed Opening. 
%* No Broken Fingernails. 
%& Finest Steel, Replaceable Blade. 
% 5 Safe-Locking Blade Positions. 





— ORIGINA, 
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In Pearl White, Bone Onyx, 
Green Onyx, Red Onyx, 
and Black. 

Individually Boxed— 
12 to a Display Carton. 
12 Display Cartons (144 
Knives) in a shipping con- 
tainer (8 pounds). 








.-¥ 
l/ Ao 5 \Wa 
4664 W. HURON ST. CHICAGO 44, ILL. Eact 
Manufacturers of the f Gits Flashlights, Knives, ters 50¢ 
Games, Protect-o-shields, Savings Banks, Etc. Order from Jobber 


CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York Street, Toronto 








Gelatin and. Fluid 
Supplies 





The spotlight is on Beck’s 
complete line of supplies for 
Gelatin and Fluid Duplicat- 
ors. Duplicator carbon paper 
—available in four colors— 
Beck carbon paper com- 
bined with the master sheet, 
‘Hectograph ribbons, inks, 
and pencils are all featured 
by the Beck Duplicator 
Corporation. 








Write for free color 
brochure. 
DEALERS INQUIRIES 
INVITED 
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NOW 
AVAILABLE 


in ali metal... 


Dealers and stationers will find this item 
a ready seller in all metal construc- $1 145 
SN eee eth nase atime kaon 


(tax extra) 


The Rite-Line Copy | oe 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 


WRITE FOR FULL Rite-Line Sales Co., Inc. 


PARTICULARS. a5 Malden Lane, ow York 2: 


ITE-LINE 


Reg. U. S. Pat. OF. 


COPYHOLDER 


ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 
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about the replacement market on portables—maybe 
we should now. 
The Dealer Is Protected 


My company has believed for 20 years, and we be- 
lieve today, in the portable typewriter dealer. Let me 
remind you of some of the things my company has 
done in keeping with this belief. 

We have sold better than 90 per cent of all our 
portables through dealers. Our entire promotional 
and merchandising operation has been concentrated 
through the dealer. Eight years ago we led the indus- 
try into Fair Trade to protect the dealer. Before the 
war our standard portable models were under Fair 
Trade in every state in the union having a Fair Trade 
law. Believing the dealer to be entitled to a full 40 
per cent profit on standard portable models, we put 
this policy into effect. All of these policies represent 
basic Royal portable dealer co-operation thinking, and 
will be continued. 

E. C. Faustmann, the president of our company, 
estimates that one million portables could be sold to- 
day if they were available. This estimate, which is 
based upon independent appraisal of all immediate 
factors in the portable picture, does not take into 
consideration the added demand that will be generated 
as manufacturers resume their advertising, dealers 
resume their local promotions and new portables get 
back into circulation again. 


Pre-war Production Expected in 1946 


Now, as you know, the normal pre-war production 
of the industry was something over a half-million 
machines. Let’s assume that the post-war period will 
see this production capacity increased. It is still fairly 
safe to guess that total 1946 production will not reach 
the total we anticipate for a normal post-war year. 

Let’s look at the reasons for this in terms of my 
own company’s operation. 


We were completely out of portable production from 
1942 to August, 1945. We were in all-out war produc- 
tion—and proud of it. Our plant in Hartford, Conn., 
was located in one of the most critical labor shortage 
areas in the country. Now, as you realize, the major 
proportion of labor going into the making of a type- 
writer is hand labor. When we converted to war work, 
our facilities were best adapted to the production of 
small parts, in which hand labor played a much 
smaller role. As a result, our production force was 
reduced and many of our people were employed during 
the war at the great Hartford airplane plants. Over 
and above this, the armed services took a good number 
of our plant employees. 

Our problem in returning to maximum typewriter 
product is simply the basic one of rehiring and re- 
training labor. We have practically one entire wing 
of our plant devoted today to a huge training school. 
Our factory people are doing a magnificent job in re- 
training former employees and training new ones— 
literally thousands of them—in the precision work 
we require for typewriter construction. 


The best indication of the really marvelous achieve- 
ment our plant has done in this respect is the fact 
that, starting from nothing in August, they gave us 
enough machines by November to get a sample out to 
every dealer with an order in, to get a fair sprinkling 
of deliveries into every territory by Christmas, despite 
the allocation and shipping difficulties involved, and 
right now, as I speak to you, to have deliveries either 
in the hands of or on the way to each dealer on our 
books with an order in, excepting those with the 
smallest allocations. However, our production is in- 
creasing monthly and, barring the unforeseen, we ex- 
pect to reach our normal pre-war production rate 
some time this summer. 


Deliveries Based on ’40-’41 Business 
To handle the delivery situation equitably today, we 
developed our allocation plan on deliveries. It is sim- 
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SUNRUCO 
RUBBER 


FINGER PAD 


ERE’S a real work expediter...the new 
Sunruco Sanitary Finger Pad... now 
ready to help office workers “put the finger” 


on wanted papers— faster. With it, fingers 
fairly fly through numerous jobs such as 


filing, counting, assembling, handling money. 
With it your cash register starts ringing up 
sales again on “hot-selling’”’ Sunruco office 


specialties. 


Sunruco Sanitary Finger Pads are completely 
new...better all around...in design, 
composition, molding, performance. Check 
Sunruco’s advantages, and see why they’re 
sure to set a new high for sales appeal. 





THE SUN RUBBER COMPANY 


UMREPUCO ~ 


READY FOR IMMEDIATE 





DELIVERY 


OS ey, 


a 


to per- 
mit comple om of finger 
action...t s no binding of 
finger* joint. 
THE CURRENT SITUATIO 


In the rush to distribute merchandise, there 
will be no compromise in Sunruco quality. In 
every product—material, workmanship and 
design will be even better than before. 

However, despite great expansion of our 
production facilities, quantity admittedly pre- 
sents a serious problem. An unprecedented 
demand coupled with limited supplies of raw 
materials and limited available skilled labor 
means it will take time to bring production 
into line with this sudden tremendous demand. 

We have instituted an allocation system 
whereby we will distribute merchandise to old 
customers on the basis of past purchases, and 
take care of new customers as production 
allows. This arrangement will provide as fair 
and equal distribution as we can devise for 
old friends and new ones until we can produce 
to our peak capacity, and until some of the 
demand vacuum has been filled. 
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General Manager 
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ple, easily understood and, we believe, fair to everyone. 

After sending out samples to every dealer with an 
order in, we allotted machines to every pre-war dealer 
on our books in proportion to his portable purchases 
from us in 1940 and 1941. With the limited stock in 
December, we figured this percentage so closely that 
if a dealer’s 1940 and 1941 sales entitled him to five- 
tenths of a machine, we shipped him one. If it only 
entitled him to four-tenths of one, we didn’t. 

Shipping machines as they come off the production 
line, aS we are doing (we have no factory or branch 
stockpiles), means we could not get all the machines 
into a territory at the same time. We tried to work 
this out as fairly and equitably as possible, and I think 
you will find that by this time everyone who purchased 
more than a few machines from us in 1940 and 1941 
will have received a delivery from us in addition to a 
sample, or will in a few days. 

Of course, we are over the tough part now. Deliv- 
eries are not going to skyrocket. The increase will be 
gradual from this point on but you will see a steady 
increase month by month until we are back up to our 
normal pre-war production rate this summer. 

Your chairman asked for our plans for new models. 
Frankly, I am not in a position to notify you at this 
time what new product plans we have. However, I feel 
that your main interest in asking this question is a 
matter of how greatly a new model introduction will 
affect and obsolete your present stock. With prospects 
grabbing portables out of the packing cases, as they 
are today, there is, of course, no stock to become 
obsolete. However, under normal conditions, when 
supply exceeds demand, I know of no plan that can 
completely relieve obsolescence. The degree to which 
obsolescence becomes a factor is often in the hands 
of the dealer. The aggressive dealer who keeps close 
tabs on his stock and watches the situation carefully 
is generally in a position to liquidate it without too 
much trouble. The slow dealer, on the other hand, 
who does not watch his stock closely and does not 
keep it clean and up-to-date, would lose out. 


Constructive Criticism Welcomed 


It is always true, and it is particularly true today, 
that the dealer can help the manufacturer by advising 
him and passing on suggestions to him. We welcome 
this. We solicit constructive criticism. You have heard 
it said, and you know it to be true, that the relation- 
ship of the consumer, the dealer and the manufacturer 
represents a triangle—what is best for the consumer 
is best for the dealer, what is best for the dealer is 
best for the manufacturer. In giving you a product 


which will satisfy the consumer, we are rendering you | 


the greatest possible service. 

In times like these, your side of this triangle is par- 
ticularly important. We don’t know all the answers. 
We’re not “The Wise Men of the East,” not by a long 
shot. You’re the good-will ambassador for both sides. 
Help us by passing on suggestions and criticisms that 
will let us better serve the consumer and better serve 
you. 

In making your own long-range plans today, I 
strongly urge you to think about the developing char- 
acter of the portable market. 

As I have stated, the portable is a home appliance. 
It is being increasingly purchased by people who look 
upon it in the same light as they do a radio, a refrig- 


erator or a vacuum cleaner, and your major competi- | 


tion for the consumer’s dollar is not a matter of 
whether or not a purchaser decides to buy a portable 
from you or from someone else, but whether or not 
he decides to buy a portable or a radio, refrigerator or 
vacuum cleaner. 


It is important that you be ready to compete with | 


these appliances in the future. I think you will agree 
with me that the dealers who have had an outstanding 
success in merchandising portables are those dealers 
who have geared their operation to the home market 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS *”» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 
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‘Make Files Talk’ 


| E SIGNAL vital facts with these automatic re- 
4 minders. With a choice of 12 non-chipping 
enamel colors, data of every kind can be se- 


No. 2 gregated, classified, indexed. This brings order 
out of chaos, saves thousands of hours that 


would otherwise be wasted “chasing” infor- 
mation! 
Cook's Stainless Steel File Signals are easy to 
attach to the edges of visible records, file cards, 
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ledger sheets — Easy to shift — easy to remove. 
Equip your sales men with sample cards and 
carry the story wherever you go! 
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Are Recognized 








Standard for 


over 30 years 


Consistently high quality 
...up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 
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Carbon Paper 
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SUPREME 


Sharp! 


Clean! All finishes 


CARBON PAPER 


Durable! V 


No Curl! 


For only 
those who 
demand the 
best! 


+e BUCKEYE RIBBON & CARBON CO 
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SUPREME RIBBONS 


“The Standard of the Industry” 


Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


1458-68 East 55 Street Cleveland 3, Ohio 
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and have followed the essentials of good appliance 
merchandising—advertising, intriguing window dis- 
plays, attractive and appealing store layouts and in- 
telligent store salesmanship. 


Typewriter Store Improvement 


I wish I had the time to go into this in detail with 
you. I do not, and therefore the few suggestions I 
am going to make will confine themselves to several 
points I think it would be well for you to keep in mind 
if you are planning to set up a new store or remodel 
your present store, as so many of you are doing today. 

The chances are that your store, like that of most 


typewriter dealers, just grew. You added space for one 
item after another without thinking of the over-all 
effect of the arrangement. Now is the time to plan 
a layout that will take adequate care of every branch 
of your business. 

In considering your portable store arrangement, 
there are three important points to keep in mind. If 
you satisfy each of these, everything else will fall into 
place. 

If you are opening a new store, number one is your 
location. You want to be in the shopping area. Check 
the number and type of people passing the proposed 
location and see if they are carrying packages. If they 
are, they’re shoppers, and the location is good. In 
checking traffic that passes the location, check the 
time of day. Be sure the heaviest traffic is at the 
shopping period—not at the time of day when people 
are on their way to business or when they are on their 
way to the theater in the evening. Likewise, consider 
the side of the street you will be on. As you know, 
one side is always better than the other. 

In deciding upon the location, a good idea is to get 
a map of your city and have someone make a list of 
your service calls for a couple of years and spot the 
location of these on the map. This gives you a quick 
idea where your present and future business is coming 
from and assures you of establishing in a location 
accessible to this business. 

The second major point in setting up a new store 
or remodeling your present one is the appearance of 
your store front. Look at any typical group of stores 
on a business street. The chances are that none stand 
out. There are different-sized windows and different- 
sized plain or neon signs, all competing for the passer- 
by’s attention. The over-all effect is confusion. 

You want your store front to stand out from the 
crowd. Make it exactly opposite from the others. Give 
it clean, orderly lines. Have your windows as wide as 
possible. Above the windows have your sign the full 
length of the windows and fairly deep. Paint it a light 
color background and have on it either in plain or 
neon lettering the full length of the windows the word 
“typewriters” and the name of your company. Also 
possibly a picture or outline of a typewriter. Nothing 
else. In other words, against the confusion of com- 
peting adjoining stores, windows and columns, your 
store-front will be simple, clean, orderly and will 
dominate the street. 

Your third major consideration is to give a home 
atmosphere to the interior of your store. Show your 
portables as home appliances, not as office machines. 
Show them in home appliance settings, with lots of 
space for the portable section. Use clear, cheerful 
colors (pastels are attractive and do not compete for 
attention with the products), with clean counters, 
tables and comfortable chairs, and a few flowers 
around. Set up a couple of spotlights to glamourize 
your major portable displays as Hollywood uses lights 
to glamourize movie stars. 

Keep this thought in mind—a woman must feel as 
much at home in your store as she does in a depart- 
ment store or modern appliance store. Ask your wife 
for suggestions on this one. She will be a real help 

Before I close, let me pass on two other thoughts 
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FACT No. 2 FOR GREATER FILING EFFICIENCY 


PERFORMANCE 





At Browne-Morse Research Laboratory, a test was de- 
vised to learn just exactly how much our famous File 
would “take” without “falling down on the job.” Therefore, 
one of the regular stock Files was chosen at random and 
a 66-lb. load placed in one drawer. Then the file was 
placed on the ‘’Testing-Machine” and set into action. 





DRAWER OPENED AND CLOSED 50,000 TIMES 
During average office use, a drawer is opened and closed 
approximately 10 times per day. Therefore, test was 
equal to 5,000 work days or over 19 years of continuous 
service. Because the drawer still operated smoothly, the 


test is being continued. 


The major reasons why Browne-Morse Files operate so 
effectively (not only in tests with one file .. . but every 
file we build for you) is design and quality materials. 
Drawers slide smoothly on newly designed channels and 
extension slides equipped with eight heavy-duty, extra- 
wide rollers and two Floating Rollers, which provide 
greater bearing surface. This eliminates possibility of 
scored channels. The technically perfect combination of 
rollers insures smooth drawer action . . . free from bind- 
ing. Solid, one-piece slide is constructed from the finest 
quality material. Years of proven and tested efficiency, 
plus economy, make the Browne-Morse Files the ‘Best 
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Buy of the Year”! 
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SEND FOR FILES 
Architects of Efficiency Browne-Morse | 
for America’s Office FILE FACTS ahaa 


Get the quick facts on 
Browne-Morse Steel Files — 


write for Bulletin 5000. Lists features 
ro WwW n e ae O rs e and specifications plus a complete table 
of sizes. 


MUSKEGON MICHIGAN 





MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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MY BOSS WASNT 
BORN YESTERDAY! 


Harter 
Posture Chair 
E-15C 


Employers who keep up with the times make 
sure that workers are contented. Efficiency is 
highest when working conditions are best. That’s 
why so many offices today feature Harter Steel 
Posture Chairs. 

, The 3 simple adjustments on every Harter Pos- 
ture Chair insure tailor-made comfort. Harter’s 
special back-rest eliminates fatigue caused by 
slumped posture. Handsomely finished in baked 





DEALERS: A few exclusive dealer- 
ships for Harter Posture Chairs are 
now available. Write for full details. 
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enamel, these tools of better business are richly 
upholstered and designed in modern good taste. 
Their foolproof controls and steel construction 
guarantee years of trouble-free service. 

There is a Harter Posture Chair for every 
office worker—from executive to clerk. Ask 
your Harter dealer to show you our new mod- 
els. Or write us today for illustrated folder. 


Harter Corporation, Sturgis, Michigan. 
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for the next six months. One is that you keep faith 
with your portable customers, be honest and sincere 
with them, and make no commitments or promises 
which you cannot deliver. If you accept cash with 
the order, establish your orders on some sort of se- 
quence or priority basis. The good will or ill will your 
operation can bring you will be a vital factor in your 
future portable business. Secondly, advertise to pub- 
licize your place of business. There has been no port- 
able promotion to speak of for four years. Few people 
knew where to go to buy a portable before the war 
and those few may have forgotten today. Establish 
your organization as portable headquarters in your 
community. 


The dealer in Sarasota who donated a portable to a 
Victory Bond auction bought himself far more than 
$33,000 worth of free publicity. The dealer who do- 
nated a portable to his local high school newspaper 
to be given as a prize for the best story written by 
one of the staff bought himself thousands of dollars 
worth of free publicity in his best portable market. 


A dealer I know pulled this window display idea at 
Christmas and got himself a lot of free publicity in 
the bargain. He covered his window with red-brick 
crepe paper in the shape of a chimney and left a 
few holes in the paper. Everyone passing the window 
stopped to look in the openings. They saw one portable 
with a card suggesting a gift certificate as an ideal 
Christmas gift. 


When plenty of typewriters are available, of course, 
the best window is one that is packed full with ma- 
chines. Always try to keep your window full of type- 
writers—with cards showing prices or installment 
terms, and with some motion device in the window to 
attract attention. Be sure to change your window 
weekly. If you haven’t merchandise in your window, 
fill it with display cards and folders. 


Start Selling Today—for Tomorrow 


This is not the time to let the size of the immediate 
demand take your sales perspective away from you. 
I don’t think that any dealer is going to coast in on 
this demand without carrying his own share of the 
location promotion load. It is true that there will be 
a lot of people standing in the lines of the dealers 
who have established themselves locally with local 
promotion and advertising. Customers will be standing 
in line, yes—but make sure they are standing in your 
line. 


Out of all this the most important thought I can 
leave with you is to start selling today—for tomorrow. 
The demand for portables is tremendous and will grow, 
but this sellers’ market is temporary. We will be back 
in a buyers’ market sooner than wke think if we do 
nothing about it today. Set yourself up today to sell 
portable typewriters, and sell them with all the knowl- 
edge and aggressiveness at your command. 

Build up your portable prospect list today. Watch 
for your mid-term graduation and school promotion 
notices in the newspapers. Get letters out to the par- 
ents of the youngsters named and get them on your 
prospect lists. 


I am running overtime and in closing I want to | 


quote a pararaph from a talk I had the pleasure of 
giving your convention in 1941. The thought it expresses 
is as important today as it was then: 

“We who sell portable typewriters are in the home 
appliance business today, whether we like it or not, 
and we must adapt ourselves to home appliance meth- 
ods of doing business. W: must realize we are not 
selling portable typewriters to the same type of people 
we sold them to ten years ago. New habits and new 


interests brought new buying habits, and changed buy- | 
ing habits necessitate changed selling habits. The suc- | 


cessful dealer is the dealer who senses these market 
changes and adapts himself and his merchandising 
methods to them.” 
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This is a Real Champion. . . 


Sinclair and Valentine Co. 


DUPLICATING 
CLIMATE-PROOF 





MADE OF THE FINEST MATERIALS USED IN 
THE MANUFACTURE OF DUPLICATING INKS, 
LABORATORY TESTED FOR ITS DRYING AND 
PENETRATING QUALITIES BY INK EXPERTS. 


A TRIAL ORDER WILL CONVINCE YOU 





Sinclair and Valentine Clo. 
@s 


MAIN OFFICE AND PLANT: NEW YORK, N. Y. 
BRANCHES IN PRINCIPAL CITIES 


Consult Telephone Directory for Address and Numbers. 

















- Johnny “OFFICIAL” 
Says: 
“SELL THE SEAL 
THAT SELLS ANOTHER 


4 Double- Ue YOUR PROFIT 


BROTHER! ” 





the’ OFFICIAL” 
oll Pocket Seal 


Standard with lawyers, notaries and corporations the 
world over, this is the seal your customers want. 
Handling the M. & W. seal line not only means in- 
creased seal business for you, but also brings new 
customers to your store for other sales. Write us for 
dealers proposition. Address Dept. O. A. 


MEYER & WENTHE, Inc. 


‘The House of Friendship” 
30 South Jefferson Street, Chicago 6, Illinois 
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ASK ADIRONDACK |! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 


meetings, etc. 
IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 
CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 


Revolutionary NEW 
Dictating Machine 








@ No records or needles to buy 
@ Wire may be re-used indefinitely 
@ 1 unit plays back, records, erases 


@ Transcriptions last indefinitely 


DESCRIPTIVE BROCHURE 


STANDARD BUSINESS MACHINES CO. 


542 S. DEARBORN STREET « CHICAGO 5, ILLINOIS 
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USED OFFICE MACHINE 
REGULATIONS 


By R. W. Shults 
Head, Office Equipment & Supplies Unit, 
Durable Goods Branch, OPA, 
Washington, D. C. 


ANY PEOPLE who have occasion to contact us in 
OPA usually preface their real proposition with 

the question “How long will OPA last?” Let’s keep 
these comments regular by saying your guess is as good 
as mine. OPA will last just so long as the people and 
Congress are convinced that the need exists. President 
Truman went on record to that effect the other night 
in his radio message and added his own flat-footed 
recommendation that the Price Control Act should be 
renewed well in advance of its present expiration date. 
Mr. Bowles has been and is spending a large portion 
of his time discussing this subject with the various 


| committees on Capitol Hill. It is his expressed opinion 


and my own experience that prices are pressing ceil- 
ings harder today than ever before. In a recent com- 
bined staff meeting Mr. Bowles said he felt the need 
would exist for some time beyond the June 30th 
period, at which time the present authorization and 
appropriation for the agency expires, if not extended 
prior to that time by Congress. Deputy Administrator 
Geofrey Baker, in a recent agency meeting sponsored 
by the Committee on Staff Information said, “The one 
thing I am sure of right now is that general price 
control must be extended beyond June 30, 1946.” 

So, I believe we should reckon on the continuance 
of price controls for some time to come, and this brings 
us up to the real proposition which is, “How does 
this affect us as business machine dealers?” 


Price Control in Retrospect 


Prior to the issuance of Maximum Price Regulation 
596, which supersedes the General Maximum Price 
Regulation with respect to sales and rentals by inde- 
pendent business machine dealers, we had in effect 
regulations designed to cover our various commodities 
and services at-all levels of sale, by all sellers, at the 
highest price charged by a seller during the month of 
March, 1942, to each class of buyer. The regulation 
also required that all quantity discounts, trade dis- 
counts, trade allowances, delivery, installation and 
guarantee provisions, and all other provisions affect- 
ing price that were in effect during March, 1942, be 
maintained. It was well understood that the General 
Maximum Price Regulation, because of the rapidly 
changing conditions, would quickly become obsolete in 
a great many cases, but it was thought that the Gen- 
eral Maximum Price Regulation would provide a stop- 
gap during which more specific regulations could be 
provided. On the other hand, in some situations build- 
ers of the General Maximum Price Regulation wrought 
better than they knew, for even though there have 
been more than 600 specialized regulations subse- 
quently issued, the General Maximum Price Regulation 
was found to be, and still is, completely adequate in 
a great many cases. In our field, for example, it was 
found that the manufacturers of business machines 
had published price lists with all phases of their op- 
eration well covered, so that no new regulation has 
been necessary in order to administer effective price 
control for them at the levels prevailing in March, 
1942, 

For the independent dealers, who represent many 
millions of dollars in annual volume, the story is 
different. Beginning early in 1942, production of new 
business machines first was completely stopped, and 
then the stop order was relaxed only in selected cate- 
gories and for priority purchases. As a consequence, 
serious shortages in the civilian market quickly devel- 
oped and competitive bidding for the limited supply 
of used equipment was on. Manufacturers who had 
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A Good Office Chair 


Almost every dealer’s territory includes numerous 
office executives and assistants who because of war 
conditions have been getting along without a satis- 
factory office chair and who can be induced to pur- 


chase as soon as it is available. 


Jasper Chair Co. will soon be in position to supply 


Pome et th OAOHrH 


most of these long felt wants; the necessary increase 


5 


in volume and wider variety of design will follow 


~ 
n 


upon settlement of questions now on the national 


15 


“most be solved” program. 


a7 


No. 840 upholstered chair illustrated here and 


25 


other upholstered numbers will stimulate user’s 


Q 


interest. Wider variety with improved processing 
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and finishing of material will add to the demand. 


= 
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And there is more to come! 


\e 


ce Think ahead for success 
BS be first with 
a Jasper Chair Company 
expert craftsmanship! 
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Jasper Chair bo. 


JASPER, INDIANA 


me 
AON ON 
aye” 


REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 


327 Sunset Drive, North 405 Orpheum Bldg 
Coo. A. Enea, Satan: lige. St. Petersburg, Florida Seattle, Wash. 


te- 

ce Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
: 3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 

el- MEMBER WOOD OFFICE FURNITURE INSTITUTE Dallas 5, Texas (Phone ROGers Park 3644) New York, N. Y. 
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Newly Designed 
GLASS 
DESK PADS 











Made in Green, 


Brown or Maroon 





Made of LYNO Board with a %4" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934" x 2434” (Glass size 18” x 24’’) 
with Ye” glass $4.00 list. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO 10, ILL. 














MAPS 


DEALERS! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 
COLORPRINT SERIES 


COMBINATION | 
RAILROAD —AUTO MAPS 


MAPS MAPS 


for of 
EVERY PURPOSE EVERY WHERE 


WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 





AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N.Y. * MU 2-7581 











FITS ANY STAPLE 





Mounted 







on 
self-selling 
colored 
Made of colorful display 
plastic and durable steel card 


points. Write or wire us today. 


METAL SPECIALTIES MFG. CO. 


3200 Carroll Ave. Chicago 24, Illinois 


When You're Asked 
for FACTS 







a 
= 
2 


=p 





a 


CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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never done so before started buying machines for cash 
and reconditioning them in an effort to keep some 
semblance of a sales force together. The independent 
dealer’s customary sources of supply quickly dried up 
and he found old and obsolete machines that had 
been of little or no value coming into importance. 
Complaints received by OPA and surveys the office 
made disclosed that the General Maximum Price Reg- 
ulation was entirely inadequate for stabilization pur- 
poses in this field. It became evident, also, that many 


of the smaller dealers did not know that their sales | 


were subject to any price regulation. 


Ceiling Prices Met by Protests 


Typewriters were probably the first category to feel | 


the pressure, so being limited in staff and taking first 
things first, the OPA, in co-operation with the Indus- 
try Advisory Committees of dealers, wholesalers and 
manufacturers, developed and issued Maximum Price 


Regulation 162, setting forth dollar-and-cent ceilings | 


for the sale and rental of used typewriters. I am told 


that, like most new regulations, Maximum Price Regu- | 


lation 162 met with a storm of protest from dealers 
until they became acquainted with it and could evalu- 
ate the benefits of a stabilized field and a simplified 
dollar-and-cent ceiling. A recent canvass of the in- 
dustry developed no uniform recommendations for 
amendments, not even a suggestion of revocation or 
exemption. 

Maximum Price Regulation 162 was followed by 
Maximum Price Regulation 165, covering services such 
as repairs and maintenance; Maximum Price Regula- 
tion 429, covering used furniture such as desks, chairs, 
filing cabinets, waste baskets, and so on, and then more 
recently Maximum Price Regulation 596, setting ceil- 
ings on the sale and rental of office machines other 
than typewriters. 

Maximum Price Regulation 596 had been under con- 
sideration almost from the time that Maximum Price 
Regulation 162 was issued. Matters that seemed more 
pressing took precedence and the development of the 
necessary materials was a time-consuming process. 


However, in the summer of 1944 a survey was made | 


by the OPA, at which time Government auditors called 
upon 110 representative independent dealers selected 
from a list of 230. With the consent and co-operation 
of these dealers, actual transcripts covering acquisi- 
tion costs, rehabilitation costs, sales and rentals were 
copied from the dealers’ own records. These data cov- 
ered 1024 transactions in the March, 1942, period and, 
for the purpose of showing the trend, 460 transactions 
for the July-August, 1944, period. When analyzed they 
showed that during the freeze period machines over 20 
years old sold for approximately 29 per cent of the last 
available or abandoned list price new. Machines ten 
to 20 years old averaged 51 per cent of the price new 
and those up to ten years old averaged 62 per cent. 
The comparative figures for 1944 were 35.9, 57.7 and 
91.7. 


How Ceilings Were Computed 

Your committee, working with the OPA, recom- 
mended percentages of 40, 60 and 75 as a basis for 
computing ceilings in the regulation. These per- 
centages are ceiling for reconditioned or rebuilt ma- 
chines. Ceilings for “as is” or rough machines are 15 
percentage points less. The differential between rough 
and reconditioned ceilings has not been clearly under- 
stood in some quarters. Our survey shows the cost of 








reconditioning ranged from 7% to ten per cent of the | 


price new, depending on the category of machine and 
the type of service performed. The 15 per cent was 
established to maintain an adequate mark-up over 
costs for the dealer. There was much debate about the 
spelling out of just what services should be performed 
for this differential, and: whether there should be a 
rebuilt as well as a reconditioned differential. The sur- 
vey showed there was little difference in costs for the 
two and it was found to be very difficult, if not im- 
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about Eaton’s Berkshire 
Business Papers 


Will you be ready for the de- 
mand created by consistent hard- 
selling advertising in: Time, 
Nation’s Business, Newsweek, 
United States News and Busi- 
ness Week? Stock a complete 
line! 


eATON ss 


*rypewriTER™ 
* papers * 


erg us™ 
EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


° 





| 


| 
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Fine papers for business and social use 


























rOA HECTOGRAPH WORK 


THERE’S NOTHING BETTER 
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olen sheet natnenetikealendindiien’ 


“SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 


(Naden Ce pe ee Ee NTE NEE FE NTE ITEM 
SDA AD DARDS Le DDG Bak Bb RUE BAR AAS 


For the ultimate in economy, we continue to make handsome 
International Simulated Bronze ~onor rolis — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 





INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N.Y. 














Symbol of 


Superiority 





ENGINEERING MANUFACTURING CO. 


Sheboygan, Wisconsin 


Pioneer Manufacturers of 
Plastic Drafting Equipment 


SOMETHING VERY NEW! 
A REMOVABLE HEAD T SQUARE 


Send for descriptive Bulletin 


Drafting Tables 
Drafting Benches 
Stools 
Scales 


Drawing Kits 
Straight Edges 
Artists Boards 

Paper Dispensers 
Triangles 


VISIT OUR CHICAGO PRODUCT EXHIBIT 
426 N. Michigan Ave. — First Door N. of Wrigley Bldg. 
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: sell VUL-COTS quickly, 
profitably! Because they’re made of 
hard vulcanized fibre in attractive, 
practical sizes and shapes for every 


waste . . . cut maintenance and re- 
placement costs . . . and are guaran- 
teed for 5 years—they appeal to 
wise, thrifty buyers. That’s why, as hundreds of 
others have found, you sell more VUL-COTS easily, 


profitably. 


WRITE FOR HANDSOME FREE BROCHURE 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 DELAWARE 


300 New :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
600 W. Jackson Bivd. Chicago, U.S. A. 
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Sell Modern 


“Lockers” 


—that keep wraps dry, 
aired and "in press.’ 


With the PETERSON 3-B 
Locker Racks there is no 
soggy wraps in musty lock- 
ers, no soggy lunches 
soaked by wet hats or mit- 
tens. Each person is pro- 
vided with a wooden coat 
hanger, a ventilated hat 
shelf and a clean dry lock 
box. 5 ft. unit accommo- 
dates 12 persons. 
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PROOF 
of a 
GOOD STENCIL 


Is when they come back for more 


MAGIC PRINT STENCILS 


ARE THE KIND “YOU SWEAR BY, NOT AT” 
Run 25,000 copies and you still have a 
stencil. Clear cut duplication, weather 
resisting, durable. 

PRICES RIGHT 












Write for catalog 
G-13 showing 
Modern “Office 
Valet”” Wardrobe 


MAGIC FLOW DUPLICATING INKS 


DO A FINE JOB TOO 
Non-Separating, Dries Quickly, Intense Color 


CONTINENTAL INK CO. 


3142 S. AUSTIN BLVD. + CICERO, ILL. 
J 


Equipment Com- 
plete ‘‘Checker”’ 
Checkrooms and 


PETERSON 


Locker Racks. ‘ L 
VOGEL - PETERSON 


“The Coat Rack People” 
624 S. Michigan Ave. ° Chicago 5, Ill. 


















"Where Shins are memories 
ya BO a ascrap aa ¥ 


d straight g 


smoothly finishe 





THE IDEAL LINE of scrap books and albums 
has been the leader for the past forty years 


ATTRACTIVE--DURABLE--ADAPTABLE 


Made in our own plant by experienced help. 








Send for Leaflet No. 18 Get our Bulletin and Interesting Prices 
KOH-I-NOOR PENCIL CO., INC. THE J. L. HANSON CO. 
BLOOMSBURY, NEW JERSEY 552-54 W. Adams St. * Chicago 6, Ill. 
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Emon -NO MAKES TRANSCRIBING 


) EASIER THAN WATCHING THE CLOCK 


\ 












Error-No line-by-line copyholders make transcrib- xX: 
ing far more pleasant, far less fatiguing—faster, é 
easier! They keep minds focused on work, not on 
the clock. They keep copy at eye level. No dancing 
characters, no skipped words, no missed lines—no 
doing work over. 

Error-Nos are all-steel, silent, vibrationless. Their 
quality construction stands up. 

Error-Nos are again available. Equip your office. 
You'll be amazed how they help melt away piles and 
stacks of tedious transcribing and record copying. 


SPEEDRITE—the checkwriter you see 
everywhere. 

Some territories are open in which sales 

franchises will be granted to dealers. ni StOm OF 


Investigate. You may uncover tremen- 
dous profit possibilities. Hall-Welter Co. 


ROCHESTER 7, N.Y. 

















How to win customers 
and influence people! 


Supply them with the envelope that gives EXTRA 
protection to heavy mail, catalogs, samples, and 
booklets ...the envelope with the wider, stronger 
seams...the envelope with the ‘clasp of friend- 
ship”’— it has rounded edges so it will not injure 
fingers. Champion Clasp Envelopes are now 
available for immediate delivery . . . in nineteen 
sizes. When customers want clasp envelopes 
Fee 


CHAMPION CLASP ENVELOPES 
* Sold through Dealers only! 




















ENVELOPE COMPANY %# 





General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 


St. Paul 4, Minnesota Chicago 6, Illinois 
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possible, to write definitions covering the two that 
could be administered. The committee recommended 
that only one differential be used, and that OPA write 
into the regulation a definition which, while spelled 
out sufficiently to protect the buyer, would leave the 
details largely to the dealer’s customary practice. 
These recommendations were adopted. 

After the foundation for the regulation was laid by 
the analysis of the survey, the next job was to reduce 
to dollar-and-cent tables the many thousands of 
models representing the production through the years 
from 26 major manufacturers’ price lists. To list each 
separate model would have made a regulation so vol- 
uminous as to be impractical. Moreover, many manu- 
facturers do not show model numbers on their ma- 
chines. For convenience and simplicity, base prices 
with built-up features were used. In doing this, it was 
inevitable that some mistakes and inequities would 
arise. Each table was submitted to the committee 
and also checked with a representative of the original 
manufacturers. I am happy to say that relatively few 
complaints on this score have been received. Over all, 
I would say that Maximum Price Regulation 596 has 
been very well received by the industry. 


Regulation Now Being Revised 


The regulation was in final process when V-E Day 
came along. It was held up then to determine whether 
it should be issued. There was some thought that 
manufacturers would get back into production quickly 
and, if so, the need for new regulations, if not for all, 
price control might quickly disappear. Pressure from 
dealers, dealers associations, governmental agencies in 
charge of surplus disposal, and users continued to 
come in, however, and the regulation was finally 
issued, effective October 15, 1945. Amendment No. 1 
was issued November 7, increasing the rental rate for 
short term or seasonal rentals and Amendment No. 2, 
December 3, combining the two oldest age brackets in 
the case of cash registers. Revisicn of the regulation 
is now in process to correct errors in prices and clarify 
a few provisions. 

For myself, I am confident that apart from a few 
cases where dealers may have invited trouble by ac- 
quiring inventories at costs sharply out of line with 
their base period experience, the regulation will im- 
pose no hardship on soundly conducted businesses, and 
it should be a substantial benefit to buyers and sellers 
alike in stabilizing prices during a very difficult period. 





GOOD ASSOCIATION STATISTICS 
HELP DEALERS MAKE MONEY 


By Dr. Paul Converse 
Professor of Marketing, 


University of Illinois, 
; Urbana, Ill. 


T WAS SAID that when the U. S. Steel Corporation 

was formed that it would fail. It was too big to be 
managed. But it did not fail. Why didn’t it? Because 
of statistical control. Before the time of modern ac- 
counting, a company could not be any larger than one 
involving details which one man could carry in his 
head. Now, with modern accounting, there seems to 
be very little limit to how big a company can become. 
However, the larger company works at a handicap 
under management. 

I talked not so long ago to a man who had built up 
the biggest business in his line. He started with noth- 
ing, or just a few hundred dollars. It soon grew into a 
firm of considerable size. Then one of these large com- 
panies came along, offered him some money and he 
sold out. He had said that the big company was slow 
in action. A big company does move slowly. “Well,” 
I said to him, “if a big company has all of these dis- 
advantages, why did you sell out?” They just offered 
me more money than I thought I would make carrying 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, 


ILLINOIS 








213 














CARBON PAPERS 


relate, 
bO424,7-1b84.0 4131-09), 





YS RIGHT— 
especially when he asks for WRITE! 


e EXTRA, CLEANER COPIES 
e SHARPER, MORE LEGIBLE ORIGINALS 


Guaranteed quality that means more repeat 
business, more profits for you. 


Send Today for Samples 
and Discounts. 


IMMEDIATE DELIVERIES — NO DELAY! 


420 Lexington Avenue 
ed York 17, N. Y. 






WRITE 


INCORPORATED 





FACTORY: Bridgeport, Conn. 




















INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and Nickel, Numbering Ma- 
chine. 


¥% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 





Tue Roperts Numperinc Macuine Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, II. 
593 Market St., San Francisco 5, Calif. 





$$ 
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on myself, so I took it,” he responded. He went on to 


| say that one of the advantages a big company has is 


in the ability to do research, which a small company 
cannot afford. 


The TNEC reports shows that the big companies 
were more efficient in 11 per cent of the cases, the 
medium-sized companies in 55 per cent, and the small 
companies in 34 per cent of the cases. Now, if that is 
true, why do we have so many big companies? I talked 
recently to a man who had studied the marketing of 
meat for 30 years. He said that Swift & Company is so 


| far ahead on research that nobody can catch them. 





| I think that is true of many of our large companies. 


What can the small company do? Many of you small 
dealers, what can you do to match this research? 
Marketing research and technical research is growing, 
but it takes money to do a good job. 

The records of the American Marketing Association 
(and its membership has tripled in less than ten 
years) show that we spent an estimated $4,000,000 on 
market research at the beginning of the war and that 
we are spending $12,000,000 now. ‘Those figures are 
too small, in my opinion, but they show a tripling in 
five or six years. 


How to Get Benefits of Research 


Now, what can the small man do to get the benefits 
of research? The thing that you can do is to work 
through your trade association and pool your resources. 


| The trade association can do for you what the big 


companies can do for themselves. I think that is one 
of the great things of the future—market research by 


| associations. In this competitive struggle a way must 


be found to make available to small companies the ad- 
vantages of research which all of the large companies 
can afford. I think this is the message that I want to 
bring. 

How can the trade association conduct this re- 


| search? Of course, it can organize its own research de- 
| partment. That is often done. Again, it can go out 


and contact a private company that does research. 
That is sometimes done. Third, a group like your own 
often co-operates with a university, the university 


| making and supervising the research on a cost basis. 
| That method has two advantages. First, the university 
| itself carries part of the overhead cost of the advice 


of experts and perhaps some of the rent on office space 
and things like that. Second, you know you are getting 
impartial research. The National Retail Dry Goods 
Association and many other retail associations conduct 
researches in that way. 

The university which I represent gets $700,000 a year 


| to conduct research. Up to the present the work has 


been mostly technical, covering engineering and chem- 
istry. 

One form of research which is very commonly used 
is the compilation of averages from individual operat- 


| ing statements. That method involves the association, 
| or the association in connection with the co-operating 


university or other organization, drawing up a uni- 
form accounting or bookkeeping system. You keep 
your books according to that system and submit your 
statements. 

I was talking the other day to a trade association 
group which had gone into this kind of work. The 
members won’t let the secretary of the association see 


| their statements, but they have a certified public ac- 


countant analyze the figures and compile averages. In 
the reports average figures are presented in one col- 
umn and the individual firm’s in a second column, 
permitting helpful comparisons with the average of 
the trade. If you are more ambitious and want to 
be better than the average, you can work out com- 
parisons with profitable stores. 

The way these reports are usually handled, each 
member has a number and only one or two people 
know the names of the companies whose reports are 
being handled. Many dealers who would not report 
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FOR INK—PENCIL—TYPEWRITING 
SMOOTH AWAY THESE “OFFICE WORRIES” 


NO. 900 SUEDE 
Soft gray texture, modified octagonal shape. 
A typists’ favorite. 


NO. 9000 SUEDE “Whisk” 
The 900 suede eraser with a new style brush. 


Part of the complete quality line of 


Weldon Robes Snabend 


. & 
.s 


























‘A 
Ae P 
ye oe Correct Me L#2 Uy ANG UAFGE 
AG; , 
“AZ, 
CLAM ae Ae Ne ca eS 
VL SIPPIT TT LITO AL mwwmnn ——————— $= ~ 
4 4 . SN RAO AN \Y 





WELDON ROBERTS RUBBER COMPANY 


2. Newark 7, New Jerse 
AY 82-77 ee : ae a 
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NORTA on DISPLAY / 
means SALES every DAY, 


THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 
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qyvt \ parer © 
GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 


off. Needed on every desk and drawing 
board. 
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| MR. DEALER... 


| This attractive display container on your counter catches | 

| their eyes and makes them buy. The demand is ever 

| increasing for NORTA, that clean, efficient cleaner that 
does a fine cleaning job in a jiffy; just press, roll gently | 
back and forth and the job is done. Its remarkable 
qualities make it the ideal cleaner for typewriter type, | 
stamps, etc. Clean up time is here; order a supply today. 


| NORTA 
DISTRIBUTING 


Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 


All three products are 
Both ROLTONIC and TYPTONIC are Non-Inflermable, Now Co. 
made to the same high quality as Poisonous, Harmless to 
GRIPPIT. skin and clothing. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 








WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 











cd 






No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
iy aaaie: Computes 
tage for air mail, 
first class mail an 
merchandise up to 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
inter automatically 
indicates the correct 
weight and — of 
ostage required. 
y pei and durable. 
List $7.75 


SPECIFICATIONS 
x ” Ai x glass 
Dial: 6/2" diamert black 


overed. : 
figures on white, red for 























postage, black for 
aed 514” square. 
Dime 5 Cn" =O PARCEL POST SCALE 
pr cg ee 
See your supply house. ibs. "for all poral zones. 
ao oe oquare. owen 














i ions 8” x 
dor Weight packed 9 Ibs. 
List $9.50 


HANSON 
SCALE CO. 
$25 North Ada Street, Chicago 22, Illinois . MH CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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directly to the trade association will sometimes report 
to a university or some outside organization, believing 
that in this way information on their businesses will 
be kept absolutely confidential. 

Our college of agriculture has performed a service of 
this kind for farmers for many years. Farmers would 
keep books, compile their figures, and then put them 
alongside figures of similar farmers. A research staff 


member would sit down with the farmer and help him | 


to analyze his last year’s operations, pointing out, per- 
haps, that it was costing him too much to combine his 
beans, or to harvest his corn. One farmer who had 
only a $50 income from eggs was asked why he didn’t 
get more. He said that he had not thought it was 
worth while. John Jones, it was pointed out to him, 
got $1500 last year for eggs, and another farmer got 
$2,000. The next year when the $50 egg man turned in 
his report he showed an income of $2200 from eggs. 

There are two ways that you can try to increase 
your profit. One is by increasing your margin; the 
other is by decreasing your expenses. Most of the busi- 
ness concerns that get rich are those who decrease 
their expenses. I talked to a druggist recently who 
started out in 1937 with $800. He told me he had 
already made enough money so that he could retire 
if he wanted to. His expenses are about half those of 
the average druggist. He is underselling his competi- 
tors and making more money than they are. 

You know that of all the people who go into retail- 
ing, a great many fail. The majority vegitate; a few 
get rich. Most of them who do get rich do so ona 
lower expense ratio. I stopped in to see a hardware 
dealer a year ago. He said that his selling expense is 
above the national average. He told of various things 
that he was trying to do to get that selling expense 
down below average. But first he must find out what 
is wrong. 

There is one report, covering a hundred and some 
very large stores in 1939, that showed the average mar- 
gin to be 40.4 per cent. The average margin of profit 
of the profitable stores ranged from 40 per cent to 
42.8 per cent. The expense ratio was 37.4 per cent for 
the average, leaving a profit for the average of 3 per 
cent. The average expense for profitable stores was 
36 per cent, leaving them an average profit of 6.8 per 
cent. 


Records Needed 


That is the over all picture. You need a larger 
sample to get an accurate picture. You need your 
stores divided by size and volume of sale, and size of 
towns where they are located. You need figures on 
sales per person. Go into most retail stores and you 
can see what each individual salesman sells. You find 
some salesman selling, two, three, four times as much 
as another salesman, and there is not that difference 
in what they are paid. That brings up the question of 
getting good salesmen. If your selling expense is 
higher than the average or higher than a good store, 
you must dig in and find out why. 

The cost of advertising is a factor. Maybe you are 
spending too much or too little. How much money are 
you spending compared to total sales? How much are 
you spending per square foot of space? 

Consider stock turnover. Are you turning your stock 
as fast as others? How many days does it take you to 
collect your accounts receivable? What method do you 
use to pay your outside salesmen. You can go on down 
into fine detail. But putting the figures of better-than- 
average stores down in one column and your own in 
the next column, you can make enlightening compari- 
sons. 

Another point—and this is a point in which there is | 
a great deal of research to be done—is the allocation of | 
expense to products. You may be making money on 
some products and losing money on other products. 
It is pretty hard for the small store to uncover those | 
facts, but it can be done. 
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TE COMPREHENSIVE “U. S. LINE” 
INCLUDES 


INKED RIBBONS FOR CARBON PAPER FOR 


Typewriter Typewriter 
Adding Machine Noiseless 
Bookkeeping Machine _ Billing 
Elliott-Fisher Hectograph 
Billing Machine Fanfold 
Time Clock Pencil 
Time Stamp Pen 

Cash Register Onetime 
Hectograph Saddleback 
Addressograph 

Multigraph 

Tabulating 


Completeness, unsurpassed quality, and real profits make the 
"U. S. Line" the wise dealer's choice. See for yourself... 


WRITE FOR SAMPLES AND PRICES TODAY .. . no 


obligation whatsoever! 


Ls 


UJ. S. Typewriter cA 1 Ri 


Filbert at Tenth St rah el Vy Philade 


. TIME 
. EFFORT 
. ERRORS 


THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK &@ 
COPY-WORK 
HOLDER 


Copy RIGHT Mfg. Corp. 
53 Park Place, New York 7, N. Y. 


A Send literature and prices. 
Ship a Copy-RIGHT (stock-sample) 
on regular terms. 


zt (attach to letterhead) 
J er ees eS Ge ee 
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Changeable Letter 











B et Bulletin and 
LUE pLATE Menu Board Signs 
TO DAY for all purposes 
FRESH ROAST HAM Send for illustrated f 
RED CABBAGE literature showing 4 e e 
SWEET POTATOE i large variety of uses. . Feoomnee s 
APPLE SAUCE = Empl? - FS FE 
BREAD °r ROLLS & BUTTER, AC ME G 10% WII 
DESSERT i insine'de aris 
ulletin oar orp. 
COFFEE TEA OR MILK setae tiiits oT oy Vane) mead, Lene 
35¢ New York 3, N. Y. WOR KS ©. “eu 

















ew AvailableNow| | 


NO RESTRICTIONS 


p- MASTER 
| §$PEED KEYS 


: LP atihaiert ao THE STENOGRAPHER’S IDEAL KEY | 
SPRING CUSHION—PLASTIC TOP 


WRITE FOR FULL INFORMATION 


LS pe Jinask- OT RTe | speED KEY MANUFACTURING CO. 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 336 COLUMBUS PLACE BROOKLYN 33, NEW YORK 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


PERSONAL 


"“PERSONAL"—that's the caption on Aunt Emma letters—the 
novel form of Advertising that is Blanketing America for SKY- 
RITE,—in leading weeklies like the Saturday Evening Post; in Big 
Circulation Newspapers from Coast to Coast, Rio Grande to 
Great Lakes. 


SKY-RITE 


The Very Finest in LIGHTWEIGHT STATIONERY. 











i 














‘CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 
i, ints CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and @ large 
variety of First Quali MIMEO. 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 





ii sae 


Pec 4 eam 
Gut BANDS Em 


ee iLL Se To Rubber 


Bands 





COPYRIGHT 1946 — Agency Paper Co. 
74 Varick St., New York 13, New York 
New York ¢« Chicago « Los Angeles 


ES PEEDEMIOMH 6 4:\\|3;; 


Gust Press 
the Sutton! 
Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. rin | for 
cleaning type- 
writers and all of- 

fice machines. 
































Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 








Handy set comes in box with extra bottle " oa 
of fluid. Write for catalog and prices. Rochester W ire-0-Binding, Ine. 





Rochester 4, N. Y., Dept. 2-0 








RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 














THE 
GIFT DEPARTMENTS 
P| E R C E A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 


Write for Dealers’ Price List 


911-913 Marquette Ave., Minneapolis 2, Minn. 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 
















Out He 


from wants 
VICTORY Beach’s 
steps “Common Sense” 
the Expense 
Salesman Books 


Beach Publ. Co. Detroit 2, Mich. 























Double “feature 
MOORE 


PUSH-LESS HANGERS e PUSH-PINS 


Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY ¢ Scace (700 
113-25 Berkley Street, Philadelphia 44, Penna. 

















$5 


RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


out of 10 will BUY the LIBERTY. 





508 So. Dearborn St. Chicago 5, Ill. 
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NEATYPE 


TYPE & PLATEN ~ 
CLEANER 


Highest Quality 
Large Bottle 

Fast Easy Seller 
Wonderful Repeats 
Large Profit 


AND—Mr Dealer— 


NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


STARKEY - m wmeerLly cQ. 


3800 AGNES AVE, KANSAS CITY 3, MO 


ee /L0 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markile Company, Mfrs. 


3633 S.-Racine Ave. Chicago 9, U.S. A. 

















Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 





ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





isend for Folder 
and prices. 








Manufactured by 


I. D. COTTERMAN. “%,teczemet 
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FOR 
IMMEDIATE 
DELIVERY e 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y. 4, N. Y. 


Bowling Green 9-8231 


























The rapidly-widening use of Darnell 
Products in business and industry 
proves that lasting satisfaction de- 


pends on QUALITY, and true 
ECONOMY rests on performance. 


DARNELL 


DARNELL CORP LTD. 60 WALKER ST NEW YORK 13 NY 


NG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 ILL 
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Jy. as soon as we are as- 
sured a steady supply of ma- 
terials, ALMA will present our version 
of the new and modern desk designed 
to make the office a more efficient and 
pleasant business home. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 


MAIL BAGS 


ete Line of Canvas 
Mail Bags- 


Compl 
and Leather 


Send for Descriptive Circular 


Canvas Products Corporation 
nd Leather Specialties 
co O. Box No. ON 


FOND DU LAC, WISCONSIN 








Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


—, 











Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
3" MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 
DEALERS: Write for prices and 
illustrated folder “F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 




























Have You 


a Friend—o- business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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“EYE-EASE” 
RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS 




















MULTI-UNIT {HII —s- 
MAP SYSTEM Hee 


For Efficient 
Sales Planning 















































© Cram’s large scale, washable 
surface state maps, mounted on the 
convenient, space-saving Multi-Unit 


iia} 
display fixture, gives sales executives a quick over-al! picture of their dis- 





territorial conditions. 


the wall when not in use. Each wing accommodates two maps——one on either 
side. The maps can be marked on with marking crayons, and the markings 


use of colored map tacks. 
states to the entire 48. Write for catalog. 


The George F. Cram Company, Inc. 


730 E. Washington St. ° Indianapolis 7, Indiana 





tribution set-up, and a constant check on sales quotas, sales totals and other 


The Multi-Unit wings open up Iike the leaves of a book, and fold back against 


changed as often as necessary. Additional information can be shown by the 


Multi-Unit Systems are available for any size territory——from one or two 








Meilicke 
Calculators 


give answers instantly—to the fraction. 
No machine—Just tip a card. 





Meilicke is the time saving-money saving sys- 
tem. No pushing of levers. No adjusting a 
machine. You just tip a card and—without 
any figuring on your part you have the answer 
to the fraction. Try it on your payroll and see 
what we mean. You can get such co-operation 
from no other system. 


Information cheerfully given. 


MEILICKE SYSTEMS, INC. 
3460 N. Clark St. Chicago 13, Ill. 








’ 








INCREASE YOUR SALES! 


Your customers are in the market for 
HONOR ROLLS & MEMORIALS in Solid 
Bronze. Let “Bronze Tablet Headquarters” 
supply you with these dignified impressive 
tributes. NO INVESTMENT ON YOUR 
PART! Send NOW for complete selling in- 


formation to Dept. O.A. 


SMRBARRET 


Bice eee Babes CL NAM oT ee 
~—_ 














— also — 
e DESK SIGNS 
¢ DIRECTORIES 
¢ NAMEPLATES 
e SIGNS, ETC. 











UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 


Never before such FAST,- EASY FILING! 


Oxford 


PENDAFLEX 


new style fers forges that HANG! 


y specio 


OXFORD FILING SUPPLY co. New York BROOKLYN St. Louis 
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Cuahilp Cane 
—FIBE ROK. 
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TRADE MARK 





Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 


Send for Literature 


addrose 197 FA 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street e Long Island City 1, N. Y 
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FINGER-TIP 
CONTROL LEVER 


















Today, a product must have plenty "on the ball" to impress 


the critical buyer . . . and the Precise Trimming Board has 
just that! It's the first major improvement offered the user 
in years. 

Simplified control makes precision cutting quick and easy. 
No mechanical gadgets to manipulate . . . just a finger-tip 
flip of a single lever adjusts and locks the guide for 
precision cutting! 

High grade steel is used for both cutting edges and a 
kiln dried hardwood base is finished in durable black with 
clear-cut white measurements. 


Write Today for Further Details and Prices 
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PRODUCTS 








ALL METAL TECHNYSCOPE CYo)-1:) / 


No Typewriters yet! 


SUT: «= 
We still have better ribbons and car- 
\ bons—at better prices. 





REGALRITE... 


Carbon Papers 

Typewriter Ribbons 

J sXe lo bbele mms JLo (ol ebbel- Mm at bejeleyer-) 

| sTole) '4:4-1-) 0) bole me \J Lo Col ebbel-MB abl ejoleyet-) 


HEADQUARTERS ... 
Royal Typewriter Parts for Dealers 


You should try REVIVO; it renews 
jo) (oi (etd tele Med (retel- Mma gol-mmoteslorAbelot hig 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 


le for work the long way of the stencil. The T Square is provided with a 
wooden locking dovies nied holds it tightly in position wherever set. ANTICIPA TE Py Tae 
The Movable Lamp is placed under the Scope and can be adjusted to bring the e } j } 
greatest light right under the working area. The Plastic Diffusion ,Shield Th manufacture of a limited Je) cere be 
avoids glare and does not accumulate heat. It also protects the lamp from being feleelme) abelsh 2 typewriters has been re- 


accidentally broken. ] ‘ 
ibe elzle MM Bae lelsmb elm elelbt lem el-Meazest lode) (= 
The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and soon. List your needs with us to be 


bottom, show regular typewriter pica and elite spaces. Technyscope is 16% nee 5 
inches wide by 21% inehes long. notified as soon as they come in. 


Price, complete with Lamp, Ball Point Stylus, $] 450 : 
Flexible Writing Plate and Four Manuals higher west a EGA L TY P EF | R | TE Pp C 0 Me ig: | & | : 
Rockies) j 

(INCORPORATED) : | 


TECHNYGRAPH CO. recuny, it. 200 Hudson Street New York 13, N. Y. [aig 
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It’s here! 


The RUBBER BAND the trade has 
been waiting for, with’ NATURAL 
RUBBER added. 








Write on Company sta- 
tionery for liberal samples 


PENCER RUBBER PRODUCTS COMPANY 
<Mamgfaitirert of Luabity Ruble Bande 


MAN C MES T.8°R, CONN. 

















is Younes FOR BRIGHTER, 
CLEARER COPIES... 


Uvilscopy PRopucts 


LONG SERVICE LIFE WITH AUTOCOPY GELATIN ROLLS 


a) AUTOCOPY Gelatin Rolls, made by an exclusive formula, are com- 
AKO OF pounded to insure longest efficient use under varying climatic condi- 
Cur ANSING nen tions and to prevent completely the introduction of foreign matter. 
There are no bubbles, indentations or irregularities. AUTOCOPY Rolls 
are available for ALL makes of duplicators. Although the rolls you are 
now using may appear entirely satisfactory, we urge you to try 
AUTOCOPY Rolls and learn the difference! 


STAINS REMOVED IN 30 SECONDS! 
AUTOCOPY Cleansing Cream is the answer to the duplicating ma- 
chine operator’s principal complaint —removing stains from the hands. 
Stains acquired through hours of duplicating work are completely 
removed in 30 seconds with AUTOCOPY Cleansing Cream. This all- 
purpose cleansing cream acts gently, leaves the hands soft and smooth 
and does not affect nail polish. 

AUTOCOPY DIRECT PROCESS SPIRIT FLUID 

INSURES BRIGHTER, CLEAN-CUT COPIES! 

Long runs or short, AUTOCOPY Direct Process Spirit Fluid will give 
brilliant performance. There is no danger of messy offsetting because 
the copies dry instantly. Practically odorless, this exactingly com- 
pounded duplicator fluid is non-injurious to machines. In gallon jugs 
or in the economical 54-gallon drums. 


O izacaml Onc. 


462 WEST SUPERIOR STREET + CHICAGO 10, ILLINOIS 























































WRITE FOR LITERATURE AND PRICES 
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A CONSISTENT 
LEADER 





PEERLESS STEEL OFFICE EQUIPMENT 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, PA. 




















Peacetime Prectsiton, too 





The same fine machine techniques which 
qualified AUTOMATIC for ammunition 
manufacture .. . will soon be utilized in 
full swing again in the Peacetime Produc- 
tion of Sharpeners. 

There are now no restrictions regarding 
the manufacture of pencil sharpeners. As 
rapidly as availability of labor and mate- 
rials permits, production will increase. 
For the time being only Dexters and Giants 
are available. Your generous cooperation 
in awaiting “‘full line’ production is most 
appreciated. 









mage BF 
asso, venc, ansrenes OB. 
CMICAGO. USA. 













Automatic Pencil Sharpener Co. 
Division of Spengler-Loomis Mfg. Co. 


58 E. Washington St., Chicago 2 


PENCIL SHARPENER 
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Above: Small size, for models 3V, 
4V, or 5V. With or without knobs. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 











Above 





Large size, for models 6V, 7V, 8V, 


9V, 10V, 11V. With or without knobs. 





Above: One intermediate bar extends any Kleradesk one 


to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 








Extendible Steel Bars 


for the steeless 


KL RADESK by Sengbusch 





... adding new sales-appeal to this 
already fast-moving item 


... providing an opportunity for sub- 
stantial replacement sales 


lexibility that permits any number of plainly indexed 
ompartments — that’s the kind of sales-making story 
,ou can tell your customers about the steeless Klerades 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
326 Sengbusch Bldg. Milwaukee 3, Wisconsin 


~ 

















The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 


BICKETT 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 





high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbleized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 
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i 
i 
i 
The Treasury Department acknowledges with appreciation the publication of this message by 
i 
This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council be 
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@ Rock-A-Files' exclusive side-wise opening pro- 
vides easier, faster, more efficient filing in less than 
two-thirds the space occupied by drawer type files. 


IN STEEL! 


FEATURING SIDE-FILING... GREATEST 
IMPROVEMENT IN 50 YEARS! 


TEEL Rock-A-File filing cabinets bring 
dealers one of the most sensational 
profit opportunities of all time. Featur- 
ing side-filing, steel Rock-A-Files offer 
more than 20 basic advantages over 
drawer type filing cabinets. Every cus- 
tomer, big or small, is a real prospect for 
these only truly modern filing cabinets. 
Get the complete details on steel Rock-A- 
Files. Write or wire today. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE « CHICAGO 1, ILL. 

















4“NOTES, DRAFTS & RECEIPTS BUSINESS that REPEATS! 

















Feature QUALITY Forms as 
by GIBSON -NORWALK 


YOUR NAME AND ADDRESS 
on EACH FORM 


... in modest minimum quantities—without extra 
cost to you. That's the best possible guarantee 
that re-orders will come right to you. 


I 


— ee we 
Sw er forme fa fey od 
Mf fen — 
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, © EXCELLENT CLEAR LITHOGRAPHY 

1 @© RAG CONTENT PAPER 

e STURDY BINDING 

1 @ SHARP STAMPINGS 

These better features impress your customers, build 
i good will for you, yield you a better profit... and 
i they’re easier to sell. 

i 

t 

: Write, if interested, and our travelers will call. 

LL seaman anwwaen ae ee awe oes eee 
I 

1 C. R. GIBSON & COMPANY 
I 

l Lithographers and Publishers 

1 NORWALK CONNECTICUT 
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ITS 
COMING 
SOON! 


Another ROYAL “first” in furniture 


... the new ALL-Metal Chair! 


No more blueprints needed—this is it! This is the 
new Royalchrome. It’s more beautiful, more 
modern than ever before... and A//-Metal to 


Exploded view of seat construction shows last a lifetime of hard usa ge 


metal bottom pan, metal apron as well as ; : ‘ 
leatherette upholstery covering springs Royal... first to bring you quality chrome furni- 


and metal foundation. A truly important ture... is setting the pace once more! This new 

advancement in ALL-Metal design. i : 
chair is only one of several styles currently being 
made. Others will be adapted as production per- 
mits. It’s coming soon... so be sure to watch for 
the new Royal All-Metal Chair with that ADDED 
durability. You'll be glad you waited for the best! 
The Royal Metal Mfg. Co., 175 N. Michigan 
Avenue, Chicago 1, Illinois. 


Metal Furniture Since’97 


~prX \ \ ' 2 2 
Royal Steel Folding Chairs © = . Z e Steel Furniture 


DISTINCTIVE FURNITURE 
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The extra-fine composition coated on 
Heyer Rolls and Films is noted for its 
brilliant copying qualities and the long 
runs it makes possible. That is why so 
many satisfied customers have been 
using them exclusively for years— 


"They're best in the long run”. 


For Heyer, Ditto, Vivid, Standard 
and other Roll and Film Duplicators 


Specify the Best—“Heyer Rolls and Films’’ 


Heyer Gelatin Rolls and Films have certain built-in qualities that make them better. They have a thicker, 
more uniform coating of superior composition, carefully compounded and carefully inspected to assure 
freedom from defects. Specially treated, exceedingly tough backing materials are used which quickly 
absorb used ink and insure against stretching or tearing. In ordering rolls or films be sure to specify dupli- 
cator to be used so that proper fittings will be attached. And for satisfied customers, specify ‘Heyer’ 
—the best Gelatin Rolls and Films for any duplicator. 


CARBON 
PAPER 


A COMPLETE LINE OF SUPPLIES FOR ALL 
GELATIN AND SPIRIT DUPLICATORS 


Heyer Hektograph materials are famous for their brilliant copying 
qualities since 1903. These time-tested inks, ribbons, carbons, pencils 
etc. assure maximum number of copies on any gelatin duplicator. 
Heyer Spirit Process Duplicator Supplies produce superior results, make 


any spirit process duplicator perform better. 





tty soit whe you re typing 


With smooth “] asy-Touch”... 


An Underwood feature 


hat helps you so much. 


r fingers; 
~. grand. 
fortless typing... 


No strain on youl hand. 











You work under pressure 
With speed and with ease. 
Your letters look better: 


They're letters that please. 


, . ° °1}° 99 i s the spacing betwee characters 
You feel “like a million’’, os Ge a geen set 
crowding of « acters? Are the capi- 
And throughout each day, tal ane letters exactly on the 
‘ tl ‘ or are some above 


t ep? 
ft unet 


You’re glad you ve discovered 
d vour lette » not please you... 

The Underwood Way! n't blame your secretary. It's prob- 
é ichine. She can make them 


in Underwood 








L 


ag Underwood ( orporation, One Park Ave., New York 16, N.Y. 


Wnilettoocl _ TYPEWRITER LEADER OF THE WORLD! 





